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sale 
reflects another! 


When you sell your customer a 
good product, you've already set 
the wheels in motion for a 
repeat sale — for that product and 
for other products bearing the 
same brand name. 

That’s why the name Webster's 
means repeat business. A 
recognized quality product like 
Webster's MultiKopy Carbon 
Papers associates your store with 
dependable merchandise. And 
when you feature MultiKopy 
Carbon Papers with a “twin” 
product like Webster's 
MultiKopy Typewriter 

Ribbons, you're doubling the 
good-will and increasing sales. 


TEAMED-UP SELLING means more 
and bigger sales . . . more repeat 


WEBSTER'S MULTIKOPY TYPE- 


WEBSTER'S MULTIKOPY CARBON 
WRITER RIBBONS set the standard 


PAPERS are recommended by lead- 


ing secretarial schools and out- 
standing secretaries. Its exclusive 
scale edge measures the typing space 
on a page. Weights and finishes 
are available for every office need. 


for distinctive typing. They're long- 
lasting ;.woven of selected sheer cot- 
ton for precision-sharp impressions. 


Color varieties and inkings to per- 


form the most exacting tasks. 


sales, too, thanks to Webster qual- 
ity. MultiKopy Carbon Papers and 
Typewriter Ribbons give you an 
angle for suggestion-sales. They're 
a natural for displays. 


Let Webster's merchandising specialists help you to 
sell MORE Webster's products with attractive dis- 
plays, newspaper mats, blotters and catalogs with 
your imprinted store name. Materials and experi- 
enced help are yours for the asking. Just write: 





Stock the profit line 
stock WEBSTER'S 


TER RIBBONS 





F. S. WEBSTER COMPANY 


13 Amherst St., Cambridge 42, Massachusetts 


Webster's warehouses in 
New York, Philadelphia, Pittsburgh, Detroit, Chicago, San Francisco, Cambridge 


i 
CARBON PAPERS ° TYPEWR 
DUPLICATING SUPPLIES 
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OFFICE APPLIANCES 


(TO THE WORLD'S PRINCIPAL MARKET PLACES) 








Office Appliances is a news and technical trade 
surnal, serving the entire industry of office 
equipment. It covers the manufacture and dis- 
tribution of office machinery, office devices, office 
furniture, office supplies and the complete range 
f commercial stationery. Its comprehensive news 
eports of the industry and its valuable special 
articles upon subjects germane to its field have 
given it unusual prestige. It serves a clientele 
composed of managers and agents for the vari- 
ous office machines, devices and supplies, com- 
nercial stationery dealers and many of the 
largest corporations in the United States. It also 
reaches some dealers in forty-eight other coun- 
tries who deal in American office equipment. 


No person, firm or corporation either directly or 
indirectly connected with the industry the journal 
represents has any share in its ownership or 
voice in shaping its policy, which has in view at 
all times the best interests of the field it serves. 
it will answer any questions germane to its field 
to the best of its ability. 


Copyright. Contents covepéd by copyright, 1953. 
by the Office Appliance’ Company. 


Subscription Rates In the United States and its 
possessions—one year, $3.00; two years, $5.00; 
three years, $7.00. Canada and Pan American 
countries—one year, $3.50; two years, $6.00; 
three years, $8.50. Other countries—one year, 
$4.00; two years, $7.00; three years, $10.00. 
Single copies, 35c in the U. S. and its terri- 
tories; 50c in all other countries. 


Change of Address. Subscribers may have their 
mailing address changed as often as desired. 
Both old and new addresses must be given. 


Advertising Rates upon application. 


Entered as second-class matter, July 8, 1905, at 
the post office at Chicago, Ill., under Act of 
March 3, 1879. 


“Office Appliances” is registered in the United 
States Patent Office, Washington, D. C. 





John A. Gilbert, President and Treasurer; George C. 
Wheeler, Vice-President; Herbert L. Sime, Vice-President; 
C. W. Gilbert, Secretary; R. M. Daugherty, Assistant Treas- 
vrer; Evan Johnson, Contributing Editor; C. H. Everly, Rep- 
resentative Emeritus; John A. Gilbert, Publisher; Walter S. 
Lennartson, Editor; C. O. Schlaver, Associate Editor; Her- 
bert L. Sime and De Lysle F. Cass, Western Advertising 
Department; B. C. Wallsten, Manager Copy Department; 
Leonard Schimek, Assistant Manager Copy Department; J. 
H. Reardon, Promotion Consultant; C. W. Gilbert, Circula- 
tion and Business Manager; R. G. Johnson, Service Bureau 
Manager. 


EASTERN OFFICE 


G. C. Wheeler, Eastern Manager; J. L. Gallup, Assistant 
Eastern Manager; Room 1023, 100 E. 42nd St., New York 
17, N. Y. Phone Mu 3-8319. 


CALIFORNIA REPRESENTATIVE 


5. C. Mead, 2633 Military Ave., Los Angeles 64, Calif. 
Phone ARizona 72970. 
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address: Applico, Chicago, Telephone: DEarborn 2-3206. 
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ness Equipment Journal, Chicago, 1908; Office Outfitter, Chicago, 1908; the 
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Acco Products, 
Acme Products 


Adirondack Chair Co. 
Advanco Products Div. ASI 
ve [ae 

Aigner Index Co. of N. Y 
R. C., Business 
Machines, Inc. 
& 


Aigner, G. 
Allen, 


Allied Carbon 
Corp. 


All-Luminum Products 
All-Steel Equipment 


Alma Desk Co. 


Aluminum Seating Corp. 


Alvin Co. 
Amberg File & 


Amer. Automatic Typewr. 
Amer. Carbon Paper Mfg. 
Evatype Corp. 


Amer. 
Amer. Guide & 
Amer. 
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Arrow 


Art Steel Sales 
Atlas Steneil 


Bainbridge Kimpton 
Bankers Box Co. 
Bankers & Merchants 


Barkley, C. L., 
Barrett Adding 


Bassick Co. Div. 


Bates Mfg. Co. 


Beach Publishing 
Furniture 
Mfg. Co. 
Products 


Beaver 
Bentson 
Biltwell 
Bolta Products 


Borroughs Mfg. Co. 
Bright Chair Co., 
Bristol Mfg. Co. 

Browne-Morse Co. 
Co. 
Brushmakers Inc. 
Buckeye Ribbon & Carbon Co 
Burroughs Adding Mach ‘ 


Brush-Punnett 


}-Thru 


ardinal Sales 
ardinell Corp. 


‘entral Can Co. 


‘odo Mfg. Corp. 


in tntatatat tT 


Co 


. , & 
Hand Binder C« 


Passbook 
Amer. Pencil Co. 
Ames Supply Co. 
Andrews-Alderfer 
Angle Steel Inc. 
Arrot-Jamestown Corp., 


Fastener Co. 
Art Metal Construction Co. 


Files Corp 
Automatic Pencil Sharpnr 


l-Marvin Safe Co 


Ruler Co. 
‘aleulator Equipment Corp 





arlton-Surrey Inc. 


‘entral Desk Mfg. 
hicago Saddlery Co. 


tole Steel Equipment 


Steel Equipment Co. 
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L 
La Salle Products Co. 
Lehigh Desk Co., Ine. 
Leopold Co., The 
Lit-Ning Products Co. 
Lundstrom Laboratories 
Lyon Metal Products, Ine. 


M 


MacKenzie, Arnold, Inc. 
Manifold Supplies Co. 
Marble, The B. L., Chair Co. 
Marchant Calculators Ine. 
Markilo Co. 

Markwell Mfg. Co 

Maso Steel Products 
Master Addresser Co. 
Master-Craft Corp 

May, J. L., Co,. The 
Maybeck, H. G., Co 
Mayfair Co,. The 
McDonald Products Corp. 
Meilink Steel Safe Co. 
Mercury Business Mach. Co. 
Metal Craft Inc 

Metal Office Furn. Co. 
Metalstand Co. 

Midwest Folding Products 
Milwaukee Chair Co., The 
Milwaukee Metal Furn. Co. 
Mittag & Volger, Inc. 
Monarch Fwrniture Co. 
Monroe Cale. Machine Co. 
Mosler Safe Co,. The 
Multi-Form Systems, Inc. 
Murphy Chair Co., Ine. 
Murphy-Miller In« 

Myrtle Desk Co 


N 
Nascon Products 
Nat'l Blank Book Co 
Nat'l Business Show 
Nat’l Cash Register Co. 
Nat'l Lock Co. 
Nat’l Office Mgmt. Ass’n. 


Nat'l Vulcanized Fibre Co. 


Neiman Loose Lf. & Bdry. Co. 


Neubauer Mfg. Co. 
Neva-Clog Products Ince. 
Neverknot Co 

Niemann Inc 

Noesting Pin Ticket Co. 
Norta Distributing Co. 


Northern States Envelope Co. 


Nucraft Furn. Co 
0 
Oakville Co. Div. 
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Office Furn. Whol. Distrib. 
Ohio Can & Crown Co. 
Ohio Chair Co., Ine. 
Old Town Corp 
Orna-Metal Products Co. 
Oxford Filing Supply Co. 
P 
Panama-Beaver 
Parker Steel Products Inc. 
Peerless-Imperial Co., Ine. 
Peerless Steel Equipm. Co. 
Photo Materials Co. 
Pittsburgh Cut Wire Co. 
Posting Equipment Corp. 
Print-O-Matie Co., Ine. 
Pronto File Corp 


These advertisements present the products 
the leading manufacturers in each division 

the industry. Because of the ground for hone: 
differences of opinion, the publishers oby 
ousiy cannot uncertake to Quérantee tran 
actions berween advertisers and customers 
They do however, offer their services in re 
solving any Gisagreements which result fror 
relations established through the journa 











Colonial Carbon Co. 

Colson Corp., The 

Columbia Steel Equipment C« 

Commercial Card System Co 

Consolidated Ribbon art 
Co. 

Convoy Ince. 

Copy Richt Mfg. Corp. 

Corona Typewriter. The 


Corry-Jamestown Mfg. Co 


Cotterman, I. ; 
Cramer Posture Chair 


Crawford Metal Craftsmer 
Cushman & Denison Mfg 


D 


Dayton Stencil Works 
Dennison Mfg. Co. 
Dolin Metal Products 
Doppelt, Charles & Co 
Doro Mfg. Co. 


Dorset Steel Equipm. Co 


Duplicate Receipt Book 
Durable Metal Products 


T.. Service Bureau of Office Appliances 
maintained for the exclusive use of 
subscribers and advertisers. it answers by 
personal letters all inquiries upon matters 
germane to the field, supplies names of 


SERVICE BUREAU 





Eaton Paper Corp. 


Elward Mfg. Co. 
Emeco Corp. . 


Ennis Tag & Salesbook Co 
Esterbrook Pen 


Co. 


Executive Furniture Inc 
Ezyindex Products Co. 


4 





manufacturers of any office article wanted, 
puts man and job together, aids foreign 
dealers in securing U. S. A. lines, and in 
many other ways performs useful service, 
all without charge. Subscribers. in every 
land have made, and ere making, good 
use of this bureau. Manufacturers in this 
field have evidence of its proved value. 
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230 duality Park Envelope Co. 9 

266 Queen Ribbon & Carbon Co..._16 

203 Queen Systems ( orp 1¢ 

328 

245 Regal Typewriter Co 30 

157 Regna Cash Registers, Inc. 10 
Remington Rand Inx 3¢ 
Rest-A-Phone Co. 32 

313 Reyburn Mfg. Co., Inc » Tne....28 

37 Riteform Chair Co 21 

72 Rite-Line Corp. 827 

284 Rivet-O Mfg. Co. 32¢ 

830 Roberts, Weldon, Rubber Co.,....294 

831 Rockwell-Barnes Co 6 

267 Rogers, W. T., 

321 Co. 312, 315, 319, 328, 329 

29: Rose Ribbon & Carbon Co. 95 

324 Royal Metal Mfg. Co 332 

830 Royal Typewriter Co., Inc 4 

9 

997 

171 Ss 

331 Saxon Paper Corp 316 

304 Scerbo, Frank, & Sons 170 

205 Security Steel Equipment Co.... 25) 

215 Seneca Novelty Co. In« $12 

270 Seng Co., The 264 

230 Sengbusch Self-Cl. Inkstand 

202 Co. 300 

63 Servel Inc. 243 

136 Service Products Div 319 

105 Shaw-Walker Co., Th« 73 

81 Sheaffer, W. A., Pen Co. 69 

316 Sheppard, C. E., Co., The 288 

255 Sherness Co. 266 

184 Simplex Metal Products Co. 269 

232 Smead Mfg. Co 117 
Smith, L. C., & Corona 

Typewriters Inc. 

283 Smith Metal Arts Co 

97 Smo-King Products 

287 SoundScriber, Ine 

57 Southworth Co. 

204 Speed Key Corp 

826 Speed-O-Print Corp 

301 Speed Products Co., Ine 

829 Spencer Rubber Products Co. 

266 Springer Industries Inc 

808 Stacor Equipment Co 267 

329 Standard Furniture Co. 199 

27 Stanley Mfg. Co. 229 

304 Stansteel Corp. 228 

329 Stark Calendars, Inc 308 

317 Stationers Loose Leaf Co. 291 

218 Stationers Mfg. Co 190 
Stellar Tool & Mfg. Co. Inc.....278 
Stewart, R. A., & Co 285 

299 Storms, H. M., Co 121 

219 Stow & Davis Furniture Co 182 

270 Sturgis Posture Chair Co. 145 

330 Supreme Steel Products Ine.....191 

265 

165 : 

41 Taubman, Samuel, & Co 328 
Taylor Chair Co., The 227 
Technygraph Co., The 303 

37 Thomas Furniture Co 162, 163 

200 Tiffany Stand Co 252 

85 Top Flight Products 267 

144 Tweeten Fibre Co., Inc 296 

308 

296 UV 

a8 Und rwood Corp. Back Cover 

92 Union Rubber & Asbestos Co. 331 

inal l S. Chaircraft Mfg. Corp.....267 
U. S. Rubber Co 154, 155, 253 
U. S. Typewriter Ribbon Mfg. 


Co, 
Upholstery Leather Group 
Vail Mfg. Co. 
Valco Co. 
Valentine Safe & Lock Works 
Vanguard Engin. & Mfg. Co. 
Victor Adding Machine Co. 
Victor Safe & Equipment Co. 
Vogel-Peterson Co 142, 


WwW Y 


Warshaw Mfg. Co., Inc. 
Watson Mfg. Co. 


Weber Addressing Machine Co. 9% 


Weber Bros. Metal Works 
Webster, F. S., Co. 


Weis Mfg. Co. 53, 54, 55, 

Welham Metal Products Co.....256 
Wells Chair Corp. 4d 
Western Mfg. Co. 231 
Wiemer’s, Inc. 323 
Wilson Jones Co. - 59 
Wolber Dupl. & Supply Co....... 7 


Wood Office Furn. Institute..76, 
Worden Co., The ‘ 
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Write Inc. 
Yawman & Erbe Mfg. Co. 








1953 





Bi 


Bi 


Am 


Col 
Glo 
Hex 
Ma} 


Wel 








) 


4( 




















counting Systems Equipment 
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Allen R. C. Busine Machines 
arrett Adding M hir D 
coughs Adding M Co. 
fonroe Cal ne ( 
1 Cash ( 
tegna Cas! r I 
Remington Ra I 
Ss th, L. ¢ & Corona Typws 
lerwood Cort 
tor Adding Ma ne Co 
Adding Machines, Rebuilt & Used 
leulator Equipment Cor 
t'l Office Appliances, Inc 
Mercury Business Ma nes Co., Inc 
Addressing Machines 
Heyer Cory T 
Master Addresser Co 
Weber Addressing M 
Adhesives 


Se Inks A di 
Air Cireulators & Conditioners 
sco Co. 


Arch & Clipboard Files 
( hman & Der Mig. ¢ 
Globe Wernicke ¢ 
Hardboard Fa ator Ir 
Hedges Mfg. ¢ 
Rockwell- Bart ( 
Service Products D Ww all 


Shaw-Walker ( 
Yawman & Erbe M 
-? Trays i. Stands 
iSalle 
+ Donal Prod ts ( 
Royal Metal Mfg. ‘ 
Smo-King P 
Valeo Co 
Wells Chair Cort 
Associations 
Nat'l Office Mgmt. A 
Associations, Genetonurere 
Wood Office I ¢ 
wes Registers 
Ha Philir 
ank Supplies 
mer Passt k 
Maybeek H. G., ¢ 
Bankers Note Cases 


General Fireproofing 
Globe-Wernicke Co. 

Victor Safe & Equipment Co 
Billing Machines 


Remington Ra I 
Underwood ( I 

Binders, Catalog & Periodical 
Acco Products, Ir 
Aigner, G. J ( 
Aigner Index ¢ of N. Y 
Master-Craft ¢ I 
Nat'l Blank Book ‘ 
Neiman Loose Leaf & B 
Sheppard, C. } ( 


Binders, Permanent Storage 

Bankers Box ¢ 

Master-Craft Cort 

Mayfair Co., The 

Neiman Loose Leaf & Bdry. Co 

Sheppard Cc, #j { 
Blackboards 

Service Produ D Woodall 
Blankbooks 

Nat'l Blank Book ¢ 

Rockwell- Bart ( 

Wilson Jones 
ee A Plan File , Gabtacts 

1l-Steel Equi; er 

art Metal Construction Coa, 

Art Steel Sales Cort 

Browne- Morse ¢ 

Cardinal Sales, Ir 





Cole Steel Fquipn ( 
Columbia Steel Eq ent Co 
Corry-Jamestown Mf (ort 
General Fireproofing Co 
Invincible Metal Fu Co 
Peerless Steel Equipment «< 


Shaw-Walker ¢ 
Stacor Equipment ¢ 
Yawman & Erbe Mfg. 
Bond Boxes 
See Cash Boxes 
Book Cases 
All-Steel Equipment ‘ne 
torroughs Mfg. Corp 
Browne- Morse 
Corry-Jamestown Mfg. Ccrt 
Globe-Wernicke ¢ 
Home-O-Nize C« 
Nucraft Furniture 
Security Steel E 
Standard Furnitu 
Weis Mfg. Co 
Bookkeeping Machines 
Burroughs Adding Machine Co 
Monroe Cale. Machine Co 
Remington Rand Ir 
Underwood Corp 
Box Letter Files 
Amberg File & Ind 
Art Steel Sales Cory 
Cole Steel Equipment ‘ 
Globe-Wernicke Cx 
Hedges Mfg. Co 
Mayfair Co., The 
Rockwell-Barnes Co. 
Weis Mfg. Coa 
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Brief & Zipper Cases 

Bristol Mfg. Co 

Chicago Saddlery Co. 

Doppelt, Charles, & Co. 

Master-Craft Corp 

Stationers Loose Leaf Co 
Built to Order Office Furniture 

Watson Mfg. Co., Inc. 
Bulletin Boards 

Lit-Ning Products Co. 
Business Forms 

Aigner, G. J., Co. 

Aigner Index Co. of N. Y 

Amer Passbook Co. 

Consolidated Ribbon & Carbon Co. 
Cabinets, Refreshment 

Servel Inc. 

Springer Industries, Inc. 
Calculating Devices 

Victor Safe & Equipment Co. 
Calculating Machines 

Allen, R. C., Business Mchs., Inc. 

Barrett Adding Machine Div. 

Burroughs Adding Machine Co. 

Marchant Cale. Machine Co. 

Monroe Cale. Machine Co. 

Nat'l Cash Register Co. 

Smith, L. C. & Corona Typws. 

Victor Adding Machine Co. 
Caleulating Machines, Used 

Calculator Equipment Corp. 

Int'l Office Appliances, Inc. 


Mercury Busines Machines Co., Inc. 


Calendar Pads & Stands 
Smith Metal Arts Co., Inc. 
Stark Calendars, Inc. 

Carbon Papers 
(See Ribbons & Carbons) 

Card index Boxes & Trays 
All-Steel Equipment Inc. 
Amberg File & Index Co. 
Art Metal Construction Co 
Art Steel Sales Corp. 
Bentson Mfg. Co., The 
Cole Steel Equipment Co. 
Columbia Steel Equipment Co. 
Corry-Jamestown Mfg. Corp. 
Farber, Louis H., Co. 
Globe-Wernicke Co. 
Goodfrend Metal Products Co. 
Guide System & Supply Co 
Hang-A-File 
Hedges Mfg. Co. 
Home-O-Nize Co. 

Imperial Methods Co 
Invincible Metal Furn. Co 
Mayfair Co., The 

Metal Office Furniture Co. 
Parker Steel Products, Inc. 
Rockwell-Barnes Co. 
Shaw-Walker Co. 

Smead Mfg. Co. 

Weis Mfg. Co. 

Yawman & Erbe Mfg. Co. 

Card Index Files, Expanding 
Smead Mfg. Co. 
ash Bags, Canvas 
Maybeek, H. G., Co. 

Cash Boxes 
Art Steel Sales Corp 
Central Can Co., Ine. 

Cole Steel Equipment Co. 
General Fireproofing Co. 
Guide System & Supply Co. 
Mayfair Co., The 

Peerless Steel Equipment Co. 
Rockwell-Barnes Co. 

Cash Register Parts 
Int'l Cash Register & Parts Co. 

Cash Registers 
Burroughs Adding Machine Co 
Nat'l Cash Register Co 
Renzo, c ‘ash Registers Inc. 

Cash T 
Re i Cash Registers Inc. 

Casters, Caster Bearings, Slides 
Bassick Co., The 
Colson Corp., The 
Faultless Caster Corp. 

Center Drawer Desk Trays 
Goodfrend Metal Products Co. 

Chair trons 
Bassick Co., The 
Seng Co., The 

Chair Mats 
Hardboard Fabricators, Inc. 
Office Furn. Whol. Distributors 
Service Products Div. Woodall 

Chairs, Folding 
Adirondack Chair Co. 

Farber, Louis H., Co 
Hang-A-File 

Ionia Mfg. Co. 

Krueger Metal Products 
Lyon Metal Products, Inc. 
Royal Metal Mfg. Co. 

Chairs, Office 
Aluminum Seating Corp 
Art Metal Construction Co. 
Beaver Furniture Corp. 
Bright Chair Co 

Cramer Posture Chair Co 
Emeco Corp. 

Fritz-Cross Co. 

Garland Furniture Co. 
General Fireproofing Co. 
Grand Rapids jane. Furn. Co 
Gregson Mfg. Co. 

Gunloeke, W. H., Chair Co. 
Hamilton Mfg. Corp. 

Harter Corp., The 

High Pt. Bending & Chair Co 
Huntington Chair Corp. 
Imperial Leather Furn. Co. 
Indiana Chair Co. 
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Jasper Chair Co 
Jasper Seating Co 
Marble, B. L., Chair Co. 
Maso Steel Products 
Metal Office Furniture Co. 
Milwaukee Chair Co. 
Milwaukee Metal Furn. Co 
Murphy Chair Co., Inc 
Murphy-Miller, Inc. 
Niemann, Inc. 
Riteform Chair Co 
Royal Metal Mfg. Co. 
Scerbo, st ay & Sons, Inc 
Shaw-Walker C 
Simplex Metal Products Co 
Stanley Mfg. Co. 
Stow & Davis Furniture Co 
Sturgis Posture Chair Co 
Taylor Chair Co. 
U. 8S. Chaircraft Mfg. Corp 
Upholstery Lthr. Group 
Wells Chair Corp. 
Chairs, Posture 
Aluminum Seating Corp 
Angle Steel, Inc. 
Art Metal Construction Co 
Bright Chair Co. 
Cramer Posture Chair Co 
Emeco Corp. 
Fritz-Cross Co. 
General Fireproofing Co 
Gunlocke, W. H., Chair Co 
Hamilton Mfg. Corp 
Harter Corp., The 
High Pt. Bending & Chair Co 
Imperial Leather Furn. Co 
Indiana Chair Co. 
Jasper Chair Co. 
Johnson Chair Co. 
King Posture Chair Co 
Marble, B. L., Chair Co 
Maso Steel Products 
Metalstand Co. 
Milwaukee Chair Co. 
Milwaukee Metal Furn. Co 
Ohio Chair Co. 
Riteform Chair Co 
Royal Metal Mfg. Co 
Stow & Davis Furniture Co 
Sturgis Posture Chair Co 
Taylor Chair Co. 
Wells Chair Corp 
Chairs, Tablet Arm 
Adirondack Chair Co. 
Indiana Chair Co. 
Jasper Chair Co. 
Wells Chair Corp 
Checks, Stamped Metal 
Dayton Stencil Works 
Force, William A., & Co 
Clipboards 
(See Arch & Clipboard Files) 
Coat & Hat Racks 
Crawford Metal Crafismen Corp 
Sherness Co. 
Vogel-Peterson Co. 
Coin Bags, Trays, Wrappers 
Amer. Passbook Co. 
Continuous Forms 
Hano, Philip, Co. 
Copyholders 
Acco Products, Inc. 
Bankers Box Co. 
Copy Right Mfg. Corp. 
Int'l Office Appliances, Inc 
Rite-Line Corp 
Correspondence Trays 
Art Metal Construction Co. 
Art Steel Sales Corp. 
Corry-Jamestown Mfg. Corp 
Doro Mfg. Co. 
General F — oy Co. 
Globe-Wernicke Cc 
Haskell, Inc. of Plitsburgh 
Hedges Mfg. Co. 
Imperial Methods Co 
Maso Steel Products Co. 
Mayfair Co., The 
Metalstand Co., Ine. 
Peerless Steel Equipment Co 
Security Steel Equipment Co 


Sengbusch Self-Clos. Inkstand Co, 


Service Products Div. Woodall 
Shaw-Walker Co. 
Stellar Tool & Mfg. Co., Inc 
Valeo Co. 
Weis Mfg. Co. 
Wells Chair Corp 
Yawman & Erbe Mfg. Co. 
Costumers 
Biltwell Products Co. 
Globe-Wernicke Co. 
LaSalle Products Co. 
Peerless Steel ~7 Co 
Royal Metal Mfg. 
oe may | Steel 1s Co 
Valco Co. 
Vogel-Peterson Co. 
Wells Chair Corp. 
Covers, Loose Leaf 
Smead Mfg. Co. 
Crayons 
Tweeten Fibre Co., Inc 
Dating Stamps 
Bates Mfg. Co, 

Force, William A., & Co. 
Fulton Marking Equipment Co. 
Rivet-O Mfg. Co, 

Desk Lamps 

Bainbridge, Kimpton & Haupt 
Copy Right Mfg. Corp. 
Industrial Lamp Corp. 
Mayfair Co., The 

Wells Chair Corp. 





For the benefit of 
advertised in this 


be inreresreo in an 
ment net listed here 
municate with the 


cheertully given py 


the subscribers the lines 
issue are here classified 
Many of the requirements of the modern busi- 
ness office are represented. Should subscribers 


y 


article of office eauio 
they are invited to com- 


service bureau, through 
whicn the information will be promptly and 
letter witnout obligation. 


Desk Name Plates 
Acme Products Co 
Force, William A., & Co 
Kutch, Walter E., Co. 
Desk Pads and Tops 
Office Furn, Whol. Distributors 
Smith —— Arts Co., Inc. 
Wilson Jones Co. 
Desk Pen & ink Sets 
Esterbrook Pen Co. 
Sengbusch Self-Cl. Inkstand Co. 
Sheaffer, W. A., Pen Co 
Smith Metal Arts Co. 
Desk Side Files 
Amberg File & Index Co 
Cole Steel Equipment Co. 
Farber, Louis H., Co. 
Hang-A-File 
Rockwell-Barnes Co 
Yawman & Erbe Mfg. Co. 
Desk Trays 
(See Correspondence Trays) 
Desk Work Distributors 
Advanco Products Div. ASB 
Globe-Wernicke Co. 
Lyon Metal Products, Inc 
Victor Safe & Equipment Co 
Wilson Jones Co, 
Desks 
Alma Desk Co. 
Arnot-Jamestown Corp., The 
Art Metal Construction Co. 
Bentson Mfg. Co. 
Browne- Morse Co. 
Cardinal Sales, Inc 
Central Desk Mfg. Co 
Columbia Steel Equipment Co. 
Corry-Jamestown Mfg. Corp. 
Durable Metal Products Co. 
Executive Furniture, Ine 
Farber, Louis H., Co. 
G R Products, Inc 
Garland Furniture Co 
General Fireproofing Co. 
Hang-A-File 
Haskell, Inc. of Pittsburgh 
Imperial Desk Co 
Indiana Desk Co. 
Jasper Desk Co 
Jasper Office Furniture Co 
Lehigh Desk Co., Ine. 
Leopold Co. 
Lundstrom Laboratories 
Mayfair Co., The 
Metal Office Furniture Co 
Myrtle Desk Co 
Orna Metal Products Co 
Peerless Steel Equipment Co. 
Scerbo, Frank, & Sons, Inc 
Security Steel Equipment Co 
Shaw-Walker Co 
Standard Furniture Co 
Stow & Davis Furniture Co 
Victor Safe & Equipment Co. 
Wells Chair Corp. 
Worden Co., The 
Yawman & Erbe Mfg. Co. 
Diaries 
(See Memo Books) 
Dictating Machines 
SoundScriber Corp 
Dictating Machines, Used 
Int'l Office Appliances, Inc 
Drafting Instruments & Equipment 
wt Co 
-Thru Ruler Co. 
‘ ‘ardinell Corp 
Haskell, Inc of Pittsburgh 
Drafting Tables 
Stacor Equipment Corp 
Drafts, Notes & Receipts 
Duplicate Receipt Book Co 
Drills, Paper 
Smead Mfg. Co. 
Duplicating Machines & Supplies 
Addo Machine Co., Ine. 
Ames Supply Co. 
Bainbridge, Kimpton & Haupt 
Buckeye Ribbon & Carbon Co. 
Codo Mfg. Corp. 
Colonial Carbon Co. 
Harding, Milo Co. 
Hart Mfg. Co. 
Heyer Corp., The 
Ink Specialties Co., The 
Manifold Suplies Co. 
Mittag & Volger, Inc. 
Old Town Corp. 
Peerless-Imperial Co., Inc. 
Print-O-Matic Co., The 
Queen Ribbon & Carbon Co. 
Queen Systems Corp 
Rose Ribbon & Carbon Mfg. Co. 
Smith, L. C. , & Corona Typws 
Speed-O-Print Corp 
Technygraph Co., The 
Victor Safe & Equipment Co 
Wolber Dupl. & Supply Ce 
Duplicating Stencil Files 
Atlas Stencil Files Co 
Envelope Openers 
Mackenzie, Arnold, Inc 
Envelopes 
Justrite Env. Mfg. Co 
Northern States Envelope Co. 
Quality Park Envelope Co. 
Wilson Jones Co. 
Envelopes, Plastic 
Aigner, G. J., Co. 
Aigner Index ‘Co. of N. Y. 
Markilo Co. 
Smead Mfg. Co. 
(Continued on page 6) 


























(Continued from page 5) 

Eraser Refills 
Brushmakers, Inc 

Erasers, Rubber 
Amer. Pencil Co. 

Ames Supply Co 
Brushmakers, Inc 
Roberts, Weldon, Rubber ( 

Expense Books 
Beach Publishing Co 

Eyelets & Eyelet Fasteners 
Bates Mfg. Co. 

Rivet-O Mfg. Co. 

File Boxes, Fibre Collapsible 
Bankers Bor Co. 
Globe-Wernicke Co 
Guide System & Supply Co. 

Filing Cabinets, Insulated 
Herring-Hall-Marvin Safe ( 
Meilink Steel Safe Co 
Mosler Safe Co 
Shaw-Walker Co. 

Victor Safe & Equipment Co 

Filing Cabinets, Metal 
Advanco Products Div. ASB 
All-Steel Equipment Inc 
Art Metal Construction Co 
Art Steel Sales Corp 
Bentson Mfg. Co., The 
Browne-Morse Co. 

Cardinal Sales, Inc. 

Cole Steel Equipment Co. 
Columbia Steel Equipment C« 
Corry-Jamestown Mfg. Corp 
Dorset Steel Equipment Co 
Durable Metal Products Co 
Farber, Louis H., Co 
Frontier Sales Co 

General Fireproofing Co 
Globe-Wernicke Co, 
Hang-A-File 

Home-O-Nize Co 

Invincible Metal Furn. Co. 
Keystone Steel Equipment ¢ 
Metal Office Furniture Co 
Parker Steel Products Co. 
Remington Rand Inc 
Rockwell-Barnes Co 
Security Steel Equipment Co 
Shaw- Walker 

Top Flight Products Co 
Victor Safe & Equipment C 
Watson Mfg. Co., Inc 

Wels Mfg. Co. 

Western Mfg. Co 

Yawman & Erbe Mfg. Co 

Filing Cabinets, Wood 
Bainbridge, Kimpton & Haupt 
Globe-Wernicke Co. 
Imperial Methods Co 
Wels Mfg. Co. 

Wells Chair Corp. 

Filing Supplies 
Acco Products, Ine 
Advanco ‘eae Div. ASB 
Aigner, G. 

Aigner Index oo of N. Y. 
Amberg File & Index Co. 
Amer. Guide & Folder Co 
Art Metal Construction Co 
Art Steel Sales Corp 
Barkley, C. L., & Co. 
Browne- Morse Co. 
Corry-Jamestown Mfg. Corp 
Farber. Louis H., Co. 
Globe-Wernicke Co 

Guide System & Supply Co 
Hang-A-File 

Imperial Methods Co 
Justrite Env. “ws Co. 
May, J. L. 

Metal Office Purnitare Co 
Northern States Envelope Co 
Oxford Filing Supply Co 
Parker Steel Products, Inc 
Quality Park Envelope Co 
Rockwell-Barnes Co. 
Security Steel Equipment C 
Shaw-Walker Co. 

Victor Safe & Equipment (¢ 
Warshaw Mfz. Co. 

Weis Mfg. Co 

Yawman & Erbe Mfg. Co 

Finger Pads 
Speed Products Co. 

Fountain Pens (Incl. Ball Pt.) 
Esterbrook Pen Co., The 
Sheaffer, W. A., Pen Co 

Gummed Cloth Rings 
Aigner Index Co. of N 
Dennison Mfg. Co 
Reyburn Mfg. Co., Inc 
Warshaw Mfg. Co 

Gummed Tape & Sealing Machines 
Dennison Mfg. Co. 

Reyburn Mfg. Co., Inc. 

Hardware, Office Desk 
Nat’l Lock Co. 

Honor Rolls 
Kutch, Walter E., Co 

In and Out Boards 
Lit-Ning Products Co 

Index Card Signals 
(See Signals, Index Card) 

Index Tabs 
Aigner, G. J., Co. 

Aigner Index Co. of N. Y¥ 
Amberg File & Index Co 
Barkley, C. L., & Co 
Ezyindex Products Co. 
Globe-Wernicke Co. 
Graff, George B., & Co 
Guide System & Supply Co 
Markilo Co. 
Master-Craft Corp 
Reyburn Mfg. Co., Inc 
Shaw-Walker Co 
Sheppard, C. E., . 
Speed Products Co., Inc 
Victor Safe & ee nt Co 
Warshaw Mfg. Co. 

Inks, Adhesives, — 
Colonial Carbon Co 
Dennison Mfg. Co. 
Fulton Marking Equipment Co 
Higgins Ink Co., 
Ink Specialties Co., Inc 
Rivet-O Mfg. Co. 
Union Rubber & Asbestos Co. 
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Inkstands 
Cushman & Denison Mfg. Co 
Sengbusch Self-Cl. Inkstand Co. 
Label Holders 


File Aid Sales 


Labels 
Dennison Mfg. Co 
Imperial Metl s Co 
Oxford Filing Supply Co. 


Reyburn Mfg. Co., Int 
Smead Mfg. Co 
Warst - Mfe — 
We 





Ladders, ‘Sievers, “Btore & Vauit 
Cottermar lL D 

= --* Goods 
Briste mm Co 
Chicago llery Co 


Doppelt Charles, & Co 
Letter Trays 

(See Correspondence Trays) 
Library Equipment 

All-Steel Equipment Inc 

Browne-Morse Co. 

Corry-Jamestown Mfg. Corp 
Linoleum Top Cleaners 


\ 
Lithographed Continuous Forms 
Ha Pr 
ockers’ & ‘Storage ‘Cabinets 
Equi — ne 
Art Metal Construction Co 








rse Co. 
own Mfg. Corp 
et § 1 Equipment Co 
tlobe-Wernicke Co 
Metal Furn. Co. 
Geyston sel Equipment Co 
yon Me al Produets, Ine 
er Steel Products Co. 
el Equipment Cs 
-W ulker Co 
steel ¢ 
ipreme Bteel Products, Inc 
iwmar rbe Mfg. Co 
Loose Leaf Books, & Devices 
\ G ( 
Aigner Index Co. of N. ¥ 
Amberg File & Index Co 
Free Hand Binder Co 
Master-Craft Corp 
Nat’l Blank Book ¢ 
Li Leaf 











MRA 


Bdry Co 





Wilson Jone 

Loose Leaf Sheet Covers, Plastic 
Aigner, G. J 
Aigner Ir ex Co. of N Y 
Markilo Co 
Neiman Loose Leaf & Bdry Co 
Sme = Mfg. (« 
Wi 7 

Loose Leal Tray Binders 
N Book Cc 








We Bros on tal Works 
W m Jones 
Mail Distributors: 
Advancu ucts Div ASB 
G be- We onlin ( 
tor Safe & Equipment Co. 
Manifold econ r, _Sasmess Forms 
Hano, PI 
Multi Senor Systems, Inc 
Map Tacks 
Graff, George B., Co 
Marking poe 





Tweeter r 
Merkios bio Laundry 
Ta n, Samuel, & Co 
Matched Office Suites 

Carlton Surrey Inc 

Ind a oe k Co 

Leopol 0. 

ag Frat k, & Sons, Inc 

Standard Furniture Co. 

Stow & Davis Furniture Co 
Memorandum Books 

Ennis Tag & Salesbook C« 

Master Craft Corp 

Nat'l Blank Book Co 

Rockwell-Barnes C¢ 

Wilson Jones Co. 
Memorandum Devices 

sates Mfg Co. 

Lit-Ning Products Co 
Mending Tape 

Dennison a Co. 










Reyburt o., Inc 
Metal Badges. “cheeks, Tokens 

Dayton Stencil Works 
Moisteners 


Mayfair Co., The 
Rivet-O Mfg. Co 
Sengbusch Self-Cl. Inkstand C¢ 
a Labels 
tal Craft In 
Numbering mashines 
Bates 
Force, W ill am A., & Co 
Stewart, R. A., & Co 
Office Furniture, Custom Built 
Carltor urrey n 
Office Furniture Sectional Units 
Arnot-Jamestown Corp., The 
Columbia Steel Equipment Co 
G R Products, Inc 
Globe-Wernicke Co 
Rockwell-Barnes Co. 
Office Furniture Warehouse Wholesalers 
Office Furn. Whel. Distributors 
Office Partitions and Railings 
Globe-Wernicke Co 
Watson Mfg. Co., Inc 
Office Printing Outfits 
Force, William A., & Co 
Fulton Marking Equipment (¢ 
Pads, Figuring 
Nat'l Blank Book Cc 
Wilson Jones ¢ 
Paper 
Eaton Paper Corp 
Rockwell-Barnes Co 
Saxon Paper Corp 
Southworth Co 


Paper Clamps 
Acco Produets Inc 
Automatic Pencil Sharpener Co. 
Cushman & Denison Mfg. Co. 
Esterbrook Pen Co 
Paper Clips 
Cushman & Denison Mfg. Co. 
Noesting Pin Ticket Co. 
Oakville Co., Div. Scovill 
Pittsburgh Cut Wire Co, 
Vail Mfg. Co 
Paper Fasteners and Washers 
Oakville Co., Div. Scovill 
Paper Fastening Machines 
Arrow Fastener Co., Inc 
Automatic Pencil Sharpener Co. 
Sates Mfg. Co, 
Fastener Corp., The 
Markwell Mfg. Co 
Neva-Clog Products, Inc 
Speed Products Corp 
Victor Safe & Equipment Co. 
Parcel Post & Postal Scales 
Hanson Scale Co. 
Paste 
See Inks, Adhesives, etc.) 
Pen & ink Sets 
(See Desk Pen & Ink Sets) 
Pencil Sharpeners 
Automatic Pencil Sharpener Co. 
Elward Mfg. Co 
Pencils, Mechanical 
Alvin Co. 
Esterbrook Pen Co 
Sheaffer, W. A., ee Co. 
Tweeten Fibre C 
Pencils, Wood Cased cand 
Amer. Pencil Co. 
Pens, Steel 
Esterbrook Pen Co., The 
Sengbusch Self-ClL. Inkstand Co 
Pin Tickets 
May, J. L., Co 
Pins and Pin Containers 
Noesting Pin Ticket Co 
Oakville Co., Div. Scovill 
Vail Mfg. Co. 
Plaques 
Kutch, Walter E., Co 
Piatens, Typewriters, ete. 
4mes Supply Co 
Posting Trays & Stands 
(See Loose Leaf Tray Binders) 
Presentation Covers 
Amberg File & Index Co. 
Smead Mfg. Co. 
Price & Sign Markers 
Force, William A., & Co 
Fulton Marking Equipment Co. 
Stewart, R. A., & Co. 
Publications 
Office Appliances 
Punches 
Acco Products, Inc 
Aigner Index Co. of N. Y. 
Bates Mfg. Co 
Globe-Wernicke Co 
Hoggson & Pettis Mfg. Co. 
Nat'l Blank Book Co 
Smead Mfg. Co. 
Wilson Jones Co 
Ribbons and Carbons 





Allied Carbon & Ribbon Mfg. Corp. 


Amer. Carbon Paper Mfg. Co. 
Ames Supply Co 

Buckeye Ribbon & Carbon Co, 
Codo Mfg. Co. 

Consolidated Ribbon & Carbon Co 
Manifold Supplies Co 

Mittag and Volger, Inc 

Old Town Corp 
Peerless-Imperial Co., Inc 
Queen Ribbon & Carbon Co 
Regal Typewriter Co. 

Remington Rand Inc 

Rose Ribbon & Carbon Mfg. Co 
Royal Typewriter Co. 

Storms, H. M., Co. 

I nts rwood Corp. 


I Typewriter Ribbon Mfg. Co 
Webster F. 8., Co. 
Write, Inc 


Rubber Bands 
Roberts, Weldon, Rubber Co 
Spencer Rubber Products Co. 
Rubber Stamp & Plate Mfg. Mchs. 
Amer. Evatype Corp 
Rubber Stamps 
Bankers & Merchants, Inc. 
Rubber Type 
Force, William A., & Co 
Stewart, R. A., & Co 
Rulers, Transparent 
C-Thru Ruler Co. 
Rulers, Wood 
Seneca Novelty Co. Inc 
Safes, Office 
Art Metal Construction Co. 
Brush-Punnett Co 
Cole Steel Equipment Co. 
General Fireproofing Co. 
Herring-Hall-Marvin Safe Co 
Invincible Metal Furn. Co 
Meilink Steel Safe Co 
Mosler Safe Co 
Remington Rand Inc 
Shaw-Walker Co. 
Valentine Safe & Lock Works 
Victor Safe & Equipment Co. 
Sales Books 
Ennis Tag & Salesbook Co. 
Sand Urns 
Valco Co. 
Seales, Postal 
Hanson Scale Co 
Serapbooks 
Globe-Wernicke ¢ 
Weis Mfg. Co 
Wilson Jones Co 
Shelving 
All-Steel Equipment Inc 
Bankers Box Co 
Borroughs Mfg. Co 
Browne-Morse Co. 
Corry-Jamestown Mfg. Corp 
Lyon Metal Products Inc 
Neubauer Mfg. Co. 
Stansteel Corp 
Supreme Steel Products. Inc 
Shows & Exhibitions 
Nat'l Business Show Co. 
Nat'l Office Mgmt. Ass‘n. 


Signals, index Card 
Ennis Tag & Salesbook Co. 
Graff, George B., Co. 
Victor Safe & Equipment Co. 

Smoking Stands, Office 
LaSalle Products Co. 
McDonald Products Corp 
Royal Metal Mfg. Co, 
Smo-King Products 
Valco Co. 

Wells Chair Corp. 

Sorting Devices 
Amberg File & Index Co, 
Yawman & Erbe Mfg. Co. 

Sorting Shelf Tables 
Angle Steel, Inc, 

Welham Metal Products Co 

Spindle Files 
Wells Chair Corp 

Stamp Pads 
Bates Mfg. Co. 

Force, William A., & Co 
Fulton Marking Equipment Co 
Rivet-O Mfg. Co. 

Stewart, R. A., & Co. 

Stands for Office Machines 
All-Steel Equipment Inc 
Ames Supply Co. 

Cardinal Sales, Inc. 

Cole Steel Equipment Inc 
Doro Mfg. Co. 

Dorset Steel Equipment Co. 
Farber, Louis H., Co 
Flewelling, L. C., Co 
General Fireproofing Co 
Hang-A-File 

Harter Corp. 

Home-O-Nize Co 

Karl Mfg. Co. 

Maso Steel Products 
Meilink Steel Safe Co 
Metalstand Co. 

Security Steel Equipment Co 
Tiffany Stand Co. 

Welham Metal Products Co. 
Wells Chair Corp. 

Staples & Stapling Machines 
Arrow Fastener Co., Inc 
Automatic Pencil Sharpener Co 
Bates Mfg. Co. 

Fastener Corp., The 
Markwell Mfg. Co. 
Neva-Clog Products, Inc 
Speed Products Co., Inc. 
Vail Mfg. Co. 

Wilson Jones Co. 

Stencils, Brass 
Dayton Stencil Works 

Stenographers’ Notebooks 
Ennis Tag & Salesbook Co 
Nat'l Blank Book Co 
Rockwell-Barnes Co. 

Stools 
Angle Steel, Inc. 

Harter Corp., The 
Maso Steel Products 
Mayfair Co., The 
Royal Metal Mfg. Co. 
Wells Chair Corp 

Storage & Transfer Cases 
All-Steel Equipment Inc 
Amberg File & Index Co 
Art Metal Construction Co 
Art Steel Sales Corp 
Sankers Box Co. 

Barkley, C. L., & Co, 
Bentson Mfg. Co. 
Browne-Morse Co. 

Cardinal Sales, Inc 

Cole Steel Equipment Co. 
Columbia Steel Equipment Co 
Convoy, Inc. 

Corry-Jamestown Mfg. Corp. 
Dolin Metal Products, Inc 
Frontier Sales Co 

General Fireproofing Co. 
Globe-Wernicke Co. 

Guide System & Supply Co 
Herring-Hall-Marvin Safe Co. 
Home-O-Nize Co. 

Imperial Methods Co. 
Invincible Metal Furn, Co 
Mayfair Co., The 

Metal Office Furniture Co 
Oxford Filing Supply Co 
Parker Steel Products, In 
Peerless Steel Equipment Co. 
Pronto File Corp. 
Rockwell-Barnes Co. 

Security Steel Equipment Corp 
Shaw-Walker Co. 

Top Flight Products Co. 
Vanguard Engin. & Mfg. Co 
Weis Mfg. Co. 

Yawman & Erbe Mfg. Co 

Store Fixtures & Equipment 
All-Steel Equipment Inc 

Strong Boxes, Fire Protected 
Herring-Hall-Marvin Safe Cc 
Meilink Steel Safe Co. 

Victor Safe & Equipment Co 

Tables 
Art Metal Construction Co 
Browne-Morse Co. 

Cardinal Sales, Inc 
Columbia Steel Equipment Co 
Corry-Jamestown Mfg. Corp 
Doro Mfg. Co 

Farber, Louis H., Co. 
Globe-Wernicke Co. 
Hang-A-File 

Haskell, Ine. of Pittsburgh 
Jasper Table Co., Inc 

Lyon Metal Products, Inc 
Maso Steel Products 
Mayfair Co., The 

Nucraft Furniture Co 

Royal Metal Mfg. Co 
Security Steel Equipment Co 
Shaw-Walker Co. 

Standard Furniture Co 

U. 8. Chaircraft Mfg. Corp 
Victor Safe & Equipment Co. 
Wells Chair Corp. 

Yawman & Erbe Mfg. Co. 

Tables, Folding 
Adirondack Chair Co 
All-Luminum Products 
Midwest Folding Products 

(Continued bottom page 7) 


OFFICE APPLIANCES, May, 1953 























EXECUTIVES WANTED 





XPERIENCED OFFICE MACHINE SALESMAN who has 
yven he can sell and manage other people and who is 
lling to work hard for a future can come into our busi- 
ss now at a good salary plus bonus with the opportunity 
taking over the business within the next five years. Sal- 
y is open and living conditions are excellent. Company 
ys expenses of auto, etc. We are a Corporation, in ex- 
llent financial condition and have top lines such as Royal 
tandard and Electric, Burroughs, Remington and Clary, 
ivetti, Mar Permofiex Scribe, Globe-Wernicke, : Victor 
ife and Equipment lines all on an exclusive basis plus 
iny kindred lines. Location is medium size town in north- 
n Illinois. Please furnish full details in reply which will 
held confidential jox S-92, care Office Appliances, Chi- 
zo 6 
ISTRICT SALES MANAGER supervise and work with 
unchised dealers in Rocky Mountain and Pacific North- 
est states for AAA manufacturer. Salary, expenses, bonus. 
{ust be top caliber man with maturity and solid background, 
cluding figuring machines. If this job is too big for you, 
ntion it to your boss. Applications will be kept in strict 
ynfidence Give full information, including past earnings, 
so recent eons if available. Box S-93 care Office Appli- 
neces, Chicago 6 








[ANAGER “LEADING RETAIL STATIONERY and office 
.quipme nt store in city of 25,000 with excellent trading area 
onus plan which should prove profitable to capable man 
vith ability to operate and expand profitably. Complete 
ne commercial and social stationery, books, greeting cards 
nd furniture. Carrying only quality lines. Complete group 
nsurance coverage and retirement benefits. For further 
nformation or interview contact W. F. Thomas, The Findlay 
Printing & Supply Company P. O. Box 299, Findlay, Ohio. 





MAN WITH PROVEN ABILITY to completely manage Of- 
ce Supply and Equipment Business in mid-Western city of 
00,000. Demonstration of ability to operate and expand 
profitably could lead to opportunity to acquire substantial 
nterest. Give complete details about your record and com- 
ensation you require. Write to S-94 care Office Appliances, 
Chicago 6, for particulars. 

SALESMEN WANTED 
OFFICE MACHINE SALESMAN wanted. Make minor re- 
airs and sell Remington Rand machines in good area of 
uth Mississippi. Will pay 15% commission to be applied 
gainst weekly guarantee or travel allowance, with part- 
nership possibilities in the future. Give references. The 
Leader Company, Brookhaven, Mississippi. 
UNUSUAL circumstance provides excellent opportunity for 
ystems and equipment man with eighty year old business 
n western New York. Home every night, liberal guarantee 
plus share of profits and retirement program. Write F. H. 
Oakleaf Co., Olean, N. Y. 




















EADING STEEL CHAIR MANUFACTURER WANTS SALES 
REPRESENTATIVE to travel states of Minnesota, North 
ind South Dakota, Nebraska and Iowa, calling on dealers 
ind working with dealer’s men. Commission basis. Give 
ige, experience, present lines in first letter. Apply S-95 care 
Office Appliances, Chicago 
OFFICE FURNITURE SALESMAN (Pittsburgh, Pa. area) 
THOROUGHLY EXPERIENCED Office Furniture Salesman 
vill find a lifetime opportunity with one of America’s larg- 
est dealers. Salary plus bonus plus retirement pension plan 
Showrooms of finest lines, complete decorator facilities. Ap- 
plications will be kept in strict confidence. E. J. Eggleston, 
President, General Office Equipment Corp., 719 Liberty Ave., 


9° 


Pittsburgh 22, Pa 


ESTABLISHED MANUFACTURERS’ REPRESENTATIVE, 
Merchandise Mart Chicago showroom with top lines, needs 
man experienced in stationery-office supply field to cover 
Michigan, Ohio, Indiana and Kentucky. Prefer man residing 
n territory. Phone SUperior 7-7095 or write S-96 care Of- 











The rate for classified advertise- 
ments is fifteen cents a word, mini- 
mum charge $3.00, payable with 
order. Add six words if box address 
is used, 





CITY SALESMAN for Office Supplies, Royal Typewriters, 
National Adding Machines; business estab. many years; good 
salary. MacTaggart-Hoffman Co., Port Huron, Mich 
EXPERIENCED SALESMAN for complete line of office fur- 
niture. Outside calls New York City area. Leads furnished. 
Salary plus Commission. Dallek, 534 Broadway, New York 12. 

OFFICE MACHINE MECHANICS WANTED 
WANTED: Competent typewriter mechanic. Prefer one 
with experience on adding and mimeograph machines but 
not a necessity. Permanent position, well established firm. 
References gladly exchanged. American Printing Company, 
Galveston, Texas. 
WANTED ADDING AND TYPEWRITER MECHANIC, ex- 
perienced, bonus, pleasant surroundings, in fastest growing 
city. Write American Typewriter Co., 223 N. E. 2nd Ave., 
Miami, Florida. 
MECHANIC WITH FRIDEN CALCULATING MACHINE ex- 
perience. Will furnish additional training. Also have Victor 
Adding Machines, A. Dick Mimeographs, Dictaphones, 
Smith Typewriters. Permanent job, excellent working con- 
ditions. Howard D. Happy Co., Paducah, Ky. 
EXPERIENCED ADDING MACHINE and Typewriter me- 
chanic. Good salary and permanent position for right man. 
Collins, 319 Dekalb Street, Norristown, Pennsylvania. 
WANTED FOR SMALL REPAIR SHOP Experienced Man 
who can work on both typewriters and small adding ma- 
chines. This is a permanent job with good salary and plea- 
sant working conditions. Standard Adding Machine Co., 1543 
Gratiot Ave., Detroit 7, Michigan. 
TYPEWRITER & ADDING MACHINE MECHANIC: Steady 
employment, liberal proposition. One with sales ability 
preferred but not necessary. Muncie Typewriter Exchange, 
Muncie, Indiana. 

SERVICE MANAGERS WANTED 

SERVICE MAN CAPABLE OF BECOMING SERVICE MAN- 
AGER, Underwood Sundstrand experience necessary, to take 
complete charge of Underwood Agency. Salary $100.00 up, 
based on experience. Commission, Bonus, Excellent Working 
Conditions. Located near Detroit. Dodge Office Equipment 
Co., 3962 Fort St., Lincoln Park, Michigan. 
WANTED, A SERVICE MANAGER to work with established 
office machine business in developing contract work on sev- 
eral makes of business machines. Burroughs background 
preferred. Good salary to start with liberal employment 
policies. Dorrell Office Machines Co. (Inc.) 89 South 11th 
Street, Minneapolis, Minnesota. 


SALES REPRESENTATIVES AVAILABLE 
THE HARD TO GET BUSINESS TERRITORY serving all 
types of businesses, is our meat. Have been covering West 
Texas, New Mexico, and Arizona for 25 years. We can do 
a job serving as direct factory distributor for outstanding 
manufacturer that permits both dealer and consumer selling. 
Line must have essential repeat business and need for local 
stock service. Felix Laidlaw, 214 E. Yandell Bivd., El Paso, Tex. 


EXPERIENCED BRANCH MANAGER leading office equip- 
ment company, making change April 15th. Establishing 
new Manufacturers’ Distributorship for California or 3 
Western States, making headquarters in San Francisco. 
Have personal contacts with executives of Banks, Utility 
Companies, Wholesale and Retail as well as Oil companies. 
Open to proposals. Consideration given to any line capable 
of producing substantial commissions. Contemplating trip 
East and will consult with responsible concerns. Excellent 
references. Box E-139 care Office Appliances, Chicago 6. 
JOBBER ITEMS WANTED: Smaller office supply items and 
supplies wanted to distribute along with the Print-O-Matic 
machines and supplies in Minnesota, Dakotas and surround- 
ing territory. Donald F. Rossin Co., 423 So. 5th St., Minne- 
apolis 15, Minn. 


WANTS AND FOR SAL E, Continued on Page 8 
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Tabulating & Statistic Machines 
Burroughs Adding Machine Co 
Renfington Rand Inc 











Cardinell Corp. 

Mittag & Volger, Inc. 
Norta Distributing Co. 
Regal Typewriter Co. 


Upholstered Furniture 
Beaver Furniture Corp. 
Bright Chair Co. 
Cardinal Sales, Inc. 
Jrand Rapids Lthr. Furn. Co 
Huntington Chair Corp. 
Imperial Leather Furn. Co, 


Commercial Ca ( card Sy stem Co. 
Globe-Wernicke Co 
Master-Craft Corp 

Nat'l Blank Book Co. 
Remington Rand Ine. 
Shaw-Walker Co 

Sheppard, C. E., Co 





Tags Rivet-O Mfg 8 
Dennison Mfg. Co Rogers, W. T., 
Ennis Tag & Sales! k Ce Webster, F. &§ 
May, J. L Typewriter Cushion ‘Bases & Kaobs 
Reyburn site Co.. I Ames Supply Co. 


Telephone Accessories Andrews-Alderfer Co 
Bates Mfg. Co Peerless-Imperial Co., Inc 
Glidex Corp Speed Key Corp. 
Neverknot Co Typewriter Cushion Keys 
Rest-A-Phone ( Ames Supply Co. 
Victor Safe & Equipment (« Speed Products Co., Inc 
Thumb Tacks Typewriter Parte, & Tools 
Graff, George B., ¢ Ames Supply C 
Noesting Pin Ticket ¢ Typewr. ‘age my ‘Desk Mechanisms 


Oakville Co., Div. Scovill Seng Co. 
Vail Mfg. Co Typewriters, Mirs. of 
Allen, C., Business Mchs. 


Ticket Holders 
Aigner, G. J., Co 
Aigner Index Co. of N. Y 
Smead Mfg. Co — —H, “E.. 
Trimming Boards nderwoor 
Photo Materials Co Typewriters, (Automatic) Mfrs. of 
1 Y it Amer. Automatic Typewriter Co 
yp edb cenng Typewriters, Rebuilt & Used 
Ames Supply Co Int’! Office Appliances, Inc. 
Typewriter Cleaning Materials Regal Typewriter Co. 
Ames Supply Co Umbrella Stan 
Bainbridge, Kimpton & Haupt Biltwell Products Co. 


Remineton Rand Ine. 
Royal Typewriter Co., Inc 
& Corona Typws 
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Stationers Loose Leaf Co. 

Victor Safe & Equipment Co 

Wilson Jones Co 

Yawman & Erbe Mfg. Co. 
Wardrobe Racks 

Crawford Metal Craftsmen Co 

Vogel-Peterson Co. 


Jasper Seating Co. 
Kenmar Mfg. Co. 

Maso Steel Products 
Monarch Furniture Co. 
Niemann, Inc. 

Royal Metal Mfg. Co. 
Scerbo, Frank, & Sons, Inc 
Stanley Mfg. Co. Waste Baskets 

Stationers Mfg. Co. Art Steel Sales Corp 

Thomas Furniture Co. Bainbridge, Kimpton & Haupt 
U. 8. Chaircraft Mfg. Corp Cole Steel Equipment Corp. 
Wells Chair Corp. General Fireproofing Co 


Upholstery Materials Globe-Wernicke Co 
Bolta Mfg. Co. Goodfrend Metal Products Co 
Kalistron Haskell, Inc. of Pittsburgh 
U. 8. Rubber Co Mayfair Co., The 


Upholstery Leather Group Nat'l Vulcanized Fibre Co. 
Vault Steps Ohio Can & Crown Co., The 

Cotterman, I, D Security Steel Equipment Co 
Visible Systems Equipment Shaw-Walker Co 

Aigner, G. J., Co. Wells Chair Corp 

Aigner Index Co. of N. Y. Wholesale Stationery 

Art Metal Construction Co. Bainbridge, Kimpton & Haupt 
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WANTS AND FOR SALE, Continued from Page _ a : Be LISTS = 
7 : . WILL SELL CHEAP list of 5M commercial stationers ar 
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——— : ——— — oe = xKY.t = = iffice appliance dealers. Also list of approx 5M typewrite 
LINES WANTED BY TOP FLIGHT 5 ALESMAN and addline machine dealers. Names not duplicated. T! 
EXCELLENT CONTACTS t purchasing agents and buy Kraus Co., 48-02 43rd St., Woodside, N. Y 
ers in largest national ac nt nd dealers and agents in $ncte 6 eects Pe = - “ a 
the Pittsburgh Tri-State ar¢ nvincing references. Writs Fas ADDING MACHINE PARTS, TYPE, ET¢ 
E-140, care Office Appliance g f Greer Cae —-- ———————— = ——*— - —~—~ 
> - ee So? LARGE STOCKS of new and used Adding and Calculatin 
SALESMAN WITH SIX YEARS’ EXPERIENCE selling office Machine Parts available. Quotations furnished on_ specif 
equipment dealers, desire represe! manufacturers n parts upon request I. A. Dehn, Jr 643 101lst Ave Oaklan 
Western ge West Virgir st Ol rea sox E-141 ( ‘alif 
care Office Appli: inces, Cl f a en Se SS a . ~ : 
LINE WANTE D FOR NEV NGLAND d adjacent ter FOR SALE AND WAN’ BUY, USE D EQUIPMEN' 
ritory by manufacturers’ representat vith_top-grade ELLIOTT-FISHER, Burroughs, Moon Hopkins Adding ar 
assistant covers New Eng nd upstat New York Ad alculating Machines, Comptometers Electromat ec Type 
dress E-142, care Office Ap] es, Chi g t oa vriters, and f infold machines, bought and ld Chicag 
ATTENTION MANUFACTUR S YOUNG AGGRESSIVE Office Appliances Co., 1930 West 21st St., Chicago § 
SALES Organization would like to represent you nationally lSLLIOTT-FISHER AND SUNDSTRAND machines. Comp 
or sectionally. Please writ = ng details of your line o1 ometers, Burroughs, Friden, Marchant, Monroe Calculator 
item. Box E-143 care Office Applance Chicago 6 Klectromatic typewriters Adding machines and all office 


machines bought sold, rented rebulit Teeter-Warsh Co 
~ SALES REPRESENTATIVES WANTED = 849 N. 3rd St Milwaukee 3, Wis 























Revolutionary New Mimeograph Machine: Works on an en NATIONAL BOOKKEEPING MACHINES wanted, 3000 Class, 
tirely ne w principle. NO DRUM, NO INK PADS NO LEAKS { and 6 total machines, with typewriter and front feed car 
NEVER ANY MESS Always un, yet produces highest riage, above 40,000 serial number; also, 3100 Model, Adding 
quality printing from standard ster Now sold by many Machines, Calculators, Comptometers. Advise serial and 
= — — 4 — & stationers nd ry pa bl to me model numbers. Office Machines Inc., 619 Pine St., St. Louis 
dealers. omments like “rer I D1¢ nbedievable neyo l, Missour 

2" avs sped for” from s ers nd users ; ce fest — eee —_ — 
quality materiale and. work! ship nsure ee ; RRO! GHS BOOKKEEPING MACHINES All Models 
free life. : : : For an aggressive ind dual or firm, an op yught and Sold Give serial number and model in request 
portunity to sell a popular pric prod years ahead of : quotation Business Equipment ( 160 W. Larned, De 
competition. A product s dvanced superior that sales troit 26, Mic! Se! RO 2 a eer 
resistance evaporates upor ler nstratior Regular repeat WANTED TO BUY: Late model Elliott Fisher bos k keeping 
business on exclusive supplie Write giving complet: nd billing machines. Must be over 270,000 serial number 
background including products now sold and territory cov J. & T. Office Machine Co., 605 W. W hington St., Chicago 6 
ered. Middle West, South W t ar 1 Ws t Coast available o! NATIONAL 2000 & 3000 Class, Burroughs Bookkeepers, Cal 
protected basis Box S-97, care Office Appliances 100 East ilators Addressing Machines, Bought & Sold Send full 
42nd St., Room 1023, New Yor ( , F desc Eapteas Pan-American, 1225 S. Olive, Los Angeles 
MANUFACTURERS REPRESENTATIVE WANTED to sell VANTE! ALL MAKES calculators and adding machines. 
well-known Foneholder—a fast moving ! nally advertised ite make, model, serial number and adding capacity. In 
mee Bla - ce tg ws pply dealers and bar ap salers ternational Office Appliances, Inc., 326 Broadway, New York 

rotectec¢ erritory, higt mmissions Write gi ig con a 

te ts S ) oe y ent if VW \ sh woton Sy 4 a" eee — - —— 
ay ge ares . waeeee * WANTED TO BUY Sundstrand bookkeeping machines, Mod 
"i 7 : NT nk — : — a els A, ¢ and D Give complete model number serial, size 
> ai —" ae ve ~ TED TO SELL g1-st “P es 7 cae urriage and whether front feed or back feed. International 
oints, founta ens, and mechanical pencils i\roughout fice noan c.. 226 Bro ay o 
Illinois. Line includes over-t ounter riting impiement Th Applian es See Seenere now York wed N. ¥. 
for stationers and jewele1 1dvertisinge specialties. No tROUGHS -MOON HOPKINS, Elliott-Fisher Remington 
objection to handling another ne or t f adequate cov pte ee Machines, and everything in the office machin 
erage is provided. Send f rmat I S-98, care Office ery. line State model, serial number and we will quote 

highest cash prices International Office Appliances, In 


A lis es, Chicago 6 
Oo tate aan 326 Broadway, New York 7, N. Y 


MANUFACTURER'S REPR SENTATIVE WANTEI to sell — tmnt Mac ieee 
y S | \ | ) > NCR Boo ; nd Billing 














quality metal posture chair e in The New England States WANTE ): Burroughs or R kkeeping 

Give full sales records and references. Box S-99, care Office Mac Saas Calculators, Comptomete! Adding Machines, etc 
Appliances, Chicago 6 ; iny style Quote complete descriptii and best price. AMER- 
- 5 S Caan ECE GBA GWE SWELL Ba SEA -- CAN BUSINESS MACHINES, INC 73 Broadway, New rk 
OLD ESTABLISHED MANUFACTURER wants sales organ +s ee ~ , roamwe vil 
ization for Key Cities in U.S. Nationally dvertised product ee TSTKIZD ha ; — — 
Sold to all types of industri Jeed sales experience in of ELLIOTT ADDRESSING MACHINE, Complete, Model 300 
fice machines, systems timings levice Write territories Stencil Cutting typewrtier. 2 steel, 100 Drawer, file ora 
covered and lines handled. Box S-10 re Office Appliances nets, complete with drawers for stencils. Stencil size 44” 


Chicago 6. 2 Excellent condition. Whitaker Cable Corporation North 


ee ecient, sas “it fisso io T¢< 46 
MANUFACTURER WANTS SALESMEN for line of wood Kanees “ity. Mie coe — 
sSURROUGHS MOON HOPKINS KARDEX Be 














office tables and costume! Commissiot1 Some choice B 

territories open Box S-10 re Office Appliances, Chicago 6 Machines, Comptometers, all makes alculators 
pete en rea Sok orrel ice Machines Co., In 9 So 

LARGE MFR. (est. 43 yeal DOSE_LEAF PRODUCTS t _ a poll ‘Minnesota. hines ( s9 § 

desires Sales tepresentat m1 sion basis. Writs eRROAE lis, ce ree a ‘ Pa 
stating experience, territor red, et Box 951 Fall VARITYP SOLD—W ANTED A ddressogr: ipl Grapho- 





type Pitney. owen Full value Export inquiries solicited 
Adamm, 250 Third Ave., New York 10: phone OR 7-8765 


tiver, Mass 
MANUFACTURER of Loosé f Product desires Sale 




























































































Representatives already ng or ta ners, Commission BURROUGHS PR ODU CTS our specialty, get our higher cash 
basis. Protective Perrité ry Vrite tating experience ter- prices for calculators, bookkeeper billers, comptometers 
poe ss een ared ON ag oe 2 ow poration, 250 A. L. Steer 17 So. Dearborn, Chicago 5, II 
szalayette street, New ork Clit : - - - — — 
MANUFACTURER'S AGENT 1 wanYiia n Office Furniture ELLIOTT-FISHER machines, calculating machines, adding 
Dealers ‘in Pacific “Co: ust territor to hat lle 1 igh gI ide line machines—all office equipment, bought and sold. W J. Crow 
of ‘metal chairs. Give past experience 9 oie repres¢ nt ley Company, 906-908 N. Water St ”M lw aukee 2, Wis 
ing, exact territory cove red I eference Box S-102, car CASH FOR NIAGARA BX2M and A. B Dic k 90 Mimeographs 
Office Appliances, Chicag , and late model Underwood and Royal Typewriters. Housel, 
~~ = enna Box 13 _Basking Ridge, N. J 
WANTED TO BUY RETAIL BUSINESS a a : = ata wn” 
WANTED TO BUY ~ —— s—— WANTE ro purchase in _ carloads lots, lowest priced line 
\ He “Wes ~ - oder ner re Migs eo ipply Business it of four ae five drawer filing cabinets and small safes for 
Mid-V est. 2 ust st: and inve P Box S-103 care Office Louisville, Kentucky and vicinity. Box S-110 care Office Ap- 
Appliances, Chicago 6. pliances, Chicago 6. 
RETAIL BUSINESS FOR SALE CASH PAID FOR MULTIGRAPH, MULT ILITH V aritypers 

TRIickr «lt - : : ——e a Mimeograph Addressographs, Typewriters, Presses Also 
pete p hg ee yy hee h fate esatully oD we trade and s¢ ll. Write Dixie Service, King, North Carolina 

z 4 1g , ye Ss Lf ed Or tv over Zou, ) - ———————____—_——— —_—_— — — 
population. Sales over $1 ) I iverages near 40 per K ARDE x ACME, all makes used visible filing equipment 
cent. Established account Write S-104 ire Office Appli Thousands of reconditioned cabinets, panels, books, always 
ances, Chicago 6, for part lar on hand. Special service and prices to dealers for purchase 
OFFICE SUPPLY STORE IN ROCKY MOUNTAIN CITY of or sale. Get our quotations. Cha S. Nathan, Inc., 548 
60,000. Good outside trads ré eine worked. Good annual Broadwi ry, Né w York 12, N. ¥ : as oe 
bs nage = te rents Ch oe ear lease. Box S-105 car VARITYPERS, IBM’S, all kinds office machines sold, bought 

ic Appliances, licago 6 : vholesale, ¢ od All-Languages Typewriter Co., 119 West 
RETIRING OFFICE E Ql IPM T and Typewriter 1 3rd_ Street N. Y. CH 3-8086. 
with popular adding macl né ger n one of Florida’s “eos — aa eae tam . 
largest cities for Sale, Adjustable inventory. Rentals sad VISIBLE EQUIPMENT bought, sold and exchanged. We 
cover expenses. Box S-106 care Office Appliances, Chicago 6 boon in rooms Kardex, ane and i Visible 
—= — —— ———___— - _— aa : F‘actograph cabinets, as we as other makes. Write and 

Wi , 4 > a at! I \ ? S . y . ; 
Aba 7 care = - ~ F Yate uae ME v7 BUSINESS, Suburb tell us what Visible Equipment you need or have for sale 
tion Good 6 ae men berviee ir Ex meeste on loca Special prices to dealers. Heineman Office Equipment Co 
10 De s, Ser é rentals sales 0 unity _ , * * 3 a 

Gunes settn Mere G-168 care Giles saotlisne P I 100 Eact bept OA 4N. 8th St., St. Louis 1,M ig 
42nd Street, Room 1023, New York 17, N. ¥ LARGE AMOUNT used visible cab inets, KARDEX, ACME 
TYPEWRITER SHOP (New Yor City) profitable, very low AND RAND. Variety of sizes and styles A-1 condition, very 
overhead $3000.00. Option t fine stock (150 machines) reasonable. Eversteei Equipmnt Company, 69 Spring Street 
at less than wholesale. Box S-108 care Office Appliances New York 12. - be ee — 





Chicago 6._ “—*. oe a KARDEX, ACME, POSTINDEX, et: 
OFFICE SUPPLY STORE In ! ntain City of 60,000 SPECIALISTS IN VISIBLE Filing Equipment for 30 years 








Good outside trade area being Gross sales last year Full cooperation offered to dealers on sales or purchases 
$28,000. Rent $70.00 with é Priced complete at All equipment thoroughly rebuilt and guaranteed. Com- 
$7500.00. 30x S-109 care inces, Chicago 6 mercial Card System Co., 135 Grand St., New York 13, N. Y. 
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State of the Industry ------:-: 


The Business Picture. Signs of possible peace in 
rea were not needed in recent weeks to indicate 
it the ‘‘war’’ boom is about over. There were indi- 
(tions that although employment is high and sales 
» good that business activity is at its peak, will not 
higher, and will start to level off. A return to “roll 


your sleeves and start selling’ economy is in 
spect 

The effect of a Korean peace is being debated. 

resident Dwight Joyce of the Glidden Co. (paint 

mufacturers) was quoted in the Wall Street Jour- 

l ex] ect a temporary setback in business stem- 

ng from uncertainty. But this won't last long when 


is realized that regardless of peace or war in Ko- 
x, our defense effort will be continued.” 

» one knows Russia's intentions in the 
st of the world, any large cutback in defense 
pending appears remote. 

And thers 


Because 1 


ulways the hope that tax reduction, 


ised on reduction in defense spending, could give 
isiness the shot in the arm needed instead of the 
x1gencie I war 


® Dealer Knows Best. A little pamphlet distributed 
the National Office Machine Dealers Association 


fives some telling arguments why a customer for a 
rtable typewriter should patronize an office ma- 
ine dealer instead of a drug store or other concern 
mdling these machines as a sideline. The reasons 

re well summarized in this manner: 

The dealer's relationship with his customers is a 


personal one. He deals with you as an individual— 
n a person to person basis. Any special considera- 
n and service that you require can be expected 


this basis. He considers your needs and ability 
pay. It costs you no more to patronize him... . You 
in depend upon him for correct equipment, service, 


ipplies, guidance, sales help.’ 


. Growing, patatge The United States Department 


f Commerc: that the nation’s business popula- 
>»n increased omewherl in 1953 and now exceeds 
ur million concerns. The number of new businesses 


tablished was about 5% greater than in 1951 while 
ntinuances were about 4% lower... 
At the same time in 1952 the U.S. population, includ- 
ng armed forces overseas, increased by about 2.7 
million, ar erage rate of approximately 224,833 


seAnacc : 
Ousiness a 


every month. This is the largest numerical increase 
ever t cur in our history, according to the Census 
Sureau 


® Chair Comfort. A leading chair manufacturer 
made a survey of office seating comfort based on 
nments of persons who visited the booth at the 


recent Off Management Association of Chicago 
thow. The replies were significant: 
/1% said they felt discomfort while sitting in their 
tices 
61% declared that they felt the construction of the 
hairs they were using was at least partially respon- 
ible for their discomfort. The greatest frequency of 
discomfort was experienced at the base of the spine, 
lowed by arm and shoulder, lumbar region and 
There's posture chair selling ammunition here. 
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@ Open Season. The flowers bloom in the spring, 
tra la, and so do the the odd requests that filter into 
stationery and office supply stores and eventually 
into our service department for a ‘where do we go 
from here?’ reply. Thus, we find the answer man in 
our office pondering a source for a plastic egg sepa- 
rator (it keeps the yolks and the ‘white portions 
apart). We thought virtue had triumphed in this 
troubled world when someone inquired about a 
“loose-leaf Bible.” But our hopes were dashed when 
the next mail posed this query, ‘Who makes a tote 
board for a race track?” 


= A Potential Market. Few divisions of our industry 
have brighter prospects than those dealing with 
school equipment. The growing population, ac- 
cording te Bureau of Census predictions, will mean 
that by 1960 the number of youngsters under five 
will have increased by 38%. Every suburb of a 
metropolitan center is today grappling with the 
problem of providing enough school buildings. 
Equipment will naturally follow.—COS 





Good Reading this Month...... 


Page 11. It's new and authentic. Office Appliances presents 
the first installment of a series concerning office equipment 
and supply dealers, using data revealed by the recent 
nation-wide survey conducted by this business journal 
Here’s an opportunity to get facts about your industry 
potential 


Page 13. Should you mend your declaration of estimated 
income tax? The answer is in the affirmative, points out 
Harold J. Ashe, tax counselor. He tells some good reasons 
why the estimate should be carefully made in the first place 
and changed as is permitted at stated periods 


Page 15. Part 2 of a series offers some more customer con- 
tact points for increasing business. “Inside” care can build 
shoppers into repeat customers says Edmund Mottershead 


Page 18. Two-week typewriter rentals to tourists provide 
a profitable business for the Biloxi Cash Register Company, 
Biloxi, Miss. It's another dealer experience story so worth- 
while to readers of Office Appliances 


Page 28. Here begin the factual and pictorial accounts of 
the NSOEA regional convention series. Office Appliance 
editors are covering each of these meetings with camera 
and notebook. Highlights of the troupers’ addresses, the 
names of new officers and pictures of people in the industry 
are presented in the continued complete coverage. 


Page 34. From our New York offices comes a comprehensive 
story of the Wholesale Stationers 37th annual convention 
It is qugmented with many pictures of the convention 
personalities. 


Page 40. Harry Tehan of Higgins Ink Company, a well- 
known figure in our industry, is the subject for the Old 
Timers’ Party this month. His many friends will enjoy this 
sketch about a grand gentleman and effective salesman 


Page 128. Here begins the annual office furniture section. 
New offerings in furniture, pictures of installations and 
model offices and stories on how to sell combine to make 
this No. 1 reading for the month. No dealer who sells office 
furniture can afford to miss this presentation of what's new 
and what'e best for the industry. 

















ecor 


Making an office attractive as well as utilitarian is the dual 
opportunity and obligation of the office furniture dealer. 

Every office equipped with obsolete furnishings trumpets 

a challenge; every dealer handling furniture for the office can 
make profitable response to the call. (See special annual 
office furniture section beginning on page 128.) 





Pictured above is a model executive 
office equipped with Steelcase 
furniture. Desk, service unit, 
bookcase and chairs are all! products 
of Metal Office Furniture Company. 
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Dealer Profile—Office Furniturewise 


First Installment of Information Concerning Office Equipment 


and Supply Dealers as Revealed by the Recent 
Nationwide Survey Conducted by OFFICE APPLIANCES 


= A LONG NURTURED ambition 
has been realized! 

For many years the members of 
the staff of this journal have recog- 
nized the need for a comprehensive 
survey of dealers in the office equip- 
ment and supply industry. Opinions 
expressed in general terms had 
been proved inadequate. Unsub- 
stantiated by evidence in the form 
of specific data, even educated 
guesses were of little value. 

Frequent comment by various 


staff members that a survey should 
be conducted received approving 
responses but no definite action re- 
sulted until a few weeks ago. Then, 
on the premise that the only way 
to begin is to begin, a reputable 
market research organization, El- 
rick, Lavidge and Company of Chi- 
cago, was retained. 

Action began immediately. Sug- 
gested questions were assembled, 
screened, changed, dropped, re- 
placed and generally subjected to a 


grueling “going over.” When the 
research organization’s experts 
were satisfied, the actual work of 
survey and analysis began. As indi- 
cated on the Editorial page last 
month, the response of dealers in 
all categories—commercial, station- 
ery, office machine, office furniture 
—was amazing, far beyond the ex- 
pectation of Elrick, Lavidge and 
Company. 

Preliminary reports have been 
made by the research firm. Because 
the outstanding feature of this 
issue is the Forty-fourth Annual 
Special Office Furniture Section, 
those initial reports concern the 
dealer in relation to various aspects 
of the distribution of furnishings 
and equipment for the office. The 
following charts graphically reveal 
the profile of dealer subscribers, 
office furniturewise: (See page 12) 


PERCENTS of SUBSCRIBERS WHO... 


SOLD Complete 


“Package” Installations 


in 1952 





HAVE Specially Trained 


“Package” Salesmen 


2-5 
ONE 2% 
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OVERS 


HAVE Model Offices 
to Display Goods 
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ITEM 
Filing cabinets 81 
Office machine stands 80 
Chairs or stools 75 
Desks 74 
Tables 72 
Waste baskets 71 
Safes 68 
Desk accessories 66 
Storage and wardrobe cabinets 66 
Desk lamps 65 
Costumers 61 
Counter height equipment 57 
Bookcases 55 
Casters, chair irons, or slides 54 
Shelving 52 
Upholstered furniture 50 
Lockers 50 
Folding chairs 47 
Reception room furniture 47 
Folding tables 41 
Drafting equipment 30 
School furniture and equipment 29 
Bank and courthouse fixtures 26 
Floor lamps 24 
Shipping room equipment 24 
Library furniture 20 
Shop equipment 18 
Air circulating equipment 17 
Partitions 16 
Church and lodge furniture 12 


Pictures, other decorative effects 11 
Screens 9 
Air conditioning equipment 8 
Draperies 6 
Floor coverings 6 
Portable bars 6 


(See page 11, also) 


PERCENT of SUBSCRIBERS HANDLING FURNITURE and EQUIPMENT ITEMS 
% of Subscribers 


2 







RELATIVE IMPORTANCE 
of Office Furniture and Equipment 








THE SALT LICK 


Monthly musings on salesmen 
and their problems 


by L. R. ADDINGTON, vice-president 
dealer sales, Art Metal Construction Co. 


@ EVERY OFFICE equipment and supply 
salesman should know what he has to do 
to earn an order and if he should lose an 
order which he feels he has earned, he 
should take a second look at his 
procedure, his presentation, his demonstra- 
tion, and whether important people in the 


long 


company know him and his product well. 


There are many steps to be taken by 
the salesman to earn an order. Before any 
of them can be taken, he has to realize 
that every work problem, change in con 
dition, or the growth of a company, is not 
something that occurs overnight, but is 
something which grows in the affairs of a 


12 








business and which will be exposed to 
the man who is well acquainted with an 
account and the 
who work there. 


responsible executives 


The No. 2 matter of importance is that 
the salesman must realize that the man 
who is most interetsed and makes sugges- 
tions which are profitable to the customer, 
is the man who will get the order. 

The next step in earning an order is to 
make the proper analysis of a problem, 
the solution to it, plus a presentation of 
the equipment which will solve the prob- 
lem and save the customer many labor 
dollars so that the spending of the money 
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for the new equipment becomes an invest- 
ment, not an expense. 


There is always some executive in a 
concern who makes the decision as to 
whether money is to be spent, and the 
salesman must be doubly careful that the 
sales story does not go to this person 
second-hand. Worthwhile 
turned down except through lack of under- 
standing, on the part of the customer. 


ideas are not 


You do not lose orders because of price, 
but only through inability to prove value 
or through not telling your story to the 
most interested person, namely the man 
who is going to use it or approve the pur- 
chase. A request for a quotation is an 
opportunity for to sell the 
value in his products, not an occasion for 


a salesman 


just quoting. 





NEXT MONTH: 


Value of canvassing. 
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by HAROLD J. ASHE 


Should You 
Amend Your 





Declaration of Estimated Income Tax? 


gw IT IS DOUBTFUL if many deal- 
ers will exercise their right to 
amend their declaration of esti- 
mated income tax, even though this 
is to their advantage. There seems 
to be considerable ignorance of the 
fact that, under certain circum- 
stances, a taxpayer must amend his 
original tax estimate if the initial 
estimate sharply understates the 
year’s income tax. 

There are two compelling reasons 
why a dealer should recalculate his 
estimated income, and his esti- 
mated income tax, at least once a 
year if not oftener. If he does not 
do so, there is a good likelihood 
he will either: 

(a) greatly over-pay on his even- 
tual income tax through quarterly 
payments; or 

(b) sharply under-pay the final 
tax bill in the quarterly install- 
ments. 


Penalty invited 


While taxpayers continue to 
grumble at the impossibility of 
closely estimating the year’s tax on 
the basis of only 10 weeks’ experi- 
ence in the year, once the original 
estimate is made, they usually cling 
to this estimate right up to the 
date for filing the income tax re- 
turn. In so doing they may be 
penalized in either one of two ways. 

If they greatly over-pay on their 
installments they are temporarily 
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lending the government funds 
which they can usually ill afford to 
part with. The over-payments are 
being loaned for periods ranging 
from five to 15 months duration. 
That is, a quarterly over-payment 
made in March, 1952 may not be 
returned until June, 1953 or there- 
abouts, while the over-payment re- 
flected in the January, 1953 quar- 
terly payment will be with the gov- 
ernment for five months. 


Can Be Costly 


The loss of the use of this money, 
even for a time, can be embarrass- 
ing to a dealer hard pressed for 
funds with which to operate. 

On the other hand, if a dealer 
sharply under-estimates his income 
tax, and fails to amend the estimate 
to coincide with changing circum- 
stances, he can be penalized for 
such oversight. If he under-esti- 
mates his tax by more than 20% 
a penalty may be imposed. 

The only exception to imposition 
of such a penalty is if the dealer’s 
original estimate was computed by 
applying the rates and exemptions 
for the taxable year to an amount 
not less than the previous year’s 
income. That is, the current esti- 
mate may be based on an income 
not less than that of the previous 
year, but with the estimated tax 
based on current year tax rates and 
exemptions. 


An important fact to keep in 
mind about a declaration of esti- 
mated income tax is that it is a 
device to put businessmen on a 
pay-as-you-go basis comparable to 
wage earners. Failure to adjust the 
income tax estimate through an 
amended declaration when circum- 
stances alter the original facts on 
which the initial declaration is 
based defeats this pay-as-you-go 
intent. 

The government’s primary con- 
cern, of course, is to see that it col- 
lects substantially all income taxes 
on this basis. However, the tax- 
payer himself has a selfish interest 
in so paying. At the same time he 
also has an incentive not to over- 


pay. 


Pay As You Go 


For a dealer’s own protection, he 
should pay the bulk of his antici- 
pated income taxes as he goes. 
Granted that income tax rates have 
now reached a truly burdensome 
level, the weight becomes no lighter 
by allowing the taxes to accumulate. 

In fact, if a dealer is unable to 
meet his quarterly tax payments as 
they fall due, and in amounts suf- 
ficient to discharge his income tax 
obligations, it is an almost unmis- 
takable sign that he is in bad shape. 
His situation may become progres- 
sively worse. It is fair to ask: if the 
dealer cannot make these quarterly 
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payments as they fall due, then how 
does he propose to meet them later? 

Nevertheless, a good many dealers 
skim by year after year under- 
estimating their taxes. And, in a 
60-day period are obliged to dig 
up upwards of 50 to 60% of an 
entire year’s income tax. That is, 
on January 15 they must make the 
final quarterly payment. Then, on 
March 15 they must make up the 
difference between the year’s final 
income tax assessment and the sum 
total of quarterly tax payments 
which sharply under-estimated the 
year’s tax. In addition, at this time 
they must find funds with which to 
make the first quarterly payment 
on the new year’s tax estimate. 


Can Be Folly 


Every year thousands of taxpay- 
ers get into difficulties because of 
persistently under-estimating their 
income taxes. Some see in this a 
clever way of hanging on to the 
use of funds which, otherwise, 
would be paid in on tax estimates. 
Even though a taxpayer may ra- 
tionalize such a course of action, 
it will not save him from his folly 
if he is short of funds comes March 
15 and the final day of reckoning. 

As lack of funds is usually the 
motivating cause for such a course 
of action, it is little wonder that 
many taxpayers find themselves 
equally shy of funds when the final 
tax bill becomes due and payable. 
It is an exceedingly risky way in 
which to get, or retain, funds with 
which to operate. 

Before such a taxpayer gets off 
the hook he may pay a usurious 
rate of interest in sacrifices that 
become imperative to save his busi- 
ness from being liened by the gov- 
ernment. And not to mention pen- 
alties assessed by the government 
for tax delinquency. 


Facing Trouble 


Moreover, if a taxpayer does not 
pay substantially all of his income 
tax as he goes, he is likely to fall 
on evil days because of a sharp 
drop in volume, and in net earn- 
ings, toward the end of the year, 
or at the beginning of the new year. 

This can occur right at a time 
when the taxpayer must count on 
available cash to discharge his tax 
obligations. The drop in net earn- 
ings may come too late to materialy 
alter the tax indebtedness but not 
his inability to meet the tax. 

In making an amended declara- 
tion of estimated income tax a tax- 
payer should calculate his net earn- 
ings as carefully as in making the 
original estimate. Otherwise he is 
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likely to make some serious errors 
which will continue to over- or 
under-estimate his tax. If it is 
available, he should consult the 
original work sheet used to calcu- 
late the original estimate. 

Every factor which will enter into 
determining net earnings should be 
included in calculating the income 
tax estimate. If the previous year’s 
earnings has been used on which 
to base the current year’s earnings 
and original tax estimate, especial 
care should be taken in making an 
amended estimate. 


Don‘t Overlook Costs 


In making amended estimates 
based on the year’s actual experi- 
ence to date, taxpayers often over- 
look some of their principal costs 
of doing business. Thus, their 
amended estimate may over-state 
net earnings. Commonly overlooked 
in this connection are depreciation 
write-offs and other annual charges, 
such as property taxes. 

Changing personal circumstances 
may have a material bearing on the 
final income tax bill. Acquisition 
of additional dependents, through 
birth or otherwise, will reduce the 
tax assessment, other factors re- 
maining the same. For example, a 
baby conceived and born subse- 
quent to filing the original income 
tax estimate will reduce a dealer’s 
income tax by about $135 even if 
none of his taxable income is above 
the lowest tax bracket. 

Or, a dealer may base his original 
estimate upon taking the standard 
deduction for personal deductions: 
taxes, interest, contributions and 
medical. Subsequently these outlays 
may materially exceed the amount 
of the standard deduction. In that 
event it will be to his advantage to 
itemize such deductions. He should 
take this circumstance into consid- 





eration in making an amended esti- 
mate. 

For example, a dealer may base 
his original estimate on $7,500 net 
income. He has estimated his tax 
by taking the standard deduction, 
or $750 (10%). Subsequently during 
the year up to the time of making 
his amended declaration he has ac- 
tually expended for deductible 
items $1,500. He expects these will 
run to a total of $1,800 by year-end. 
This means an additional reduction 
in his taxable income of $1,050, even 
though his original estimate of net 
income remains unchanged. The 
reduction in his estimated tax over 
the original estimate will exceed 
$230 in the lowest tax bracket. 

A capital gain or loss will ma- 
terially alter an income tax esti- 
mate. So too will casualty losses 
not offset by insurance. A large 
casualty loss may wipe out all tax 
obligations for the year. 


Amendments Possible 


While it continues to be exceed- 
ingly difficult to predict either the 
year’s net income or the individual 
income tax early in the year, there 
is no excuse for continuing to either 
over-pay or under-pay on an orig- 
inal tax estimate throughout the 
year. Three amendments are per- 
missible: June 15, September 15 and 
January 15 of the following year. 
These amendments should be filed 
coincident with payment of the 
quarterly tax. The regular estimate 
form should be used, marking it 
“amended” and indicating the date 
of amendment. 

In so amending, a dealer has the 
reassuring knowledge he is neither 
strapping himself to lend the gov- 
ernment money without interest, 
nor piling up a large tax deficit 
which will haunt him at tax filing 
time. 





VETERANS OF FOREIGN WARS 
os me UNITED STATES 


WEAR A 








OFFICE APPLIANCES, May, 





Say Thank You With 
A Buddy Poppy 


Each familiar red VFW Buddy Poppy 
is made by a disabled veteran in one of 
our government hospitals. This Memorial 
Day provides an opportunity to buy a 
flower and contribute to the veterans 
and their families who have already con- 
tributed so much for their country. 

The entire proceeds of the sales will be 
spent on rehabilitation and a special por- 
tion is set aside for the National Home, 
helping widows and orphans. 

The greater part of the fund will ulti- 
mately go towards the local veteran prob- 
lem, which means that neighbors and 
friends will be assisted as they should be. 
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Check Your Customer Contact Points 


to Increase Your Business 


Part 2—'"'Inside"’ 


Care Can Build 


Shoppers into 


Repeat Customers 


mg GETTING PEOPLE to come into 
your store and buy something is 


only the first step toward real busi- 
ness success. It is getting them to 
come back again and again that 


builds a business and makes it stay 


in business. 


Alert dealers in every section of 


by EDMUND MOTTERSHEAD 


feature writer 


the country are increasing their 


lines of merchandise in an effort 


FAIR 
Neat and orderly, give information 
about merchandise. 


Clean, neat, eye-level, easy to see 
and read. 
Clean and shining. Sufficient light, 
not too bright. Neat arrangement 
of stock. 
Of proper height, clean, orderly, in 
good repair. Chairs for waiting 
customers. 


Merchandise neatly stacked, clean, 
tables and islands attractive. 


Safe, clean, not littered with trash, 
wide enough, etc. 


Stock up to date, new, clean, items 
easy for customers to find. Dis- 
plays neat. 


Serviceable, and kept out of cus- 
tomers’ way as much as possible. 


No air conditioning but well heated. 
Light kept at moderate level. Clean, 
generally orderly in appearance. 


Know merchandise. Some sales train- 
ing but need more. 


Cashier duties only. Accurate, rea- 
sonably pleasant. 


Clean and unobtrusive as they do 
their job. Careful not to offend 
customers. 

We try to schedule their jobs for 
nights or light traffic hours in the 
store. 


Do their jobs carefully and well— 
no attempt to maintain good cus- 
tomer relations. 

Trained to handle complaints and 
adjustments promptly. Customer is 
right again. 

Polite to customers but more con- 
cerned with other details of their 
work. 

Spends more time with customers 
than watching the rest of the busi- 
ness. 


to attract repeat customers. Office 


POINTS OF CONTACT INSIDE THE STORE—SERVICE RATING CHART 


GOOD 
Attractive, new looking, give infor- 
mation about customer satisfaction. 


Give clean information, attractive, 
dynamic. 

Clean, well lighted, dramatic dis- 
plays of merchandise in each case 
—central theme. 

Counters and other furniture new, 
modern design, plenty of good com- 
fortable chairs for customers. 


Artfully “careless” piles for eye- 
catchers. Neat displays and piles 
kept stacked full. 


New or new looking, spacious, safe 
and easy to use. 


Displays dramatic, clean, bright. 
Stock up to date, easy for access 
and easy to handle for clerks. 


Efficient, kept out of customers’ way. 
In keeping with rest of store. 


Clean, bright colors in decorating 
scheme. Aijir conditioned. Good 
ventilation. Entire store a “dream.” 


Know merchandise very well. Try 
to bring out features of customer 
values. 

Highly trained for the job. Pleasant 
smile always. No other duties. Ac- 
curate 100%. 

Handle stock with high efficiency. 
Pleasant with customers on any 
contacts. Patient! 

Scheduled to avoid customer traffic 
peaks and employees do try to keep 
contacts pleasant. 


Customer relations is uppermost in 
minds. Keep customer happy while 
giving good service. 

Careful, courteous treatment always. 
Consider cust head of store 


on every deal. 
1 dintal. 





y responsive and courte- 
ous in handling every customer 
question or problem that comes up. 
Has a fine happy medium. Keeps 
enough close customer contact to 
keep the feel of the thing. 











INADEQUATE 

1. DISPLAYS, Dirty, scattered on counters, look 
FOLDERS, shopworn, etc. 

SAMPLES 

2. SHOW CARDS, Dirty, hard to read—do not give 
SIGNS enough information. 

3. SHOWCASES Crammed full of too many items. 

Little or no arrangement. Dirty. 
Poor light. 

4. COUNTERS, Look worn, vuncared-for. Goods 
CHAIRS, OTHER counters lack chairs for customers 
FURNITURE while they examine merchandise. 

5. TABLES, A hodge-podge pile of stuff, looks 
ISLANDS, pawed-over. 

BARGAIN 
COUNTERS, ETC. 

6. ELEVATORS, Dirty, worn, not entirely safe, at 
STAIRWAYS, least in appearance. 

ESCALATORS 

7. MERCHANDISE Disorderly, dirty. Items hard to find. 
STOCKS AND “Discouraged” look. Stock old. 
DISPLAYS Out of date. 

8. STOCK ROOM Pushed around in the way of cus- 
ACTIVITY tomers. Old, beat-up looking. 

9. STORE Lighting inadequate, ventilation 
INTERIOR bad, heat poor in winter, too hot 
GENERAL in summer. Dirty. 

CONDITION 

10. SALES CLERKS Ignorant of goods. Untrained as to 
sales techniques, etc. 

11. CASHIERS, ETC. Can’t make change. Sometimes 
openly unpleasant to people. Too 
many other duties. 

12. STOCK ROOM Push customers around. “Get out of 

EMPLOYEES my way attitude.” Not clean or 
neat or orderly. 

13. PORTERS, Do their work with no regard for 
MAINTENANCE the convenience of the customers. 
EMPLOYEES 

14. CHECKERS, Do their job with the idea that every 
INSPECTORS, customer is a thief or a nuisance. 
WRAPPERS 

15. COMPLAINT AND Think the customer is always wrong. 
ADJUSTMENT Slow to serve complaints. Would 
DEPARTMENTS rather alibi. 

16. MANAGERS, Attitude: “Too busy to be bothered 
SUPERVISORS, right now.” More interested in own 
BUYERS job than in the customers. 

17. EXECUTIVE, Too busy being a “boss” to have 
THE BOSS much time for close customer con- 

tact. 

Give yourself 5 points for each GOOD, 3 points for each FAIR, and 

deduct 3 points for each INADEQUATE. 

Score of 42 points or less—hurry up and fix things before they fold up. 








—probably going along making some profit but 
can stand improvement in several spots 
indicated. 


43-50 points 
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51-60 points 


—looks like a very good operation from the 


standpoint of service on customer contacts 
inside the store. 


61-70 points 


—might be a good idea for other retailers to 


analyze your methods for their own 


benefits. 


71 or over 





—sounds too good to be true. 



























Supply stores are continuing to in- 
crease their already extensive lines 
of such merchandise as_ books 
(especially the paper-bound re- 
prints), gift items, various adhe- 
Sives, greeting cards, school sup- 
plies and boxed games for adults 
and children. 

Selling them cannot be accom- 
plished unless people come into the 
store, and a business can only be 
built on customers who come back. 
Last month we examined some of 
the sore spots of customer contacts 
outside the store. Customer contact 
points inside the store are even 
more important, because even 
though the externals of your place 
of business may be unattractive, the 
customer who does come in will 
come back if his relationship has 
been satisfactory—to him. 


Why Do They Buy? 


People buy because of self inter- 
est. Pride, vanity, the desire for 
efficiency, comfort and economy 
cause people to buy a substantial 
portion of the office supplies and 
related items sold today. Office and 
stationery supplies are not lines of 
merchandise whose value must be 
demonstrated to the public; there 
is a definite and steady market for 
these lines. 

The task of the dealer today is 
rather to incorporate tried and 
proved merchandising techniques 
in order to gain as big a share of 
the current local business as he 
honestly can. And one of the basic 
merchandising techniques is to “lu- 


bricate” all customer contact 
points. 

How do you rate on customer 
contacts inside your store? What 
are your contact points? Within, 
as well as without your place of 
business, you have three main types 
of customer contacts: advertising, 
your physical equipment and build- 
ing, and your sales people and other 


personnel. 


Check Displays 


What do your displays do for your 
customers—are they dirty and 
shopworn, or are they new and at- 
tractive, giving the customers fresh 
information about the merchan- 
dise? 

What about show cards and signs 

are they easy to find and read, 
neat and attractive, or are they 
noticeable by their absence or poor 
condition? 

Do your show cases do a con- 
structive job of helping sell mer- 
chandise by displaying your stock 
dynamically and to advantage, or 
are they jammed full of so many 
miscellaneous items that no indi- 
vidual piece has a chance to show 
off its good points? 


Furniture Inviting? 


What condition is the furniture 
in the store, counters, chairs placed 
for the convenience of customers— 
worn out and dirty or clean, com- 
fortable, doing an effective job of 
lubricating customer contacts at 
that point? 


How about the tables, islands, 
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bargain counters—do they display 
merchandise favorably or look like 
so many junk piles? 

Are your stairways old and rick- 
ety, dirty, unsafe, or are they well 
lighted, wide, clean, safe in ap- 
pearance and reality? 

What happens when your stock- 
room employees bring out more 
merchandise to replenish the 
shelves and racks—do they push 
people around and annoy the cus- 
tomers, or is their work planned 
and operated for the convenience 
of the customer instead? 

Do your sales people know the 
merchandise? Can they talk about 
it in terms of values to the cus- 
tomer rather than merely in terms 
of popularity, price, or obvious de- 
tails of construction? 


What About Cashiers? 


Are your cashiers accurate and 
smiling, making the right change 
and sending the customer away 
with a happy feeling, so he comes 
back? 

What about maintenance men 
who handle cleaning and repairing 
around the store? 

What happens to the customer 
who has a complaint, wants to re- 
turn merchandise or make an ad- 
justment—does he or she go away 
happy? 

What about the boss himself— 
is he too busy being a boss to bother 
with the customers or vice-versa? 

These are only a few of the more 
outstanding points of customer con- 
tact inside your store—the points 
which must be lubricated with good 
relations in order to get the cus- 
tomers to want to come back. In 
order to help you analyze just how 
these contact points can be made 
more profitable, we are reproducing 
here a checklist of customer con- 
tact points inside your store. 

Rate yourself on how well you 
serve your customers at each point 
and use the information as a guide 
to improving customer relations 
and increasing profits. 





Featuring Master Addresser ... 
The window display recently used advan- 
tageously by Horder’s, Inc., Chicago, to 
highlight the Master Addresser of Master 
Addresser Co. 
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"Let's Take it Easy” 





by EARL R. KOCHHEISER 


The Clork Ritter C pany, 
Mansfield, O} 


gw “HARD TO DO” you'll say, when 
thinking about raising your prices. 

Let us give each person, partner- 
ship or corporation the benefit of 
any doubt that they are justified 
in raising prices right now. 

In some cases their prices were 
unjustly frozen at prices below 
what they should have been some- 
time ago. 

In some cases, there has been a 
raise of wages allowed under ex- 
isting contracts which could not be 
passed on. In still other instances, 
raw materials and freight rates 
have been increased, not to omit 
many other general overhead fac- 
tors which have crept into the 
picture. Let’s call them “Fringe 
Benefits” for lack of any other 
terminology 

But— 

Isn’t this just a continuation of 
that vicious cycle within the orbit 
of inflation which a majority agreed 
to stop last November, 1952? We 
were sick and tired of controls, 
frightened at the prospect of still 
greater inflation, and asked for a 
more sound and conservative econ- 
omy. 


We’re Fortunate 


Fortunately we seem to have in 
Washington today men of sound 
and sane thinking, stronger moral 
fiber, and personalities that de- 
mand greater respect from the 
President on down. 

They were given in reality a vote 
of confidence, and now, of all 
times, deserve our support in every 
way possible. 

Controls were taken off as asked 
and promised. Business was assured 
that free enterprise once again 
lived, that constitutional rights 
would be protected, and that busi- 
ness as a whole was not the “Shy- 
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lock” depicted for so many years, 
whose only reason for existence was 
to provide milk and honey—“taxes” 
to be expended by those who knew 
only a reckless economy. 


Certainly we should all know by 
this time that the administration 
started out with many strikes 
against it in the form of time limit 
commitments and legal barriers. 
These can only be changed or cor- 
rected as they expire, and from 
what I read and hear, these needed 
changes are already being carefully 
studied by competent men and 
women. 


A Change Needed 


Just today I heard a speaker say 
in defense of science which has 
been accused of working toward de- 
struction rather than construction, 
“What we need is more scientists 
with moral fiber whose devotion of 
time and effort is toward the bet- 
terment of mankind rather than its 
destruction.” Think it over. 

By now you are saying or think- 
ing to yourself, “Just what has all 
this to do with ‘raising prices’ ’’? 


This is what I am trying to say: 
“Are business and labor going to 
meet the test of confidence given 
the administration, or was it a BE- 
TRAYAL in POLITICAL VIC- 
TORY?” 

The support of any administra- 
tion, be it Democratic or Repub- 


lican, begins with you, your friends 
and your neighbors. If corrective 
measures are to be taken, then it 
is up to you to do so, or do your 
part in such a pledge to the admin- 
istration. 

This goes for capital and labor, 
farm or professional people, all of 
whom we might well say must ac- 
cept the same challenge. 


Some Obstacles 


Before closing, let me point out 
just a few of the well known obsta- 
cles which must be set aside and 
mastered if we are to BEGIN THAT 
JOURNEY TOWARD SANE ECON- 
OMY. To ACT OTHERWISE IS TO 
CONDONE and APPROVE the CON- 
TINUATION of an INSANE ECON- 
OMY. 

Call them any name you choose 
but the definitions found in your 
dictionary convey the true mean- 
ing: 

GREED, POWER, SELFISHNESS, 
EXCESSIVE PROFITS, INCOMPE- 
TENCE, INEFFICIENCY, INTOL- 
ERANCE, IGNORANCE and SELF- 
SUFFICIENCY. 

We all know that business must 
operate at a profit if it is to con- 
tinue its operation, making provi- 
sion for its employees, its capital 
replacement, and reserve for the 
unseen liabilities and contingencies. 

To do otherwise, is to retreat. So 
let’s stand firm, showing other men 
that it is TIME TO HAVE FAITH. 








TYPEWRITER SALESMAN’S 
AUTHORITY 

@ A SALESMAN FOR A well known 
typewriter company sold a typewriter to 
a customer in Jasper, Ala., on a contract 
for monthly payments, title to remain in 
the company until the final payment was 
made. The purchaser made the initial pay- 
ment, then abandoned the machine. The 
agent resold the machine as second hand 
and retained personally the money he 
received. 

The typewriter company sued to recover 
possession of the machine, contending that 


What the Courts Say — 


(Case histories reported 
by Albert Woodruff Gray) 


the sale was void since this salesman had 
no authority to sell any except unused and 
new machines. 

Holding this a valid sale in a decision 
adverse to the typewriter company the 
Alabama Supreme Court said: 

“Can it be successfully contended that 
when the company had permitted one to 
be held out and recognized by it as its 
regular agent, there were some limitations, 
some secret limitations on his authority?” 


Royal Typewriter Co. v. J. H. Thomas Sales 
0., 84 So. 428 Alabama 
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Two-Week Typewriter Rentals 


Provide a Profitable Business 


mw ALTHOUGH MANY office ma- 
chine dealers are inclined to scoff 
at the tourist market as a source 
of business machines rentals and 
sales, this can be a profitable, con- 
sistently earning field, according to 
A. C. Moss, head of Biloxi Cash 
Register Company, office machine 
dealers in Biloxi, Miss. 

Located only a few blocks away 
from the famous Mississippi gulf 
coast resort area, which attracts 
more than 100,000 tourists each 
summer, Mr. Moss has made short 
term typewriter rentals a specialty. 
Since the end of World War II he 
has rented so many machines at $4 
for a two-week period, that it is 
difficult for the store to keep a 
stock on hand. 


Here’s the Secret 


“The secret is simple,” the south- 
ern office machine dealer indicated. 
“Among the thousands of tourists 
who fill vacation spots in the area 
during the summer months, there 
is bound to be a large percentage 
of businessmen, who find them- 
Selves at loss in carrying out corre- 
spondence without a _ typewriter. 
Many of these men do not care to 
invest in a portable typewriter, due 
to having plenty of machines avail- 
able at the office, nor at the same 
time, want to go to the effort of 
moving a heavy, upright typewriter 
from the business to the beach. 
Rentals, of course, are the ideal so- 
lution.” 

Biloxi Cash Register Company, 
which earned its name by originally 
handling scales, cash registers, and 
similar machines, then branching 
into complete office machines, finds 
that the $4 rate, although equiva- 





W-J Book Has Film Role ... Ap- 
pearing with Dean Jagger and Irene Dunne 
in “It Grows on Trees” is the new Wilson 
Jones Co. “Spend and Save” household 
budget book. Horder’s, Inc., Chicago, timed 
this window display for the film's Chicago 
opening. 
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lent to the average charge for a 
month’s use elsewhere, is not con- 
sidered exorbitant. 

“Most businessmen readily under- 
stand that the expense of deliver- 
ing a typewriter, picking it up at 
the period’s end, furnishing a new 
ribbon, and maintaining equipment 
is particularly high with short-term 
rentals, and they are willing to see 
our point, Mr. Moss said. For that 
reason, we have never lost a rental 
on pure price objection, and fre- 
quently, the businessmen who pat- 
ronize the service most have sent 
a check for $5, in appreciation of 
the ability to find a typewriter 
when it was needed.” 


Use Slack Season 


With two full-time mechanics on 
duty, the firm spends the slack sea- 
son of the late spring months ad- 
justing every possible machine to 
tip-top shape for the season ahead. 

Although some machines are 
rented on a standard monthly 
basis, the larger number go out on 
two-week rental. This service has 
become so well known that it has 
required very little advertising. 
Initially, Mr. Moss fostered this 
type of rental operation by visiting 
tourist courts, hotels, and other 
natural tourist centers in the area, 





to Tourists 


and leaving a small card, which 
simply gave the address, name of 
the firm, and the statement “type- 
writers rented for any period.” 
Most of the local lodging oper- 
ators were fully co-operative, and 
willing to pass the word along with 
the result that the firm’s service 
attracts much attention soon after 
the tourist reaches the market. 


Service Stressed 


Typewriters are given a thorough 
inspection when returned, rushed 
immediately into the repair shop, 
where the short-term rentals get 
top priority, and equipped with a 
new ribbon in all but a few cases. 
Machines are delivered as far as 20 
miles either way along the gulf 
coast, and the southern dealer has 
experienced no trouble whatsoever 
with theft, or wanton carelessness 
with his typewriters. 

Summer rentals, in fact, have 
become so well-known a feature of 
the store that many northern busi- 
nessmen, at the beach during the 
summer months, make it a policy 
to reserve a machine for the fol- 
lowing season, merely to keep up 
with correspondence, to get out re- 
ports, and otherwise “keep a hand 
in” during their vacation period.— 
RAL 
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Business Builders 


Broadcast over Station S-A-L-E-S 
Operating on a wave length of:— 
CONFIDENCE .. . COUR- 
AGE CO-OPERATION 


@ RIGHT from spring training 
headquarters in Florida, a baseball- 
minded stationer pens us this quip 
that knocks A FOUR-BAGGER to 
win the May 1953 opener of our 
genial host, Mr. I. Willi Pepper- 
Upper: 


“TEAMWORK 
counts in 
OFFICE 


EQUIPMENT 
selling TOO!”* 





ao » * . *. e * 


. and now we bring you via OA- 
TV this important flash from:— 
HERE’S AN IDEA FROM UNDER 

MY VERY OWN HAT:— 






— 
‘tin 


oh ms 





“Propaganda is something 
you don’t agree with!” 











.. and this is from a Washington, 
D. C., stationer televising direct 
from propaganda headquarters. 


* * * * * * * 


I-D-E-A E-X-C-H-A-N-G-E 





MODERN EQUIPMENT 






Presented 
each month to 
give your dol- 
lars CENTS- 
INSURED 
plus SENSE- 
ASSURED! 
Remember 
the price— 


ONE IDEA FROM YOU FOR EACH 
IDEA ORDERED BY 

YOU !!! (Always men- 

tion idea number, and 

address the co-ordinator 

of this page, Care of Shaw and 
Borden Co., Box 2153, Spokane 10, 
Wash. Use this same address in 
sending in your thoughts for our 
Mr. I. Will Pepper-Upper, Here’s 
an Idea From Under My Very Own 
Hat, and Terse Trailer departments 
of BUSINESS BUILDERS’ monthly 
telecast. 





Actually, we received a full score 
of requests for Business Builders 
this month, and only one enclosed 
a BUSINESS BUILDER in payment 
—to the other 19 we promptly 
mailed their desired Business Build- 
ers with a note to please remit soon 
their own Business Builders to relay 
to you Mr. and Mrs. OFFICE-AP- 


PLIANCER listening and seeing-in 
over our OA-TV hook-up. 

. .. and here is our No. 5-53-1 
BUSINESS BUILDER emanating 
from a stationer in that wonderful 
state of colorful COLORADO—and 
this veteran stationer captioned it 
himself with this intriguing title: 
“TRAITS we definitely look for in 
evaluating prospective salespeople 
in our important office outfitting 
business.” 

. and in this approximately 
500-word treatise on proved-find- 
ings you'll profit by this Colora- 
dian’s observations, when he most 
explicitly outlines what office supply 
customers appreciate in salespeople. 


* * * * * * ¥ 


DELAWARE is in the Terse- 
Trailer news this month as a manu- 
facturer from Wilmington rounds 
out our May OA-TV with his win- 
ner, with credit-line ascribed to L. 
H. Robbins—We tele-quote: “How 
a minority, reaching majority, seiz- 
ing authority, hates a minority!” 


Again we emphasize: 
“TERSE TRAILERS 
PRODUCE FOR YOU!” 


So send in your TERSE TRAILERS 
and there’s a prize for each one 
used. 


3, 3, 3 3 


Office-efficiently yours, 
RALPH B. ORTEL 





Effective Dis- 
play .. . This is 
how the Schwa- 
bacherFrey Co., 
Los Angeles, Calif., 
attracted attention 
and increased sales 
of spirit masters 
and allied supplies. 
Devoted to products 
of Columbia Ribbon 
& Carbon Manufac- 
turing Co., the dis- 
play was successful 
enough to initiate 
plans for additiona 
ribbon and carbon 
windows for the 
next six months. 
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Harold W. Mann, Executive Secretary, 1267 North Wilton Place, Los Angeles 38, California 


Secure Harold Hoffman as NOMDA Speaker 


Harold G. Hoffman who, at the age of 40, had ac- 
complished what most men take a lifetime to do, will 
be the top speaker at the National Office Machine 
Dealers Association convention in Atlantic City, June 
18-20. Mr. Hoffman will appear on the luncheon pro- 
gram at the Ambassador Hotel on the first day of the 
event—Thursday, June 18 

By the time Mr. Hoffman had reached the ripe old 
age of 40 he had already been a congressman, mayor, 
state legislator, newspaper reporter, Army captain, 
bank president, state commissioner of motor vehicles, 
author, and governor of New Jersey. From a private 


Harold Hoffman 





when he entered the army in World War I he rose 
to captain, receiving his promotions on the field of 
battle during the Alsace Lorraine drive and the of- 
fensive at Meuse Argonne. 

Mr. Hoffman is recognized as one of America’s most 
inspirational speakers. He has appeared before hun- 
dreds of groups giving them of his wealth of experience 
that has come his way during the time he held his 
many positions of responsibility. His particular pleas- 
ure is speaking before groups of business men such 
as the members of NOMDA. His talk is of vital im- 
portance to them. While he has a powerful message 
he never fails to enlighten it with many humorous 
stories and incidents that make him one of America’s 
best liked speakers. 





Invite Non-Members to NOMDA‘s 
Atlantic City Convention 


Every office machine dealer in the United States, 
Canada, Mexico and any others who may be within 
striking distance are more than welcome to attend 
NOMDA’s Atlantic City Convention and Trade Exhibit 
to be held at the Ambassador Hotel, June 18-20. This 
is the word from the host local association—the 
Pennsylvania-New Jersey-Delaware Office Machine 
Dealers Association—as well as from the headquarters 
of the National Association. 

“We want this convention to be known as an in- 
dustry-wide affair open to every office machine dealer 
everywhere,” stated Harold Steinke, general chairman 
of the event. “We want every dealer to feel welcome. 
To be sure, this is a convention and trade exhibit 
staged by NOMDA but the most important thing is 
for all to realize that it is for everyone in the industry. 
With that made clear we want to see scores of non- 
members at Atlantic City for the big three days which 
we are sure are to be the biggest three days in 
NOMDA’s. historic annual sessions.” 

Present plans call for every minute of the three 


20 





days to be crammed with important affairs. It is felt 
that some of the most vital turning points in the 
industry are just around the corner and what effect 
they will have cn the retail dealers of the country 
will be given a thorough going over in Atlantic City 
through the means of open discussions by the con- 
ventioneers as a whole. 





Compete for Jack Weiner Trophy 


In order to provide a 
stimulus among the 
NOMDA members who do 
not belong to local associa- 
tions, President Jack Wei- 
ner has offered a beautiful 
trophy to be presented to 
the one who enrolls the 
most new members in the 
National Association’s pres- 
ent membership drive. 

The trophy will be pre- 
sented to the winner dur- 
ing the convention at At- 
lantic City June 18-20 at 
the Ambassador Hotel. 

The local associations are 
competing for the Liston 
Jackson Trophy which was 
garnered by the St. Louis 
OMDA in 1952. Wm. AA. 
Johnston of Knoxville, 
Tenn., won the award that 
compared to the Weiner 
trophy last year. 

“It’s a lot more fun to 
get members when there is added incentive,” stated 
President Weiner, “so I was more than glad to pre- 
sent a trophy for the boys in the areas where there is 
no local association. Several of the locals are holding 
their own contest within the NOMDA contest where 
prizes can be won by their members so why shouldn’t 
the other members have some award to work for?” 








Name NOMDA Christmas Window Winners 


First-prize honors in NOMDA’s 1952 Christmas win- 
dow trimming contest go to Herbert Wheeler, owner 
of the Standard Office Equipment Company, Stock- 
ton, Calif. Mr. Wheeler used the “peek show” type 
of decoration, blocking out the entire window with 
but a small space through which the public was in- 
vited to see what was on the inside. 

When looking through this space, the viewer saw 
Santa Claus writing out his Christmas list on a port- 
able typewriter. A wire recording played to the out- 
side told the story of how Joe and Mary were more 
interested than anything else in a portable typewriter 
for Christmas. The store did the biggest Christmas 
business ever—mostly attributed to the window. 

Second place is awarded to R. H. Preston, owner of 
the Preston Typewriter & Adding Machine Company 
of Knoxville, Tenn. who made excellent use of a giant 


(Turn to page 280, please) 


OFFICE APPLIANCES, May, 1953 























The Howard Company Chosen Brand 
Retailer-of-the-Year in Our Industry 


The Howard Company, Midland, Tex., was named 
Brand Name Retailer-of-the-Year in the stationery 
and office equipment store field by a blue ribbon panel 
of retail executives meeting at the Hotel Plaza recently 
in New York City. 

Announcement of the award was made by Henry E. 
Abt, president of Brand Names Foundation, Inc. This 
is the second time the Texas firm has won high honors 
in this national competition for its outstanding pres- 
entation of manufacturers’ brands to the public. Last 
year, Howard was awarded a “Certificate of Distinc- 
tion.” 


Promotion is Profitable 


In a special communication Ray Howard said, “We 
have found that the promotion of brand name mer- 
chandise is most profitable. By taking products that 
are pre-sold by the manufacturer, we are able to de- 


crease our cost of sales. For us to feature an article, it 
must be either already the leader in its field, or in our 
opinion certain to attain such a position. We have 


followed this policy since our opening. Coupled with 
our other operating policies it-has enabled us to sell at 
not less than manufacturers’ prices ever since we 
opened for business. 

“Our basic policy is simply that you can’t get seme- 
thing for nothing. We try to sell only the best lines 
and do not care for business which is based on price 
alone. We try to maintain fair prices, but we believe 
you should be guided in your buying just as we are: we 
have found it unwise to pay too much, but it is worse 
to pay too little. When you pay too much you lose a 
little money .. . that is all. But when you pay too 
little you sometimes lose everything, because the thing 
you bought was incapable of doing the thing it was 
bought to do. The common law of business prohibits 
paying a little and getting a lot .. . it can’t be done. If 
you deal with the lowest bidder, it is well to add some- 
thing for the risk you run. And if you do that, you will 
have enough to pay for something better.” 


Tells of Techniques 


The techniques of putting policies into practice are 
indicated by John Rhoden, manager of The Howard 
Company. In a letter Mr. Rhoden said, “The outstand- 
ing feature of our advertising during the past year has 
been our unconditional guarantee offer. When we be- 
come completely sold on an item, we recommend it to 
our customers, and anything we recommend we guar- 
antee even beyond the guarantee of the manufacturer. 
We tell the customer, ‘If we guarantee it, you can be 
certain that it will give more service than you ever ex- 
pected it to give.’ 

“We do a constant job of selling up. This enables us 
to get the full price recommended by the manufacturer. 
It is my opinion that any article which has to be auc- 
tioned off isn’t worth the effort of stocking.” 

Brands featured by The Howard Company are the 
following handled on an exclusive basis: 


Art Metal, Post Index, Wabash, Standard Furniture, 
Imperial desks, Stanley chairs, Sturgis chairs, Jasper 
chairs, Southworth, National loose leaf, National add- 
ing machines, Mosler safes, SoundScriber, and Coium- 
bia ribbons and carbons. Other brands empRasized 
are Alma and Myrtle desks, Sikes, High Point and 
Marble chairs, Victor Safe & Equipment, All-Steel 
Equipment, Wilson-Jones, Remington Rand, Ester- 
brook, Parker, and Sheaffer. 


Mr. Abt also announced the names of the four win- 
ners of “Certificates of Distinction” in the stationery 
and office equipment section of the Foundation’s fifth 
annual competition. They are: W. H. Kistler Sta- 
tionery Co., Denver, Colo., awarded the second-place 
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certificate; The O. P. Quilling Co., Hartford, Conn., 
third-place certificate winner; Kalmus-Golden, Inc., 
New York, N. Y.; and Globe Office Equipment & Supply, 
Inc., Cincinnati, Ohio. This is the second certificate 
the Kistler organization has won, having been honored 
for top brand presentation in the 1950 competition. 


The winners were to receive their plaques and cer- 
tificates at impressive ceremonies highlighting the 
Tenth Anniversary Brand Names Day Dinner, April 15, 
in the Grand Ballroom of the Waldorf-Astoria in New 
York City. 

A panel of 16 judges, all winners of Brand Name 
Retailer-of-the-Year plaques at last year’s Brand 
Names Day, selected the firms named for honors. A 





MOWARD-MIDLAND — West Texas’ Leading Office Supply 


Here Today... 


Here Tomorrow! 


You always feel better when you buy a quality product from a well established local 
dealer, whether you are buying mouse traps or fine printing. It always is well to 
know where to go in case some complaint should orise. We've been here a long 
time, and we expect to be here from now on. Thot's why we say, 


Get The Howard Guarantee 


If you let us recommend the products which we feel you should be using, we un- 
conditionally guarantee them to do all we soy they will do, or your money cheer- 
fully refunded. 


Buy A “Brand Name” Product 


Manufacturers of the fourteen leading lines of office supplies and equipment sold 
by the Howard Company have been in business a total of over 1,000 years. You've 
got to make a top quality product to stay in business for the long pull. 

These leading manufacturers make such outstanding products thet we gucrontee 
them without reservation. The job we did selling their lines lost yeor enabled us 
to win the coveted award of “Brand Nome Retailer of the Yeor,” finishing number 


two in the entire nation. 


te HOWARD  conson 


“Just Home Folks — Two Stores in the Loop” 
West Texas’ Leading Printers, Stationers, Office Outfitters 
114 South Loraine Telephone 4-5565 
MIDLAND 1, TEXAS 











Typical Advertising . . . Here's how The Howard Com- 
pany. Midland, Tex., proclaimed its acceptance of brand name 
products. The Texas firm won national honors in the stationery 
division of Retailer-of-the-Year competition. 


Retailer-of-the-Year and four certificate winners were 
named in each of 22 categories of retailing. 


This year’s fifth annual competition saw more than 
20,000 entries pour into the Foundation’s offices from 
every state in the Union, Canada, Hawaii, Mexico and 
South America. Total number of entries more than 
tripled last year’s highly successful competition. 

The 440 firms named as finalists submitted presenta- 
tions of almost every type, ranging from a three-page 
essay to a 350-pound pin-wheel display. 

Mr. Abt said that the winning retailers and their 
wives will be honored guests of manufacturers, pub- 
lishers’ magazines and other sponsors of the Founda- 
tion during a three-day Retailer-of-the-Year enter- 
tainment festival preceding Brand Named Day. 
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Guest Book : 





Oo. D. Mann, manufacturers’ representative with 
headquarters in Houston, Tex., registered with the 
publisher of Orrice APPLIANCES by telephone March 
5. Accompanied by John Kane, newly associated 
with him, he stopped at Evansville to spend some 
time with Imperial Desk Company, at Chicago to see 
Niemann, Inc., from whose office he made the tele- 
phone call, and planned to go next to Bedford, Ohio, 
to see the officials of the B. L. Marble Chair Company. 
O.D. is one of the best known representatives in the 
Southwest. An active member of the Texas Travelers 
Club, he referred to preparations for the regional 
meeting to be held in San Antonio and was confident 
of excellent attendance and interest. 


Clayton O. Markham, Berkeley, Calif., signed the 
Guest Book Friday, March 13. Appointed to represent 
Sturgis Posture Chair Company in the West commenc- 
ing April 1, he had been at the general sales offices 
of the company in Chicago, at the plant in Sturgis, 
Mich; and then back to Chicago, learning some of the 
details of manufacture and merchandising of posture 
chair seating. Located in the San Francisco Bay area, 
he plans to attend regional meetings in Riverside and 
Yosemite. 


Glen Gourley, assistant sales manager of Borroughs 
Manufacturing Company, Kalamazoo, Mich., took time 
off on March 24 during a business visit to Chicago to 
discuss some mutual problems with the OFrricE APPLI- 
ANCES Staff. The company has just added a Wrap Rack 
to its expanding line of office equipment. 





Atlas Stationers Celebrates Anniversary 


Atlas Stationers of Los Angeles, Calif., preparing for 
its 20th anniversary this year, has been engaged in 
many alterations, state Louis and Seymour Polonsky, 
co-partners. 

“We have recently added Don Fotheringham to our 
staff as advertising manager,” said Louis Polonsky, 
“with the view of a stepped-up newspaper advertising 
campaign, as well as a three-fold increase in our di- 
rect mail program.” 

Seymour Polonsky then mentioned the enlarged 
printing division which in the past two years has 
added three new pieces of equipment and six additional 
pressmen to take care of the increased demand in 
printing business forms, brochures, letterheads and 
other printed media. 

Robert Adler, sales manager, brought out the fact 
that Atlas Stationers has been appointed as the major 
local dealer outlet of Burroughs Adding Machine Com- 
pany in Los Angeles. “This will give our 10-man sales 
force the necessary addition to make a well-rounded 
furniture, equipment and stationery sales program,” 
Mr. Adler concluded. 





Hokenson Heads Royal Branch in Tulsa 


The Tulsa branch operations for Royal Typewriter 
Company, Inc., are now headed by J. O. Hokenson of 
14-16 E. 2nd St., Tulsa, Okla. Mr. Hokenson, formerly 
a typewriter salesman for the company in Kansas City, 
originally joined the firm in 1939 as a junior salesman 
in the Minneapolis office, but his continuous service 
with the company did not commence until Oct. 1951. 
—WLF 
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DALES LO REMEMBER 




















May 4-5. District No. 14, NSOEA, Mission Inn, Riverside, Calif. Russell W. 
Davis, district poverner, Alhambra Office Supply, Inc., 112 W. Main St., 
Alhambra, Calif. 


May 8-9. District No. 12, NSOEA, Ahwahnee Hotel, Yosemite Valley, Calif. 
Tom McWhorter, district governor, McWhorter-Young, Inc., 240 S. First St., 
San Jose 17, Calif. 


May 8-9. Canadian Office Machine Dealers Association, General Brock Hotel, 
Niagara Falls, Ontario. James W. McFayden, convention chairman, Fron- 
tier Typewriter Co., 1936 Main St., Niagara Falls, Ont., Canada. 


May 13-16. Stationers’ Guild of Canada, Inc., annual convention. The 
Prince Edward Hotel, Windsor. Ontario. Fred R. Smart, secretary manager, 
Suite 306, 19 Richmond St., W., Toronto, Ontario. 


May 15-16. District No. 10, NSOEA, Broadmoor Hotel, Colorado Springs, 
Colo. Elmer Pearce, district governor, Rocky Mountain Bank Note Co., 112 
W. Third St., Pueblo, Colo. 


May 17-22. New York Stationery Show, Hotel New Yorker, New York, N. Y. 
George F. Little Management, 220 Fifth Ave., New York I, N. Y. 


May 21-22. District No. 11, NSOEA, New Washington Hotel, Seattle, Wash. 
Lew Hilton, district governor, Ruggles, Inc., 115 Cherry St., Seattle 14, Wash. 


May 23. Stationers Association of New York, Inc., Annual dinner dance and 
entertainment, Grand Ballroom, Hotel Astor, Saturday evening, May 23. 
Chairman, Carl C. Judkoff, Cantigny Printing & Stationery Corp., 10 W. 33ra 
St.. New York, N. Y. Co-chairman, Sam Rabinowitz, Sport Stationery & 
Printers, Inc., 108 W. 40th St., New York, N. Y. 


May 25-26. District No. 7, NSOEA, Nicollet Hotel, Minneapolis, Minn. Cliff 
Halverson, district governor, Midwest-Beach Co., 222 S. Phillips Ave., Sioux 
Falls, S. D. 


May 24-29. National Office Management Association's 34th international 
conference and exhibit, Hotel Statler and Sheraton-Plaza, Boston, Mass. 
W. H. Evans, executive secretary, 132 W. Chelton Ave., Philadelphia 44, Pa. 


June 4-5. District No. 1, NSOEA, Wentworth-by-the-Sea, Portsmouth, N. H. 
Edward Granfield, district governor, Edward Granfield, Inc., 184 Crown St., 
New Haven 10, Conn. 


June 8-9. District No. 5, NSOEA, Deshler-Wallick Hotel, Columbus, Ohio. 
Sidney Butterfield, district governor, Smith & Butterfield Co., 305 Main St., 
Evansville 2, Ind. 


June 9-12. Fourth National Store Modernization, Building & Maintenance 
Show, Madison Square Garden, New York City. Conducted by Store Mod- 
ernization Institute, 20 E. 55th St., New York, N. Y. 


June 15-16. District No. 3, NSOEA, Galen Hall Hotel, Wernesville, Pa. 
Samuel S. Rosendorf, Jr., Southern Stamp & Stationery Co., 00 Broad St., 
Richmond, Va. 


June 17-19. District No. 2, NSOEA, Hotel Marcy, Lake Placid, N. Y. Vernon 
R. Evans, district governor, Vernon R. Evans Co., 28 Bank Place, Utica 2, 
N. Y. 


June 18-20. National Office Machine Dealers Association annual convention 
and exhibit, Ambassador Hotel, Atlantic City, N. J. Harold W. Mann, 
executive secretary, 1267 N. Wilton Pl., Los Angeles 38, Calif. 


September 26-30. National Stationery & Office Equipment Association's 47th 
annual convention. Conrad Hilton Hotel, Chicago, III. Paul Burbank, gen- 
eral manager, 740 Investment Building, Washington 5, D. C. 


September 30-October 3. Marking Devices Association annual convention, 
Edgewater Beach Hotel, Chicago. 


October 5-7. Toledo Business Show, Secor Hotel, Toledo, Ohio. Jack Senn, 
manager. 


October 19-24. The 1953 National Business Show, Grand Central Palace, 


New York, N. Y. Rudolph Lang, managing director, 33 W. 42nd St., New 
York 18, N. Y. 





Open Grand Junction, Colo., Firm 


The Mesa Office Equipment store has recently been 
opened at 120 N. Fifth St., in Grand Junction, Colo., 
by Don Maupin and Jack Anderson. 

Mr. Maupin was formerly with Maupin’s Office Ma- 
chine Service and Mr. Anderson was previously with 
the Sentinel Office Supply. Both have had eight years 
of experience in repairing and selling equipment. 

The new firm will service all types of machines and 
has been appointed Remington Rand agents for Grand 
Junction, carrying a full supply of equipment. 
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by Irving Settel, authority on retail advertising 
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= IF TESTS WERE conducted tomorrow to 
determine how many nationally advertised 
trade marks you can identify, chances are you 
would make an excellent score. As a matter 
of fact, it has been proven that very often it 
is the trade-mark alone which will cause a 
customer to purchase a particular product. 
The mark becomes identified with a product 
and recognized by shoppers. Consequently, the 
purchase will be made because the trade-mark 
was remembered. 

Slogans and trade-marks have long been ad- 
vertising helps for national advertisers. News- 
paper ads, direct mail pieces, car cards, counter 
displays, et cetera, have been employed to 
publicize a picture or phrase. The results have 
been extremely favorable. 


Accepted by Merchants 


For the small retailers, however, the use of 
these elements of promotion is still new. Mod- 
ern merchants now accept the slogan and 
trade-mark as effective devices helping people 
to remember a store or distributor. 

One small office appliance dealer named 
John Styze successfully operated a store in the 
midwestern part of the country. Although his 
location was poor, he did a thriving business 
because, as he puts it, he was “promotion- 
wise.” 

“T advertised in all the local media,” he said, 
“including newspaper, radio and direct mail. 
And I have been using a slogan for over 10 
years. It has always worked and I believe it 
will continue.” 


Acquired Prestige 


His slogan, “FOR OFFICE BUYS... VISIT 
STYZE!” has acquired a great deal of prestige. 
It has become completely identified with his 
store and has helped considerably in maintain- 
ing business volume throughout the years. . 

Another office appliance dealer started a 
“Shaffer’s Wednesday Special” day. Every 
Wednesday Mr. Shaffer selected a different 
item of merchandise, made a special wrapping 
for it and sold it at a lower price than usual. 
He promoted the idea in newspapers, on radio 
and with direct mail. His slogan, “SHAFFER’S 
WEDNESDAY SPECIALS” became well known 
and the response was terrific. He also devel- 
oped a trade-mark consisting of an animated 
store front talking with “balloons” (comic 
strip style) about the specials. This design 
was used in all his advertising and eventually 
he had a large pictured sign placed in front 
of the store. Identification tests proved its 
value. 
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32. Trade-Marks, Slogans Aid Promotions 


A good slogan for your store can be useful 
if it is intelligently created. It cannot be 
pulled out of mid-air but must be considered 
carefully before adoption. If a slogan is de- 
sired, these rules will be helpful to you. 

1. The slogan must be original. The slogan 
must be your own, must relate to your busi- 
ness and must not be similar to one being used 
in town. In other words, it must apply to your 
business to perform effectively. 

2. A slogan must be short. To be remem- 
bered, the words in a slogan should be kept 
to a minimum. Short words in short sentences 
will carry punch and snap. 

3. A slogan must be appropriate. It must 
be capable of creating an impression. It must 
identify some important quality with your 
store. 

4. A slogan must suggest buying in YOUR 
store. The slogan should not be one which 
merely sounds well. In addition, it must fa- 
vorably suggest to the reader that he visit the 
store and make a purchase. It should imply, 
for example, quality of merchandise, low prices 
or store service. 


Trade-Marks 


As far as a trade-mark (or trade name) is 
eoncerned, value in promotion can also be ac- 
quired with its use. They have been, and can 
be, effective for selling office appliance mer- 
chandise. Here too, however, rules should be 
followed in creating one. 

1. A trade-mark must be easy to remember. 
The purpose of a design is to assist potential 
customers in remembering your store name 
and location. The design of the trade-mark 
therefore, should be easy to remember. 

2. It should be simple. The design should 
be simple so that anyone can understand its 
significance. A cartoon figure almost always 
goes well. In any case, simple geometric de- 
signs such as circles and squares would apply. 

3. It should be associated with your store. 
The design should contain a word or picture 
which adequately describes the nature of the 
store. Office appliance items might be used to 
assist association. 

4. It should create a favorable impression. 
If the mark is to attract buyers, it must be 
impressive and should have a pleasant effect. 

5. It should be original and different. Just 
as with slogans, your trade-mark must be 
original. Avoid copying a competitor’s design 
or even one being used by a non-competitor 
in the same town. If the public confuses your 
mark with someone else’s, its purpose will be 

(Turn to page 108, please) 
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NOFA Convention Features Know-How 


The Program: 


SUNDAY, APRIL 26 
8:30-9:30 P.M.—Registration, Hotel Statler. 
1:00-9:00 P.M.—Registration, Public Auditorium 
1:00-9:00 P.M.—Exhibits, Public Auditorium. 


MONDAY, APRIL 27 
9:30 A.M.—NOFA “Know-How” Session: 
Anne Saum, “Selling Office Furniture Atmosphere.” 
Paul M. Fletcher—NOFA consultant. 
12:15-2:00 P.M.—Curtain Raiser Luncheon—Hotel Statler. 
Walter M. Casey—’’Selling in Today’s Economy.” 
2:00-9:00 P.M.—Exhibits, Public Auditorium. 


TUESDAY, APRIL 28 
9:00 A.M.—Convention business session, Grand Ballroom, Hotel Statler. 
10:30 A.M.—Certified Office Planning Service Program of the Wood Office 
Furniture Institute. Robert A. Spellman, Assistant Secretary. 
12:00 NOON—Luncheon, Grand Ballroom, Hotel Statler. 
Arno Johnson—’’After Defense Spending—What?” 
1:00-6:00 P.M.—Exhibits Open. 
7:15 P.M.—7th Annual NOFA banquet, Grand Ballroom—Hotel Statler. 
Awards. 
Cleveland Male Chorus. 
Stage Show and entertainment 
Rev. Fay Le Meadows—"’Life Can Be Fun. 
Dancing. 
WEDNESDAY, APRIL 29 
9:00 A.M.—Industry Workshop Meetings: 
Dealer Meeting—Moe Turman, Chairman. 
Manufacturers’ Meeting—J. M. Bachrach, Chairman. 
Manufacturers’ Representatives Meeting—George S. Long, Chairman. 
12:15 P.M.—Closing Luncheon—Grand Ballroom—Hotel Statler. 
Dr. C. L. Lapp—’’Sales Supervision a Forgotten Function” 
2:00-5:00 P.M.—Exhibits, Public Auditorium. 


LADIES PROGRAM 
Chairman, Mrs. Moselle T. Meals 


SUNDAY, APRIL 26 
00 P.M.—Get Acquainted Meeting. 
:30 P.M.—Doubleheader, Cleveland Indians vs. Detroit Tigers. 
:30 P.M.—Twilight Concert, Cleveland Symphony Orchestra. 
MONDAY, APRIL 27 


1:00 P.M.—Luncheon, Terrace Room, Hotel Statler, Fashion Show. 
2:30 P.M.—Shopping Tour, Tea, Souvenir Caricatures. 


TUESDAY, APRIL 28 
1:00 P.M.—Special Luncheon and Style Show, Halle Bros. Auditorium. 
7:15 P.M.—Seventh Annual NOFA Banquet, Grand Ballroom, Hotel Statler. 
WEDNESDAY, APRIL 29 


2:00 P.M.—Boat Trip, Cuyahoga River 
2:00-5:00 P.M.—Palmist, Theatre Party, Color Decorating, 
Sherwin Williams, Bridge—Canasta—Tea. 
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gw ANOTHER HIGHLIGHT of the 
National Office Furniture Associa- 
tion convention-exhibit was re- 
vealed when Executive Director 
John R. Gray announced the com- 
pletion of plans for the Know-How 
Section. The convention opens April 
26 in Cleveland, Ohio. 

Designed to tie in with NOFA’s 
brand new Know-How series of bul- 
letins for its members, this con- 
vention feature will stress the 
proper use of selling tools—the ap- 
plications of products, rather than 
the products themselves, which will 
be covered at other points in the 
program. 

Answers Ahead 

Granted a good grounding in 
product knowledge, and an equally 
good knowledge of the selling tools 
needed to move those products, how 
does the dealer get maximum utility 
out of his selling tools? How does 
the dealer put his knowledge, abil- 
ity, and sales equipment to use? 

Under the general direction of 
Miss Anne Saum and Paul M. 
Fletcher, the Know-How Section 
will provide the answers to these 
questions. Miss Saum will be one 
of the featured speakers at the 
convention. She has appeared at 
several NOFA Area Conferences 
with notable success. A well-known 
business and training consultant, 
She is the author of the Know-How 
series of bulletins. Mr. Fletcher, a 
management consultant, is very 
well known to dealers in the indus- 
try through his many appearances 
at office equipment meetings. 

With the announcement of this 
additional discussion group, NOFA 
convention officials once again 


OFFICE APPLIANCES, May, 1953 




















proved their intention to make this 
‘coming affair one devoted almost 
exclusively to practical, down-to- 
arth matters 

Combined with the _ industry 
workshops announced previously 
and the 170 exhibit booths which 
took all the available display space 
by last January, the stage is set 
for the largest and finest exposition 
of office furniture and equipment 
ever gathered under one roof. 


Three Divisions 


The industry workshops will come 
under three categories: dealer, 
manufacturers’ representatives, and 
manufacturers. Each will discuss 
specific problems currently facing 
the industry, and attempts to come 
up with possible answers to them. 

The Know-How Section will con- 
centrate on the selling end. How 
is a product used? Does it have al- 
ternate ultilizations which might 
have greater appeal to a potential! 
customer than its primary purpose? 
What is the best method of selling 
the end purposes, and how may ad- 
ditional sales be worked in? 

Miss Saum will discuss the effec- 
tive use of color and store layout 
in taking full advantage of the 
dealer’s showroom. She will apply 
her knowledge of these factors as 
they are used in laying out a suite 
of offices for a customer. She will 
illustrate how proper service will 
very often depend on the sales- 
man’s attitude in utilizing the sell- 
ing tools at his command, and that 
in the final analysis good service 
is a matter of habit. 

Paul M. Fletcher, whose back- 
ground as a salesman has often 
been called on to answer specific 
seHMing questions, will also be on 
hand to clarify any points that 
might be raised. His descriptions of 
sales techniques have invariably 





provoked a great deal of discussion 
in the past, as has his ability to 
call a spade a spade and face reality 
without becoming confused. 

How do you get past the secre- 
tary? Mr. Fletcher has answered 
that one several times at different 
meetings. How do you handle the 
purchasing agent? What consti- 
tutes a “happy” salesman? These 
questions will undoubtedly be 
raised, along with many others, and 
as always Mr. Fletcher will have 
his answers ready. 

Even as these discussion groups 
delve into the problems of those 
attending, one of the outstanding 
features of the convention will be 
preparing for their next visit—the 
exhibit at Cleveland Public Audi- 
torium, with its 170 exhibit booths. 
Almost 100 office furniture and 
equipment exhibitors will be dis- 
playing their wares, many of them 
for the first time. Announcements 
of new products to be unveiled at 
the exhibit were received at NOFA 
headquarters in New York City with 
increasing regularity. 


Exhibits Varied 


Of these exhibitors, many will 
include safe and insulated equip- 
ment. In addition about 10 others 
who specialize in safes and fire- 
resistant materials will be on hand. 
More than 11 manufacturers will 
feature desk and other accessories. 
The usual complement of leather 
manufacturers will be there. Sev- 
eral organizations specializing in 
packaged office arrangements have 
arranged for expanded display 
space. 

Finally, but far from least, will 
be those companies specializing in 
wood and metal finishes, plastic ap- 
plications and services. Many of 
these will be showing at a NOFA 
convention for the first time. Oth- 


—Exhibitors of NOFA Convention— 





ers will be displaying brand new 
products which have received little 
or no publicity. 

Backing up the special discussion 
groups and the exhibit are the fea- 
tured speakers, chosen for their 
ability to fulfill the purpose of mak- 
ing this a hard-hitting affair. One 
will be Arno H. Johnson, market- 
ing specialist with the J. Walter 
Thompson Company, whose topic 
will concern selling in today’s econ- 
omy. His talk will tie in with both 
the industry workshops and the 
Know-How Section. 


Hear Dr. C. L. Lapp 


Dr. C. L. Lapp will talk on sales- 
manship, in much the same manner 
as the articles he has written which 
have rapidly given him a nation- 
wide reputation in management 
circles. As associate professor of 
merchandising at Washington Uni- 
versity at St. Louis, Dr. Lapp has 
conducted several surveys among 
salesman, and therefore has a 
wealth of practical material to 
draw on. 

Miss Saum, in her featured talk, 
will discuss the use of atmosphere 
as a sales tool. She, along with Mr. 
Johnson and Dr. Lapp, has been 
interviewing members of the in- 
dustry so that they may be better 
prepared to address the group. 

Walter M. Casey, with wide ex- 
perience in selling, retailing, and 
management, will also be perfect- 
ly at home in the “strictly busi- 
ness” theme. The only non-business 
speaker will be the Rev. Fay Le 
Meadows, who was invited because 
his inspirational talk, “Life Can Be 
Fun,” will add the proper note of 
joy-in-living to the affair. 

The ladies program has once 
again been arranged with an eye 
to feminine interest as well as en- 
tertainment. 
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44th Annual Office Furniture Section 


@@ FAST APPROACHING a half-century 
status, the office furniture section presented in 
this issue of Orrice APPLIANCEs is the 44th con- 
secutive one of its character. Like its predeces- 
sors this section recognizes the promotion of 
office furniture by its logical salesman—the 
stationer and office equipment dealer. 


Usually presented in September, the office 
furniture section this year is timed to coincide 
with the industry’s convention in Cleveland 
under the sponsorship of NOFA. That is a 
change which Orrice APPLIANCES believes will be 
well accepted by the men who sell office furni- 
ture. 


A new conception of salesmanship is witnessed 
in the ranks of office furniture dealers, whether 
they concentrate solely on furnishing the office 
or on handling other supplies for the office. The 
emphasis is rapidly being placed on the whole 
office rather than on a single item of equipment. 


In the experience stories of successful dealers, 
the picturing of outstanding installations 
and the description of new products for today’s 
offices, this business journal of the office equip- 
ment industry is proud to present the 44th chap- 
ter in an industry’s story of creative selling. 





Eliminate the Luggage Excise Tax 


@@ EDWARD J. KLEBBA, stationer and office 
supplies dealer of 515 S. Washington Ave., Royal 
Oak, Mich., is embarked on a laudable project 
in our industry. This dealer wants to eliminate 


the 20 per cent excise tax levied on zipper note- 
books that are sold principally to students. Such 
a levy could be abolished only by the termination 
of the retailers’ excise tax on luggage, and so 
forth, a tax that was placed in operation during 
the last world war. 


Mr. Klebba was largely instrumental in get- 
ting his congressman, George A. Dondero, to 
introduce House bill No. 429 to terminate the 
retailers’ excise tax on luggage and handbags, 
and for other purposes. Now that this is done, 
nationwide support is needed. 


It is suggested that letters be written by man- 
ufacturers, jobbers, salesmen, dealers and cus- 
tomers. They should be directed to members 
of the Ways and Means committee in the House 
of Representatives, Washington, D. C. These 
men are: Republicans—Daniel A. Reed, chair- 
man, New York; Thomas A. Jenkins, Ohio; Rich- 
ard M. Simpson, Pennsylvania; Robert W. Kean, 
New Jersey; Carl T. Curtis, Nebraska; Noah M. 
Mason, Illinois; Thomas E. Martin, Iowa; Hal 
Holmes, Washington; John W. Byrnes, Wiscon- 
sin; Angier L. Goodwin, Massachusetts; Antonio 
N. Sadlak, Connecticut; Howard H. Baker, Ten- 
nessee; Thomas B. Curtis, Missouri; Victor A. 
Knox, Michigan; James B. Utt, California; Dem- 
ocrats—Jere Cooper, Tennessee; John D. Dingell, 
Michigan; Wilbur D. Mills, Arkansas; Noble J. 
Gregory, Kentucky; A. Sidney Camp, Georgia; 
Aime J. Forand, Rhode Island; Herman P. Eber- 
harter, Pennsylvania; Cecil R. King, California; 
Thomas J. O’Brien, Illinois; Hale Boggs, Lou- 
isiana. 





here and there 


Bill Litchfield, Basketball 


Star, Gets College Degree 


half years. 
Bill Litchfield, son of George Litchfield, 


pleted his four-year course at Hanover 
College, Hanover, Ind., in three and one- 


Levy, Art Steel Co., Inc.; John E. Mossman, 
Desks, Inc.; Seymour Nathan, Charles S. 
Nathan, Inc.; C. B. Shubert, B. L. Marble 
Chair Co.; Moe Turman, Metwood Office 





manufacturers’ representative for Jasper 


Equipment Corporation; and George B. 











Chair and Imperial Desk Company, was 
one of the starting five of the 1949 stdte 
high school basketball champions of Jas- 
per, Ind.. Now he makes news by being 
the first member of that team to receive 
his college degree. 

Bill will probably be most remembered 
for his memorable basket that brought 
the Wildcats a thrilling 50-49 victory over 
Bloomington in the semi-final game. 

His new duties as an Ensign recently 
took him to Treasure Island Naval Station, 
San Francisco where he is completing his 
electronics training program. Bill earned 
his commission after serving in the naval 
reserve at Louisville for 2 years. He com- 
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Nemlich Heads Furniture 
Division in Cancer Crusade 

Bernard H. Nemlich, treasurer of the 
Regan Office Furniture Co., has been 
named chairman of the office furniture 
division for the 1953 April Cancer Cru- 
sade, John Reed Kilpatrick, president of 
the New York City cancer committee an- 
nounced. 

Serving on the committee with Mr. Nem- 
lich for the April drive are: George M. 
Clark, Clark & Gibby; George F. Clarke, 
W. & J. Sloan; Tom Fox, All-Steel Equip- 
ment, Inc.; Henry Hoth, Macey-Fowler, Inc.; 
Ben Itkin, Itkin Brothers, Inc.; Irving M. 


Wray, 130 W.-42nd St. 


“Cancer strikes one out of every five 
Americans,” Mr. Nemlich pointed out. “We 
can close in on this dread disease by giv- 
ing generously of our time and money in 
the April Crusade.” 

The New York City cancer committee 
conducts a year-round program of pro- 
fessional and public education, gives aid 
to needy cancer patients and supports a 
nationwide program of medical research. 

As the local chapter of the American 
Cancer Society, the committee has ac- 
cepted a quota of $1,401,000 as its share 
of the $18,000,000 national goal for 1953. 
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George H. Schumacher 
Marks 40 Years with 
Siekert & Baum Firm 

George H. Schumacher of Siekert & 
Baum Stationery Company, Milwaukee, 
Wis., widely known to traveling salesmen 
in the office supply industry, recently ob- 
served his 40th anniversary of service with 
the firm. He was presented with a beau- 
tiful Hamilton wrist watch suitably in- 
scribed. 

The presentation, in honor of this long 
and continuous service, was made by Ar- 
thur J. Baum, president of the company, 
in the Siekert & Baum offices, 617 N. 
Water St. 

George started his business career at 
Siekert & Baum at the age of 13 as an 





Anniversary Memento... 
George H. Schumacher (right) receives 
a wristwatch from Arthur J. Baum, 
president of the company, on the occa- 


sion of his 40th year of continuous serv- 
ice with Siekert & Baum, stationery com- 
pany of Milwaukee, Wis. 


errand boy and has been in charge of 
purchases during the past 25 years. His 
courteous treatment of callers has won for 
him many friends in the industry. Always, 
he adheres strictly to his expression, “‘In- 
sist on an audience in a reasonably length 
of time or a reason for the delay. It is 
the policy of my company to extend 
courteous treatment to every human being, 
even a book agent.” 





Billy Gets New Typewriter 
By Radio Station Plea 

A fan letter, written by Billy Walker, 
a 22 year old spastic paralytic of Greene, 
lowa, started a chain reaction that sent 
78,000 pennies, a wheelbarrow load, to 
station WOWO of Fort Wayne, Ind. 

Billy, paralyzed from birth, wrote a fan 
letter to programs at the station on a 
battered old typewriter, and in a post- 
script apologized for the typing, blaming 
it on his own physical trouble and the 
machine. The station broadcast the text 
of Billy’s letter and asked each listener 
to donate one cent to help buy a new 
typewriter for the young paralytic who had 
never enjoyed normal boyhood games 
and had built his world around his wheel- 


chair. 
The avalanche of coins brought more 
than enough for the typewriter and when 
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Billy suggested he would like an electric 
machine, Remington Rand donated a new 
electric typewriter to the cause. 

WOWO then arranged for station 
KXEL at Waterloo, near Billy's home to 
utilize the 78,000 pennies to advertise 
Billy’s business of se:ling magazine sub- 
scriptions and Joseph Dumond of KXEL 
agreed to match the time with an equal 
amount donated by the station, with the 
results that Billy's business is booming. 





Karl H. Kiesel Finds 
Fun in Retirement by 
Traveling and Golfing 

Karl H. Kiesel, 303 N. Carroll St., 
Madison, Wis., is a former traveler of this 
industry who refuses to grow rusty by in- 
activity during his retirement years. 

The Kiesel reirement log in recent 
months has had such entries as these: 


(a) Attendance at Rose Bowl game. 

(b) Two months in Hawaii. 

(c) Visiting on the West Caast and at- 

tendance at Golden State Travelers 
Club meetings. 

(d) Plenty of golf. 

That's the busy schedule of this 72-year- 
old beloved past president and honorary 
member of the Great Lakes Travelers Club, 
a man who long was a representative of 
The Carter's Ink Co. in this industry. 

The trip made by Mr. and Mrs. Kiesel to 
Hawaii was not without excitement. They 
were aboard the storm-battered Lurline 
which docked in Honolulu January 10 after 
a rough crossing which broke about 1,800 
dishes in the kitchen. 


Pennies From Listeners. . 
pennies back to radio station after Harold Smith of the Fort Wayne, Ind., Remington 
Rand branch decided to give an electric typewriter to Billy Walker. 





“Too-Tough” Safe Foils 
Supermarket Burglars 
“Too-Tough.” That was the realistic 
comment scratched by burglars on the 
front of a Mosler safe they could not crack. 





Foiled .. . Arthur Foster points to 
message left behind by would-be safe 
burglars. 


In the accompanying picture Arthur Foster, 
manager of the A. & P. Supermarket in 
Wheeling, W. Va., happily designates the 
message left behind. 





Elect Elwyn L. Smith 
Regent of NYU 

Elwyn L. Smith, president of L. C. Smith 
& Corono Typewriters, Inc., Syracuse, N. 
Y., was recently elected a regent of the 
University of the State of New York by a 
joint meeting of the senate and assembly. 








. Charles Woodward of WOWO prepares to take 
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District No. 13 Opens 
Regional Meeting Series 


Convention Staged in Hotel New Yorker— 
Troupers and Others Provide Industry 
Information—Elect Judkoff Governor 


g@ THE ANNUAL CONVENTION of New York station- 
ers of District No. 13, National Stationery & Office 
Equipment Association, was held on March 20 and 21 
in the Hotel New Yorker, New York, N. Y. Governor 
Richard E. Wahrman, R. E. Wahrman, Inc., New York, 
N. Y. presided. Registration totaled 185. 

This was the first of a series of regional conventions 
staged by NSOEA throughout the country. Addresses 
were given by local speakers and members of the 
NSOEA troupe who were: Adrian H. Pembroke, Pem- 


Adrian Pembroke 


a 





broke Company, Salt Lake City, Utah, President of 
NSOEA, who gave the first part of “This We Believe.” 
He was followed by L. R. Addington, Art Metal Con- 
struction Company, vice-president of the Manufactur- 
ers’ Division, who rendered the second part of “This 
We Believe.” Elmer G. Rahe, The Globe Wernicke Co.. 
whose topic was “There’s a System,” and Paul E. Bur- 
bank, NSOEA, who gave his talk on “Main Street 
U.S.A.,” were other troupers. 

The program was divided into two sessions pre- 
ceded by registration which started at 10:30 a.m. on 
Friday morning. Sociability prevailed until 12:30 when 
luncheon was served in the Grand Ballroom. 


Hear Zen Kaufman 


As the luncheon tables were cleared, Governor Wahr- 
man extended greetings and a cordial welcome to some 
150 conventionnaires and expressed his pleasure at 
seeing such a good attendance. After introducing celeb- 
rities at the head table he introduced the first guest 
speaker, Zen Kaufman, formerly director of marketing 
for Philip Morris & Company, whose topic was “Show- 
manship in Business.” 

In a highly entertaining talk illustrated by numerous 
stories, both serious and humorous, Mr. Kaufman en- 
larged on the most important of 12 elements that go 
to make up the showmanship yardstick. Step by step 
they were: Mystery, realism, simplicity, life, motion, 
timeliness, pictures, color, conflict, sound, beauty and 
sex. 

In his opinion, the three most important are mys- 
tery, conflict and life. Mystery or suspense, he opined, 
plays an important part in selling and advertising 
when used to whet the appetite and arouse interest. 
In sales training to get sales people interested in mas- 
tering details of the products they sell. In this con- 
nection, he pointed out that quiz programs have proven 
effective in promoting interest and helping to retain 
the knowledge so acquired. 

Discussing conflict, Mr. Kaufman called attention to 
the fact that there is always conflict or competition 
in selling in the field which affords the opportunity for 
good showmanship. He stressed the value of sales con- 
tests which stimulates interest, stirs up excitement and 
creates energy in an effort to excel and win awards. 
The third element was life, the cast in the show. 

Stating that everyone likes shows and showmanship, 
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he declared that the main actor is the customer, the 
hero of the show, and all products are designed for 
the good and welfare of the purchaser. Deploring the 
fact that most sales people talk about the merchandise 
they sell, he urged that they put people and personal- 
ities into their talk. 

In conclusion, he stressed the fact that all who work 
are human and desire satisfaction in their jobs and 
there is lots of fun in selling and understanding mer- 
chandise which brings satisfaction to buyer and seller 
alike. 


Wahrman Presides 


The first session was called to order at 2:00 p.m. in 
the Grand Ballroom by Governor Richard E. Wahrman, 
R. E. Wahrman Inc., New York, N. Y., who, after out- 
lining the program to follow, took occasion to express 
his appreciation of the large attendance and give 
thanks to the various committees for arranging a 
splendid program which should prove both interesting 
and beneficial to all. 

The next speaker was Trouper Adrian H. Pembroke, 
Pembroke Company, Salt Lake City, Utah, president of 
the National Stationery & Office Equipment Associa- 
tion, whose topic was “This We Believe.” He stressed 
the importance of improving sales performance and 
better management performance to meet the new chal- 
lenge of changing times. 

The stationery industry, according to his belief, holds 
good opportunity for profit and growth with good 
things to sell and good opportunities for doing so, 
opportunities to serve our growing population who 
use stationery products in ever-increasing amounts in 
the home, school, and office. 

In order for stationers to operate effectively in pro- 
curing this business, he warned that old methods may 
not stand up in meeting the competition to come. 
Better leadership in management and increased sales 


On the Opposite Page... 


1. William Greenleaf, Bainbridge, Kimpton & Haupt, Inc.; Mortimer 
Libien, Libien Press, Inc., New York, N. Y.; W. I. Lampel, Art Steel 
Sales Co.; Henry Arroll, Saxon Paper Products Co.; Arthur Mott, 
Oxford Filing Supply Co.; I. M. Levy, Art Steel Sales Co. 

2. Mr. and Mrs. M. C. Davidson, Perfect Rubber Seat Cushion Co.; 
Lew Andrews, American Map Co. 

3. Milton Goldhair, Harmill Office Supply Co., New York, N. Y., presi- 
dent, Stationers Assn. of New York, Inc.; R. E. Wahrman, R. E. 
Wahrman, Inc., New York, N. Y. 

4. Paul B. Buckwalter and Al Quinn, National Blank Book Co.; 
Charles W. Lipman, George B. Graff Co.; William Lindenberger, 
National Blank Book Co. 

5. J. J. McQuaid, Sanford Ink Co.; Ben Blatt, Cole Steel Equipment 
Co.; Henry J. Friedman and Tom Heath, J. J. O’Brien & Son, New 
York, N. Y. 

6. Elmer G. Rahe, The Globe-Wernicke Co.; George C. Wheeler, OF- 
FICE APPLIANCES; L. R. Addington, Art Metal Construction Co., 
vice-president manufacturers’ division, NSOEA. 

7. Sophia Ehrlich, executive secretary, Stationers Assn. of New York, 
Inc.; Robert Reichman, Mooney’s, Inc., New York, N. Y.; Herbert 
Markham, Counsel, Stationers Assn. of New York, Inc. 

8. Jack Silver, Advanco Products, Inc.; Max Shaw, Select Paper & 
Tablet Co.; Joseph McCormick, Stationers’ Guild; Nat Klein, Jaclin 
Staty. Co. 

9. R. J. Urmston, J. S. Staedtler, Inc.; Pat Gleason, Moore Business 
Forms, Inc.; Murray Cook, Cook Staty. Co., Brooklyn, N. Y.; W. L. 
Pierson, Moore Business Forms, Inc. ; 

10. Ralph A. Maish, Jr., Dennison Mfg. Co., vice-president field divi- 
sion NSOEA; Folger Fellowes, Bankers Box Co.; Samuel S. Rosen- 
dorf, Jr., Southern Stamp & Staty. Co., Richmond, Va., Governor 
District 3 NSOEA. 

ll. Henry Levy, Silver Statv. Co.; Hector Lazo, Professor of Marketing, 
New York University; Charles Reynell, Oxford Filing Supply Co. 
12. Mel Carroll, Cantigny Ptg. & Staty. Corp., New York, N. Y.; 
Cc. J. Amann, Victor Safe & Equipment Co.; Mark Austrian, Sam 
Austrian and Harry Sills, all Commercial Staty. Co., New York, 


be 

13. Joseph J. McNeely, Stationers Loose Leaf Co.: Leonard Matthews, 
Weis Mfg. Co.; Henry Rosenfield, Speed Products, Inc.; Sam 
Libien Press, Inc., New York, N. Y 

14. Chris Tomford, The Carter's Ink Co.; G. Fred Griffiths, Jr., Noesting 
Pin Ticket Co.; Louis Wachtel, American Pencil Co.; Fred C. 

: Roscher, Fred C. Roscher, Inc., Mount Vernon, N. Y. 

15. J. Kip Edwards, manufacturers’ agent. 

16. Murray Falk, Peerless-Imperial Co., Inc.; Lew Novick, Novick Press, 
New York, N. Y.; Boh Wallach, Peerless-Imperial Co., Inc. 

17. J. Howard Shoemaker, Eberhard Faber Pencil Co., and Paul E. 
Burbank, general manager NSOEA. 

18. Sam Geller, Ray Block Staty. Co., Jamaica, L. I; G. D. White, 
Acco Products, leas Ed McDonough, E. J. McDonough Co., Inc., 
Brooklyn, N. Y.; Robert Benet, Robel Press, New York, N. Y. 

19. R. A. Jonas, Jr., Oxford Filing Supply Co.; George Reichman, 
Mooney’s, Inc., New York, N. Y.; James T. Hurley, Oxford Filing 
Supply Co.; Robert Reichman, Mooney’s, Inc., New York, N. Y. 
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Convention Finale . 





power coupled with product knowledge will help, but 
other things must be considered such as increased 
operating costs, analysis of merchandise and valuation 
of store sales force if the dealer is to succeed. 

Other subjects covered by Mr. Pembroke were: manu- 
facturers’ sales aids, merchandising market surveys, 
job security, management and sales training and prod- 
uct knowledge. In conclusion, he stressed the value of 
NSOEA training manuals for use in selling and product 
know-how for both management and salesmen. 


Hear L. R. Addington 

The next speaker was Trouper L. R. Addington, Art 
Metal Construction Company, vice-president of the 
Manufacturers Division NSOEA, whose topic was “This 
We Believe.” Beginning with profit and loss in the 
office and the application of sincere and profitable 
logic to gain one and avoid the other, he stressed the 
fact that it is not necessary to sacrifice profits to gain 
orders. 

Salesmen, said Mr. Addington, are in the fortunate 
position of being able to help their customers eliminate 
waste of time, effort and fatigue by suggesting proper 
equipment and office layout effecting space saving and 
the waste of time from their desks. 

The elimination of fatigue comes, he said, by the 
use of correct posture chairs and the replacement of 
old equipment with modern office equipment designed 
for the purpose. Pointing out that the dealers’ market 
is office workers he urged dealers to study and work 
along that angle, to sell the services of the article he 
has to offer. If the office worker is comfortable, in a 
minimum amount of space and well organized, savings 
on the right work station and right tools will buy new 
and better modern equipment, an investment on ex- 
penses. 

Other subjects covered by Mr. Addington were: “Do 
you send a salesman or do you send a boy?,” “Do you 
have customers or buyers?,” “Do you plan sales?,” and 
“Do you price your customers?” He concluded with 
“The Apple or the Tree,” saying that a child would 
rather have the red apple than the tree it grows on 
and many grown-ups do the same. The red apple only 
represents a one-time profit, while the tree grows 
continuous profits every year and is therefore most 
desirable. 

The next speaker was Hector Lazo, professor of 
marketing, New York University, who spoke on “The 
Inexhaustible Resources of America.” In a highly in- 
teresting manner, he traced the progress of man from 
the stone age through the bronze, iron, steel ages and 
on up to the chemistry age of today, where many new 
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. . Scene of the banquet closing Region 13 





NSOEA convention at Hotel New Yorker. 


things are made of plastics, and new cures are effected 
by the use of new drugs. 

Pointing out that the progress of man is due to his 
vision and courage, he went on to stress the fact that 
the United States of America leads the world in manu- 
facture of automobiles, telephones, radios and tele- 
vision sets, the development of oil and coal, the build- 
ing of roads and in many other enterprises. 

He concluded his talk with the thought that in- 
creased population means many new homes, new busi- 
nesses and new products thereby providing many new 
customers, paving the way to greater development 
and progress. 


Elmer Rahe on Program 

The last speaker of the afternoon session was 
Trouper Elmer G. Rahe, The Globe-Wernicke Co., 
whose topic was “There’s a System.” With the use of 
colored slides to illustrate his talk, Mr. Rahe gave a 
stimulating talk on the methods and occasions when 
vertical or visible filing equipment should be sold. 

Declaring that filing systems should be called finding 
systems, because the problem is one of finding, he 
advised dealers to sell them in terms of what they can 
do to help their customers do a better job and not as 
just commodities. He urged dealers to spend some 
time with their customers in order to render them a 
good service by showing how, by the use of proper fil- 
ing systems they can save time and money. By so 
doing, the dealer, said Mr. Rahe, can in many instances 
sell both cabinet and complete system including guides 
and folders, thereby gaining his customer’s good will 
and confidence, which will lead to the sale of other 
products and greater profits for the dealer. 

He suggested that the dealer’s salesman make a sur- 
vey of customers’ filing needs to determine the best 
system. Before concluding his talk, Mr. Rahe also 
covered card filing thoroughly and gave some helpful 
suggestions for the guidance of those who sell filing 
equipment, of which the three most important were: 
“Sell service, sell supplies with every file, sell a system 
for every use.” 

Judkoff Elected 

The next order of business was the election of a new 
governor for the NSOEA 13th Regional District. In 
response to Governor Wahrman’s call for the report of 
the nominating committee, Robert Reichman, Moon- 
ey’s, Inc., New York, N. Y., pinch-hitting for Chair- 
man J. S. Libien, Libien Press, Inc., New York, N. Y. 
arose and placed in nomination, the name of Lieu- 

(Turn to page 108, please) 
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District No. 6 NSOEA, IBSA 
Set New Attendance Record 


216 Registered at Combined Meeting 
in Springfield, Ill._—Bert Hallin, 

Hugh Reeves Succeed Jesse Peck and 
Dick Corlett as Association Heads 


m SPARKED BY THE enthusiasm generated by the 
“Springfield Special” bringing 100 conventioners from 
Chicago and Milwaukee, the District No. 6 NSOEA 
regional convention at the Leland Hotel in Springfield, 
Ill., March 26-27 set a new record in attendance. It 
was combined with the annual meeting of the Illinois 
Booksellers & Stationers Association and these Illinois 
leaders did much to make it a successful affair. 

The convention was replete with good attendance, 
entertainment and program profit in the “Lincoln 
City.” Total registration was 216, divided into 61 
dealers, 39 ladies and 116 manufacturers. There were 
70 extra banquet tickets sold. 

Gov. Jesse Peck of Springfield Stationery Company, 
Springfield, worked diligently in behalf of the conven- 
tion in all its phases. The IBSA efforts were spear- 
headed by President Dick Corlett, Haines & Essick 
Company, Decatur, Ill. General convention chairman 
was Hugh Reeves, Jacquin & Company, Peoria, assisted 
by Ralph Blackbourn, The Globe-Wernicke Co., Mt. 
Pulaski, Ill 





Heading the “Springfield Special,” a convention 
feature which paid off in increased attendance, was 
“Engineer” Gordon Kickels, C. L. Barkley & Co. His 
chief aides were “Conductor” Roscoe Benge, Codo 
Manufacturing Corporation, and “Baggage Man” Ken- 
neth Henderson, The Carter’s Ink Company. 

Nearly 100 assembled at the Union Station in Chi- 
cago on late Wednesday afternoon, March 25 for a 
smooth ride to Springfield on the Gulf, Mobile & Ohio 
Railroad. Every provision for the conventioners’ com- 
fort was made by Harold Johnson, city passenger 
agent, who personally escorted the group to and from 
Springfield. It was a jolly crowd that enjoyed the good 
fellowship made possible by this special train. 





At the Helm of District 6 and IBSA... 


Newly-elected to head District No. 6 NSOEA and the IBSA are: Hugh 
Reeves, Jacquin & Co., Peoria, president of IBSA and lieutenant gov- 
ernor District No. 6 NSOEA; Bert Hallin, B. H. Hallin & Assoc., Inc., 
Chicago, president District No. 6 NSOEA; Art Finger, S. J. Olsen 
Co., Milwaukee, Wis., lieutenant governor District No. 6, NSOEA, 





Scenes and Personalities at Fun and Business Sessions of District 6 NSOEA in Springfield... 


1. Conductor Roscoe Benge, Codo Mfg. Corp.; Mrs. Jesse Peck in a 
Nancy Todd Lincoln costume (she met the train at Bloomington) 
and Engineer Gordon Kickels, C. L. Barkley & Co. 

2. NSOEA, GLTC, IBSA leaders and others meet at Lincoln's Tomb 
in Springfield, Ill., to place a wreath in memory of the Great 
Emancipator. 

3. Gov. “Abe” Peck greets President Adrian Pembroke (left) and 
General Manager Paul Burbank of NSOEA. 

4. John Chapman, Lt. Gov. of Illinois, welcomes the conventioners. 
Listening are NSOEA President Adrian Pembroke, Gov. Jesse Peck 
and L. R. Addington, Art Metal Construction Co., vice-president 
manufacturers’ division of NSOEA. 

5. Gov. “Abe” Peck is at the wheel of his red convertible to carry 





OFFICE APPLIANCES, May, 1953 





a group of dignitaries from the station to the Leland Hotel. With 
him are Mrs. Peck. Mr. & Mrs. Roscoe Benge, Mr. & Mrs. Gordon 
Kickels and Mr. & Mrs. Ken Reister. 

6. At the registration desk where Springfield Chamber of Commerce, 
NSOEA and IBSA joined to greet conventioners. Front: Marie Harper; 
Ray Eichenlaub, Service Steel Products Co.; Mrs. Lyman Troxell; 
Rear: Louise Murphy and Tom Gillice, Rockwell-Barnes Co. 

7. Mrs. Jim Dedman, hard-working mistress of ceremonies at the IBSA 
convention party. 

8 Art Finger, S. J. Olsen Co., Milwaukee, tries his dress designing 
skill on Mrs. Don Sharpe. A convention rty stunt. 

9. Ben Powell, A. W. Faber-Castell Pencil Co., designs an Easter 
costume for Mrs. Jess Sutton, Danville, Ill. 
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Gov. Jesse Peck, a look-alike for Abe Lincoln from 
stovepipe hat to beard, greeted the trainload at Spring- 
field in a memorable welcome that had a Shrine band 
and the governor’s own flashy red convertible as 
special features. Free taxicabs and special baggage 
arrangements made the transfer from train to the 
Leland hotel a smooth operation. Co-operation by the 
hotel officials and the Springfield Chamber of Com- 
merce (Louise Murphy take a bow) was top-notch. 

At the convention business session, Bert Hallin, 
B. H. Hallin & Associates, Chicago, was selected as 
the new governor of District No. 6, NSOEA, to succeed 
Jesse Peck. Hugh Reeves, Jacquin & Company, Peoria, 
was named by the Illinois Booksellers & Stationers 
Association to follow Dick Corlett as governor. Other 
officers chosen by IBSA in a nominating committee 
report by Walter Wagner, University of Chicago Book- 
store, were: 

Executive vice-president—Jess Sutton, Woodbury 
Book Company, Danville, Il. 

Vice-president—Duncan Conklin, The Book Shop, 
Joliet, Ill. 

Vice-president representing manufacturers — Tom 
Gillice, Rockwell-Barnes Co., re-elected. 

Secretary-treasurer—Homer Jacquin, Jacquin & 
Company, Peoria, re-elected. 

Chairman, executive committee, 2 years—Richard 
Corlett, Haines & Essick Co., Decatur, Ill. 

Members of executive committee—Betty Carroll, 
Carroll’s, Galesburg, Ill., and Walter Hanson, Jefferson 
Stationers, Springfield, Il. 

Walter Gibson made the NSOEA nominating report 
which in addition to the choice of Bert Hallin as 
governor named Hugh Reeves of Peoria and Art Finger, 
S. J. Olsen Company, Milwaukee, as lieutenant gov- 
ernors. 





Seen at the Springfield Convention ... 

Left to right: Vaughan Williams, Schooley Ptg. & Staty. Co., Kansas 
City, Mo., governor District No. 8 NSOEA; Gene Mitchell, manufac- 
turers’ representative, St. Louis, Mo.; Matt Dillon, Smead Mfg. Co.; 
Bob Fleming, Thé Leopold Co.; Jim Lynch, Imperial Desk Co. and 
New Indiana Chair Co. 


The IBSA party in the Leland Hotel ballroom on 
Wednesday evening was a convention highlight. Re- 
freshments were ample and the stunts arranged by 
Mrs. James Dedman, Decatur, Ill., gave conventioners 
every opportunity to check their dignity and “crack 
the ice.’ It was a hilarious experience throughout. 

Meanwhile, registration was going on under the 
direction of the always-efficient Ray J. Eichenlaub, 
Service Steel Products Co., and Tom Gillice, Rockwell- 
Barnes Company. These same two gentlemen were in 
charge of the Great Lakes Travelers Club House of 
Friendship before and after the annual banquet on 
Thursday evening. 

The convention opened at 9 a.m. on Thursday with 
Governor Jesse A. Peck presiding. Walter Lennartson, 
editor of OFFICE APPLIANCES, led the invocation. The 
advantages of Springfield, a city proud of its rare 
heritage as the home of Abraham Lincoln, were told 
in a welcome by the Springfield commissioner of public 
health. 

Lieutenant Governor John Chapman of the state of 
Illinois then welcomed the convention, declaring that 
the stationers assembled had an admirable goal in 
“unity for mutual advantage.” He asserted, “No indi- 
vidual can stand alone. He must have friends; he 
must co-operate with others, even with his competi- 
tors; and he must work with others in unity if he is 
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to make progress. In short, he must follow the aims 
your program has set forth, whether in business or in 
political life, or in his basic duties as a citizen, for 
they are the very foundation of our democratic tradi- 
tion.” 

The program then swung into addresses by the 
troupers, beginning with “This We Believe,” a trilogy 
by Adrian H. Pembroke, president of NSOEA; L. R. 
Addington, vice-president of the manufacturers’ divi- 
sion, and Paul E. Burbank, general manager. Using 
easy-to-see charts the troupers presented a program 
which pointed up to NSOEA members “increased sales 
power by improved sales management with people who 
are well selected and sales-trained in sales and service- 
engineered stores.” Their remarks are covered in the 
report from District No. 13 convention. 

President Pembroke warned his listeners that the 
big decision affecting stationers is what to do about 
the decreasing ratio of profits to a sale. It is a job 
for alert management, he said. 

Art Metal Construction Co.’s L. R. Addington, author 
of “The Salt Lick” which appears regularly in OFFICE 
APPLIANCES, took as his theme: “Profit or Loss in the 
Office.” Dealers, he asserted, should have their cus- 
tomers look upon their office in the same light as 
they do their fatcory. The office, like the factory, he 
said, should be conducted with a minimum of fatigue. 
The speaker posed the question whether retailers have 
sent out a salesman or a boy to do their selling job. 
Three-quarters of the consumer market, he pointed 
out, is never sold, as evidenced by the fact that eight 
million desks are more than 25 years old. Mr. Adding- 
ton effectively used the “Apple or the Tree” simile 
to show the value of cultivating the customer and 
demonstrating how he can profit more in the long run 
by buying quality office equipment. 

“NSOEA is a prescription for a profit. No association 
in my opinion is worth anything unless it is practical,” 
declared General Manager Burbank. He pointed out 
how the association is trying to improve sales man- 
agement through the medium of research and studies 


(Turn to page 110, please) 


On the Opposite Page... 


1. Wes Wilson, Industrial Tape Corp.; Richard Singer, Cooke & Cobb; 
Ronald Peck, Springfield Staty. Co., Springfield, Ill. 

2. Bob Reynell, Oxford Filing Supply Co., Inc.; Doug Allen, American 
Pad & Paper Co.; Ralph Maish, Dennison Mfg. Co., vice-president 
field division NSOEA; Rus Ragan, American Pad & Paper Co. 

3. Harold Wilson, Haywood’s, Lafayette, Ind.; Gene Briggs, Kohinoor 
Pencil Co.; Matt Dillon, Smead Mfg. Co. 

4. N. Carter Hammond, Herring-Hall-Marvin Safe Co.; Leo Blied, 
Blied, Inc.; Madison, Wis.; Phil Bozzo, Herring-Hall-Marvin Safe 
Co.; H. A. Steger, Haskell Mfg. Co.; A. H. Sundine, The General 
Fireproofing Co. 

5. Mrs. Ben Powel, Skokie; Mrs. Jim Dedman, Decatur, and Mrs. 
Gordon Kickels, LaGrange Park. 

6. Mrs. David Stokes, Chicago; Mrs. E. G. Race, Oshkosh, Wis.; Mrs. 
A. F. Cote, Mrs. Wm. T. Leinwerber and Mrs. Dorothy Berk, all 
of Chicago. 

7. Bob Krumwiede, Elmer Krumwiede & Associates, Chicago; W. M. 
Small, Johnson Chair Co.;* Clarence Clemen, G. J. Aigner Co.; 
Bert Hallin, B. H. Hallin & Associates, Inc., Chicago; Elmer 
Krumwiede, Elmer Krumwiede & Associates. 

8. Paul Sarno, Wilson Jones Co.; Ed Napp, Napp Office & School 
Supply Co., Manitowoc, Wis.; Harold Gould, Wilson Jones Co. 

9. Phil Sol, Sol Office Supply Co., Chicago, president of the Sta- 
tioners Club of Chicago; Jack Lockett, All-Types Office Equipment 
Co., Chicago; Hal Johnson, manufacturers’ representative; Lou 
Farber, Louis H. Farber Co.; Harry Balch, Quality Park Envelope 

o. 

10. Mrs. & Mr. Art Finger, S. J. Olsen Co., Milwaukee; Mrs. Jesse 
Peck, Springfield, Ill. 

ll. Gov. Jesse Peck meets some “‘foliage’’ competition in George 
Wilson (left) and Raymond H. Soderberg, both Mittag & Volger, Inc. 

12. David T. Stokes, Highland Office Supply Co., Chicago; Ken Reister, 
Minnesota Mining & Mfg. Co., president of GLTC; Bert Hallin, 
B. H. Hallin, B. H. Hallin & Associates, Inc., Chicago, incoming 
governor of District No. 6 NSOEA; Al Cote, Reyburn Mfg. Co. 

13. Gene Crone, Business Equipment Co., Peoria; Tom Gillice, Rock- 
well-Barnes Co.; Jim Dedman, Wallender-Dedman Co., Decatur, 
Ill.; Hugh Reeves, Jacquin & Co., Peoria, new president of IBSA; 
and Richard Corlett, Haines & Essick Co., Decatur, Ill., retiring 
president of IBSA. 

14. Don Hanson, Carlson Bros., Moline, Ill.; Herb Walsh, Ace Fastener 
Corp.; Brewster Towne, National Blank Book Co. 

15. Art Olsen, Olsen's Office Supplies, Inc., Forest Park, Ill.; Harry A. 
Shook, Sanford Ink Co. 

16. George Rocker, W. H. Gunlocke Chair Co.; Leonard B. Wilcox, 
Roberts Ptg. & Staty. Co., Hutchinson, Kans., vice-chairman, dis- 
tributors’ division SOEA; Elmer Krumwiede, Elmer Krumwiede 
& Associates, Chicago. 

17. Joe Flabo, Codo Mfg. Corp.; George Wilson, Mittag & Volger, Inc. 
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Wholesale Stationers Hold 37th 


Annual Convention— 


107 Manufacturers’ Lines Exhibited— 
Registered Attendance Reaches 305 in 
New York Meeting—Re-Elect Blevins 


mw THE 37TH ANNUAL convention and trade show of 
the Wholesale Stationers Association of the U.S.A. and 
Canada was held on March 2-5 in the Hotel New 
Yorker, New York, N. Y. 

Registration reached a total of 305 by the time the 
books were closed. The program was divided into three 
morning sessions starting Tuesday morning at 9 o’clock. 
The trade show was open from 9:30 a.m. to 9:30 P.M. 
Monday, from 2:30 pm. to 9:30 p.m. Tuesday, from 
12:00 noon to 5:00 p.m. on Wednesday and from 12:00 
noon to 5:00 p.m. on Thursday. 

The ladies program included a reception, bingo 
party and afternoon tea in the East room on Monday 
afternoon. Studio and art class attraction was followed 
by tea in the East room on Tuesday. A continental 
breakfast at 7:45 a.m. preceded a visit to WOR studio 
to attend a popular television show entitled “Breakfast 
with Music” on Wednesday. On Wednesday night “A 
Night in the Golden West” party was held and on 
Thursday night the annual banquet was held in the 
grand ballroom. 


Exhibits on Parade 


Promptly at 9:30 a.m. Monday, the annual convention 
trade show was officially opened permitting conven- 
tionites to inspect a wide variety of product displays 
on two entire hotel floors until closing time at 9:30 p.m. 

A large attendance marked the first general conven- 
tion session which was called to order in the grand 
ballroom by Harold C. Whittemore at 9:30 a.m. on 
Tuesday, March 3rd. President Edward W. Blevins, 
Caldwell Sites Company, Roanoke, Va., presided. 
Charles F. Shelly, Eberhard Faber Pencil Company, 
gave the invocation. 

The reports of various committees were then heard. 
George F. Griffiths, Noesting Pin Ticket Company, 
chairman of the auditing committee, was first to re- 
spond. He was followed by Herbert Held, Blackwell- 
Wielandy Company, St. Louis, Mo., chairman of the 
necrology committee, who reported on the death of 
the following members: Fred Ahern, H. S. Crocker 
Company, Inc., San Francisco, Calif.; James S. Cush- 
man, Cushman & Denison Manufacturing Company; 
Alfred Wolf, Major Leather Goods Manufacturing 
Company; Harry L. Short, Columbia Art Works Inc.; 
Clement McFarlane, McFarlane Son & Hodgson Ltd., 
Montreal, Canada, and Bert Morris, Bert M. Morris 
Company. 


Blevins Makes Report 


President Blevins then gave his annual report in 
which he reviewed the growth of the Wholesale Sta- 
tioners Association from its inception. Remarking that 
the association has served the industry through two 
world wars and contributed to the nation’s economy 
in numerous ways, he called attention to its valuable 
services to the industry. He added that despite wars 
and depression, the association is growing and mem- 
bership is consistently increasing. In telling of his 
trip across the country, he found that regional meet- 
ings and local conferences are gaining in importance, 
all were well attended and many problems of the 
industry were discussed. He stressed the value of the 
Trade Show to wholesalers. Now in its twelfth year 
with a greater number of exhibitors each year, he de- 
clared it is becoming one of the most important trade 
shows, offering an opportunity for wholesalers to view 
a great number of lines in a short period of time. In 
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Wholesale Stationers Assn. New Officers... 


Re-elected officers of the Wholesale Stationers Assn. for 1953-1954, those 
pictured (left to right) are: Charles W. Lofgren, Sanford Ink Co.; Mor- 
timer H. Chute, Bainbridge, Kimpton & Haupt, New York, N.Y.; Edward 
W. Blevins, Caldwell Sites Co., Roanoke, Va.; Harold C. Whittemore, 
Not present when photo was taken were John H. Chipman, Sr., Brown 
Bros., Ltd., Toronto, Canada, and Harry Litzenberger, H. H. Tamman 
Co., Denver, Colo. 


conclusion, he thanked exhibiting manufacturers for 
their co-operation with the association. 

The general convention chairman Melvin G. Pier- 
pont, Loewy Drug Company, Inc., Baltimore, Md., in- 
troduced the first guest speaker. The Honorable Herbert 
E. O’Conor, chairman of the Senate Crime Committee, 
spoke on “America’s Opportunity and its Challenge,” 
an address in which he asserted that it is essential for 
all citizens of the United States to take an interest 
in national and international affairs. 


Forum is Held 


In conclusion, he remarked that we have the sound- 
est form of government founded on freedom and jus- 
tice. He warned that we must not fail in our efforts 
to uphold our rights achieved by the orderly function 
of our free enterprise system and preserve for posterity 
that precious gift. 

The next subject was a round table forum entitled 
“What’s Your Opinion, Please?” a 35-minute informal 


On the Opposite Page... 


1. Max Goldstein, Rochester Staty. Co., Rochester, N. Y.; John G. Kolb, 
C. Howard Hunt Pen Co.; Alex Naismith, Buntin & Gillies Co., Ltd., 
Hamilton, Ontario, Canada; Herbert C. Hooks, Moore Push Pin Co.; 
John Taylor, W. J. Gage & Co., Toronto, Canada. 

Edward W. Blevins, Caldwell Sites Co., Roanoke, Va.; R. A. Maish, 
Dennison Mfg. Co.; Harbert F. Held, Blackwell-Wielandy Co., St. 
oe Mo.; Mortimer L. Alderman, Rochester Staty. Co., Rochester, 


Arthur S. Edelhoff, General Pencil Co.; M. G. Pierpont, Loewy Drug 
Co., Baltimore, Md.; Fred Allardyce, Hillhouse, Inc., San Fransico, 
Calif.; Ralph Soulby, Eberhard Faber Pencil Co. 

Sam Jason, mfrs. rep., Montreal, Canada; Ralph A. Maish, Jr., Den- 
nison Mfg. Co.; J. P. (Steve) Moriarty, E. Morrison Paper Co., Wash- 
ee D.C.; A. L. Salomon, A. L. Salomon & Co., Inc., New York, 


Harold W. Jacobson, Associated Stationers Supply Co., Chicago; 
John G. Kolb, C. Howard Hunt Pen Co.; Cortland B. Horr, Asso- 
ciated Stationers Supply Co., Chicago; Joseph C. Strauss, Speed 
Products Co., Inc. 

Ralph C. Scherer, The John Leslie Paper Co.; J. J. McDonough, 
Plymouth Rubber Co.; C. E. Collogan, The John Leslie Paper Co. 
Robert N. Wood, The Esterbrook Pen Co.; Edgar M. Berry, Loring 
Short & Harmon, Portland, Me.; Howard Gorton, Dennison Mfg. Co.; 
J. P. (Steve) Moriarty, E. Morrison Paper Co., Washington, D.C. 

. Harry Rosefueld, Speed Products Co., Inc.; Al Close, Service Office 
Supply Co., Inc., Detroit, Mich.; George F. Griffiths, Sr., Noesting Pin 
Ticket Co., Inc. 

Hon. Herbert R. O’Conor. 

R. A. Jonas, Jr., and Charles E. Reynell, Oxford Filing Supply 
Co.; O. Diemer, Langan Paper Co., Des Moines, Iowa; Don Whit- 
comb, The Paper Supply Co., Inc., Minneapolis, Minn. 

David Gabe, I.D.L. Mig. & Sales Corp.; William H. Winnes, Will 
Winnes Co., Inc., Cincinnati, Ohio. 

The Sales Representatives National Society Division of the Whole- 
sale Stationers Assn. new officers: Herbert C. Hooks, Moore Push 
Pin Co., chairman, Gordon M. Steinmetz, Sanford Ink Co., vice- 
chairman. 

J. Howard Shoemaker, Eberhard Faber Pencil Co.; Gordon M. 
Steinmetz, Sanford Ink Co. 

. Clarence McGuire, Hoover Bros., Inc., Kansas City, Mo.; Harold 
C. Whittemore, Wholesale Stationers Assn. 

E. L. Rosenberry, Koh-I-Noor Pencil Co., Inc.; John W. Henn, Joseph 

* Dixon Crucible Co. 

Joseph C. Strauss, Speed Products Co., Inc.; Samuel Jacobs, Norma 
Pencil Corp.; Leonard A. Hehner, American Pencil Co. 

. Edger M. Berry, Loring, Short & Harmon, Portland, Me.; Mortimer 
H. Chute, Bainbridge, Kimpton & Haupt, New York, N.Y. 

Gordon Pinkham and Jerome J. Savage, The Carter’s Ink Co.; 
Chick Shelly, Eberhard Faber Pencil Co.; James Vaughn, Acme 
Paper Co., Inc., Memphis, Tenn. 

K. V. Anderson, Ellingsworth Mfg. Co.; R. W. Woolford, J. C. 
Blair Co.; Louis C. Oelwang, Scranton’s Book & Staty. Co., Roch- 
ester, N.Y.; William H. Fairbank, Ellingsworth Mfg. Co. 
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discussion of the association’s program, accomplish- 
ments and proposed activities. 

H. C. Whittemore led the discussion, assisted by a 
panel consisting of John W. Henn, Joseph Dixon 
Crucible Company; Herbert C. Hooks, Moore Push Pin 
Company, and Edward S. Clayton, Sheridan-Clayton 
Paper Company, St. Joseph, Mo. In beginning the 
discussion, Mr. Wittemore outlined the progress of the 
association since its inception in 1915, telling of its 
aims and accomplishments through good and bad 
years, including benefits that have been added to meet 
changing conditions. In conclusion, he pointed out 
that of the 54 different classifications of wholesalers, 
only eight include stationery products and although 
they do millions of dollars worth of business, stationery 
products plays only a small part of the over-all picture. 

Luncheon was served at 12:30 p.m. in the Grand Ball- 
room with Mary K. Brod, President of New York State 
School Board’s Association as guest speaker. Her topic 
was “The Apples in the Barrel,” in which she discussed 
government at the local level 

The second session was called to order at 10 am. 
on Wednesday, March 4th, with Vice-President Morti- 
mer H. Chute, Bainbridge, Kimpton & Haupt, Inc., New 
York, N. Y. presiding. The first topic on the program 
was “The marketing committee cost study panel dis- 
cussion,” in which the subject was “simplicity of 
methods for the disclosing of out-of-line cost ratios.” 


Hear Panel Discussion 


Moderator was Committee Chairman Clarence Mc- 
Guire, Hoover Bros., Kansas City, Mo. Members of the 
panel were Cortland B. Horr, Associated Stationers 
Supply Co., Chicago, Illinois; Herbert F. Held, Black- 
well-Wielandy Co., St. Louis, Mo.; John Conway, Lor- 
ing, Short & Harmon, Portland, Me.; and Edward W. 
Blevins, Caldwell Sites Company, Roanoke, Va. In 
opening the panel discussion, Mr. Chute called for 
frankness from wholesalers and manufacturers alike 
in giving the benefit of their experience and thoughts 
on the subject so that all might derive some worth- 
while ideas from the discussion. He then introduced 
Moderator McGuire who outlined the topic of discus- 
sion which dealt mainly with the wholesalers’ cost of 
doing business, including every step of the operation 
from receiving small orders to the final billing. 

The next subject was “Forty-five Minutes with Our 
Manufacturers,” a panel presentation with C. W. 
Lofgren, Sanford Ink Company, vice-president of 
manufacturers’ division, presiding. Members of the 
panel and their subjects were: Herbert C. Hooks, Moore 
Push Pin Co., “Who’s a Wholesale Stationer’; Mortimer 
H. Chute, Bainbridge, Kimpton & Haupt, Inc., New 
York, N. Y., “What’s a Protective Marketing Policy” 
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and “How Can it be Achieved”; C. K. Coty, Eureka 
Specialty Printing Co., “What’s a Functional Discount’ 
and B. C. Deuschle, Acme Shear Co., “How to Make 
Little Orders Bigger.” 

The next subject was a “TWA” presentation entitled 
“Travel as Prizes,” in which the advantages of holding 
sales contests with TWA air travel to far-off places as 
prizes was dramatically portrayed. 

The second session was then adjourned and the an- 
nual meeting and luncheon of the board of control 
was held. 


“A Night in the Golden West’ 


In the evening a “wild and woolly” program of recrea- 
tion and entertainment featuring “A Night in the 
Golden West” was staged in the Grand Ballroom from 
8:30 p.m. until midnight. On entering the room each 
guest was presented with $500 in play money with 
which they could try their luck on the “Wheel of For- 
tune.” As guests strolled down Main Street, other at- 
tractions were in evidence such as: “Heap Big” Indian 
Village where western hats were provided, Burlesque 
House, Grub Stake Emporium, Wells Fargo Express 
Claim office, Drummer’s Hotel and Last Chance Saloon, 
where free lunch and refreshments were served while 
a stage show was in progress. 

One of the small but important attractions was the 
Curio Shop, where trinkets and souvenirs were sold 
and the entire proceeds donated to the Infantile 
Paralysis Fund. 

Committee members, both ladies and men, in attend- 
ance at the various attractions were dressed in appro- 
priate western attire and a festive spirit prevailed 
for the entire evening. 

The concluding session was called to order on Thurs- 
day, March 5, at 10:00 am. with President Edward W. 
Blevins presiding. The first speaker was Maurice Mer- 
mey, director of Bureau of Education on Fair Trade, 
whose topic was “Fair Trade on the March.” Stating 
that we have had Fair Trade for the past 22 years and 
that 43 out of 45 states now have Fair Trade laws, he 
went on to tell of the system’s advantages. 

Secretary-Treasurer Whittemore read a resolution 
expressing the regrets of the association on the death 
of Paul J. Wielandy, Blackwell-Wielandy Company, St. 
Louis, Mo., who died on Wednesday, March 4. All pres- 
ent stood with bowed heads in respect to his memory. 

The next feature was a continuation of the panel 
presentation entitled “Forty-five Minutes with Our 
Manufacturers.” After the last speaker on the panel, 
B. C. Deuchle, Acme Shear Company, gave his talk on 
“How to Make Little Orders Bigger,” comments from 
the floor were heard on the various subjects. 

The next order of business was the report of the 





Wholesale Stationers Assn. Finale at: Hotel New Yorker. 
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UNI-MASTERS 


radition is not just 


born. Upon markets as upon 
nations, it has to grow. 
Whereas, today, American 
business regards PANAMA- 
BEAVER Ribbons and Carbons 
as traditionally fine — 

they did not get that way 
all of a sudden. Rather, 

their prestige evolved 
through decades of careful 
planning and production. 
Their steadfast quality and 
staying properties merited 
—and won—da fair repute 
which we shall guard, what- 
ever comes. No, you cannot 
buy tradition .. . yet it is 
yours as a bonus, free with 
every PANAMA-BEAVER 


purchase. 


PANAMA-BEAVER 
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Coast to Coast Distribution 


MANIFOLD SUPPLIES Co. 


188 Third Avenue 
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nominating committee and election of the Board of 
Control for the coming year. 

Chairman of the nominating committee, J.P. (Steve) 
Moriarty, E. Morrison Paper Company, Washington, 
D. C., placed in nomination for re-election the entire 
Slate of officers as follows: 

President—Edward W. Blevins, 
Roanoke, Va. 

First Vice-President—Mortimer H. Chute, Bainbridge, 
Kimpton & Haupt, Inc., New York, N. Y. 

Second Vice-President—John H. Chipman, Brown 
Bros. Ltd., Toronto, Canada. 

Third Vice-President—C. W. Lofgren, Sanford Ink 
Company. 

Fourth Vice-President—Harry Litzenberger, H. H. 
Tammen Co., Denver, Colo 

Secretary-Treasurer—H. C. Wittemore. 

All were unanimously elected and after the officers 
were introduced the convention was declared ad- 
journed. 

At 12:30 p.m. the Sales Representatives’ National So- 
ciety held its annual meeting in the East room where 
luncheon was served. The following officers were 
elected: National chairman, Herbert C. Hooks, Moore 
Push Pin Co., and national vice-chairman, Gordon M. 
Steinmetz, Sanford Ink Co. 

Regional vice chairmen were re-elected: Eastern 
district—Harry Fensterheim, S. E. & M. Vernon, Inc.; 
New England district—John B. Dwyer, manufacturers’ 
representative; Mid-West district—Fred C. Schaefer, 
Sanford Ink Co.; Western district—Joseph D. Hale, 
manufacturers’ representative; Southwest district— 
John Hendrick, American Crayon Co.; Southeast dis- 
trict—Jim Cooper, manufacturers’ representative, and 
secretary—H. C. Wittemore, Wholesale Stationers As- 
sociation. 

A motion was made and passed to change the name 
of the Society to “Sales Society Division of Wholesale 
Stationers Association.” 

A reception was held in the North Ballroom prior 
to the annual banquet where guests assembled for an 
hour of cocktails and good fellowship. At 8 p.m. some 
400 guests enjoyed a delicious roast beef dinner. 


Caldwell Sites Co., 


Introduce Officers 


At the conclusion of the dinner General Convention 
Chairman Mervin G. Pierpont, Lowry Drug Company, 
Inc., Baltimore, Md., introduced the newly-elected of- 
ficers of the association and their wives at the head 
table. Chairman Pierpont introduced President-Elect 
Edward W. Blevins, who, after a brief acknowledge- 
ment, invited all to visit him in Roanoke, Va. 

Herbert C. Hooks, national chairman of the Sales 
Representatives’ National Society, presented plaques 
handsomely engraved with names and dates to the 
following past-presidents of the Society: Joseph C. 
Strauss, Speed Products Co., Inc.; Robert T. Gemmell. 
Binney & Smith Co.; John G. Kolb, C. Howard Hunt 
Pen Co., and J. Howard Shoemaker, Jr., Eberhard 
Faber Pencil Co. 

A gift was then presented by Mr. Wittemore to 
George F. Griffiths, Noesting Pin Ticket Co., Inc., in 
appreciation for his services as auditor of the Whole- 
sale Stationers Association’s books for a number of 
years. 

Entertainment was provided by “The Skyliners” and 
good music was furnished by Bert Knapp’s orchestra 
for dancing between choruses and for the balance of 
the evening. 


Descriptions of Exhibits 


Acme Brief Case pray Inc. New York, N. ¥.—Showed an extensi 


line of zipper ringbinder rtHolios in leather 
plastics, coated cloths and rubberized plaid materials In attendance 
were A, Balter, A. Lishinsky and A. k 

Acme Shear Company, Bridgeport, Conn.—T! firm showed complete 
lines of Eversharp and deluxe Kleencut ssors and shears including pinking 
shears, gift sets, office shears, kitchen shear ticle, nail and buttonhole 
shears, also left-handed type ) etter openers and desk sets. In 
attendance were B. C. Deuschle, C. F. Murphy and J. Cioffari. 
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All-Rite Pen Inc., Hackensack, N. J.—Highlight in this exhibit was the a 
ew Retract-O-Ball pen with the exc ve press-flick retractable actio 
and new super speed ink that is non Moll able, bank approved and 
permanent, as well as the complete line of opaque plastic hexago 
ballpoint pens 10 colors, also transparent plastic in four color barrels 
ising blue or red inks. Along with these were the Dual-writer pen witt 
blue ink at one end and red at the other, and the petite pen for ladies 


handbags. Att 
and sales force 
American Crayon Company, Sandusky, Ohio.—Disp 


3 were V. H. Lust, Miss H. Secol, C. W. Richardson 


layed were the regular 


nes of Crayonex crayons, Prang water rs, chalk and textile colors 
1 a complete line of industrial crayons ncluded was the No. 322 
24-color package of Crayonex and Dek-A rs for painting on glass or 
hina, with tive new colors, fluorescent turers’ chalk and Blendwe 
assorted crayons n att:ndance were Gord E. James and Bernard D. 
Tripp. 
Alpine Products Co., New York, N. Y.—Showed Perma-Matic retractable 
ball point pens pastel colors, chrome, gold plate and standard desk 
ors. On hand were Joseph Weiss, Joseph Flashman and Murray Westler 
Alve Pen ae New York, N. Y.—Featured retractable ball pens 
k : : i pencil sets in leather cases, key chain flashlights and 
ty sets ttendance were A. Soffer, B. Fischer and Nat Berg. 
American tend Pencil Quswers, Hoboken, N. J.—Featured were Venu 
rawing per and full lines of fountain pens, ball point pens and 
echanical pe s and sets. In attendance were H. W. Bowman, Louis 


Watchel, Leonard A. Hehner, Charles Herr and Walter P. Conrad. 
Art Steel Sales Corporation, New York, N. Y.—Featured were the new 


JNO all-in e miracle office desk systems, the rollaway Mobile File and 
Universal Counter installations. A hown were ssh boxes, card 
binets, Tidy Deskmaster desk classifier Rotarian desk trays and desk 
jrawer tray sr items were Hanofile complete series of Mold- 
naster combination metal ad plastic roll top files and tele-memo desk 
alendar pads eph Burger, president, Arthur Burger, treasurer, W. Beck, 
Harry Lipschutz, W. |. Lampel, Samuel Katz and Irving M. Levy were in 
stter dan e 
ty Pencil Sharpener Company, Beverly Hills, Calif.—the full line 
f Apsc pencil sharpeners, numbering more than 14 models, was on 
xhibit. a 3! emphasis was placed on the Preaiies De Luxe portable 
harpener, tw new stapling machines, as well as the Saf-T-Cut letter 
ener. Greeting friends were Ed. Bonney and Harold Rice along with 


Bishop Abbott, and Dino J. Canosio, Jr. 
Baehr & Sons, Eugene B., New York City.—School bags, zipper ring 
binder wood and plastic rulers, compasses, protractors, Listo pencils, 


kel-plated and »lored omeapree tacks, per sharpeners, penholders, 
ors and artists’ brushes were among the many items displayed. Arthur P. 
Baehr smes Chambers and Marvin Elliott were in attendance. 

Bert Manufacturing Company, Irvington-on-Hudson, N. Y.—Displayed a 
variety of loose leaf bi nders, address books, memo books, scrap books and 
fillers, five year diaries, photo albums and fillers, baby books, autograph 
albums, one year diaries and budget envelope On hand were Bertram J 

t, Harold Zucker, Lee Paddock and Gus Trent 
Binney & Smith Company, New York, N. Y.—Showing the mpany's line 
Crayolas, Staonal marking crayons, paint boxes, modeling clay, chalks 
nd showcard were R. T. Gemme R McChesney, R. S. Myers 

B. Skedden and H. J. MacNeil. 

Blaisdell Pencil Company, Bethayres, Pa.—Showed its of paper 
rapped pencils with string feature for re-s ting, new display stand 

harcoal pencils in four grades, complete line of wood cased pencils 
black and ss, and the Klenzo line of paper wrapped erasers. In 
atter jance were William Maish, Joseph Moore, and Ralph Barnett. 

Bostwick Laboratories, Inc., Bridgeport, Conn.—Showed and demonstrated 
Aeros¢ insecticides and air refresher for fice, home and _ industrial 

plication. In attendance was Edward A. C 

“C-Thru Ruler Company, Hartford, Conn.—Exhibited was the company's 
f ne of ruling and drawing devices including rulers, protractors 


juares, French curves and triangles. Answering inquiries were Jennie R. 
Zacks, Edward Zacks and Ted Waiter 


Carter's Ink Company, The, Boston, Mass.—The complete line of Carter 
ks, adhesiv srbons and ribbons and specialties was on display 
Jerome J Sevag Chris din Tor ford ana me pers of the New York saies 


we 


“Cellulose “ Paper Converting Company, Inc., Philadelphia, Pa.—Adding 





e etype rolls, self lining r white and colored tissue in 
esale folds and ear and colored cellophane, were shown. attendance 
e Jules Block ale ade and Milton Salit, the New York repre 
tative 
oe Printed String Company, Chicago, II!.—Thi mpany showed a 
riety of f n Rippl-Tie and Ribbonette, the 3ift-tie ribbon 
and a tw snd four-metal spool holder dispensers. Attending were 
F. Kelley and H. J. Smith. 
Cooke and Cobb Company, Brooklyn, N. Y.—Showed a line of expanding 
files, envelopes and wallets, including a line of photo mailers, the new 
ersonal file and a line of classifiers, desk files, pressboard, brief covers 
and expanding file envelopes and wallet In attendance were Harry 
han, Jr., Joseph Wexelbaum and Fred Sterr 
The Crystal Wiese Company, Middletown, Ohio.—Gift wrapping for every 
Jay and Christmas time was shown in a large variety of patterns and 


rings. On hand were Richard King, Hugh O'Neill, and M. L. MacAuley 
Cushman & Denison Manufacturing Company, Inc., New York, N. Y.— 
played and demonstrated Flo-Master, a king size model L. E. B. Binder 
tlips, punchless binders and the Ke-Master key filing system. In attendance 
were R. E. G sales manager, D. L. Parke, advertising manager and 
P. Dwyer 
Delta Brush Manufacturing Corporation, New York, N. Y.—Showed a line 
artists and typewriter brushes, plast handle water pay r brushes and 
omplete brush assortment for stationery dealers. Attending the booth 
were J. S. Schultz and Fred Sander. 
Dennison Manufacturing Company, Framingham, Mass.—A large selection 


(Turn to page 123, please) 
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uest 10N - “In your opinion, which portable is best?” 








| ho Says sor Portable Typewriter Dealers! When asked this 


question by an independent research organization in a nation- 
wide poll... the answer was Smith-Corona—a 2 fo 1 favorite 


over any other make! 





eee SMITH-CORONA REQUIRES | 
LESS SERVICING! 





Machines can be unpacked in 17 seconds or less...and be 
ready to operate ... and be trouble-free for years to come. 
That means no bite into profits for returns and repairs; no 


mechanics’ time needed. 


No wonder Dealers like Smith-Corona...and se// them! If 





you are not already cashing in on this overwhelming popularity | 


of the World’s Fastest Portable ...get the facts and start now! 


L C SMITH & CORONA TYPEWRITERS INC SYRACUSE 1 NY Canadian factory and offices, Toronto, Ontario. Makers also of famous 
Smith-Coron-: Office Typewriters, Adding Machines, Vivid Duplicators, Ribbons and Carbons. 
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He's Inked in 


Courtliness - - 


Harry Tehan Always 
a Gentleman in His 
Effective Selling 

for Higgins Ink— 
Did Much to Build 
Association Under 


late Charlie Garvin 


@ Harry Tehan is both a name and 
a symbol. Although the name is 
that of a very real person in the 
stationery industry, “Harry Tehan” 
symbolizes cordiality, friendship, 
co-operation, respect for one’s fel- 
low man and all of those fine ideals 
which are the backbone of Amer- 
ican business growth. 


Born in Boston 


Mr. Tehan, affectionately referred 
to by thousands as “Harry,” was 
born in Boston and there attended 
grade school, high school and col- 
lege. He started his early business 
career selling outdoor advertising 
in Boston and later in Chicago. 

In 1923 he joined Geyer Publica- 
tions, calling on advertisers in the 
stationery industry. In 1923 he left 
Geyer’s to join the Reed Company, 
for whom he covered the Middle 
West, leaving in 1924 to join Higgins 
Ink Company, Inc., with whom he 
has been associated ever since. 


40 


Steady advancement with Higgins 
earned Mr. Tehan his present posi- 
tion as vice-president. 

It is interesting to note in con- 
nection with the 1924 date that 
Tracy Higgins, general manager of 
the company, had recently gradu- 
ated from Dartmouth, had com- 
pleted a post-graduate business 
course and was at the time assisting 
his father, the late Charles M. Hig- 
gins. Tracy Higgins had been act- 
ing in this capacity for approxi- 
mately nine months and it was he 
who was struck with the “modern 
courtliness” of Harry Tehan and 
hired him. 


Covered Nation 


Mr. Tehan as a sales representa- 
tive covered New York, New Eng- 
land and the South-East, but be- 
cause of territorial shifts and even- 
tually in his capacity as sales man- 
ager had covered every state and 
every major city in the United 
States and Canada. 

Harry Tehan has been noted for 
his strong belief in association work 
and has not only endeared himself 
to many but also has given the 
industry a real lift by his conven- 
tion spirit and his belief in industry 
co-operation. 


Helped Garvin 


He was instrumental in helping 
the late Charles Garvin raise the 
National Stationers Association 
from a low membership to a strong 
and thriving organization at the 
time of Mr. Garvin’s death. 

Many in the industry will remem- 
ber Mr. Tehan’s hard work in tak- 
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Harry Tehan 


ing charge of the convention hall 
for several years in a row, for which 
his only reward was knowing that 
he was helping his industry. 

Mr. Tehan is now an honorary 
life member of the National Sta- 
tionery & Officec Equipment Asso- 
cication and at one time trouped 
with the group attending all of the 
regionals. 


“Labor of Love” 


Attending conventions, meeting 
customers from Maine to California 
and making new friends while re- 
newing old friendships is a “labor 
of love” for Harry Tehan, the genial 
host. 

Mr. Tehan resides at present in 
New York City and is married to a 
Richmond, Va., girl affectionately 
known as “Sugar.” He has a son, 
Harry, Jr., well known in the in- 
dustry and what is startling to most 
people is that not only do they look 
alike but they even write alike. Mr. 
Tehan also has a daughter, who 
lives in Boston, and one grandson. 

Among his hobbies, this grand 
oldtimer numbers a summer home 
on Long Island, attendance at good 
shows and what he terms a “sig- 
nificant” story. Our readers will 
have to figure out that one for 
themselves. 


iii, sie adil, sit i i ae hl ie oi i ea 
NEXT MONTH— 
Charles Lipman 
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ITS EASY TO EARN 
A 1O% DISCOUNT 
n Oxford INDEX CARDS 


Have you been ordering 100M lots of a few leader items 
of index cards, and overlooking the saving on other colors, 
rulings, grades and sizes? 


Just remember that with Oxford the 10% quantity discount 
applies to your ASSORTED order, so all you need shoot 
for is a TOTAL of 100M cards. 


That makes it easier! 


And that’s why you do well to purchase ALL of your index 
cards from Oxford, your filing supply specialists. 

Oxford offers you competitive prices on the well known 
LENOX and BROADWAY Grade cards, and a complete 
selection of rulings, grades, sizes, colors and printed form 
cards with which to build up your order to earn the maxi- 
mum quantity discounts. 


Start your order with the popular white cards, add some 

colors and other rulings and first thing you know your 
order totals 100M assorted cards. You get your 10% on 
the important 3x5’s (without being glutted with them) and 
on all the other sizes and styles, too. 


Yes, it’s the smart way to buy ALL your index cards---from 
Oxford. 


Consult your Oxford price list---or ask for our quotation 
on your index card needs. 











Nan dhanyyyy ii \\ 
IN iW 
i! 





= 


Oxford 


FILING SUPPLY COMPANY, INC. __ ii) 
Garden City, N. Y. St. Lovis 2, Mo. | Hh * 
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All cards rotary | COLORS 


cut for Faster Filing 














SENSIGLE PACKING- | 


3x5 in cartons of OM, weight: 45 lbs 
4 x > S 


waicdi 


fsmue Pace” | BE PRINTED — 
——— FORMS 


45 lbs 
50/bs 


- * 6M, * 
" "4M, * 


SEND For FREE SAMPLE SET No 65.2 way 
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Dual Continuous Recorder 


SoundScriber Corporation, 
New Haven, Conn. 


This new recording system is claimed to prove a half hour of continuous, un- 
monitored recording, without reloading. Approved first by the military forces 
and now available for civilian use the machine has a basic 33 1/3 r.p.m. speed, 
a two-arm system and turntable. Its uses include monitoring of police radio com- 
munications and fire alarm recording besides business and professional long-time 
recording uses. Two machines are hooked together in tandem. A second turn- 
table starts automatically after 1442 minutes recording on the first turntable, al- 
lowing a 30-second overlap. There are two complete amplifiers, one for the 
recording function and one for the playback. Vinylite plastic discs, recording 15 
minutes per side, are used. Weight of the recorder is 32 pounds. 


Deluxe Desk Dispenser 


Minnesota Mining & Manufacturing Co., 
900 Fauquier St., St. Paul 6, Minn. 


A. new deluxe desk dispenser has been designed for cellophane tape 
use in home, store, office and school. Designed to “complement modern 
interiors,” the new all-metal dispenser has a streamlined appearance 
with a baked gray enamel finish. It weighs slightly under three pounds. 
A bottom pad of sponge rubber holds it firmly in place during use, the 
manufacturer points out. Priced at $1.69 the dispenser’s major use is 
expected to be in homes and offices. It will accommodate up to 1,296- 
inch rolls of Scotch brand cellophane tape in 1 and %-inch widths. 
Distribution is through stationers nationally 


Braille Calculator 


Marchant Calculators, Inc., 
1475 Powell St., Oakland 8, Calif. 


A Braille calculator which automatically adds, subtracts, multiplies and divides, 
has been announced by President Edgar B. Jessup of Marchant Calculators, Inc. 
This machine was specially designed with Braille symbols on the numbered dials. 
Unique placement and operation of the three rows of dials make possible the 
checking of all three figures in a problem—such as the multiplier, multiplicand 
and answer in a multiplication problem. In the accompanying picture Glenn 
Mundwiler, Marchant's representative in Great Falls, Mont., watches Evan Rempel, 
young blind physicist, using the calculator in electronic research. Mr. Rempel 
gets the answer by feeling the Braille-embossed dials and records it on his 
Braille typewriter. 


Correction Tape 


Dennison Manufacturing Co., 
Framingham, Mass. 


Corrections on fluid duplicator 
masters are claimed to be made 
cleaner, neater and faster with 
Dennison’s new Pres-a-ply Cor- 
rection Tape. The operator sim- 
ply measures the place to be 
corrected, presses the self-adhe- 
sive tape on the back of the 
master, and retypes. With this 


be removed from the typewriter 


Color for Meilink Safes My an tape the master does not have to 


Meilink Steel Safe Company, 
Toledo 6, Ohio 


Color is the latest addition to the Meilink safe line. Permanent 
blue is being used in the handles, plastic name plates and com- 
bination dials on the new C-label, one-hour model safes, Toluidine 
red marks the same equipment on the B-label, two-hour model, 
while a light chrome green is being used for the A-label, four- 
hour safes. Several advantages in the use of color, initiated by 
Meilink, are seen by Stanley R. Akers, Meilink president. He 
points out that the touches of color make for quick determination 
of the fire protection time provided by individual models and 
serve to make the Meilink units stand out in salesroom displays. 
This was the theme of the display created for the NOFA national 
convention. 


Be 


and valuable time is saved re- 
aligning it. The typist also avoids 
messy, carbon-stained fingers, 
scraping, erasing and smearing, 
moistening and the use of a dis- 
penser. Pres-a-ply Correction 
Tape is available in single or 
double space widths. Envelopes 
retail for $.50. 
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The NEW sensational 


VICTOR 


DESK STAPLER 
















Uses 
Standard Staples 


Now Ready to Deliver! 


AMAZING IN PERFORMANCE 
GRACEFUL IN DESIGN 
EASY, COMFORTABLE. 


SPEEDY, EFFICIENT, A STARTLING 


DURABLE VALUE AT 
NON-CLOGGING 
LIST 
$00 
Fully Guaranteed 


e TAP IT— 
e PRESS IT— 
e STRIKE IT— 


By any Method 
IT STAPLES + PINS -TACKS 


TO A NEW HIGH LEVEL OF SATISFACTION 





The VICTOR embraces novel, revolutionary, thoroughly desirable 
time-saving features that take the task out of tacking and provide a 
new, exhilarating experience in stapling. Reap the crop of profit await- 
ing dealers who wisely decide to stock the VICTOR NOW. 


DESCRIPTIVE LITERATURE ON REQUEST 


g VAIL MANUFACTURING ae 
900 EAST 95TH STREET CHICAGO 19, ILLINOIS | 


4 
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Alvin Tru-Angle 

The Alvin Company, 

Windsor, Conn. 

A new adjustable protractor triangle permits 
the drawing of accurate angles from the base 
line. This Alvin Tru-Angle can quickly be 
set to precise graduations of one-half degrees, 
then firmly held in place with a knurled 
knobbed screw. Crafted from crystal clear 
plexiglass, the instrument has two rows of 
die-sunk graduations—the outer row indicating 
angles from 0 to 45 degrees, the inner row 
showing angles from 45 to 90 degrees from 
the shorter base. These triangles are avail- 
able in three sizes: 6-inch—$3.85; 8-inch 
$4.50, and 10-inch—$5.75. 


Five-Column Comptometer 


Felt & Tarrant Manufacturing Company, 
1735 N. Paulina St., Chicago 22, Ill. 


The company has introduced a new five- 
column adding-calculating machine. With 
six answer dials and a capacity of 999,999, 
the new product has a rugged, reinforced 
plastic case with baked enamel wrinkle 
finish. It is easily portable, weighing only 
13 pounds. Operation of this non-electric, 
five-ccolumn Comptometer is similar to those 
of standard size since it possesses the same 
basic features. The price is $280. Imme- 
diate delivery is promised. 
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Classic Carbon Paper 

Columbia Ribbon & Carbon 
Manufacturing Company, Inc., 

Glen Cove, N. Y. 

Recently announced by the manufacturers, 
the Classic carbon paper is claimed to be 
engineered specifically for electric and 
standard hammer blow typewriters. Top 
writing qualities are said to be combined 
with the features of durability, high re- 
sistance to cutting, easy manifolding and 
lack of feed roller marks. Packaging is 
in an eye-catching black and gold box, 200 
sheets per box. 


Adjustable Eyeguide 

Rite-Line Corporation, 

1025 15th St., N.W., Washington 5, D.C. 
A new adjustable paper support and 
eyeguide has been developed by Rite- 
Line Corporation, the device, when con- 
tracted, measuring a little over 11 
inches in width or 20 inches when ex- 
tended. The manufacturers claim it 
will satisfy the demand for copying 
from wider sheets and will be standard 
equipment for the Rite-Line copyholder 
at no additional cost. It may be pro- 
cured for all older post-war models, 
also. The new lucite line magnifier 
which was put on the market last year 
has been redesigned to fit the new 
adjustable eyeguide. The line magnifier 
is extra. 


Microfilm Reader 

Diebold, Inc., 

Canton 2, Ohio 

Office equipment dealers are now beiag given the opportunity of securing a micro- 
film franchise from Diebold, now establishing dealer sales outlets for its new portable 
Flofilm cameral and reader. The error-free film magazine eliminates any possibility 
of film damage and film processing is handled by any of Diebold’s processing sta- 
tions, again avoiding service problems. The manufacturers stress the fact that the 
machine is compact and inexpensive enough for use in daily office routines. The 
camera weighs only 20 pounds and yet has the features of larger and much more 
expensive machines, it is claimed. 


TAD Eraser 
Richard Best Pencil Company, 

Springfield, N. J. 
Made from a plastic rather than a gum or 
ERASES BE rubber base, better erasing and cleaning 
RIC TTER properties ‘are claimed for this new eraser. 
HARD BEST | The manufacturer asserts that it not only 
’ U.S.A. | cleans drawings and tracings, but erases pen- 
cil marks, cleans wallpaper, cards and 


| | painted surfaces without marring. 
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ECONOMICAL LUXURY? ALLL 
is such a thing! 





COMPTROLLER — Swivel Arm 
“Aristocrat” No. 224 


$62.40 iis 
in Elastic Naugahyde 


wee youll find 
it in every 
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CHAIR 


The new Wells “Aristocrats for ‘53’ are the most luxurious chairs ever 












presented to office equipment dealers . . . created especially for those 
who want to feature the ULTIMATE in “Seating Comfort.” 


— WELLS PAYS THE FREIGHT! Write TODAY for full information! 





ets < CHAIR CORPORATION nN} 








the RECEPTIONIST 





1953 





OFFICE APPLIANCES, 





May, 

























NEW Continu: : 


File-Aid 
File-Aid Sales, 
P.O. Box 6223, Speedway City, Ind. 


File-Aid has been developed as an improved index card hold: 
for file cabinets, claimed to speed reading of index cards. Th 
device is said to eliminate the need for bending, stooping an 
climbing to read cards on high transfer files. (Used in inverte 
position.) The File-Aid snaps into the present holder and ha 
the advantage of easily-changed, always-clean and legible card: 
The File-Aid is snapped into the frame on present cabinet: 
inserting upper edge first and then adjusting into position. Clea 
or green plastic shield can be specified. 


Cash Drawer Model VI 


Indiana Cash Drawer Company, 
Shelbyville, Ind. 


This cash drawer is constructed of kiln- 
dried Indiana hardwoods and has easy 
action four-roller construction. It is 
equipped with a high-grade disc tumbler 
lock which requires a half turn of the 
key to lock or unlock the drawer. A large 
brass warning gong rings automatically 
each time the drawer is opened. Finished 
in olive green or mahogany red, the 
drawer has overall dimensions of 18% 
inches wide, 14 11/16 inches long and 
442 inches high. Inside depth is 2% 
inches. The five coin tills are each 3 
inches wide by 2% inches long and the 
five currency compartments are 3 inches 
wide by 6% inches long, equipped with 
bill weights. 


Card File 


Hedges Manufacturing Company 
2931 Wentworth Ave., Chicago 16 


A new card-file box with a deep depth of 
six inches is now available. The model is No. 
4635, manufactured from oak '4-inch wood stock 
and features lock corner construction. Also fea- 
tured is a slide catch to prevent the cover from 
falling back. Dimensions are 3 x 5, 4 x 6 
and 5 x 8 inches and it is also available in an 
eight-inch depth in three sizes with the pinch- 
type follower block. 


Automatic Tax Computer 


The National Cash Register Company 
Dayton 9, Ohio 


Featured on this new "142" payroll 
and distribution machine is the auto 
matic tax computer, which will auto- 
matically indicate withholding tax, so 
cial security, local taxes or other vari 
able deductions based upon a per- 
centage of gross earnings. A control 
that prevents over-deduction of FIC, and 
the single operation that creates pay 
check or envelope, statement, earnings 
record, journal and check register, are 
other features. Further information is 
available from the company upon re 
quest. 


Ink Roller Assembly 


Apex Adjustable Scraper Pemberton Printing Company, 


McGill Metal Products Company, 
Marengo, III. 


This new, low-cost scraper is designed to 
make small cutting and ripping jobs easier 
in the office or home. The head locks safely 
in four different positions. Constructed of 
steel and zinc-plated the device has a handle 
designed for a firm, safé grip. These scrapers 
are packed three dozen in a re-shipping 
carton. 


1200 W. 8th St., Los Angeles 17, Calif. 


Conversion of the Multilith from a du- 
plicating machine to an offset printing 
press capable of halftone, solid and line 
reproduction is claimed for this assem- 
bly made in a deluxe model. Its entire 
inking surface is precision ground and 
is covered with a heavy coating of 
plastic enabling the ink to adhere to 
the inking surface. The coating is said 
to avoid any chemical reaction which 
occurs from the fountain solution on 
metal finish surfaces. When the unit 
is not in actual use it can be raised to 
an idling position. Assembly is declared 
to take only 10 minutes. 
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Royal Portable #23981! 
of 
- By Down ... down... down... 
iea- ' drifted the parachute with its 
. unusual cargo — and probably 
‘aa ‘more than one spectator held 
ch his breath that day in 1927. 


For the cargo was Royal 
Portable Typewriter #23981— 
being delivered to Mr. W. R. 
Shilling of Pittsburgh by air! 

Such a thing had never been 
done before — but it worked! 
That rugged Royal Portable 
landed safely, was quickly unpacked, and a typist 
demonstrated then and there that the machine wasn’t 
so much as scratched. 

Mr. Shilling, one of the best-known and most 
respected dealers in the typewriter industry, president 
of Fort Pitt Typewriter Co., Inc., accepted the strange 
delivery. 

Old #23981 is still in use, writes Mr. Shilling. Was 
used by his son Jack and his daughter Elsie in high 
ng school. And is now used by Mr. and Mrs. Shilling. 
ne The only replacement he has ever made was to put in 
a new platen. 
nd P.S. When your customers ask about Royal Portable 
Pon durability, you might tell them this story. 








- ) CYAL World’s No. 1 Portable 
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Victor Desk Stapler 


Vail Manufacturing Company, 
900 E. 95th St., Chicago 19, Ill. 


Vail is now delivering this new desk stapler using standard staples. 
Designed to staple, pin and tack the desk device is claimed to be grace- 
ful in design, easy and comfortable in use. Manufactured to sell for 
$5.00 the Victor desk stapler is said to be non-clogging in operation. 
Dealers can secure descriptive literature on request. 








Black Light and Invisible Ink 


Burton Manufacturing Company, 
11201 W. Pico Blvd., Los Angeles 64, Calif. 


Illustrated is the use of the Burton black light and invisible ink for admission 
control. Only the back of the hand is invisibly stamped for examination under 
prolific harmless black light produced by twin five-inch tubes in smooth bakelite 
hood. It is claimed the light will not harm eyes or skin and is adaptable for 
identifying paying guests who want pass-out and return privilege. Burton invisible 
ink can be seen only while under black light and is claimed to be harmless and 
odorless, not staining skin or clothing. It may be used to mark tickets. 


Two-Faced Ribbon 
Shipman-Ward Manufacturing Company, 
325 N. Wells St., Chicago 10, IIl. 


The new Emphasis Control ribbon, whose secret is a two-way inking, is declared 
to make it possible to switch from regular to bold-faced emphasis on typewriter 
copy with a flick of the finger. It offers users a new way to stress important 
words, sentences or entire paragraphs. The top section is inked for normal use 
but the bottom area is heavily inked to produce the contrasting impression. The 
ribbon, an exclusive development of Shipman-Ward and the John Underwood 
Company of New York City, is available from typewriter dealers and supply 
houses. 
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Index Sheets 
Victor Safe & Equipment 
Company, Inc., 
315 Fourth Ave., New York, 
ee 

units as shown is the electronic analytical control 


"701" Electronic Calculator 


International Business Machines Corporation, 
590 Madison Ave., New York 22, N. Y. 


Composed of 11 compact and connect units known 
as IBM Electronic Data Processing Machines, the 
“701” is claimed to be the first calculator of 
comparable capacity to be produced in quantity. 
This new calculator uses all three of the most 
advanced electronic storage or memory devices— 
cathode ray tubes, magnetic drums and magnetic 
tapes. It can multiply and divide more than 2,000 
times a second and can add and substract more 
than 16,000 times a second. In the center of the 


unit and at its right is a card reader. Behind the 
control unit is the power distribution storage unit. 
In the group at the right are two magnetic tape 
readers and recorders, the alphabetical and nu- 
merical printer and the card punch. Overlooking 
the calculator installed in the IBM World Head- 
quarters Building, New York City, is a glass- 
enclosed conference room. The calculators, which 
will rent for $11,900 monthly or more, depending 
upon storage capacity, will be used in calculation 
problems concerning atomic energy, aerodynamic 
computations, on weapons’ effectiveness studies, 
and on steam and yas turbine design calculations. 
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The Victor Mak-Ur-Own index- 
ing supplies line has been ex- 
panded by the addition of 
two new grades of index 
sheets. Included is the dur- 
able low-priced student grade 
index sheet (illustrated) and a 
new medium-priced standard 
grade index sheet. The latter 
includes ring book binder 
sheets, post binder sheets and 
25 division alphabetical ref- 
erence sheets. These new in- 
dex sheets along with the 
accompanying quality grade 
sheet enable the dealer to 
offer a complete baianced 
line of Mak-Ur-Own celluloid 
tab index sheets for the busi- 
ness, school and home mar- 
ket. 
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You Never Lose Your Place 


with Casio lo Use” 


SoundScriber’ 


DICTATING 





Finding your place after scanning is as simple 
as using a bookmark with SoundScriber’s ex- 
clusive independent listening and recording— 
helps reduce operating motions by 50%, too. 
Listen as far back as you wish with your 
playback arm. You can’t lose your place be- 
cause your recording arm stays put... you 
resume dictating wherever you left off. Or 


Only SoundScriber Offers You: 


1. Automatic On-the-Disc Indexing. 
2. Two Arm Flexibility. 


3. Mail-Chute Size Discs. 





SEND TODAY 
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4. Lightest All-Purpose Machine. 


fe 


a 


EQUIPMENT 


for short review, you hear your last few words 
right from your ‘mike’, without touching the 
machine. For your secretary, on-the-disc 
“Television Indexing” does away with pesky 
paper strips forever. 


Learn what this versatile, all-purpose dic- 
Mail coupon 


tating system can do for you. 
today! 








only dictation disc 
useable on long playing 
phonographs. 


SoundScriber Corp., Dept. OA-5, 
New Haven 4, Conn. 


Send sample disc and literature. 
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Ventilator 


Safeguard Corporation, 
Lansdale, Pa. 


Ball Point Carbon Paper 


Kores Carbon Paper & Ribbon Mfg. Corp., 
49 Bleecker St., New York 12, N. Y. 


Increased popularity of the ball point pen is claimed to have been re- 
sponsible for the research and development leading to marketing by 
Kores of a new carbon paper having special manifolding qualities re- 
lated to the use of this writing instrument. The ball point formula used 
in the coating of this carbon paper is claimed to produce brilliant copies 
despite light pressure by the writer. The carbon paper is curlproof and 
stickproof and comes attractively packaged in a cellophane wrapped 
box. Samples are available by contacting the manufacturer. 





N E Ww Continuex 


Vertical Collator 


]. Curry Mendes Corp., 
500 S. Clinton St., Chicago 


This vertical, automatic, upright gathering machine has eight stations, each holding a four 
inch pile of paper in size range from 6 x 7, to 11 x 14 inches. It is mounted on casters and 
portable, fitting into 26 x 34-inch floor space. A variable speed device has a range of from 
15,000 to 30,000 pickups per hour, the weight of the papers being 11 pounds to 100 pounds. 
A calipering device will stop the machine instantly if either a sheet is missed or a double 
is picked up and a light will flash at the station affected. Paper is automatically kept at 
proper feeding height while sheets are lifted by suction cups and fed into rollers, which in 
conjunction with vertical belts, propel the sheets down into a receiving tray. All eight 
sheets may be delivered to one tray or four sheets may be delivered into a tray on one side, 
making it possible to run two different jobs on one machine simultaneously. Both trays are 
within easy reach of the operator. The vertical collator is also being built in a four-station 
model. 


Low Priced Laundry Marking Pen 


Samuel Taubman & Company, 
1 West 34th Street, New York I, N. Y. 


Available for immediate distribution is the model No. R-59 
Taubman Laundry Marking Pen which is designed for 
marking and identifying laundry and apparel. Said to 
write on all fabrics and paper, the pen contains enough 
black indelible ink for 1,500 markings. The ink is supposed 
to be odorless, run-proof, quick drying, washable and 
evaporate-proof and refill cartridges are available. The 
pen retails at $.59. Further information may be obtained 
from the manufacturer. 




































Safeguard, manufacturer of the Air-In-Ventilators, has provided additional sizes for this 
product. Plastic baffles allow light and ultra-violet rays to enter but are said to prevent 
rain from penetrating and causing damage to furnishings. The ventilators are now available 
in the following sizes extending from: 12 to 22 inches, 18 to 34 inches, 22 to 42 inches and 
36 to 54 inches. The price range starts at $1.98. Additional information is available by 
writing directly to the company. 


Wood Smoker 


La Salle Products Company, 
2216 N. Clybourn Ave., Chicago 


Designed exclusively for use with the highest grade executive furniture is this new wood 
smoker introduced at the NOFA Show in Cleveland. Made of solid walnut with matching 
handle and an extra-heavily weighted base, the model No. 130-X is available in either 
standard or bleached walnut and equipped with a heavy eight-inch glabs liner. Dimensions 
include a 24-inch height, a 11%-inch base, and a two-inch post. Additional information 
is available from the company 





Gent-L-Aire Circulator 


Budlew Products Company, 
Dept. 101, 20 E. Jackson Blvd., Chicago 


The Gent-L-Aire is a desk-type circula- 
tor that may be directed at one person, 
yet will not disturb papers on the desk. 
Weighing only 2% pounds, and no 
larger than a telephone, it is claimed 
to be effective in moving air. According 
to the manufacturer, the Gent-L-Aire is 
an entirely safe air circulator for its 
completely enclosed mechanism will 
protect small fingers from injury. The 
one-piece Tenite case available in 
ivory, gray, black or walnut houses 
an AC motor which needs no oiling. 
The model sells for $11.95. Further 
infgarmation may be obtained by writing 
to the company. 
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quality is steel . 


[rue style comes from thoughtful, 
progressive design and quality con- 
struction. “Y and E” gives you these 
in unusual measure. 

And “Y and E” desks are practi- 
cally “fashion proof.” Finished in 
Neutra-Tone Gray, they'll be hand- 
some in office decors today—tomor- 
row—and in years to come. 

This quality and style extends 


PS ee 
- a» 


.. gloved in style 


through the most complete line of 
desks available today. The exclusive 
“Y and E” Franchise helps you give 
full satisfaction to your customer 
and meet any office need for desks, 
filing equipment, or filing system 
supplies. 

The widely promoted complete 
“Y and E” line gives you POTENT 
SELLING AMMUNITION. 


YAWMAN and ERBE MFG. CO. 


Rochester 3, N. Y., U.S.A. 


The Franchise that means quality mer- 


Filing Systems, Steel Desks, Files, and Filing System Supplies 


chandise may be open in your territory. 
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Representatives of office equipment concerns abroad, visiting in the United States, are cordially 

invited to make the offices of this journal their headquarters. The staff at the main office, 600 W. 

Jackson Blvd., Chicago, and the staff at the branch in charge of G. C. Wheeler at 1023 Pershing 

Square Bldg., Pershing Square, 42nd St. and Park Ave., New York, will be happy to be of any 

possible service. While the facilities at New York are not so many as at Chicago, there will be 
found the same desire to serve. 





NOTES AND NEWS FROM THE BRITISH ISLES 
By S. E. Rhodes 


Lancashire Press Agency, 277 Corn Exchange Buildings 
Fennel Street, Manchester 4, England 


w I.HAVE JUST seen the new illustrated catalog of 
London Typewriter Company, Ltd., concerning type- 
writer parts and tools. It is a most revealing document, 
comprehensive in every way. Indeed, it is claimed to be 
“the most comprehensive catalog of this nature that 
has ever been produced in Britain and the first of any 
kind that has appeared since 1939.” 

In view of the large export business done by the com- 
pany in typewriter parts, tools and modelmark type 
to all corners of the globe, including U.S.A. and Can- 
ada and a number of the South American states, the 
catalog has more than usual interest. 

I am sure if any interested party were to write the 
company at its address, 25 Aldersgate St., London, E. 
C. 1. the firm would be willing to mail a copy of this 
catalog. 


* * * 


The Eagle Pencil Company, whose general offices and 
factory in Britain are situated at Tottenham, London. 
N. 17. wanted to find out what the average office worker 
thought about its Mirado pencils as compared with the 
pencil he or she was using. 

A series of impartial tests for smoothness was there- 
fore carried out by independent investigators in Lon- 
don and other important centers in Britain. 

It was reported that 7 out of 10 office workers chose 
Eagle Mirado for smoothness. In Manchester the per- 
centage was 72%. An official certificate by a firm of 
market research consultants to this effect has been 
received by the firm. 


For the larger manufacturer of accounting equip- 
ment the following will be of interest: 

Ferranti, Ltd., of Hollinwood, Lancashire, has re- 
ceived an order from Royal Dutch Shell Group to pro- 
vide an electronic digital computer for use in its large 
research establishment in Amsterdam. The machine 
will be housed in a new laboratory now under con- 
struction. 

Including installation and ancillary equipment the 
value of the order is approximately £100,000, a welcome 
contribution to the nation’s export drive. 

The computer is a development of the one installed 
in the University of Manchester in 1950 and of that 
sent last year to the University of Toronto. It incor- 
porates a number of improvements made in the de- 
sign. 

It will be the first electronic digital computer that 
Ferranti has been called upon to make for purposes 
other than academic or governmental use and will be 
the first large machine supplied to a commercial under- 
taking. This type of apparatus, No. 6 of a series desig- 
nated, “The Manchester University Electronic Digital 
Computer,” will be used for the extensive calculations 
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required in research in petroleum chemistry and en- 
gineering. 

Delivery will be made early in 1954. 

The simpler “Nimrod” computer was made for the 
Festival of Britain, Science Section, which played the 
game of “Nim” against all comers in the Science 
Museum and subsequently in the British Pavilion in 
the Berlin International Industrial Exhibition in 1951. 
It caused some good natured amusement among the 
Berliners when the Chancellor, Dr. Adenauer, who is a 
distinguished mathematician, failed in three attempts 
to beat the machine. 


* * *” 


Office posture seating is, of course, of paramount 
importance and few offices fail to realize the impor- 
tance of it. Some interesting new chairs have been 
developed by Evertaut, Ltd. (J. B. Brooks and Co., Ltd., 
proprietors) and one which “takes the eye” is the E. 
85 type which has a solid rubber buffer fitted on the 
backrest adjusting screw, which will give a backward 
tilting movement to the backrest of approximately 
34%” This movement is in addition to the normal three- 
point adjustment. 

This Evertaut “three-point” adjustment is being in- 
corporated in all models of typists’ chairs. The three 
adjustments are:— 

(a) Height of seat. The seat revolves on a 1 inch 
acme thread giving an adjustment range of five inches. 

(b) Height of backrest. Adjustment of three inches 
is provided and is controlled by the plastic knob on the 
backrest pillar immediately behind the backrest itself. 

(c) Angle of backrest. This can be adjusted while 
the user is seated by operation of the plastic knob at 
the base of the backrest pillar. 

Careful adjustment at these points by the user en- 
sures a correct sitting posture which reduces fatigue, 
thus increasing efficiency. 

” * * 


The firm of Percy Jones (Twinlock), Ltd., relates a 
true story which happened to it and which is indicative 
of the value of well-equipped showrooms. A customer 
brought his customer, accompanied by his lady book- 
keeper, into the firm’s London showroom. The newest 
young salesman greeted them and ultimately an order 
of well over £100 worth of goods developed. 

“We feel our showroom is a nicely arranged work- 


: manlike place, calculated to inspire confidence. Noth- 


ing fancy about it—plenty of businesslike noise and 
bustle going on, yet spacious enough for a man to feel 
he is getting undivided attention. Salesmen in attend- 
ance who know their line and are keen to show it. 
Perfect specimens on show. Comfortable chairs and 
good clear demonstrating space. Add up all these 
things and you have created just the atmosphere in 
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METAL TABBED 


PRESSBOARD 


FOLDERS 


AND 


GUIDES 
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METAL TABBED 


PRESSBOARD 


GUIDES 





Metal tabs are finished in green or 
black baked enamel! for neat appear- 
ance and lasting protection. Large 
window areas for index inscription. 


Sizes for all standard filing requirements 
—letter, cap, invoice, ledger, document, 
check and card. Non-regular sizes on 
special order. Guides are furnished with 
or without bottom tabs. 


Printed, easy-to-read tabs—Alpha- 
betical 25 to 3000 A-Z, Daily 1-31, 
Months, States. Also available with 
blank inserts and celluloid windows. 


Recommend slanted tabs to your 
customers. Index inscriptions are 
easier to see—especially in file 
drawers at lower levels. 





Choice of three widths of metal tabs 
for both folders and guides. Special 
positions and combinations according 
to order. Green enameled tabs are 
sent unless black is specified. 


Recommend slanted tabs to your 
customers. Index inscriptions are 
easier to see—especially in file 
drawers at lower levels. 





METAL TABBED 


PRESSBOARD 


FOLDERS 


Printed tabs, alphabetical 25 to 3000 
A to Z or blank tabbed folders to 
fit customer's indexing needs. Made 
in letter and cap sizes. 


Note the long-wearing fabric gusset 
allowing for a full inch of folder expan- 
sion. Distributes weight of contents even- 
ly over flat bottom. Wider gussets may 
be obtained on special order. 
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METAL TABBED 
PRESSBOARD 
CARD 


GUIDES 


Guides are made in sizes for 
all standard file cards. 
Printed—NOT STAMPED—tab 
inserts 25 to 3000 A-Z, 
Days 1-31, Months or States. 














Metal tabs for card guides are 
made in three widths and are 
spaced on stock guides in appro- 
priate positions to meet normal 


Also blank tabs for cus- il filing requirements. Other 
tomer’s written, typed or HM positions or combinations on 
lettered index inscriptions. Ml special order. 


See our Price List for complete information on all types of card guides. 


The Weis Manufacturing Company 


Wits 


Monroe, Michigan 


NEW YORK 13: The Weis Mfg. Co., 54-56 Franklin St. CHICAGO 6: Associated Stationers Supply Co. 
Boston 10: Adams, Cushing & Foster, Incorporated 
Carpenter Paper Company 
OKLAHOMA CITY 1 Fort WorTH 1 HOUSTON 2 
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Salional presents the first and only 
[WE KEYBOARD 


rokeLollaleMailelaaliat= 


TeMtE+-M tiles ic) am ol: | an 


Saves up to 50% hand motion! 


Now—for the first time—you can add and list without 
depressing a motor bar! On this remarkable National 
every amount key is its own motor bar, because every 
key is electrified! 

Simply press the keys you want to add—the machine 
does it instantly! Your hand need never leave the “Live” 
Keyboard when adding amounts. You save up to 50% 
hand motion. 

National’s “feather-touch” action makes it easier than 
ever to press two or more keys at once—more time- 
saving! All ciphers print automatically—still more time 
Operators love it—they do their work with so 
much less time and effort. 

Printed words cannot explain all the advantages of 
this “Live” Keyboard. See a demonstration today ! 


saved! 


“Live” Keyboard is 
combined with 8 other 
time-saving fectures 
found only on National: 
Automatic Clear Signal @ Sub- 
tractions in red @ Automatic 
Credit Balance @ Automatic 
space-up of tape when total 
prints @ Large Answer Dials 
@ Easy-touch Key Action ®@ 
Full-Visible Keyboord ®@ 
Rugged-Duty Construction. 


THE NATIONAL CASH REGISTER COMPANY, pvarron 9, onto 


May, 1953 


Contact Dayton Office, Adding 
Machine Division, immediately, for 
information about the complete line. 
Dealerships still available, 














which a man is happy and confident to place his busi- 
ness. There’s a good deal of business psychology in all 
this.” 
* a oa 

I have received a very good catalog indeed from the 
Addo Company, and which includes some excellent 
photographs of the Malmo, the city where Addo is 
made. (Readers will recall that I referred some little 
while ago to the development which has taken place 
whereby the Addo is being manufactured in Britain.) 

The Addo-X Book-keeping machine (Class 5000) is a 
high-standard machine for rational book-keeping in 
concerns of all kinds and sizes. It has a 10-keyboard 
with a 10-figure capacity in the keyboard and an 11- 
figure capacity in the counting apparatus. 


~ * a: 


Imperial Typewriters, Ltd., has now added the Im- 
perial “65” to its range of typewriters. This latest ma- 
chine has many new features which assist the typist 
to do her work more easily and with greater efficiency. 
The touch is lighter, quieter, faster. The keyboard has 
92 characters including many additional fractions and 
signs. It has “Quickset” margins, an Inbuilt keyset 
tabulator, and adjustable touch. 

The finish is in an attractive grey enamel, and last, 
but far from least, there is the exclusive feature of 
Imperials—complete interchangeability. The type-unit, 
carriage and platen roller can all be changed in a 
moment by the typist. 


* * * 


Imperial Typewriters, too, informs me that working 
in conjunction with the Organization and Methods 
Division of the Ministry of Agriculture and Fisheries, 
it has recently designed and introduced a set of new 
Braille scales which will enable blind operators to carry 
out duties more efficiently. 

This new attachment may be fitted with ease to any 
existing standard Imperial typewriter. The attachment 
consists of three parts: (1) A clutch drum scale used 
in conjunction with a pointer on the left-hand side of 
the bail bar. (2) A single dot locator fixed immediately 
over the writing point and a scale in front of the bail 
bar. (3) A page-end indicator consisting of a paper 
supporting arm marked in three positions. 

* * * 


The following have been elected to office in the Lon- 
don Branch of the T. T. F.: Chairman—H. C. Langrick, 
(Office Machinery Ltd.) ; Vice-chairman—L. P. Green- 
leaf, (S. R. Batson Ltd.); Hon. Secretary—H. W. J. 
Wise, (Service T/W Co. (London, Ltd.) 

The committee elected includes E. E. Green (Longs 
Ltd.), H. G. Hodsoll (Underwood Business Machines 
Ltd.) , E. R. de Solla (City and South London T/W Ex- 
change, P. Stanley (Philip Stanley and Co.), W. G. 
Hogg (Olympia T/Ws (G.B.) Ltd.), R. G. Insoll (R. In- 
soll and Co., Ltd.), and H. H. Durham (Standard T/W 
Co.) 

*~ * ~ 

J. Fuller Smith has been made managing director of 
W. Harold Spink, Ltd., Leeds, after serving as manager 
at the Bradford branch for 20 years and as a director 
since 1941. 

F. R. Harrison has been made sales manager of Un- 
derwood Business Machines, Ltd. 


* * * 


After an association of more than 20 years with 
Messrs. Lowthrop and Co., Ltd., of Hull, Robert Harri- 
son, formerly a director of that company, has resigned 
and started business on his own account under the 
title of Messrs. Harrison (Office Equipment) Ltd. Ber- 
nard Lowthrop’s son, Colin, has now joined the board 
of his father’s business. 


* ad * 


K. Stuart Keeping has rejoined Longs, Ltd., as gen- 
eral sales manager. After serving in the RAF he joined 
a manufacturer for a few years but has now returned 
to Longs with whom he was connected for 15 years. 
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New Showrooms ... The opening of new showrooms of 
Suner Jackson, Ltd., Manchester, England, coincided with the ar- 
rival in the city of the new Friden square root calculator. Above 
is shown a general view of the new showrooms. Below is a view 
of the Jackson firm display window in which the new Friden 
calculator was displayed.—SER 


Harold C. Gunn has been installed as president of 
N.A.D.OE. 


* * a 


It is with deep regret that I have to announce the 
death of Frank William Starbuck, who was known as 
“Star.” For many years he was associated with Low’s 
Typewriters and later with Horler Typewriter Co. 

In the 1914-18 war he was a lieutenant with George 
Johnson of Remington Rand and H. W. D. Buckeridge. 
He was also a Freeman of the City of London. 





Show Office Equipment at British Fair 

More than 50 British manufacturers will be showing 
latest developments in office equipment at the British 
Industries Fair between April 27 and May 8. 

The section, located at Olympia, London, will in- 
clude many different kinds of machines from adding 
to typing, as well as metal office furniture, safes, fil- 
ing cabinets, steel shelving, inter-communication and 
staff location equipment, and so on. 

Britain’s office equipment industry, a most pro- 
gressive group, plans two important shows this spring: 
the one at the British Industries Fair, and the Busi- 
ness Efficiency Exhibition, scheduled for June 16 to 
26. At shows like these, overseas buyers can inspect 
the latest British offerings and see why the United 
Kingdom business equipment industry has beaten its 
own export record in each successive year for the 
past seven years. 
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THAT MAKES 
IMPULSE STAPLER 
SALES FOR YOU 





T12-1155G. 4- 
Color, Self Storing 
Display Carton. 








Contents: 12 Tatum 
Buddy Staplers and 
12 boxes of 2500 
Golden Tone Staples. 
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Be sure to meet the New Champions at 
the Gunlocke Booth No. 155-156 
NOFA Convention, Cleveland Public 
Auditorium, April 26, 27, 28, 29. 
































Other Members of the Popular Champion Group 
2310 + 2311 * 628RUA + 682RSB 





modern all wood 
office chair 


AGAIN: GUNLOCKE LEADS THE WAY 
With the first truly modern family of all 





wood office chairs introduced into the indus- 
try ... an exciting new series that is tradi- 
tional only in its Gunlocke built quality and 


rugged construction. 


But modern in a 
practical, common 
sense way ... fresh 


in styling yet satisfying in comfort. 


It’s this modern family of three (1958, 
1959, 1959S) in Genuine Walnut that com- 
pletes the popular Gunlocke Champion 
group. Here’s a group which is uniform in 
style, yet varied in function . . . that will en- 
able your customers to plan a fully inte- 
grated office. 

These chairs are ready for immediate 


shipment. Order Now! 
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| W.H.GUNLOCKE CHAIR COMPANY 


WAYLAND, NEW YORK 























MEETINGS 








INDY SWIRY 


DINNERS 
CONVENTIONS . 


























Morris Piltzer Addresses OFA in California 
When you sell quality, you give your customer more 

for his dollar and you build a more enduring business. 
This, in essence, was the theme of a talk by Morris 

Piltzer, president of Piltzer Qualiton Products, Inc., 





Greetings .. . Morris Piltzer (left), president of Piltzer Qualiton 
Products, Inc., greets Floyd Fenn, owner of the California Desk 
Co., at the Southern California Office Furniture Assn. meeting. 


leather desk accessory manufacturer, before 40 mem- 
bers and guests of the Southern California Office Fur- 
niture Association at the monthly meeting March 2 
at the Rodger Young Auditorium, Los Angeles. 

Mr. Piltzer demonstrated the complete “700” line 
of leather desk accessories as an outstanding example 
of his company’s wide range of leather accessory prod- 
ucts. The type of equipment used, method of design 
and manufacture, and reasons why only top grain 
leather is employed in basic materials were some of 
the subjects covered by Mr. Piltzer 

Guest of Mr. Piltzer at the meeting was George 
Davidson, sales representative of the Eagle-Ottawa 
Leather Company, who described the many stages in- 





Furniture Group ... Shown at the March meeting of the 
Southern California Office Furniture Assn. in Los Angeles are (left 
to right) Dennis E. O’Hern, president; Charlene McCamant, secre- 
tary-treasurer; Sam Yocum, program chairman; Morris Piltzer, 
president of Piltzer Qualiton Products, Inc.; and Don B. Hopper, 
vice-president. 


volved in the processing of a raw cowhide into the 
top-grain leather found in the Piltzer Qualiton desk 
accessory line. 

This was the second of a series of manufacturer 
talks being given before the group to develop a better 
understanding of the products and problems of the 
manufacturer and promote astute purchasing and 
merchandising. 

Dennis E. O’Hern, president of the Southern Cali- 
fornia Office Furniture Association, presided. 
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New York OMDA Holds 
"Burroughs Night” 


The regular monthly meeting of the Office Machine 
Dealers Association of New York, Inc., was held on 
Tuesday evening, March 10, in the Panel Room of the 
Hotel New Yorker. President David C. Silvers, Amer- 
ican Business Machines, Inc., New York, N. Y., presided. 

Prior to the meeting a cocktail party was given, 
courtesy of A. Y. Wilson, Burroughs Adding Machine 
Company, New York branch manager. Members and 
guests then adjourned for dinner in the New Yorker 
Coffee Shop. 

President Silvers extended a hearty welcome to an 
attendance of more than 200. He then presented the 
guest speaker of the evening, Ray R. Eppert, executive 
vice-president of the Burroughs Adding Machine Com- 
pany. 

With dwindling profit margins, the key to survival 
for any American business lies in maximum produc- 
tivity in the office—as well as the factory—declared 
Mr. Eppert. He asserted: 

“Once upon a time this conclusion was felt primarily 
by big business concerns. In these days, however, the 
complexity and burden of paper work is not lessened 
by the fact that a business is of medium or small size. 
On the contrary, it is in small business that the rising 
cost of meeting office demands is most sorely felt.” 


Must Sell Products 


“We can’t rely on the comforting philosophy about 
the ‘better mouse trap’—and remain competitive. A 
high-grade useful product is no longer a guarantee of 
success. Today these products must be sold—and to 
do that a high level of creative, aggressive imaginative 
and patient salesmanship must be brought into full 
play.” 

Mr. Eppert urged the dealers to “take a cue from the 
factory” because the “office job is no more or less than 
a production job.” 

“Urge your customers to cast a cold and calculating 
eye around their present office setup,” he said. “Office 
tools, indispensable as they are for the best. produc- 
tivity, are not alone the answer to office problems. 

“The value of an office machine depends on how 
they are used. They must be made a sensible part of 
total office operation. Remember,” he warned, “office 
machines are accepted, but the idea behind them is 
not fully understood by most people.” 

Finally, Mr. Eppert urged the dealers to “educate 
office equipment buyers about the kind of office con- 
ditions that will enable them to get the best possible 
benefit from the office machines being sold today.” 

Intense interest was shown in Mr. Eppert’s talk and 
many questions from the floor were satisfactorily an- 
swered. 

At the conclusion of his talk, Robert Sanders, man- 
ager of dealer sales division of the Burroughs Adding 
Machine Company, discoursed at some length on the 
new Burroughs 10-key adding machine which is soon 
to be released tc dealers. 








St. Patrick’s Party Held in Newark 

The Stationers Association of Northern New Jersey 
held its annual dinner and St. Patrick’s party March 
17, at the Robert Treat Hotel, Newark. Featured at the 
holiday gathering were steaks, prizes and first-class 
entertainment. 
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CARBON PAPER WITH THE QUALITY 





TO MAKE NEW CUSTOMERS FOR YOU! 
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M&M typewriter ribbons are designed 
to give unsurpassed service, even under hard, 
constant usage. Stock and display these 
fast selling ribbons— your satisfied 
customers will keep coming back for more. 


GREAT NAMES FOR SPARKLING PERFORMANCE 
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M&M carbon paper—conceived and created for the care- 
ful customer— makes hard to please buyers your customers 
for life! Its popularity, plus M&V’s sales promotion and 
selling ideas, mean greater store traffic . . . more repeat 
sales and more profits for you! Take advantage of all the 
extra features and selling assistance the M&V line offers 
you. Write today for complete information. 


m7 A MITTAG & VOLGER, INC. 


PARK RIDGE, NEW JERSEY 


S i Fine Carbon Papers and Inked Ribbons 


NEW YORK 7, N. Y. BOSTON 10, MASS. CHICAGO 6, ILL. 
261 Broadway 75 High Street 558 W. Washington St. 
KANSAS CITY 6, MO, SAN FRANCISCO 5, CALIF. LOS ANGELES 13, CALIF, 
1013 Grand Ave, 591 Mission Street 406 So. Main St, 
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Hunting-Roberts Holds Mosler Safe Meeting 


Pictured are 40 salesmen representing 17 dealers in 
the southern California, Arizona and Nevada areas, 
who attended a sales meeting on Mosler products at 
the Hunting Roberts Company in Los Angeles, Feb- 
ruary 21. 

This meeting was held for the purpose of giving 
added emphasis to the February national advertising 
campaign of the Mosler Safe Company on “B” and “C” 
label safes. 

Dealer participation was stressed in discussions and 
talks given for the group. Dick Nelson and John 
Chamblin of the Nelson Thomas Company, San Diego, 
gave two skits on the sale of protective equipment. 

Jack Crawford of the Southern California Safe Com- 
pany, Los Angeles, talked about burglar resistive chests, 
and Vince Clerou of Vincent’s, Bakersfield, gave a 
very interesting demonstration on opening and repair- 
ing various types of safe combinations. The rest of 
the meeting was handled by Hunting Roberts personnel 
including Jim Raub, Russ Bassett, and Ed Hergen- 
rather. 

Coffee and doughnuts were served in the morning 
and a buffet style lunch at noon. 

This was one of a series of dealer educational meet- 
ings put on by the Hunting-Roberts Company every 
year to bring to the attention of their dealers’ sales- 
men new items and promotional programs sponsored 
by the manfacturers they represent. 





First Row—A. C. Kelly, Kelly Supply Co., Yuma, Ariz.; 
Richard A. Nelson, Nelson-Thomas, San Diego, Calif.; John 
Chamblin, Nelson-Thomas & Co., San Diego, Calif.; Denny 
O’Hern, Hollywood Office Furn., Hollywood, Calif.; Tom 
Fortune, Don Fortune Office Equip., Fresno, Calif.; J. Ed 
Daniels, Don Fortune Office Equip., Fresno, Calif.; and King 
Taylor, Nern Office Furn., Glendale, Calif 

Second Row—Stew Trumble, Stockwell & Binney, Indio 
Calif.; Pete Pavlian, Stockwell & Binney, San Bernardino 
Calif.; Jack Robinson, Tiernan’s, Santa Ana, Calif.; Noel 
Palm, Tiernan’s, Santa Ana, Calif.: R. T. Patton, Ind. Staty 
& Prtg. Co., Huntington Park, Calif.: W. R. DeGeere, Stock- 
well & Binney, Riverside, Calif.; Quinten R. Rose, Stockwell 


& Binney, Riverside, Calif. 

Third Row—Julius Eickhorn, Floyd’s, San Pedro, Calif 
Bud Pinckert, Los Angeles: Ralph Hughes, Stockwell & 
Binney, San Bernardino, Calif.; Ray Munson, Stockwell & 
Binney, Riverside, Calif.; Monty Livermore, American Type 
Co., Santa Monica, Calif.; and Walter D. Johnson, Sarret’s, 
Las Vegas, Nevada. 

Fourth Row—Robert L. Campbell, Ind. Stat. & Prtne., 
Long Beach, Calif.; L. L. Kirby, Stockwell & Binney, San 
Bernardino, Calif.; James B. Colley, Stockwell & Binney, 
San Bernardino, Calif.; Don A. Perry, Ind. Stat. & Ptg., 
Long Beach, Calif.; Frank W. D’Alessandro, Ind. Stat. & 
Prtng., Huntington Park, Calif.; Wynn A. Roberts, County 
Stat., Ventura, Calif.; and Ralph L. Richards, Ralph Rich- 
ards, Long Beach, Calif. 

Fifth Row—Allen Hunsaker, Allen Office Equip., Burbank, 
Calif.; Joe Seifried, Allen Office Equip. Burbank, Calif. 
David J. Joyce, Nern Office Furn., Glendale, Calif.: Richard 
Hunt, Stockwell & Binney, Pomona, Calif.; Bus Goforth 
Stockwell & Binney, San Bernardino, Calif.: Dick Freeman, 
Stockwell & Binney, Pomona, Calif.; and J: E. Swan, Ind 
Stat. & Ptg., Huntington Park, Calif.; Ross DeVinney, 
Vroman’s, Pasadena. . 

Sixth Row—Jack Crawford, Sou. Cal. Safe Co., Los An- 
geles, Calif.; Dick Zur, Hollywood Office Furn., Hollywood, 
Calif.; H. Ferguson, Hollywood Office Furn., Hollywood, 
on 1 and R. A. Bassett, Hollywood Office Furn., Hollywood, 

alif. 

Present but not shown are Herman Claussen, Los Angeles 
Calif., and Vince Clerou, Vincent's, Bakersfield, Calif. 

Standing in rear are Hunting-Roberts Co. personnel—Jim 
Raub, Ed Hergenrather, Jose PoehIman, Corky Korkowski 
E. H. Hunting and Russ Bassett , F 
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Mosler Session .. . The group attend- 
ing sales meeting at the Hunting-Roberts 
Co., Los Angeles, Calif. 


Dayton Host to NOFA Tri-State Chapter 
The newly-organized chapter of NOFA, the Tri-State 
Chapter, with headquarters in Cincinnati, was a guest 
of the Dayton members at the Van Cleve Hotel, Dayton, 
April 6. 
This was the regular monthly meeting of the chap- 
ter and as the newly-elected officers decided, many 


. « Director, Archie Sherer, 
president of Archie Sherer’s Co.; president, Nathan Loth, president 
of C. Loth Co.; director, E. V. Flaherty, sales manager of Herring- 
Hall-Marvin Safe Co., and secretary-treasurer, John Howison, 
vice-president of Kelsall-Voorheis, Inc. 


Tri-State Chapter Officers . 


of the regular meetings will be held in the principal 
cities covered by this chapter. Two major lines of the 
office furniture industry were discussed and will prove 
very interesting for sales work. 

Nathan Loth, president of the Tri-State chapter, 
and John Howison, secretary, traveled to Dayton for 
the meeting. 





Mohawk Valley Stationers Hear Gunlocke 


The Mohawk Valley Stationers Club held a sales 
rally at Trinkaus Manor in Whitesboro, N. Y., on March 
9 at which Howard W. Gunlocke, W. H. Gunlocke Chair 
Company, was the guest speaker of the evening. The 
“Rally” served the dual purpose of bringing the whole 
organization of the dealers together and giving them 
a true picture of the size and importance of the in- 
dustry in which they labor. 

“Bud” Preston, Utica Office Supply Company, Utica, 
N. Y., welcomed the group of 60 on behalf of the or- 
ganization. March being in one of its wintry moods, 
with the snow making driving hazardous, he voiced 
sincere appreciation for the good attendance. 

Governor Vernon R. Evans, Vernon R. Evans Com- 
pany, Utica, N. Y., and George C. Wheeler, OFrFricr 
APPLIANCES, acknowledged introductions by the chair- 
man. Stan Cooper, W. H. Gunlocke Chair Company, 
introduced the speaker. 

Mr. Gunlocke proceeded to give his listeners an ex- 
ceedingly enlightened presentation of the scope and 
importance of the office equipment and stationery 
business. He traced the early beginnings of the indus- 
try to show its continued and healthy growth. 

Calling attention to the comparatively short life 
of the average firms, Mr. Gunlocke said all had reason 
to be proud of the concerns in our business. “For a 












OFFICE APPLIANCES, May, 1953 





















oP ade Te 're OO tw DD 


'™“< bee f 


~ 

















Incom pat ibly better value than any 
other office chair makes the Cosco 
line 


FOR FASTER TURNOVER OF 
OFFICE FURNITURE 


—More Store Traffic—Increased Sale 
of ALL Office Equipment 


FEATURE 
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MODEL 20-LA 
SIDE CHAIR 


I* | 


FULL PROFIT MARK-UP \ 


All Cosco chairs are designed 
by Seating Engineers .. . to 
reduce fatigue — increase 

efficiency. 


LUA OFFICE ' 
CHAIRS! = 











a fast- selling, confidence-build- 




























ing, customer-winning sales leader [J 
... for volume sales with full profit d 
mark-up. Ask any Cosco dealer! ; See COSCO at the 
Many deslors Sige mee: 000? NOFA CONVENTION EXHIBIT 
chairs for competitive advantage... | 4 : 
to attract new customers .. . to win ie Cleveland Public Auditorium 
appreciation and repeat sales APRIL 26-29 + SPACE 174-175-176 
Thus...building store traffic that 
increases sales of ALL office equip- i" s 
ment. 
See that you are fully stocked to cash in on Cosco’s ee ae we anes ee os ten 
big national advertising and merchandising campaign. “Eabrilite” upholstery. Bonderized, baked-on enamel finishes in 3 colors. 


*$28.50 in Florida, Texas and 11 Western States (Zone 2) 


HAMILTON MANUFACTURING CORPORATION 
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business to survive it takes hard work of all the people 
in it,” he declared. The figures he quoted gave the 
group a real appreciation of the importance of their 
own activities. Mr. Gunlocke handled his subject with 
dexterity and received the well-merited applause of his 
listeners. 

An elaborate and sumptuous buffet supper topped 
the evening off to a perfection 





Wayne County NOFA Installs President 

The newly-formed Wayne County chapter of NOFA, 
Detroit, Mich., installed Arthur C. Repke of A. C. Repke 
& Company as president at the March dinner meeting. 
Harry Hoffher, Kendrick Furniture Company, Chicago, 


Arthur C. Repke 


immediate past president of NOFA, flew from Chicago 
to attend the meeting. Also attending the installation 
were 26 office and furniture dealers from Detroit and 
the Michigan area. 





Honor Five for Long Service with Clark & Gibby 


Rudolph Halley, president of the New York City 
Council, recently presented awards to five members 
of the Twenty-Five Year Club at the showrooms of 
Clark & Gibby, Inc., dealers in office furniture. The 
occasion marks the 45th anniversary of the firm, as 
well as the complete redecorating of the showrooms. 

Those who received awards and their length of serv- 
ice with the firm are as follows: Bruno Dornblut, 43 
years; Wright B. Haff, 42 years; Raymond S. Cassidy, 
35 years; Charles H. Clark, 33 years; and Frederick 
G. Strobel, 33 years. 

Following the presentation of awards, guests, who 
were chiefly office furniture manufacturers, heard a 
talk by Kenneth H. Ripnen, R. A., president of the 
Kenneth H. Ripnen Co., Inc., office building architects. 
He discussed collaboration between the outlook for the 
architect and office furniture dealer. 





Chicago NOFA Chapter Holds Dinner Dance 


The annual dinner dance of the Office Furniture 
Association of Chicago, a NOFA Chapter, was held on 
Saturday night, March 7, in the Furniture Club of the 
Chicago Furniture Mart. 

This event proved as successful as those in the past 
and attracted an attendance of 145 for an enjoyable 
evening of dining, entertainment and dancing. 

The committee comprised of Marty Hiler, Andy An- 
derson and Bill Wolfe presented an excellent program. 

Featured entertainers were Nancy Evans, singing 
star, and Bill Martin, versatile master of ceremonies 
and a magician in his own right. Dance music was 
provided by Eddie Jacoby’s orchestra. 





Attend G-F School ... Scalesmen 
here pictured attended a sales school held 
by The General Fireproofing Co. at 
Youngstown, Ohio. 


Philadelphia NOFA Sponsors Conference 


The Philadelphia Chapter of NOFA sponsored the 
Eastern Pennsylvania Area Conference at the Bruns- 
wick Hotel, Lancaster, Pa., on March 9. Visitors num- 
bered 23, with 14 member firms represented and 37 
present. 

David B. Einstein, president, introduced Anne Saum 
of Anne Saum Associates, New York, personnel con- 
sultants, who spoke on how office decorating services 
can be applied by the office furniture dealer. 

Larry Caldwell, NOFA president, told about varied 
activities of dealers across the country and touched on 
the most common problems. He asserted that the 
industry needs institutional advertising to educate 
executives throughout business so that dealers’ services 
will be accepted as professional, that manufacturers 
should be more selective in their dealer appointments 
and franchises, that price cutting should be discour- 
aged and that the manufacturers should offer im- 
proved selling aids. 

He also stressed that dealers should have full-fledged 
salesman training programs, and they should strongly 
police the freight rates charged at their local level. 

Mr. Caldwell indicated that fabric for upholstering 
is a new trend and that dealers feel there should be 
local group co-operative advertising by manufacturers 
and authorized dealers on brand name equipment. 

John Gray, executive director of NOFA, explained 
advantages to dealers and manufacturers, and other 
points of interest. Floor discussion of trade informa- 
tion and the introduction of the president of the Phil- 
adelphia Stationers Association, Charles Newcomber, 
closed the meeting. 





NACA Plans Business Show in Syracuse 


The Central New York Business Show, sponsored by 
the Syracuse Chapter of the National Association of 
Cost Accountants, will be held May 14 and 15, at the 
Onondaga County War Memorial Auditorium, Syracuse, 
N. Y. The Syracuse Chapter of the NACA of over 300 
members, along with other chapters from the central 
New York Area, plans to include more than 100 booths 
in the exhibition. 

B. A. Ackley, Syracuse, is chairman of the show and 
co-chairman is R. E. Kempter, also of Syracuse. 





Branch Salesmen Attend G-F Sales School 


Representing the General Fireproofing Company’s 
14 branches, 25 salesmen recently attended a week- 
long sales school at Youngstown, Ohio. Held under 
the supervision of G-F’s advertising and sales education 
department, the school was to acquaint the salesmen 
with the latest developments in the office equipment 
field, and to further their knowledge of company sales 
policies and products. 

Each of the major product lines was covered, with 
time alloted for discussion. Metal furniture as a good 
investment was stressed as a sales importance. A su- 
pervised trip through G-F’s modern plant was an im- 
portant part of the program, as were several motion 
pictures shown, two produced by the firm. In addition, 
discussions and lectures on various products as well as 
basic salesmanship, office decorating and the adver- 
tising program were presented. 
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GOOD metal business 
furniture is @ 
GOOD investment 
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OFFICE APPLIANCES, 


F YOU ARE an average business- 

man, you probably spend as much 
or more of your working hours in 
your office as in your home. Many 
such men live in beautiful homes, 
drive fine cars, and yet earn their 
living in dingy, drab offices. 


For less than the price of a good 
automobile, you can have a beauti- 
fully furnished and decorated office 
that will be a pleasure to work in and 
a source of pride to you for years 
to come, 


Such an office not only creates at- 
tractive working surroundings, but 
it favorably impresses clients and 
customers. They often judge a busi- 
ness solely on the impression they 
get from its offices. 


This is customer prestige, an intan- 


is your office as pleasant as your home? 


gible, but an important factor in the 
success of any business. 


Goodform aluminum chairs, individ- 
ually adjusted, Super-Filer, the mech- 
anized file, and Mode-Maker desks 
frequently pay for themselves in 
added customer and public prestige 
alone. Beyond that they pay further 
dividends to the user in better morale 
and greater efficiency resulting from 
pleasant working surroundings, and 
the use of good office tools. 


You can hardly hope to do today’s 
; ‘ y I y 
job with yesterday’s tools if you ex- 
pect to be in business tomorrow. 


Call your local GF distributor or 
write The General Fireproofing Com- 
pany, Dept. X-17, Youngstown 1, 
Ohio,and find out how GF metal 
business furniture will prove to be 
a good investment for you. 
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Foremost in Metal Business Furniture 


MODE-MAKER DESKS + GOODFORM ALUMINUM CHAIRS + METAL FILING EQUIPMENT + GF STEEL SHELVING 
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Now that ALL-SULPHITE PAPERS are 
plentifully available Rockwell-Barnes Ruled Pads are 
AGAIN furnished in the same high ‘quality that estab- 
lished the line with dealers everywhere. The same high 
degree of workmanship is maintained throughout in the 
processing of Rockwell-Barnes ruled pads—with the re- 
sult that improved quality and color of paper plus super- 
vised workmanship, offer absolute TOPS in value. 


Ruled Legal Pads 
Ruled Memorandum Pads 
Quad-Ruled Pads 
Plain Scratch Pads 


WHATEVER PADS YOU NEED 


concentrate your ordering on Rockwell- 
Barnes Products—preferred by discrimi- 
nating dealers. 


CKWELL-BARNES COMPANY 
East Wacker Drive Chicago 1, Ill. 


Write today for complete samples of the ruled pads YOU require—see for yourself the superiority of Rockwell-Barnes Products. 


68 


OFFICE APPLIANCES, May, 


1953 





POINT NEVER DUNKED— 
NEVER NEEDS WIPING 


a s KA 


MAKING “CASE HISTORY” PROFITS 
Overnight, Sheaffer's new Snorkel Pen has become big news 
in quality pen sales. Market after market reported sellouts, 
Gnd the demand is increasing! Cash in yourself. Feature 
this new dunk-proof pen and enjoy large-unit profits. 


Show it and watch it demonstrate itself. as 
le 


Sheaffer's 


SHEAFFER'S 1 Ete 312.50 op 


WHITE DOT /©\ OF DISTINCTION 
W. A. Sheaffer Pen Company, Fort Madison, lowa, U.S.A. J 
In Canada: Malton, Ontario ° In Australia: Melbourne 
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Transcription Supervisors Hold 
Business Show in New York 


More than 150 members and guests showed keen 
interest in a variety of office machines, equipment and 
supplies displayed and demonstrated by prominent 
manufacturers at the 6th Little Business Show staged 
by the Transcription Supervisors Association of New 
York, March 9, at Oscar’s Oldelmonico Restaurant, 
New York, N. Y. 

The entire second floor was devoted to this year’s 
show, at which 17 exhibiting manufacturers featured 
their newest office equipment, accessories and supplies. 

This year’s show was the 6th of its kind held by 
the Transcription Supervisors Association, an organ- 





Transcription Supervisors Meet in N. Y.... 


1. Mae C. Tarbush, Fireman's Fund Indemnity Co.; Mary Berendes, 
Consolidated Edison Co.; Beatrice Barrett, National Industrial Con- 
ference Board; Veronica Thomas, Davis Polk Wardwell, Sunderland 
& Kiendel; Marjorie Taylor, Remington Rand Inc 


- Eunice S. Fallon, Royal Typewriter Co., Inc.; Carina L. Myers, 

American Steel & Wire division of U.S. Steel Corp. 

Sybil Neale, The Home Insurance Co.; Rose Brown, U.S. Life In- 

surance Co.; Grace Allerton, American Telephone & Telegraph Co. 

. Majorie Taylor, Remington Rand, Inc.; Ruth Deeker, Manufacturers 

Trust Co.; Mae C. Tarbush, Fireman’s Fund Indemnity Co. 

. Mae C. Tarbush, Fireman’s Fund Indemnity Co.; Anne Matthews, 
J. P. Morgan & Co., Inc.; Loretta Spacek, Bell Telephone Labora- 

tories, Inc.; Marie E. Jordan, The Flinkote Co.; Anna Rathjen, Cor- 

nell & Underhill, Inc. 


ao - oO N 


ization of business women office executives associated 
to promote practical and economical operation of cen- 
tral transcribing departments through the study of 
common problems and pooling of information, ideas 
and experiences. 

From a small beginning some 22 years ago, the 
association has grown steadily and now has an active 
membership of 170, representing a wide variety of 
fields. An opportunity is afforded its members to meet 
regularly with each other to discuss mutual problems, 
new developments in office equipment and systems, 
centralized departmental layout and work routine, and 
frequently to hear prominent speakers on pertinent 
subjects. 

At 7:00 p.m. dinner was served in the main dining 
room after which the chairman of the show committee, 
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Mae C. Tarbush, Fireman’s Fund Indemnity Company, 
extended a cordial welcome and introduced the presi- 
dent, Rose C. Brown, of the U. S. Life Insurance Com- 
pany. J. D. O’Donnell, Pres-to-line Sales of Manhattan, 
then announced that Teresa Conroy of Charles Pfizer 
& Company, Brooklyn, N. Y., had won first prize in a 
contest held by his company. 

Miss Conroy’s letter was selected from 10,000 letters 
received on the subject of “Why I Like Pres-to-line.” 
The award, a one-week, all expenses-paid trip to the 
Carribbean, was presented by Milton T. Becker, presi- 
dent of the Cl.arles Pfizer Company. Those present 
then assembled in the exhibition hall on the second 
floor to view and discuss the products on display. 

Credit for another successful Little Business Show 
staged by the TSA goes to Chairman Mae C. Tarbush 
and the business show committee who were: president 
and presiding officer, Miss Rose Brown, U. S. Life In- 
surance Company, New York City and the hostesses: 
Beatrice Barrett, National Industrial Conference Board, 
New York City; Helen Herslow, National Electrical 
Manufacturers Association, New York City; Mary 
Berendes, Consolidated Edison Company of N. Y., Inc.; 
Grace Allerton, American Telephone and Telegraph 
Company; Veronica Thomas, Davis Polk Wardwell, 
Sunderland & Kiendl, New York City; Marjorie Taylor, 
Remington Rand Inc. Prizes were under the direction 
of Carina Meyers, U. S. Steel & Wire Division, U. 5S. 
Steel Company. The treasurer was Anne Matthews, 
J. P. Morgan & Company, and the assistant treasurer 
was Lorretta Spacek, Bell Telephone Laboratories, Inc. 


Exhibitors at the show were: 


H. C. Anderson Mimeograph Corp.—Displayed Thomas mechanical col- 

stor Staplex electric stapler, folding and binding machines, mimeo du 
ators, supplies, and new A. B. Dick Spirit Duplicators. 

Art Metal Construction Company—Showed Correct Seating aluminum of- 


fice chairs, together with a display of parts used in construction. — 
Buckeye Ribbon and Carbon Company—Displayed line of plastic back 


arbon papers and quality ribbons for record and lithograph use 

Collister Corp.—Exhibited SoundScriber machines, featuring the Tycoon 
Jictating unit and the Lady Tycoon for the transcriber, as well as the com- 
bination for the smal! office. Also shown was the Roneo duplicating ma- 
hine and Rite-Line copy-holder. 

Dictaphone Corp.—Shown was the Time-Master dictating equipment, fea- 
turing dictation and transcription on the Memobelt 

Thomas A. Edison, Inc.—Exhibited here were Edison Televoice remote 

ntrol systems, disc models and electric cylinder models of dictating 


equipment including the new V P Voice writer Televoice. 
Gray Manufacturing Company, Inc.—Featured were the Audograph elec- 
nic soundwriter, the combination dictating and transcribing machine, plus 
ndividual machines according to needs. 
Gregg Publishing Company, division of McGraw Hill Publishing Company 


Showed a line of manuals, steno books, magazines and published books. 
George S. Heineman—Showed and demonstrated the new Glu-Pen. 
Menko Supply Company—Displayed a line of Kleen-Al!l cleansing cream, 
Dandy double action hand cream, duplicating fluid, and blanket and’ roller 
eaner for offset. 

International Business Machine Corp.—Featured IBM Executive Electroma 
tic typewriter and IBM standard electric typewriters. 

Kee Lox Manufacturing Company—Displayed were various kinds of carbon 
paper for every need, including Kee Lectric as well as a full line of 
ribbons. 

Pres-to-Line Sales of Manhatten—Showed and demonstrated the Pres-to- 
Line copy holder. 

Queen Ribbon and Carbon Company, Inc.—Featured the Ormig spirit 
juplicating systems in addition to line of carbon papers and inked ribbons. 

Remington Rand Inc.—Electri-conomy typewriters, carbon paper, inked 


ribbons, duplicating supplies, Line-a-Time copyholders and Portagraph 
photocopy machines were shown. 


Royal Typewriter Company, Inc.—Demonstrated electric and manual type 
writers for all needs. 
Underwood Corporation—Demonstrated the ease of operation of manual 


und electric typewriters 





Elect Allen President of Texas OMDA 


Maurice R. Allen, Central Typewriter Company, San 
Antonio, Tex., was recently elected president of the 
Texas Office Machine Dealers Association at the con- 
clusion of a two-day meeting at the Hotel Winston in 
San Antonio. Other officers named were Leonard 
Strealy of Fort Worth, vice-president, and Henry Suss- 
man of Victoria, secretary-treasurer. 

Directors named include Tom Anderson of San An- 
gelo, D. L. Keeney of Dallas, L. A. Vahue of Amarillo, 
Gene Malley of Houston and R. E. Kuyendall of Abeline. 

Harold Mann, general manager of the National Of- 
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There’s no end of real prospects for the 
famous Copy-rite duplicator! Its immediate 
acceptance is easily understandable. A 
demonstration sells the most skeptical cus- 
tomer. Once the Copy-rite is seen in action, 
anyone, everyone, is enthused about its 
simple operation, its beautiful work. And 
the Copy-rite is built to last... presenting 
no service problems to dealers. 


Your choice as a dealer, then, should be 
the popular Copy-rite that’s so much easier 


WOLBER DUPLIC 


Cis Gel a alelale mm) 
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to sell . . . giving you faster, bigger profits. 
And you can count on customer satisfac- 
tion! Forget about costly, time-consuming 
service problems when your customers 
select a Copy-rite Duplicator. Rather plan 
on these wise customers coming back to 
supplement your profits with a continuing 
purchase of “Rite-Copy” supplies . . . always 
in demand because these quality supplies 
insure the finest duplicating work. Write 
today for complete details. 


Ub \ Gees 





71 








fice Machine Association, spoke on Monday morning 
and a business session was held in the afternoon. More 
than 120 office machine dealers from all parts of the 
state attended the meeting. 

Mr. Allen was also elected president of the newly- 
organized San Antonio Office Machine Dealers Asso- 
ciation. Other officers include Ralph Stone, of the 
Stone Typewriter Company, vice-president, and A. 
C. Hill, of Hill and Burke, secretary-treasurer. The 
directors are Carl Voss, Typewriter Sales and Service 
Company; W. P. Southern, Southern Sales and Service 
Company; Milton Tewksbury, Post-Haller Company, 
and W. E. Dean, New Braunfels, Tex.—_JHR 





President Clary Addresses Producers Club 


Announcements of dates for engineering, tooling and 
assembly operations on new business machine models 
to be brought out this year were made by Hugh L. 
Clary, president of the Clary Multiplier Corporation, 
speaking at the third annual Clary Producers Club 
convention in Los Angeles in March. 

Mr. Clary outlined the production schedule for two 
new adding-subtracting machines and cash registers 


Honor Clary Multiplier Top Producers... 


1. The kickoff... W. L. Long, (left) Oakland, and M. A. Cunningham, 
Houston, are welcomed by President Hugh L. Clary to the Clary 
Multiplier Corp.’s home office in San Gabriel, Calif. These top 
producers in the nation during 1952 in their respective fields, led 
the group of 25 Clary representatives who were flown in from 13 
principal U.S. cities. 

. After the hoax... Singer Bette Black, “ribber’ Vince Barnett and 
John DuBois (right), assistant advertising director of Clary, pause 
outside the American Room of the Brown Derby Restaurant in 
Hollywood. A few moments earlier Barnett had been forcibly 
ejected from a Clary party. He had convincingly acted the part 
of a belligerent Derby waiter. 

. A hilarious moment. . . was provided by President Clary (stand- 
ing. center) at the Los Angeles banquet, highlight of the Clary 
Producers Club conference. At the speakers’ table (left to right) 
are M. Eberle, advertising director; winning serviceman M. A. 
ea Houston; President Clary; winning salesman W. L. 
Long, klend, and J. A. Hamilton, promotions and procedures 
administrator. 
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due during 1953. The expected models are in addition 
to the new hand-operated adding-subtracting machine 
which went into distribution March 1. Addressing the 
firm’s leading salesmen and servicemen he also proph- 
esied for 1953 “a realization of the results of last year’s 
forward movement.” 

Top representatives were named members of the 
Producers Club, were awarded gifts, taken on tours of 
movie and television studios and entertained for three 
days at Borrego Springs, Calif. 





Credit Managers to Hold Conference 


Credit managers associated with manufacturers sell- 
ing stationery, office supplies, office furniture, type- 
writers, accounting machines and other allied lines 
will meet at the Benjamin Franklin Hotel in Philadel- 
phia on May 13, 14 and 15. 

Byron E. Van Dyke, credit manager of The Ester- 
brook Pen Company, the national chairman, an- 
nounces that an excellent program has been completed. 

Following an address of welcome by Sydney E. Long- 
maid, president of Esterbrook, the following speakers 
will participate: 

C. Edward B. Moran, National Association of Credit 
Men, “The Credit Side of Sales.” 

Earle A. Buckley, Buckley Institute, “How to Get 
Better Results from Letter.” 

R. W. Williams, Girard Trust Corn Exchange Bank, 
“The Banker and the Credit Man.” 

Credit panel including Louis Koch, W. A. Shaeffer 
Pen Company; Glenn Jolly, Gibson Art Co., J. C. 
Francke, Scripto, Inc., and A. C. White, Eaton Paper 
Corp. 

Dr. Ralph De Armond Cies, NSOEA, “What’s Going 
On, On Main Street, U.S.A.” - 

J. Howard Blake, commercial specialist, “What’s 
Ahead for Business During the Year 1953?.” 

Sales managers’ panel including J. P. Grady, Chase 
Bag Co.; H. T. Sorenson, Spaulding Fiber Co.; Albert 
Bertalott, Baltimore Sales Bock; R. W. Goodby, San- 
son & Rowland Co., and Robert Caldwell, Jr., Charles 
S. Rockey & Co. 

H. A. Lombard, Burroughs Adding Machine Co., 
“Credit and Treasurer’s Job.” 

Abraham L. Popper, Popper & Popper, “The Credit 
Man and the Law Merchant.” 

Hotel reservations may be made through F. G. Eckert, 
credit manager of F. Weber Co., 1220 Buttonwood St., 
Philadelphia, Pa., or direct with the Benjamin Frank- 
lin Hotel. 





Await Lake Placid Regional 


The natural beauty and the recreation possibilities 
of Lake Placid, N. Y., await visitors at the Region 
No. 2 NSOEA convention June 18 and 19. Lavish facili- 
ties of the Hotel Marcy will be available for making 
this a memorable occasion. 

Those arriving on Wednesday night, June 17, will 
have an apportunity to dine, renew friendships and 
participate in an outdoor hot dog roast in the Terrace 
Garden. 

Thursday’s program will find the business session 
opening at 9:30 a.m. with the speakers being Adrian 
Pembroke, L. R. Addington, Paul Burbank and Phil 
Yawman. A speaker from Dun & Bradstreet will be 
heard at the noon luncheon. 

The afternoon will be left open for recreation and 
special events are on the evening program. 

:On Friday the business session will be resumed, 
the speakers to be Elmer Rahe, Robert Spelman, Ralph 
Maish, John B. Dwyer, L..A. Bush, Vernon R. Evans 
and Willard Sauter. A number of addresses are sched- 
uled besides those by members of the NSOEA troupe. 
A luncheon will follow the election of the new gov- 
ernor. In the afternoon the Empire State Travelers 
Club will hold a golf tournament. This same organ- 
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—and the Most Desirable Dealer Franchise 


THE EXCLUSIVE SHAW-WALKER DEALER 
offers his customers 4,000 items matched in 
appearance and matched for results. All bear the 
symbol of quality — “Built Like a Skyscraper” — 
the best-known trade-mark in the office equip- 
ment industry. 


The exclusive Shaw-Walker Dealer leads the 
field with products not available elsewhere, exclu- 
sive items that buyers want. 


a 


You can fill all demands for time-saving, space- 
saving and fire-insulated products when you have 
the enormous Shaw-Walker franchise. It’s the 
trade’s most valuable! Ask about it. 


“Built Like a 
Skyscraper” 


GHAW-WALKER 


MUSKEGON, MICH. 








Home Office .. . 





——————S 




















EXCLUSIVE MAKERS OF OFFICE FURNITURE AND FILING EQUIPMENT 


In THE WORLD 
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Mr. Dealer: WZ 
(his means OF Vou 


FLAGSHIP carbon paper has one feature of the greatest im- 
portance that makes it different from and superior to all other 
types —its revolutionary new metallic back. 


This development has vast significance for the user . . . and 
equally great meaning for the dealer. Because of its exclusive, 
patented construction and pigmentized ink formula, FLAG- 
SHIP has greater versatility than the kind you may have 
“always bought.” 


In the past, each new carbon paper development has 
added numbers to already bulging retail stocks. Here at last 
is a development which allows you to cut inventory. No more 
overstocking of weights and writes— FLAGSHIP meets the 


* Flagship is curl-proof, : 
needs of more people with fewer numbers. 


no? just curl-resistant 
Thibihie’s metallic bock Gone with the overstocks are the “mysteries” of carbon 

means extra wear, easier paper merchandising. Here at last is a line that non-technical 
~ handling © minded people—on either side of the counter—can understand. 
= ie talks shore, Selling the Flagship line is easy —even for new personnel! 


— | And Flagship’s distinctive metallic back means more cus- 

* Flagship allows smudge- tomer satisfaction and ever-increasing repeat business. For 

less erasures everyone recognizes Flagship’s superior writing, handling and 
lasting qualities—and remembers its silvery gleam! 


Have we got something? You bet —and there’s still more 
to the story. We'll be glad to tell it all to you. Make it a point 
to write today! 


CARBON AND RIBBON MANUFACTURING CORPORATION 
General Offices and Factory: 165 Duane Street, New York 13 
Western Office & Warehouse: 3404 $. Main, Los Angeles 7 
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Satistaction 
Guaranteed 


That is what the > Trademark means 


to every dealer and every user .... 











Every merchant knows the merchandise he sells must give 
complete satisfaction to the buyer, for the buyer may’ forget 
y the price, but satisfaction—never. GUSSCO dealers are al- 
ways certain that GUSSCO “filing and finding” supplies and 
equipment will give their customers 100% satisfaction right 
down the line. This breeds the confidence which every dealer 
strives to build among his customers. 


The GUSSCO complete line of filing supplies is made right 
‘ and priced right. Never will you encounter factory competi- 
. tion for we sell through dealers only. And when you have 
a “special,” try our fast, efficient service. 





To be sure every sale guarantees satisfaction, sell GUSSCO. 
Pat. Pend. 


> ous manual labor to a minimum. 
beaahe ® Always in an upright position, 
Guide-O-Folders glide along on 


the metal frames with finger tip 
ease. Because the metal tabs are 





THE HANGING FOLDER WITH 
ADJUSTABLE METAL TAB 


Everywhere records are kept, 
Guide-O-Folders increase the 
speed, accuracy and facility of 
“Filing and Finding.” Because 
they hang they reduce the tedi- 


adjustable to every standard 
filing position, Guide-O-Folders 
fit right into every filing system. 
They can be used to save time 
and money in every office you 
contact. Use our handy demon- 
stration kit to help you sell. 





Transfile 


STEEL FRONT FIBRE BOARD TRANSFER FILES 

Here’s the low ‘cost, economical way for your customers to keep 
their semi-active and inactive records safe, clean, orderly and 
available for instant reference. TRANSFILE Transfer Files are 
made of fibre board and so reinforced by steel that all the weight 
of the drawer and contents is supported on steel. Even when 
stacked high and wide, the lowest drawer works as freely as the 
top drawer. The steel front styles look like regular steel files 
and can be placed right in line with them. Also available in the 
economy all fibre style. 


GUIDE SYSTEM & SUPPLY CO. 


335 CANAL STREET NEW YORK 13, N. Y. 
WEST COAST REPS. GUSSCO SALES INC., 337 WINSTON ST., LOS ANGELES 13, CAL. 












3 STYLES 
13 SIZES 
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The most dramatic and powerful sales plan 


ever offered office furniture dealers 


Coordinated and Sponsored by the Wood Office Furniture Institute 


The leading office furniture pairene will be — for the 
dealer who displays this emblen 


Cz 
KY} mt, 


Certified 2 
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Planning 
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Model Office Center 
for your showroom 









COMPLETE DECORATING 
SERVICE 


y 


COMPLETE LAYOUT 
PLANNING SERVICE 


spell Manual for Operating Plan 


COMPLETE SELLING TOOLS 


PRE-SOLD PROSPECTS 


For the First time 


’ ’ CONTINUING SUPPORT 
in the History of the 


Office Furniture Industry— 


a comprehensive, authoritative 


Back age Blan fer Package Selling. 


DESIGNED to make your customers 

think of your sales staff not just as order- Scale Model Kit 
takers — but as OFFICE PLANNING in leatherette case 
SPECIALISTS! 


. to VISUALIZE for your customers 
the economy and profit of over-all plan- 
ning — of buying OFFICES instead of 
ITEMS OF EQUIPMENT! 


. . . to create a demand for complete 
installations . . . big installations . . 
modern wood office furniture, equip- 
ment, stationery, daily supplies! 


Port-a-View for outside selling 


Illustrated here are just a few of the 
dramatic new complete installation 
selling tools designed by nationally- 
known authorities to help you put your 
COPS plan into action! 
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ization will be host to a cocktail party preceding the 
annual banquet and the talent show and dance. 
A special program is planned for the women. 





It’s 37 Years for Latsch Firm—No Foolin’ 


Thirty-seven years ago Bob and the late Jerry Latsch 
told Mother Latsch that “the next morning they were 
going to purchase an office supply business in Lincoln, 
Nebr.” Mother Latsch replied, “Sons, tomorrow is 
April Fool’s Day, that’s no time to enter a business 
venture.” 

Today’s establishment of Latsch Bros., Inc., proves 
that the boys’ reply, “Mother, we’re not foolin,’” was 
well founded. 

R. D. “Bob” Latsch and five of his star salesmen— 
Dick Polson, Bob Wise, Jr., Dick Miles, John Garcia 
and Vince Collura—were together in celebration of the 
event on April 1 at a luncheon complete with the 
traditional cake. They met over a large roundtable 
with Dave C. Neuhaus, president of the Midwest Trav- 
elers Club, and Tom Seward, first vice-president. 

Art Reed and Sid Anderson, vice-president and 
general manager, respectively, were unable to be 
present because of out-of-town business engagements. 

At the conclusion of the luncheon Bob Latsch an- 
nounced that he would throw a real “blowout” on the 
40th anniversary in 1956. 





“Rolling Store” Carries Columbia Message ... 
Gaily brandishing a bottle of soda water, Mrs. Lee B. Hausam, 
wife of the president of Hutch-Line, Inc., Hutchison, Kansas, pre- 
pares to launch the firm's “rolling store” truck. During its first 
week of operation the truck featured Columbia Ribbon & Carbon 
Mfg. Co., Inc., products. W. R. Foudray, Columbia representative, 
accompanied the truck during “Columbia Week,” demonstrating 
and selling Columbia ribbons and carbons with Hutch-Line sales- 
man. (Article appeared on page 92 of the April issue). 
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OMAC Display .. . Jos. Ginsburg, Inc., Chicago, furnished 
this picture of its recent display at the OMAC Business Show in 
the Conrad Hilton Hotel. The firm reports keen interest taken in 
the partitioning methods and functional Office-ette. The inquiries 
indicated that management is concerned about private and semi- 
private work stations and also the practical way in which they 
can be rearranged when necessary. 


What They Requested ... Art 
Baker, host of ABC-TV’s “You Asked for 
It,” admires the work of Julius Nelson, who 
demonstrated his “art typing” talents on 
the live program of Sunday, February 15. 
Alfred Jensen (rear), regional manager of 
the Underwood Corp., whose headquarters 
are in Los Angeles, looks on. 


Feature Products of Two Firms 
. . . This attractive window was recently 
set up at F. F. Hansell & Bro., Ltd., New 
Orleans, La., to feature the products of 
both the National Blank Book Co. and The 
Globe-Wernicke Co. 
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SPEED-O-PRINT CABINET $57.50 


ideal base for your duplicator of heavy gauge steel that 
is dust and vermin proof. Two 12 inch pull out leaves to 
accommodate machine tnd paper. Adequate storage space 
for stencils, inks and other duplicating and office supplies 
Available in Futuramic Grey or Ebony Black finishes 


A WIDE RANGE OF DUPLICATORS 
TO MEET ALL REQUIREMENTS 


Ocher SPEED-O-PRINT Dapetccatore 


LIBERATOR *Wlodel 50 $2950 
‘* Yodel L-P $5950 
‘Yodel "L" $695° 

LIBERATOR "* Wlodel 100 S$1Q95° 


(Plus Excise Tax) 


“POSTCARD TO 6 x 9% SIZE **POSTCARD TO LEGAL SIZE 
Weite FOR OUR DEALERS CATALOG 
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LIBERATOR MODEL 200 
9164.50 0. ce 103 


FRONT PAPER STOPS 


Guarantees Hairline Registration 


AUTOMATIC ROLLER RELEASE 


Prevents Inking of Impression Roller 


OPEN CYLINDER AUTOMATIC DUAL 
BRUSH INKING 


Assures Even Distribution of Ink 


EASY TO OPERATE 


Minimum Number of Adjustments 


The ideal duplicator for system forms etc., as 
reproductions are always in the same position on 
every copy. Half ream feed table capacity. Ac- 
commodates stock from 3 x 5 to 9 x 14 inches. 
Modern Design, Sturdy, Precision Construction. 
Quickly reproduces anything that can be typed, 
drawn, traced or photographed on a stencil. 

Available in Futuramic Grey or Ebony Black 
finish with trim in Chrome. 


CLOSED CYLINDER AUTOMATIC DUAL BRUSH 
INKING at $20 Extra. 


1801 W. LARCHMONT AVE. * CHICAGO 13, ILL. ty 
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Harry G. Horder Retires as President 
of Horder’s, Inc.; Jacobsen Promoted 


Harry G. Horder, president of Horder’s, Inc., Chi- 
cago, announced on March 19 that he was relinquish- 
ing his duties as president of that company with which 
he has been connected for more than 47 years. The 
retirement was to take effect on March 31, but he will 
continue as a director of the company and as a con- 
sultant. 

Mr. Horder became president following the retire- 
ment in 1943 of his father, Edward Y. Horder, the 
founder of the business in 1901. 

It was announced by Edwin M. Stark, chairman of 
the board, that Harold W. Jacobsen, executive vice- 


H. W. Jacobsen H. G. Horder 


president, would assume the duties of president on 
April 1. Mr. Jacobsen will also direct the activities 
of Associated Stationers Supply Company, Horder’s 
wholesale subsidiary. 

Mr. Jacobsen came to the company from New York 
where he had been vice-president, director and gen- 
eral operating manager of United Cigar-Whelan Stores 
Corporation, operators of United Cigar and Whelan 
Drug stores and agencies throughout the country. He 
had also been executive assistant to the president of 
S. B. Penick & Company, drug manufacturers. He was 
educated as an attorney and practiced law in New 
York City until he joined the staff of the Whelan 
Drug Company in 1936. 

Mr. Jacobsen stated that it would be his primary 
objective “to maintain the outstanding reputation for 
quality of merchandise and service to customers the 
company has enjoyed for more than half a century 
as the leader in its field.” 





Marchant Opens New District Office 


and Appoints Four Agency Managers 

Edgar B. Jessup, president of Marchant Calculators, 
Inc., has announced the opening of a new district of- 
fice and the appointments of four new agency man- 
agers. 

Knoxville, Tenn. is the site of the new office with 
Carl M. Braswell agency manager and Louis B. Som- 
ners service manager. The location is 2214 Broadway, 
N. E. 

Emmitt F. Harrison is the manager of the Harris- 
burg, Pa., district office, located at 1418 N. Third St., 
while Kermit R. Lloyd will continue as service man- 
ager. 

The Burbank, Cal., district office is now under the 
management of Jack R. Smith with service for the 
area continuing under Robert P. Scholten. The head- 
quarters are at 617 N. San Fernando Blvd., Burbank. 

The new agency manager for Wheeling, W. Va., is 
Kenneth W. Grant. The offices, at 1025 Main St., will 
continue with Charles J. Thorngate as service manager. 


Elect Ames Rubber Corporation Head 


A. R. Ames, Jr. of LaGrange, Ill. was recently elected 
president of Ames Rubber Corporation, Hamburg, N. J., 
at a special meeting of the board of directors. Mr. 
Ames is a vice-president of the Ames Supply Company 
and also technical director of Ames Research Lab- 
oratory. 

Mr. Ames attended Purdue University. He has been 
with the Ames Supply Company since 1937. In 1939 
he became assistant foreman of the Chicago branch 
shop and in 1941 he was promoted to shop foreman 
and 90% of his time was devoted to working with of- 
fice machine platens. 

In addition to platen production, Mr. Ames became 
familiar with dealer needs in platen performance and 
quality when he was placed in charge of sales cor- 
respondence in 1947. The next year he was elected 
a vice-president of the firm. Since the organization 
of Ames Rubber Corporation, he has worked closely 
with the manufacturing and testing of platen com- 
pounds. In 1950, Ames Research Laboratory was es- 
tablished and Mr. Ames was appointed technical di- 
rector to co-ordinate the work of Ames Rubber 
Corporation and Ames Research Laboratory. Last 
year a vice-chairman of the corporation. 

The firm believes that the election of Mr. Ames to 
the presidency of the firm will further the plant’s 
rapid expansion because of his vast experience, knowl- 
edge of platens and the office machine dealers’ needs. 





Williams Office Supply Buys Thorpe & Martin 


Richard D. Phippen, president of Williams Office 
Supply Corporation, recently announced that his firm 
has purchased the Thorp & Martin Company, 66 
Franklin St., Boston, Mass. 

The new firm will be located at the above address 
and the business will continue to operate under Thorp 
and Martin—Williams Office Supply Corporation. The 
Williams Office Supply Corporation store at 23 Hunt- 
ington Ave. is now closed. 

The new officers are R. D. Phippen, president; Willis 
E. Williams, vice-president and treasurer, and John 
Ferry, secretary, along with Directors Nelson J. Darling, 
Jr., of Paine, Weber, Jackson & Curtis, and Granville 
Gilpatrick. 

Mr. Phippen started with the firm in 1946 when 
Mr. Williams opened the business and upon taking over 
the company in 1952 changed the name to the present 
one. 

Brooks Crosby will continue with the firm in an 
active advisory capacity and there will be no change 
in Thorpe & Martin personnel at the present time. 





All-Steel Equipment, Inc., Purchases 
Shepherd Chair Assets and Business 
The All-Steel Equipment, Inc., Aurora, Ill., announced 
on March 16 that it had purchased the assets and busi- 
ness of the Shepherd Chair Company, Melrose Park, Ill. 
The chairs heretofore produced by Shepherd will 
now become an important part of the ASE furniture 
line. Ambitious production plans are being pushed. 
Effective March 16, All-Steel Equipment entered the 
chair business and is now manufacturing and shipping. 
All correspondence and purchase orders are to be 
directed to All-Steel Equipment, Inc., Aurora, Tl. 
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Lucas Bros., 


Sales DOUBLED 





“WE'RE STILL GOING STRONG,” says John Wagner, 


Inc. “I’ve sold a $1,300 Mosler Safe 


and a $1,000 Mosler Money Chest already this week!” 


THE NEW MOSLER “400” Series Record Safe, and its 
companion models, the “200” and “100” Series, sur- 


pass all other safes in styling and protection features. 
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Lucas Brothers, Inc. chalks 
up 100% sales increase in New 
Mosler Safes during first 
month of Mosler Promotion! 


“THIS BEATS any office equipment promotion we’ve 
ever had,” said Mr. John Wagner of Lucas Bros., Inc. 
“Tt not only doubled our Mosler sales in less than 30 
days—it’s continuing to hold them at a much higher 
level than ever before! 


“I wish you could have seen the crowds we had,” the 
Baltimore dealer continued. ‘‘Mosler’s February an- 
nouncement spread in The Saturday Evening Post and our 
Mosler window display really brought them in, The 
newspaper mats and direct mail material we had worked 
beautifully, too—especially the Mosler contest idea. We 
ran it, locally, and as a result we had 40 or 50 people a 
day spending time at our Mosler display, and hundreds 
more coming in and trying to open our contest safe! 
This tremendous increase in store traflic gave us a 
terrific list of interested prospects to work with. I’ve 
already clinched a lot of them, and sti// have dozens to 
follow up! 

“Tt certainly proved one thing to me! When you’ve got 
a line of products like these new ‘*400,”’ “*200” and “100” 
Series Mosler Safes 
back-up . . . and the inclination to put it to work for 
you—Mister, you get results!” 


plenty of good promotional 


Need we add anything about it being good business to do business 
with Mosler? Just let us know, if you'd like further facts. Write or wire 
The Mosler Safe Company, Dep’tOA-5 Hamilton, Ohio. Do it, now! 


IF IT’S MOSLER ... IT'S SAFE 


% Mosler Safe “” 


World’s Largest Builders of Safes and Bank Vaults 
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Two Key Executives Retire at National 


Recently honored at a company dinner were two 
retiring key executives of the National Blank Book 
Company. The National party in the Hotel Roger 
Smith of Holyoke, Mass., was held for Joseph M. 
Towne, chairman of the board, and John Schade, 
mechanical engineer whose contributions to new Na- 
tional products have been notable. 

With Albert Farr, National’s merchandise manager, 
as master of ceremonies, those at the party paid 
tribute to teamwork that began back to 1916 when 
J. M. Towne and John Schade—both young men with 
lots of ideas—combined their talents. 

During his initial years with Nat:onal, Mr. Towne 
proceeded to enlarge the company’s variety of loose- 
leaf products including several grades of ledgers, sheet 
holders, post binders, prong files and ring books, and 
increased the patterns of ledger and columnar sheets. 





John Schade 


J. M. Towne 


John Schade, a man with inventive genius and a 
mechanical knack, played a prominent role in these 
developments. 

National brought Mr. Schade to Holyoke in 1916 to 
take charge of all loose-leaf metal construction. Now 
79, John during his 36 years with National, has taken 
out more than 200 patents designed to give greater 
efficiency and sales appeal to National loose-leaf 
division. 

The National Blank Book Company’s growth received 
new stimulus when Joseph M. Towne, the youngest son 
of James W. Towne, accepted the invitation of his 
brother, Frank B., to take charge of that division. 
That was in 1912 and J. M.’s first headquarters were 
at National’s New York office. In 1917, he moved to 
Holyoke as vice-president. Later, he became president, 
succeeding his brother, the late Edward S. Towne. In 
1950, he relinquished that post and was named chair- 
man of the board. 

Mr. Towne, the winner of the William G. Dwight 
Award in 1947 for distinguished public service in 
Holyoke, has long been a civic leader. He is a former 
president of the Holyoke Hospital and of the Holyoke 
Community Chest, and has just retired as a director of 
the Hadley Falls Trust Company. 





Corry-Jamestown Moves in Boston 


M. R. Cowan, Boston branch manager for Corry- 
Jamestown Manufacturing Corporation, has announced 
a new location for that office. The new address is: 
Corry-Jamestown Manufacturing Corporation, Con- 
gress Building, 211 Congress St., Room 1704, Boston, 
Mass. 

The old address was 79 Milk St., Room 1105, Boston, 
Mass. 





Lackawanna Leather Celebrates 50th Year 


The Lackawanna Leather Company, Hackettstown, 
N. J., is celebrating its 50th anniversary. The firm ex- 
tends its appreciation to customers and hopes for fu- 
ture opportunities to serve as before. The announce- 
ment features an illustration of the plant done in 
shades of brown, with gold lettering. 
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Haskell Realigns Territories 


In keeping with its expansion program, Haskell, Inc. 
announces an enlarged sales organization and a re- 
alignment of its territorial boundaries to insure more 
intensive coverage and service to the trade. 

In a recent statement, S. K. Haskell, president of the 
firm, commented that the growing demand for Haske!l! 
lines has made the change necessary. The company 
manufactures the nation’s leading brand of budget 
steel desks and tables. During the past year, the firm 
added steel office accessories to its lines, including fine, 
baked enamel finish waste baskets and desk trays. 

Following is the territorial line-up, released for the 
convenience of the trade: 

Dave Kohansky, 46 W. 29th St., New York City 1— 
covering Metropolitan New York and northern New 
Jersey. 

Victor C. Corkran, 1980 Commonwealth Ave., Boston 
35, Mass.—Maine, New Hampshire, Vermont, Rhode 
Island, Massachusetts, Connecticut, New York State 
(excluding Metropolitan New York). 

Henry Deutsch, Cox Lane, Route 5, Box 747, Dallas 
9, Tex.—Oklahoma, Louisiana, Texas (excluding El 
Paso). 

Hal G. Johnsen, Gunvir Industries, 435 N. State St., 
Chicago 10—Illinois (north of Springfield), Indiana, 
Wisconsin (south of Milwaukee). 

Frank M. King, 6910 Chanslor Ave., Bell, Calif.— 
Arizona, California, Oregon, Washington, western 
Idaho, Nevada. 

Sid Lichtenstein, 223 S. Tenth St., Philadelphia 7— 
Pennsylvania (excluding Pittsburgh Area), Maryland, 
Delaware, District of Columbia. 

Howard B. Marks, 210 Loeb Arcade, Minneapolis 2— 
Minnesota, Peninsular Michigan, Northern Wisconsin, 
Iowa, Nebraska, South Dakota. 

Frank Neville, 280 N. Colonial Homes Circle, N.W., 
Atlanta, Ga.—Virginia (west & south of Richmond), 
North Carolina, South Carolina, Tennessee, Mississippi, 
Alabama, Georgia, Florida. 

Hugh A. Steger, 816 Pine St., St. Louis 1—Missouri, 
Southern Illinois, Arkansas, Kansas. 

John D. Stewart, 1010 17th St., Denver 1—Colorado, 
El Paso (Texas), New Mexico, Utah, East Idaho, Mon- 
tana, Wyoming, Southwest South Dakota, West Ne- 
braska. 

Bill Thomas, 179 No. Pardee St., Wadsworth, Ohio— 
West Virginia, Ohio. 






















Amazing ... Philip Ross (center) of the Bronx, can hardly 
believe his eyes. The Elecom 100 “robot brain,” recently demon- 
strated at the International Radio Engineers Show in Grand 
Central Palace, has just reported an overpayment of $235 in his 
1952 income tax return. Milton Schwartz (left), operator of the 
computer, points to the electronic proof positive as Arthur Ostroff, 
project engineer, looks on. Ross, a radio and television engineer, 
erred in preparing his return. The machine, exhibited by the 
Electronic Computer Division of Underwood Corp., spotted the 
mistake and set things straight in a matter of seconds. 
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NO Towns NEW $3 COPYMAKER 
GCLAIMED FROM COAST-TO-COAST 
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It’s no wonder that the new Model 9S 
OLD TOWN liquid Duplicating Ma- 
chine has been so enthusiastically re- 
ceived by everyone who has seen and 
tried it. 


In fulfilling all the claims that we made 
for it, this low priced Copymaker has all 
the features a machines costing much 
more plus many innovations in engineer- 
ing and construction that make it an 
outstanding value. 


Here’s the finest all-around duplicator 
that money can buy—featuring “Cyclo- 
matic Action” which assures faster, more 
brilliant reproductions. Produces 1 to 6 
colors at one time and in split seconds. 
Actually makes over 140 clean, clear 
copies a minute, of anything you type, 
write, print or draw—on varying weight 
paper or card stock; 3” x 5” up to 
9” x 14”. Write for illustrated brochure 
on this revolutionary COPYMAKER. 


DEALERS—The many unique and exclusive features 
of this new OLD TOWN Copymaker 9S can mean 
extra profitable, year-round, repeat business for 
you. Write TODAY for dealer franchise informa- 
tion which shows you how just one machine 

can bring you thousands of dollars 


of business every year. 
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010 Towns 


COPYMAKER 


Has ALL the usval 
Duplicator features PLUS: — 


* CYCLOMATIC ACTION— 


Sealed-in bearings and high- 
tension gears give greater 
speed, efficiency, economy and 
a lifetime of service. 

FLUID CONTROL — Prevents ex- 
cess moisture and results in 
instantaneous drying. 
SINGLETTE—Patented sheet sep- 
orator prevents waste and blank 
sheets and jamming. 

WIZARD COPY CONTROL — 
Regulates brightness of copies 
or length of run. 


010 Town 


cORPORATIOWN 









MAKE MORE PROFIT 
Ee ) SATISFY MORE CUSTOMERS 


CONSISTENT NATIONAL ADVERTISING 





































... helps you sell LIBERTY PRODUCTS. 
Every month over 1,000,000 key business 
executives see LIBERTY ads in such magazines 
as U.S. News and World Report, Business Week, 
Dun's Review, The Office, Rotarian, Office 
Executive, Burroughs Clearing House, Banking, 
and American Business. This pre-selling of 
LIBERTY PRODUCTS every month of the year 
aids your sales to customers and prospects. 
Capitalize on our promotion . . . 

increase your sales volume! 


RECORD STORAGE BOXES 








Tie in with our 
national advertising 










by using these dynamic 


qe TWO-COLOR CIRCULARS 


with your own imprint for counter pick-ups or mailing. Remember 






STAX ON STEEL 
DRAWER FILES 


. an envelope enclosure rides free. You can insert them 










with every letter, every bill you mail. STORAGE BINDERS 


Write for 


nee ELECTROS AND SPECIALLY PREPARED ADS our catalog, prices 
and discounts. We 
will alse send you 


les of - 
Gre NEWSPAPER MATS samples of our pro- 


A 


O 





for your catalogs or direct mail pieces. 








motional material copy 


and the complete HOLDERS 


re FIELD SERVICE story of the LIBERTY 
Our experienced men will conduct instructive meetings with LINE. 
your sales people 


Gr CONSUMER BOOKLET 


“Manual of Record Storage Practice."’ Tells how long to keep 
specific records and the best method of storing them. Booklet 
is available in limited quantities for dealers to send to customers. 





BINDERS 





The LIBERTY Line is handied by leading stationers everywhere. 
Now over 90,000 users. Get on the band wagon for volume sales. 


RECORD STORAGE PRODUCTS | BANKERS BOX COMPANY 


AND OTHER OFFICE NEEDS 


BEG. U.S. PAT. OFF 720 SOUTH DEARBORN ST. 


om Micmey 
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the beauty type...calls for Nylon 


PEERLESS-IMPERIAL Empress Nylon 


—the best for those who want the BEST 


Se eel 


Nylon is truly a wonderful fabric—to wear or to type with. 
Combined with our superior inking formula, which gives greater ink 
dispersion and retention, EMPRESS is a longer-lasting, more economical 
ribbon. Letters typed with EMPRESS Ribbons come out of the machine 
with a clean, clear, executive look. 


In its new modern packaging, 
Empress Ribbon is a real beauty to 
sell—a_ friend-maker and a _ profit- 
producer for you. 

Ask us to send you samples and 


Pla Newark 5, New Jerse 
prices. Today, please. , d 


PEERLESS-IMPERIAL CO., INC. 








“A Gr Cat Name MM Car DONS ” Ribbons, carbons, spirit and gelatin duplicating 


carbons, master units, carbon ribbons, carbon rolls for every business need. 
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Clark & Gibby’s Entertains 


On Wednesday, March 18, Clark & Gibby, Inc., was 
host to nearly 100 manufacturers and suppliers at a 
reception held in the firm’s showrooms, 20 E. 41st St., 
New York, N. Y. 

The occasion marked the 45th anniversary of one of 
New York’s outstanding office furniture dealers. It 
also served as a time to inaugurate a Quarter Century 
Club for employees with 25 years or more of continuous 
service with the firm. 

The employees so honored, and the length of their 
service, are: Wright B. Haff, sales, 43 years; Bruno 
Dornblut, furniture finisher, 43 years; Raymond Cas- 
sidy, warehouse office, 35 years; Charles H. Clark, 


Seen at the Clark & Gibby Reception... 


TOP—Among the guests at the Clark & Gibby reception were (left 
to right): H. B. Elmer, manager of The Globe-Wernicke Co.; A. 
Kuhn, executive vice-president of the Peerless Steel Eguipment Co.; 
Charles E. Wade, president of The Kenwood Corp.; William J. Mad- 
den, president of the Madden Office Equipment Co., Inc.; and Fred 
D. Valleau, vice-president of the Clemco Desk Mfg. Co., Inc. BELOW: 
Five Clark & Gibby “Old Timers’ receive gold watches upon in- 
duction into the Quarter-Century Club. Left to right— James H. 
Kahlert, general manager, who presented the awards; Wright B. Haft, 
Bruno Dornblut, Charles H. Clark, Raymond Cassidy, Frederick G. 
Strobel and George M. Clark, Jr., president. 


warehouse manager emeritus, 33 years; and Frederick 
G. Strobel, sales, 33 years. This adds up to an im- 
posing total of years for the five men. 

Each of the men received an appropriately engraved 
gold watch, presented by James H. Kahlert, the gen- 
eral manager of Clark & Gibby. Mr. Kahlert also 
introduced Kenneth H. Ripnen, prominent New York 
architect and president of Kenneth H. Ripnen Asso- 
ciates, who addressed the assembled guests on the 
subject: “Collaboration and Outlook for the Architect 
and Office Furniture Dealer.” 

Mr. Ripnen paid tribute to Clark & Gibby and said 
that office building architects can keep abreast of 
advances in the furniture industry through close and 
friendly relationships with such firms. By working 
together, he said, the client’s requirements as to plan- 
ning and equipment can best be served, even to the 
point of originating new functional furniture to suit 
specific office conditions. 

The reception gave the guests an opportunity to 
preview the newly remodeled showrooms and offices, 
which were officially opened the following day. In re- 
sponse to engraved invitations, several hundred cus- 
tomers of Clark & Gibby came in on the 19th to see 
the beautiful exhibit of contemporary and traditional 
furniture and accessories. The display was augmented 
with a $30,000 collection of original paintings loaned 
by The Downtown Gallery. 


Representatives of several manufacturing resources 
were on hand to assist in greeting the steady flow of 
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visitors throughout the day. Sandwiches and hor 
d’oeuvres were served and the copious punch bowls 
located on the mezzanine and in the downstairs show- 
room were well patronized. 





Appointed to Johnson Chair Sales Organization 


Walter R. Bryzek has recently been appointed to 
the Johnson Chair Company sales organization and 


Walter R. Bryzek 


will cover Missouri, Kansas, Nebraska and Iowa regu- 
larly, also working with other salesmen in the organ- 
ization from time to time in other territories. 

Mr. Bryzek is not new to the industry, having 
called on stationers in the Middle West for several 


years. 





Carbon-Feedmaster Appoints Distributor 
For Products in London, England 

Carbon-Feedmaster Company, Eureka, Ill., has an- 
nounced the appointment of W. H. Smith & Son, Ltd., 
London, England, as authorized distributor of Carbon- 
Feedmaster typewriter and tabulating machine at- 
tachments in England. 

The firm of W. H. Smith & Son, Ltd., is well known 
in the stationery and continuous business forms in- 
dustry in England, and will provide comprehensive 
sales coverage for Carbon-Feedmasters in that coun- 
try. 

L. P. Riddle, sales manager of Carbon-Feedmaster 
Company, also announced the shipment to England 
of the first Carbon-Feedmasters ordered under the 
Mutual Security Aid Program. 





Dortmond Furnishes Netherlands Facts 


From the country of tulips, we have some inter- 
esting facts brought to us by J. A. Dortmond, general 
manager of Jade of Utrecht, Netherlands who was 
recently in the United States studying productions 
methods at the new W. A. Sheaffer Pen Company 
plant in Fort Madison, Iowa. 

The recent flood disaster seems to have struck espe- 
cially hard at the low country, he informs us, having 


J. A. Dortmond 


brought the disaster area to 900,000 square miles or 
11% of the total land area. Farms, machinery, housing 
and even animals were hit by the rising sea. All that 
keeps the Zuider Zee from overrunning the 10 million 
inhabitants is a stretch of 560 miles of dikes along 
the coastlines. 

Small as it is, however, The Netherlands boast 2,800 
stationers. Three unions, the Central (neutral), the 
Roman Catholic and the Christian work closely to- 
gether in federation form. There are also dealer and 
manufacturer unions. 
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There’s something about shoes 
that every stationer should know 







Just as no one shoe will fit all feet, and no one style 
will satisfy all customers—so, no one point or even a 
limited range of point styles will fit all handwriting 
preferences or writing requirements. 









There is one pen that has a point style for every 
handwriting style. That pen is Esterbrook. 






To you, who sell Esterbrook Fountain Pens, this 
wide variety of points means that you can fill 
the writing needs of any customer—no matter 
what kind of writing job he has to do, no 
matter how he writes it. 















This, we feel, is why stationers like to sell 
Esterbrook Pens. These are the reasons 
why providing ““The Right Point For 
The Way You Write” has made so 

many friends for Esterbrook. 


“Choose the 
, right point 
for the way 
you write 
—by number” 













FOUNTAIN PEN 










THE ESTERBROOK PEN COMPANY, CAMDEN 1, NEW JERSEY « The Esterbrook Pen Company of Canada, Lid., 92 Fleet St., East; Toronto, Ontario 








May, 1953 87 





OFFICE APPLIANCES, 


Retires as Vice-President of Smith-Corona 


Carleton F. Brown, vice-president, director and 
member of the executive committee of L. C. Smith & 
Corona Typewriters, Inc., Syracuse, N. Y., retired re- 
cently after 44 years as an executive of the firm. Mr. 
Brown, in 1909, helped organize what later became the 
Corona Typewriter Company and was a founder, treas- 
urer and general manager of the company. In 1926, 
when the Corona company merged with L. C. Smith & 
Brothers Typewriter, Inc., he was elected a vice-presi- 
dent and director of the present firm. 

A native of Elizabeth, N. J., he was graduated from 
St. Paul’s School and Rensselaer Polytechnic Institute, 
and is actively engaged in alumni work as well as civic 
affairs. 

He has served as Central New York Chairman of 
the RPI 125th Anniversary Committee, a member of 
the Charter Commission of Onondaga County, a mem- 


Carleton F. Brown 


ber of the Second Service Command Advisory Board, a 
member of the Post-War Planning Council of Syracuse 
and Onondaga County, President of the Chamber of 
Commerce and President of the Manufacturers’ Asso- 
ciation of Syracuse. At present he is a member of the 
board of trustees of Crouse-Irving Hospital and a mem- 
ber of the Citizen’s Committee on hospital facilities. 





Al Aigner Takes Up Home Office Duties 


At the recent annual meeting of the board of di- 
rectors of the G. J. Aigner Company, Alwin C. Aigner 
was elected executive vice-president and treasurer of 
the corporation. Mr. Aigner’s new post requires full 
time activity at headquarters in Chicago although he 


Alwin C. Aigner 


retains a few accounts so as to continue his sales con- 
tacts even though in a very limited way. 

Al Aigner’s career in the industry began with his 
father’s firm in 1930. His experience is varied, covering 
virtually every phase of work in the plant as well as 
sales activity in the field. In the new staff arrange- 
ment he assumes certain responsibilities so that his 
father, G. J. “Chief” Aigner, can begin easing off from 
a life-long pattern of intense business activity. 





Clarence Cooke Buys Vallejo Firm 

Clarence O. Cooke, Vallejo, Calif., purchased the 
Pacific Office Equipment Company, 1620 Sonoma Blvd., 
Vallejo, recently, and has taken over the operation of 
the firm. 

The company, a Remington-Rand agency, handles 
a full line of that firm’s equipment plus general office 
equipment and all makes of used machines. The staff 
will remain the seme. 

Mr. Cooke is active in civie affairs, being associated 
with state and national veterans’ organizations, and 
was an organizer of the Solano County sheriff’s posse. 


Y and E Appoints District Managers 
The appointment of two district managers for travel 
ing territories has been announced by Harvey P. Rock 
well, vice-president, wholesale division, Yawman anc 
Erbe Manufacturing Company, Rochester, N. Y. 
Wayne S. Stevens has been appointed district man 
ager in central New York State with headquarters in 


Wayne S. Stevens James T. Brophy 


Rochester, succeeding Fred A. Williamee who retired 
after 34 years of continuous service. Mr. Stevens, 
through his training and experience at the home office, 
including a period of service as head of the correspond- 
ence department of the wholesale division, is well qual- 
ified to serve Y and E distributors in the territory he 
will cover. 

James T. Brophy has been assigned to the Pennsyl- 
vania wholesale territory, succeeding Daniel Webster, 
Jr., who has retired after 35 years of traveling. Mr. 
Brophy prepared for this appointment by serving Y 
and E agents and dealers in the correspondence de- 
partment and later served as a salesman for the 
Rochester branch sales office where he ably demon- 
strated his ability to sell Y and E products. 





Los Angeles Firm Imports Duplicarbo Machine 

Murray M. Spivack of the Business Machine & Supply 
Company, 1225 S. Main St., Los Angeles 15, Calif., an- 
nounces that his firm has exclusive agency for Dupli- 
carbo spirit duplicators for distribution in the United 
States through distributors and dealers. The manu- 
facturer is A, Cuneo & Company, Via Durini 7, Milan, 
Italy. 





Stewart and de Mello Promoted 


E. A. Petersen, vice-president and general manager 
of Associated Stationers, Inc., Oakland, California, 
announces the promotions of J. A. Stewart, to assist- 
ant general manager and Ernest de Mello, merchan- 
dise manager. 

Mr. Stewart first entered the stationery business 
in 1936 at the A. Carlisle Co., in San Francisco. He 
served in the U.S. Air Force from 1943 to 1946 and 
upon his release from the service assumed his former 
position with A. Carlisle Company. In 1947 he affiliated 


E. de Mello J. A. Stewart 


with Associated Stationers, Inc. as assistant purchas- 
ing agent, becoming purchasing agent and merchan- 
dise manager in succession. 

: Ernest “Roxie” de Mello brings to the position many 
years of active participation in the stationery indus- 
try. Mr. de Mello first started in the stationery busi- 
ness in 1919 as delivery boy for the original Smith 
Brothers organization. In successive stages he rose 
to active participation in the direction of the concern 
and now those varied experiences in the stationery 
industry make him valuable in his new position. 
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COLE’S |0 DRAWER 
STATIONERS’ CABINET 


STORE YOUR: Glue Rulers 
Pencils Blotters 
Pen nibs Crepe paper 
2 oz. inks Clips, etc. 


Will pay for itself by preventing “shop worn” losses. In- 
creases sales. Ideal for housing many stationery items on 
your sales floor. Entire drawer’s contents visible at one 
time. Heavy gauge steel; electrically welded construction; 
smooth gliding drawers. Olive green or Cole gray baked 
enamel finish. 


No, 1722 $5 9? 


INSIDE DRAWER CABINET SIZE 
No. Wide High Deep | Wide High Deep Price 
1722 10 DRAWERS 227%” 3” 17%" | 25%" 37%" 18" $59.95 
1924 11 DRAWERS 2459” 236" 192" | 27%" 3742" 2014" | 74.50 


Ag PR 


“SLIDING SHELF’ CABINE 


The most ingenious, time saving cabinet de- 
signed. Gliding shelves enable you to view 
the entire contents of a shelf without stoop- 
ing or squatting. Just slide out the shelf and 
its entire contents are out in the open. 

In small offices or homes the upper shelf is 
valuable as a typewriter table. After use, 
simply push back the shelf and your type- 
writer is ready to be locked away safely. 


Built of heavy gauge steel, will last a lifetime, 
equipped with a paracentric lock and 2 keys. 
Finished in both oiive green and Cole gray 
baked enamel finish. 40%’ high, 2038” 
wide, 24%’ deep. 


No. 401 


$4950 


SLIDING SHELVES 
for easy access 


COLE STEEL EQUIPMENT CO., INC., 285 MADISON AVE., NEW YORK 17,N.Y. 








COLE’S NEW 





No. wo Ah Q 


With plunger-type lock that automatically locks 


all drawers 


No. 1370PL $57.45 











The “MERCHANT'S” File 


Just right for your office. A file cabinet, a 
storage cabinet and a concealed secret vault 
all in one. Made of heavy gauge steel. Con- 
tains: two ball-bearing letter files; a drawer 
for cancelled checks, or 3x5 or 4x6 index cards 
(3200 capacity); two adjustable compartments 
under lock and key; a steel safety vault doubly 
protected by Dial-lock plus an extra outer 
door under lock and key (only YOU know the 
vault’s combination). 32%2” high, 30/2” wide, 
17” deep. Cole gray or olive green baked 


enamel finish. 


Cabinets listed on this and opposite page available in grained Mahogany, Walnut or Knotty Pine finish at $12.50 additional. 


SEND FOR COLE’S LATEST 1953 CATALOG 
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pteelL EQUIPMENT COMPANY 


285 Madison Avenue, 


New York 17, N. Y. 
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OF LOCK 


» i es 
v7 Ve 



















The “EXECUTIVE” File 


Contains: Two ball-bearing letter files; two storage compart- 
ments under lock and key; two drawers for 3x5 or 4x6 cards 
4 6400 capacity), also used for cancelled checks; plus a secret 
vault. 37 high, 30%" wide, 17’ deep. Cole gray or olive 


jreen 


~ +e 


th plunger lock that automatically locks all drawers, No. 1478PL $67.45 
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n- 
er 
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ds The “DIRECTOR” File 
its These files will pay for themselves by preventing petty pilfer- 
sly age. Contains: three ball-bearing letter files; two adjustable 
storage compartments under lock and key; plus the secret vault. 
er 37%" high, 30%” wide, 17” deep. Cole gray or olive green 
he finish. 
No. 1473 
ed 
With plunger lock that automatically locks all drawers, No. 1473PL $61.45 
” on : The “DIRECTOR” File with legal size instead of letter size drawers, 
nal EXECUTIVE ile with legal size No. 1873 $56.95 
ad of letter size drawers, 
1878 $69.95 No. 1878 and 1873 available with olunger locks at $7.50 additional 
CUTS OR PHOTOGRAPHS OF ALL COLE PRODUCTS AVAILABLE ON REQUEST 
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YE tote halelelixelaMe Wacialel= New York 17, N. Y. 








wrong way right way transfer to pronto 


Records thrown on shelves are Records in Prontos can be located Save money, transfer into low cost Prontos 
hard to find, collect dust and in a jiffy...stay neat and orderly and use your expensive cabinets over again. 
take up 50% more room. Doubles your filing space. 









SANITARY BASES 
$360 





for all size files 






There is a size made for every office record. These Pronto files 
are sturdily built of 275-lb. test fibre board, reinforced with 
steel on the shell and the four corners of the drawers as well. 
They cost no more than ordinary files! Can be interlocked into 
solid units and stacked to the ceiling. Beautiful in appearance, 
finished in olive green to rnatch your regular office files. Will 


FOLLOW 
BLOCKS 
9O¢ appiTioNAt 

Made for any size file 







last a lifetime. 


STORAGE FILES | 


LETTER SIZE ; 3 35 


LEGAL size 9435 





CHECK size 924° 











Price slight! ly hiahe | A ; f the Rockie 


PRONTO FILE CORPORATION 285 Madison Ave., N. Y. 17, N. Y. 





the more you sell 


the more you lose! 



























If you’re selling equipment that costs $50.00 or 
less and must be demonstrated—chances are 
you're losing money on every sale. It stands to 
reason that dealers cannot possibly warehouse, 
inventory, demonstrate, sell, and service a 
piece of equipment in this price range and 
make any kind of profit. The money just 

isn’t there. 


These are facts derived from a personal 
interview survey of office equipment dealers 


and stationers, carefully conducted by 
Weber Addressing Machine Co. 


Using the results of this survey as a basis, 

the company has announced a NEw DEALER 
Prorit Pian with the introduction of its new 
Model A-3 Addressing Machine with the 
“automatic name advancer.” This revolutionary 
plan will more than double the dealers profit 

per unit over previous models. It will be necessary 
to sell two competitive machines to equal the 
profit on one Weber! 


And remember. There is no other low-cost 
addressing machine made today that can offer 
your customers so many exclusive advantages. 
Find out now about this great new machine 

and the most exciting profit plan ever 
announced to the trade. Fill out, clip and send 
the coupon for complete information. 





Weber Addressing Machine Co. 

279 West Central Rd. 

Mount Prospect, Ill. 

Send me complete information on the new Model A-3 
Weber Addressing Machine and the New Decler Profit 
Plan. 
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< CHAMPION CLASP 


Extra wide, heavily gum- 
6 med seams give greater 

protection to contents... 
available in 24 sizes, 
Parkraft or Cameo stock. 
String and button fasten- 
ers available on all sizes. 























VERTICAL FILE => 
POCKETS 


The ideal container for 
bulky correspondence... 
five piece construction in 
long-wearing leatheroid, 
letter or legal size in 134, 
3%, or 5% inch expan- 
sion . . . Red Rope or 
cloth lined gussets. 


ATTORNEY’S FILING 4 
ENVELOPES 


10 x 14% inch size keeps 
legal papers flat. Durable 
90 Ib. Cameo stock has 
smooth writing surface 
. . generous flap pro- 
tects contents. Standard 
printed form on face. 

















° 

Se < EXECUTIVE DESK FILE 
Pets for organizing and classi- 

“a fying work. Black cloth = 

cover, celluloid tabbed é = 

indexes. e “a 

LEGAL FILE ENVELOPES> | — “ 

One piece construction, foe | % 

Quality Tag stock. Flat ergs . 





and four degrees of ex- 
pansion in three sizes. 

















SAMPLE OF THE “MORE THAN 400” 


Here are a few of the many . . . just five of the more than 
400 styles, sizes, stocks and weights of Quality Park Enve- 
lopes for every purpose — envelopes that mean greater 
satisfaction for your customers — envelopes of a quality 
and utility that mean repeat business for you. You'll find 
the complete story in your Quality Park catalog. Remember 
. . » Quality Park means QUALITY products plus QUALITY 
packaging plus QUALITY service. 


* Sold through dealers only! 
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Quality Pk 
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Chicago Office and Warehouse, 564 W. Monroe St., Chicago 6, Illinois 
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RO SF know-how’ 
makes a world of _/// ERIN 


a= aa 


— 


Really scientific achievement is considered 
accomplished only after timeless research . . . 
and indefatigable testing. ROSE Products 
are produced that way! Laboratory tested 


... proven... dependable. Rose Products 








are dependable because they rank highest in 


performance and satisfaction. 





Specialists in-the manufacture of: 


MASTER UNITS (Plain and Printed) 
SPIRIT CARBONS 
HECTOGRAPH CARBONS 
e Hektowriter Rolls 
PNET Olt oliteetilile mae Melale Mallar 











wort, . a 
R$ SF mam ao canna 
me es MANUPACTURING €0., INC. 
on & <7 , 
Ciffere™ “s . . 
? General Offices and Factory...Harrison, N. J. 
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Diebold Makes Sales Force Appointments 


Diebold, Inc., has announced the combination of 
sales organizations in Portland and Seattle and other 
appointments to perfect its selling force. 

Under the new set-up in the Far West, the former 
Portland, Ore., branch will become a sub-office of 
Diebold’s Seattle, Wash., branch. Harold Feldman, 
former manager at Portland, will be in charge of the 
combined operations. He has been a member of the 
Diebold sales organization since 1946 and belongs to 





Peas | 5 | fi 
H. Feldman D. L. Bellamy 


the Diebold 100% Club, an honorary organization of 
top Diebold salesmen. 

John Benko has been named manager of the New 
Orleans branch of Diebold. Like Mr. Feldman he has 
been a member of the Diebold 100% Club and he joined 
Diebold in 1947. 

Appointed manager of the Milwaukee branch of 
Diebold is D. L. Bellamy, with the company since 1946. 
His service has included heading several branches and 
product sales managership at the home office in Can- 
ton, Ohio. 


J. Benko 





3M Appoints Manager of Bedford Park Plant 


Appointment of W. G. Bretson as manager of its 
Bedford Park (Ill.) plant was announced recently by 
the Minnesota Mining & Manufacturing Company. 

Production in the new 325,000 square-foot plant, 
located at 6850 S. Harlem Ave., Bedford Park, 10 miles 


W. G. Bretson 





from the heart of Chicago, was scheduled to get under 
way April 1. The plant is designed to produce various 
types of Scotch brand tapes, including a new super- 
strength filament tape and other industrial packaging 
tape. 

Mr. Bretson joined 3M as a methods engineer in 
its St. Paul plant in 1942. He is making his home at 
541 N. Elmwood Ave., Oak Park, IIl. 





Denver Firm to Convert Six Floors 


The upper six floors of the W. H. Kistler Stationery 
Company building, 1636 Champa St., Denver, Colo., 
are to be converted to office space, it was announced 
recently. 

The remodeling is to accomplish a two-fold purpose; 
to make more office space available in downtown Den- 
ver and to enable the Kistler firm to expand its print- 
ing business in a new plant. Space will be leased in 
whole floors only, the 8,760 square feet being remod- 
eled to meet the demands of the tenant. 

The firm has occupied the building since 1916, and 
has been in business for 77 years. Included in the op- 
erations is the retail selling of office furniture and 
equipment. Site of the proposed plant is to be out 
of the downtown area. 
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Name Sawyer on Burroughs Board 


Charles Sawyer, former United States Secretary o 
Commerce, on March 9 was elected to the board o! 
directors of Burroughs Adding Machine Company ait 
a meeting of the board, announced Burroughs, presi- 
dent, John S. Coleman. 

“We are very pleased by the prospect of having Mr 
Sawyer’s wise counsel in our management,” Mr. Cole- 
man said. “His long experience as a successful busi- 
nessman and high government official, will be of great 
value to us in the overall direction of the company’s 
affairs in the years ahead.” 

Mr. Sawyer, born in Cincinnati, was graduated from 
Oberlin College, and Cincinnati Law School, was ad- 
mitted to the Ohio bar, and shortly after organized 
the law firm of Headley, Wood & Sawyer. In 1917 he 
joined the Army, served overseas, and emerged at the 
war’s end as an infantry major. 

Returning to Cincinnati, he practiced law as a mem- 
ber of Dinsmore, Shohl & Sawyer, with which he has 
been connected, except for periods of government 
service. He has owned a number of Ohio newspapers, 
and currently owns several radio stations. 





Roche Joins Stationers Loose Leaf Company 


W. J. “Jim” Roche of Minneapolis, Minn. has been 
appointed to the sales staff of Stationers Loose Leaf 
Company of Milwaukee, Wis., it was announced re- 
cently. He will represent the Faultless line of loose 
leaf, calling on dealers in Minnesota, Iowa, North 
Dakota, South Dakota and Nebraska. Previous to this 
present position, he was with The Carter’s Ink Com- 
pany for five years. 

Mr. Roche was graduated from St. Johns University 
at St. Cloud, Minn. and served with the Navy for 4% 
years. He and his family reside in Minneapolis at 
4210 Alden Drive. 








Lazy Man’s Ashtray .. . The Gramercy Stationery Com- 
pany, New York City, recently featured an entire corner window 
devoted to the Safex self-extinguishing ashtray. Five different 
models of the clear glass trays were displayed for both home 
and office use. The ashtrays come attractively boxed in sets 
of four. 
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hese NATIONAL Transparent Folder Outfits 
are designed to 





1 Protected Picture is worth 
10,000 words in this Tumbler 
Bound Acetate Display Unit 





Each Ne. of Construction is tumbler wire-bound 
ac °.° . 7 . ” oO” « 
Number List Price Description Color Folders Acetate Packed and permits flat opening. 11 x9 and 
30-205 $1.65 Hyd Red 5 003 P smartly bound to please your most par- 

vip cra 7 ticular customers. No title stamping. 
30-215 2.40 Hydex Red 10 .003 6 

30-225 3.85 Saddletone Ginger 10 .005 3 

Texon 























RING BOOK OUTFITS 


Smooth calf grain imitation leather in 3 colors — 
lined with matching imitation leather — pocket in 
back cover. Automatic lock booster lever opens, closes 
and locks rings. 3 rings, 1” capacity. One outfit per 
box. Sheet size 11” x 814”. Black outfit number D2. 
10 folders per outfit. $5.75 list. Also available in 
Redwood calf grain imitation leather as Number D1 
at $4.75. Folders No. F81 $.25 each list. 




















RINGFOLIO® OUTFITS 
with Zipper on 3 Sides 


Automatic lock booster. 3 rings 14%” capacity. Sheet 
size 11” x 815”. 10 folders. 2 pockets. Outfits ZD1, 
ZD2 and ZD4 are saddle plastic coated fabrilite, red- 
wood plastic coated fabrilite and copper deep buff 
cowhide respectively. List prices complete with 10 
folders $8.50, $8.50 and $11.50 respectively. Folders 
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No. F81 $.25 each. 
ae eo 
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NATIONAL 


BLANK BOOK COMPANY 











LOOSE LEAF PHOTOGRAPH ALBUM RING BOOK STYLE TRANSPARENT FOLDER 


WITH TRANSPARENT FOLDERS IN THE POPULAR 11” x 82” SHEET SIZE 
Holyoke, Mass. 
jlack squared and gummed paper in acetate Protects and shows to advantage ad proofs, 
»iders. No paste or pasters needed no catalog pages, pictures. Cellulose acetate, re- 
rouble to mount photos. Numer-Ring Con- inforced. Each folder includes a black photo 
truction. Opening Lever. mount sheet. Punched 3 holes to fit 3 ring 


covers. No. F81, Code No. 16-181, List $.25 
each. 3 holes, 84” C. to C. Outside Holes, 
Acetate .005 Gauge. 25 per box. 
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Corry-Jamestown Begins Plant Expansion 


The Corry-Jamestown Manufacturing Corporation 
broke ground April 15 for the second of four planned 
units at the Corry, Pa., plant. The first unit, a million 
dollar desk plant, was completed early last year. The 
new unit is being built to expand the company’s facili- 
ties for producing Steel Age files and according to 
David A. Hillstrom, president and chairman of the 
board, is expected to be completed early this fall. It 
will be used as a temporary warehouse until the third 
unit is erected. 

Manager of manufacturing, Orlo A. Ewing, pointed 
out two unique construction features of the new plant. 
A temporary Cemesto board wall will be used first for 
the north wall of the second building, then moved—to 
be the north wall of the third unit, and finally end as a 
part of the roof which will eventually cover all four 
units. In addition, the east and west walls of the 
second unit will be made of brick and special Coolite 
glass to reduce heat and glare. 

Additional heavy cranes and more railroad siding 
are planned for the new building to facilitate the 
unloading and handling of materials. 





Remington Rand Names Winkler 

Remington Rand Inc., New York, recently named 
R. H. Winkler as assistant manager of sales promotion 
department for systems-photo records products, an- 
nounced J. A. Grundy, sales promotion manager. 

Mr. Winkler first joined Remington Rand in 1946 as 
a feature writer for the company’s Systems For Modern 
Management magazine and later became an adver- 


R. H. Winkler 





tising copywriter for systems products. He has been 
connected with the sales promotion department since 
1950. 

Prior to joining Remington Rand, Mr. Winkler was 
employed as an account executive with a large ad- 
vertising agency and has had several years experience 
in direct sales and sales analysis. 





Markham Appointed by Sturgis for West Coast 


Clayton O. Markham has been appointed sales repre- 
sentative for the Sturgis Posture Chair Company ef- 
fective April 1. His territory consists of California, 
Arizona, Nevada and Utah. He makes his headquarters 
in Berkeley. 

For 10 years preceding his appointment Mr. Mark- 
ham was West Coast manager for Arnot & Company, 


Clayton O. Markham 





Inc., specializing on marine furniture, later on func- 
tional furniture for offices. 

Before starting on his new connection he spent 
about 10 days with the Sturgis people in Chicago and 
Sturgis, Mich., studying the manufacture and sale 
of the company’s product. 
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Buckeye Sales Manager Elevated 


Walter A. Wipper has been elected executive vice- 
president and general manager of The Buckeye Ribbor 
& Carbon Company, Cleveland, Ohio, it was announcec 
by Frank M. Pollock, president. 

Prior to assuming his new post, Mr. Wipper was vice- 
president and general sale manager of the company 


Walter A. Wippert 


having been transferred to Cleveland in 1951 from New 
York City to serve in this capacity. 

Mr. Wipper, who has been in the carbon and ribbon 
industry for more than 20 years, joined The Buckeye 
Ribbon & Carbon Company in 1945 as its East Coast 
manager. He has also been elected to serve on the 
board of directors of the Buckeye organization. 





R. C. Allen Opens Mineola, N. Y., Branch Office 


R. C. Allen Business Machines, Inc., recently an- 
nounced the opening of a new branch office in Mineola, 
N. Y. K. P. Phelps, executive vice-president, said the 
move came as a result of the rapid expansion of busi- 
ness activity in Nassau and Suffolk Counties, with a 
corresponding increase in demand for R. C. Allen ma- 
chines. 

The new office is located in a modern building at 
146 Second St., and is equipped for sales, service and 
dealer distribution of FR. C. Allen products on Long 
Island. The branch manager is Eugene B. Walker, 
former proprietor of the Hempstead Cash Register 
Company, Mineola. 





Appoint Sacramento SoundScriber Distributor 


R. W. Davidson, vice-president and general sales 
manager of The SoundScriber Corporation, recently 
announced the appointment of the Capitol Office 
Equipment Company to distribute the company’s prod- 
ucts in the Sacramento, Calif., area. Edward J. New- 





Edward Newman LaVerne Rowland 


man and LaVerne Rowland, partners in this distribu- 
torship, have a long and successful record in the office 
equipment business. 

Mr. Rowland, a graduate of University of California, 
was for a number of years on the sales staff of the 
Burroughs Adding Machine Company. Mr. Newman is 
also a veteran of the Burroughs Adding Machine 
Company. 





Ellertson Appointed Sales Representative 


The Chicago Desk Pad Company recently announced 
the appointment of Jim Ellertson as sales representa- 
tive for Colorado, Wyoming, Utah, Idaho and Montana. 
His office is at 1111 Stout St. in Denver. A native of 
Minnesota, he was with the Sachs-Lawlor Company 
and Colorado Print-on-Tape, Inc., before becoming 
a sales representative. 
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Wherever wraps are hung, there’s a NEED for a 


DO! 
cer 


ce BORROUGHS 


ny 





We believe that this is one of the most important pages in this magazine. FIRST, it shows a new line 
of Borroughs Quality Products that sell on sight. And SECOND, each and every one is a real money- 
maker for you. Everyone loves a winner—so it’s no wonder Borroughs Products are ‘way out in front 
in customer demand. Start selling Borroughs Products now, and you'll always be in the money. 
Send for catalogue and price list. 
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ice Here's a dandy unit. 6 How do you like the 
an- wrap and hot capacity. streamlining of this num- 
ola. It's a beauty. Remember, ber? All you have to do 
the every standard Wrap is to show it . . it will sell 
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Announce New Shallcross Firm Set-Up 


For many years the Comfort Printing & Stationery 
Company and the Shallcross Printing & Stationery 
Company, St. Louis, Mo., have been affiliated organ- 
izations. 

It is now announced by Hartley B. Comfort, pres- 
ident of both firms, that the Shallcross Printing & 
Stationery Company will function as a jobbing institu- 
tion. Effective April 1, all merchandise for the station- 
ery departments (office supplies) will be purchased 
by that firm. Unless otherwise requested on purchase 
orders, shipments are to be consigned to 200 S. Seventh 
St., St. Louis 2, Mo., and all invoices are to be rendered 
in duplicate. 

It is requested that all franchises, contracts, work- 
ing agreements and price arrangements enjoyed be- 
tween customer firms and Comfort Printing & Station- 
ery Company be extended to Shallcross Printing & 
Stationery Company. 

The personnel in charge is Al Bartens, vice-president, 
and Robert H. Comfort, stationery manager and buyer. 





Flo-Ball Pen Appoints Wirth 


The appointment of Frank J. Wirth as eastern sales 
manager of Flo-Ball Pen Corporation, New York City, 
was announced recently by Charles Sabel, executive 
vice-president. 

Mr. Wirth will be in overall charge of the sale of 
Flo-Ball’s line of precision writing instruments in the 
eastern United States. 

His previous experience includes being sales man- 
ager of Apex Products Corporation, New York City, 
and a sales engineer for Behr-Manning Corporation, 
a division of The Norton Company. Mr. Wirth resides 
in Jersey City at 73 Gautier Ave. 

Flo-Ball Pen Corporation headquartered in New York 
City, is an affiliate of Clary Multiplier Corporation, 
San Gabriel, Calif., a producer of business machines. 





Invite Jasper Chair Company to Join 
Rice Leaders of World Association 


Louis T. Koerner, president of the Jasper Chair Com- 
pany, is pardonably proud of the fact that his concern 
recently was inivted to become a member of the Rice 


Louis T. Koerner 


Leaders of the World Association. Mr. Koerner knows 
that many of his dealers will share his enthusiasm 
over this honor, permitting the display of the symbol 
of business character and “Warrant of Quality.” 





New Small Size for Esterbrook Penscript 


Penscript, house organ of the Esterbrook Pen Com- 
pany, Camden, N. J., has appeared recently in a new 
smaller size. The magazine carries special articles as 
well as general news of and for the employees of the 
firm. The initial volume boasted a spring-like front 
cover—a colorful, modern style birds-eye view of fly- 
ing kites. 





Celebrate Addition to Firm 

The Eastulsa Office Supply Company, East Tulsa, 
Okla., held an open house March 12, 1953, to celebrate 
the opening of its new addition. The new building, 
which more than doubles the present amount of floor 
space, is located at 2303 E. Admiral Blvd.—EEG 
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3 M Offers Two for the Price of One 


A new 60-day special offer, giving retailers two semi- 
automatic cellophane tape dispensers for the price of 
one, was announced in March by Minnesota Mining & 
Manufacturing Company. 

Effective from April 1 through May 31, the special 
offer (Deal “DS’”) includes two “Scotch” brand Model 
92 definite length dispensers, and 12 rolls of %- by 
2,592-inch transparent cellophane tape. The dispensers 
issue 1- to 4-inch lengths of tape at the touch of a 


3-M Special . . . Two dispensers are included in offer. 


hand lever. Longer lengths can be obtained by de- 
pressing the lever repeatedly. By using only a pre- 
determined amount of tape per package, the user will 
be able to reduce packaging costs, the firm said. 

Each dispenser weighs six pounds, is portable, and 
can be reloaded with a roll of tape in a matter of sec- 
onds. It can be used for sealing bags, boxes, and pack- 
ages, and for holding identifying labels in place. Dis- 
tribution of special offer Deal “DS” is through jobbers 
nationally. 





Assign Polar Manufacturing Representatives 


H. M. Getty, general manager, Polar Manufacturing 
Company, Philadelphia, Pa., recently announced three 
new sales representatives for 11 of the southern states. 
Jim W. Cooper, Jr., and his associates Jack P. Cooper 
and Robert C. Strafford will cover southern territory. 
Jim Cooper will cover all states on some accounts, while 
Jack Cooper covers North and South Carolina, Georgia, 
Florida, Alabama and Tennessee and Mr. Strafford has 
been assigned to Texas, Oklahoma, Arkansas, Missis- 
sippi, and Louisiana. 

Jim Cooper will work out of Atlanta, Ga., Jack 
Cooper, Decatur, Ga., and Mr. Strafford from Fort 
Worth, Tex. 

The New England territory consisting of Maine, New 
Hampshire, Vermont, Rhode Island, Massachusetts and 
Connecticut is being covered by Salmen & Paddock 
Inc., composed of Fred Salmen and Lee Paddock, who 
operate from Boston, Mass. Mr. Salmen is concentrat- 
ing on Boston, while Mr. Paddock covers the New Eng- 
land states. 





W-J Opens Southern Division Headquarters 


The Wilson Jones Company recently announced the 
opening of its new southern division headquarters at 
400 Williams St., N.W., Atlanta, Ga. Established to 
provide better service for all stationery dealers in the 
southeast, it will stock a wide variety of their products. 
George Robinson of Greenville, Miss., who will head 
the Atlanta house, brings with him a sound knowledge 
of the trade’s needs. All stationers attending the 
NSOEA convention in Atlanta were invited to visit the 
new headquarters. 
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BATES MERCURY 
H-30 HEAVY DUTY 
STAPLER 


Deeper throat, chrome finish, 
loads more staples, easiest ac- 
tion. The world's finest stapler 
for stapling up to 100 sheets 

of paper (%" capacity). 








Used with H-30 Power 
Arm you get feather- 


weight action. : Bates 
Perforator 


Easiest action, large waste 
container. Compact, 
economical. 
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prove! Eyeleter 
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quick as a wink! The world’s action. 


standard for excellence. 
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Model C Stapler 
Makes its own staples. 


looding—5000 staples. 
One lo 9 5000 rustless Brass 


staples each loading. 
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or we'll both get a black eye! 


You don’t want a black eye any more than we do. But that’s 
what happens almost every time you sell cut price, 
cut quality, unbranded staples. 


When the smooth operation of a quality stapling machine is 
impaired, your customers storm about you, about us, about 
everybody within earshot except the inferior staple-maker 
himself. Machines come back to us for repair that are suffering 
from nothing more than a dose of substandard, ill-fitting, 
non-uniform staples. Nothing makes us madder than having —SPEFDPOINT =) TAPLES 
to fix them just because some staple-maker unloaded a batch of ; 
his inferior merchandise on the basis of his one and only selling extra-sharp for easier penetration 
point—cut price. But why not, he figures. What can he lose? 100% round wire for extra strength 
Brand name? No, he has none. Good will? No, he has none. Swingline Speedpoint staples penetrate wood, 


‘ . . light guage steel, pressboard, celluloid, and up 
But you have both. And offering quality merchandise at to 40 chests of paper. They're a perfect com- 


reasonable prices is one of the surest ways to protect thei... bination with Swingline Staplers and all other 
one of the surest ways to success, reputation and standard staplers. 
satisfied customers. Remember, there is more profit 


and pride in selling quality staples. 
Speed Products Co., Inc. 32-01 Queens Blvd. L.1.C., N.Y. 


Sooinglne 
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Here is your 
opportunity to 
cash in! 


Every day new enthusiastic 
dealers are accepting the 
REGNA Cash Register — revolu- 
tionary in design, beautiful in ap- 


pearance, easy and fast to sell! 


Smears Styling - Superior Constriucsi(on 


The REGNA handles all retail transactions: cash sales—paid 
outs—charge sales—no sales—received on account, and it 


gives a printed, double cash receipt. 


If you are not a REGNA dealer, you can become one—write 
for illustrated brochure and further information; to 


REGNA CASH REGISTERS, INC. 


175 FIFTH AVE., NEW YORK 10, N. Y. 
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Burroughs Appoints Lennartson Branch Head 


The Burroughs Adding Machine Company, Detroit, 
Mich., recently announced the appointment of A. L. 
Lennartson as manager of its Kalamazoo, Mich., 
branch office at 301 E. Michigan Avenue. 

Mr. Lennartson joined Burroughs in 1923 as a mem- 
ber of the sales staff at the Jamestown branch where 


A. L. Lennartson 


he assisted all types of business with their figuring 
and accounting problems. In 1936 he was transferred 
to the home office sales division where he served until 
1942, moving to Pittsburgh as sales representative. 
The next year he joined the Rochester branch where 
his fine record earned his advancement as zone sales 
manager in Buffalo. 

Mr. Lennartson brings to the Kalamazoo office valu- 
able experience in achieving maximum efficiency in 
figuring and accounting work. He succeeds R. B. Busse, 
who is now Wilmington branch manager. 





Honor Royal Manager at Chicago 

W. W. Pennels, district manager since 1948 for the 
Chicago branch office of Royal Typewriter Company, 
was honored recently when he completed his 25th year 
with the company. 

V. A. Hart, Great Lakes regional sales manager, pre- 


W. W. Pennels 


sented Mr. Pennels with an engraved wristwatch from 
the firm. Mr. Pennels, who joined Royal as a typewriter 
salesman in Detroit in 1928, has managed branch offi- 
ces in South Bend, Ind., Rochester and Albany, N. Y. 





Celebrates 91st Birthday—Salesman 72 Years 


E. G. Cervantes, San Antonio, Tex., 72 years a sales- 
man for the Nic Tengg Company, recently celebrated 
his 91st birthday with a small party in his home. 
Guests were his four employers—Julius, Thomas, Wil- 
liam and Edward Tengg, all mere youths—over 60. 
Mr. Cervantes, as an enterprising young salesman, 
went with the store when purchased by his employer’s 
father, Nic Tengg, 70 years ago—JHR 





New Location For Typewriter Firm 


Earl Hughes of the Colorado Typewriter Company, 
Inc., Pueblo, Colo., has announced a change of ad- 
dress for the firm. The new and larger quarters are 
located at 307 N. Union, Pueblo, and do a wholesale 
and retail business in typewriters, office machines 
and equipment. The old location was 105 W. Second St. 





H. C. Parker, Inc., Appoints Weimer 


Dan Weimer has been appointed manager of the 
systems and records department of H. C. Parker, Inc., 
at 336 Camp St., New Orleans, La—JHR 
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NOFA Adds New Members 


Under the capable and vigorous leadership of John 
R. Gray, general secretary of NOFA, the organization 
has added a large number of chapter members, manu- 
facturers and individual dealers to its growing list. 

Three chapter members joined from the East Coast— 
Lindley Associates, Boston, Mass., Milton Skala, New 
York City, and R. A. Kelley, Inc., Hempstead, N. Y. 

Atlas Stencil Files Corp., and Plasti-Kote, Inc., both 
of Cleveland, Ohio, are among the many manufac- 
turers who joined. New Philadelphia members are the 
Penn Metal Corp. and the Perfect Rubber Seat Cushion 
Co. The Beaver Furniture Co., New York City; L. M. 
Bickett Co., Watertown, Wis.; Borroughs Manufactur- 
ing Co., Kalamazoo, Mich., Brown-Morse Co., Muskegon, 
Mich.; Donie Chair Co., Grapevine, Tex.; Great Lakes 
Furniture Co., Grand Rapids, Mich.; and Herring-Hall- 
Marvin Safe Co., Hamilton, Ohio, complete that list. 

The list of individual dealers signing up is as follows: 
J. C. Bair Company, Austin, Tex.; Bullington’s, Cooke- 
ville, Tenn.; F. O. Bailey Co., Portland, Me.; Cecil Bur- 
dette, La Grange, Ga.; Birmingham Printing Co., Bir- 
mingham, Mich.; Comfort Printing Co., St. Louis, Mo.: 
Commercial Stationery & Supply Co., Chattanooga, 
Tenn.; B. R. Harris and Co., Chillicothe, Mo.; Jack C. 
Kern Co., Dallas, Tex.; Keystone Office Supply Co., 
Titusville, Pa.; Lorick Office Equipment Co., Columbia, 
S. C.; Vance K. Miller, Dallas, Tex.; Morril and Mach- 
abee, Inc., Reno, Nev.; Mule-Durel, Inc., New Orleans, 
La.; Nestor’s Typewriter & Office Supply, Detroit, Mich.; 
Parkersburg Office Supply Co., Parkersburg, W. Va.; 
Roesch Office Supplies, Sandusky, Ohio; James L. 
Smith Co., Des Moines, Iowa; Schmidts Office Supply 
Company, Canton, Ohio; I. C. Stanley Co., Allentown, 
Pa.; Spokane Office Supply Co., Spokane, Wash.; John 
C. Preston, Ltd., Ontario, Canada; F. L. Vanderlip, 
Hartford, Conn.; Washington Typewriter Co., Wash- 
ington, Pa., and John Yorkley Co., Nashville, Tenn. 





Harper Heads Diebold Branch 


E. J. Harper has been named manager of the Kansas 
City branch of Diebold, Inc. He joined Diebold in Feb- 
ruary, 1952, as assistant manager of Diebold’s Chicago 
branch. A 1931 graduate of Central College in Fayette, 
Mo., he attended LaSalle University also. 

His background includes knowledge in office systems 
and procedures gained as a department store controller 
and salesman and branch manager for an office records 
systems manufacturer. 





Name Cooke & Cobb Eastern Representative 


Jack O’Hare is now representing Cooke & Cobb 
Company on the East Coast, it was announced recently 
by Joseph Wexelbaum, president of the firm. Mr. 
O’Hare, whose territory is southern New Jersey, eastern 
Pennsylvania, Maryland, Delaware, Virginia and North 


Jack O’Hare 


and South Carolina, is well known in that area having 
represented several stationery manufacturers there for 
many years. He makes his home in Richmond, Va. 





Smith Appointed to San Antonio Commission 


J. Andrew Smith, head of the company of the same 
name, has been appointed a member of the San An- 
tonio, Tex., Planning and Zoning Commission.—JHR 
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The dealer who wants bigger profits knows there’s no 
gamble with Monroe! Monroe backs a dealer with the prestige of that long 
established name... gives him the features his customers are looking for . . . increases 
his volume with an up-to-date line of calculating and adding machines... and 


increases his profit! Multiplies the wide Monroe line by one of the widest profit margins! 





Cash in on this Opportunity! 
Mail the Coupon Today! 


Monroe Calculating Machine Company, Inc. 
Dealer Sales Division, 555 Mitchell Street, Orange, N. J. 







Tell me how | can cash in with the popular, fast-selling Monroe line. 


MONROE = — 





AMM: eee. t =: wees lle 
STREET 
MONROE CALCULATING MACHINE COMPANY, INC. 


Dealer Sales Division, Orange, N. J. 
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SoundScriber Appoints Keith C. Drake 

Norman J. Collister, president of Collister Corpora- 
tion, New York City, eastern New York distributors 
for SoundScriber dictating equipment, has announced 
the appointment of Keith C. Drake to manage the 
Albany, N. Y. office. 

Mr. Drake formerly was a sales representative in 


Keith C. Drake 


the New York City area, where he had an outstanding 
sales record. He is a native of Washington, D. C., at- 
tended Columbia University, and served with the U. S. 
Navy during World War II. 





Neggesmith Appointed by Replogle Globes 


Replogle Globes, Inc., recently announced the ap- 
pointment of Harry J. Neggesmith and his sales or- 
ganization as representative to the stationery and 
book trade. 

Mr. Neggesmith will cover a territory including 
North and South Dakota, Nebraska, Minnesota, Iowa, 
Wisconsin and Illinois (with the exception of Chicago). 

Buyers will be able to see a display of Replogle globes 
in Mr. Neggesmith’s permanent show room in Room 
1519A in the Merchandise Mart, Chicago. 





Choose New Richard Best Representative 


The Richard Best Pencil Company announced re- 
cently that Stanley Roselle will start his duties as 


Stanley Roselle 


Pacific Coast representative for the company. Mr. 
Roselle was transferred from New Jersey and will now 
make his home in the San Francisco area. 





Syracuse Firm Forced to Move 

The Eraser Company will move to a new location at 
1068 S. Clinton St., Syracuse, N. Y.,on May 1. The firm 
has been notified by the state to vacate its premises 
at S. State and E. Water streets to make way for con- 
struction of a state office building. R. George Roesch, 
president of the company, reported 1952 profits ex- 
ceeded those of 1951 by nearly 60%.—GET 





Employes Share Maverick-Clarke Profit 


The Maverick-Clarke profit-sharing retirement fund 
in 1952 received from the company, earned and dis- 
tributed, $47,968.81, according to El Eiseman, vice- 
president and general manager of the company in San 
Antonio, Tex. The fund, established in 1941, now has 
more than $500,000 in cash and other assets —JHR 





Heads Texas Printing Department 

Jack Milburg, formerly with Claude Aniol and As- 
sociates, advertising agency, has been named manager 
of the printing department for the National Stationery 
& Printing Company, San Antonio, Tex—JHR 
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Botbyl Buys Out Grand Filing Supply Partner 

Gerry Botbyl recently purchased the interests of his 
former partner, Ralph J. Buit, and hereafter will be 
the sole owner and operator of the Grand Filing Supply 
Company, manufacturers of the Grand and Macey file 
folders, indexes and factory forms in Grand Haven, 
Mich. 





Elect Cott Index Board Chairman 


Edison P. Cott, officer and director since 1900 of the 
Cott Index Company, Columbus, Ohio, has been elected 
chairman of the board and director of research. 

Other officers include: Nelson T. Ball, president; 
Lawrence W. Cott, vice-president and David B. Bor- 
ing, secretary. Founded in 1888 by Charles M. Cott, 
the firm manufactures patented and copyrighted sys- 
tems for indexing of records.—AK 





Van Duesen Heads Diebold Branch 


E. L. Van Duesen has been named manager of office 
systems of operations at the San Francisco branch of 
Diebold, Inc. 

Mr. Van Duesen joined Diebold in 1944 as a salesman 


E. L. Van Duesen 


in the New York branch. In 1946, he became manager of 
Diebold’s Kansas City branch, a post which he has 
held until this latest advancement. In addition to other 
managerial achievements, he brought 1952 sales in his 
branch to over 100% of quota. 





Purchases Interest in Texas Firm 


Roland J. Berry has purchased the interest of R. A. 
Thomason, Jr. in Berry and Thomason, 201 E. Lee, 
Brownwood, Tex. The firm will now be known as Ber- 
ry’s Business Machines. 





Ready Is Ready. . . Equipped for his new job, Peter J. 
Ready, just appointed district manager for Clary Multiplier Corp.. 
in the Southwest, rung up a sales record of 51 adding machine 
orders in one week in San Diego, Calif. With A. J. Hall, Clary 
vice-president for manufacturing, looking on, “Pete” lends a per- 
sonal hand as a big order is boxed for shipment at the San 
Diego, Calif., plant. Ready has taken over District No. 9, a six- 
state territory embracing dealers in southern California, Arizona, 
New Mexico, Colorado, southern Nevada and southwestern Texas. 
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Ad-Viser 

(Continued from page 23) 

Use Trade Marks and Slogans for Effective Promotions 
lost. Once you have your trade-mark, register it with 
the United States Patent Office. The fee is small and 
you will be protected for 20 years. 

Creating an effective slogan or trade-mark may re- 
quire the assistance of advertising specialists or artists. 
However, it is well worth the effort and expenditure. 
If a good one is chosen and it is displayed in the proper 
places, it will go far in promoting your sales ideas and 
increasing traffic in your store 


Gd, 


A novel promotional idea is being used by the Stand- 
ard Printing Company, Inc. of Alexandria, La., with a 
great amount of success. 

Whenever the company makes a custom office in- 
stallation in a local business firm, it publishes a three- 
column advertisement in local newspapers. The ad 
pictures the new office and calls attention to the line 
of office equipment which Standard furnished for that 
installation. 

This provides excellent promotional material, di- 
rected to other executives in the area and also serves 
as a mark of appreciation to the customer for his 
business. 

The advertisements are simple and effective. They 
show a clear picture of the office interior with Stand- 
ard equipment. With a minimum of very readable 
copy, the story of the installation is told. 


ee 


Attention-Getting . . . The type of advertising done by 
Standard Ptg. Co., Inc., Alexandria, La., when it makes a custom 
Office installation.—EWF 


Dist. No. 13 Regional Meeting 
(Continued from page 30) 


tenant-Governor Carl C. Judkoff, Cantigny Printing & 
Stationery Corp., New York City, for the post of 
governor. 

There being no ether nominations, a vote was taken 
and Mr. Judkoff was unanimously elected and took 
office immediately according to the new ruling of the 
National Stationery & Office Equipment Association. 
After thanking all chairmen and committees for their 


R. E. Wahrman, 
Retiring Gov- 
ernor, and 
Carl C. Judkoff, 
Governor-Elect 


able assistance during his term of office and for their 
part in making the convention a success, Governor 
Wahrman concluded the afternoon session. 

An elaborate buffet dinner was held at 6:30 p.m. in 
the Grand Ballroom at which time both dealers and 
manufacturers enjoyed the good fellowship that pre- 
vailed and took advantage to discuss some of their 
mutual problems. 

Starting at 8 p.m., the evening session was held under 
the joint sponsorship of NSOEA 13th Regional District 
and the Stationers Association of New York, Inc. In 
opening the session Governor Wahrman presented the 
gavel to Governor-elect Carl C. Judkoff, Cantigny 
Printing & Stationery Corporation. 

The first speaker of the second session was Frank 
Masterson, assistant to the president, American Fair 
Trade Council Inc., whose topic was “The Fair Trade 
Picture” in which he gave a detailed report of the 
situation for Fair Trade up to the moment. He made 
a point of explanation of the real purpose of Fair 
Trade which he said was not obligatory on the part of 
the manufacturer but when once entered into, it was 
obligatory to treat all dealers alike. 

To the friends of Fair Trade he urged continued 
effort and faith, especially now when it is being seri- 
ously challenged by a cohesive opposition with con- 
certed action. 

Details’ Industry Picture 

The next speaker was Paul E. Burbank, NSOEA, at 
special request of Region 13 repeated his illuminating 
documentary address “Main Street U.S.A.” a disserta- 
tion on the past, present and future outlook for the 
industry. 

The last speaker of the evening session was Herbert 
M. Markham, counsel for the Stationers Association of 
New York, Inc., who spoke on the “Effects of With- 
drawing Government Controls.” 

Mr. Markham said in part: 

“While there has been some evidence in the sta- 
tionery field of manufacturers raising prices or con- 
templating to raise them, it is my sincere belief that 
only when there is no other way out, should this be 
resorted to at this time. The retailer, benefited by 
the ability to maintain prices, will continue to retain 
the good will of his customers and thereby benefit the 
manufacturer. 

“Many industries, aware of the speed wita which 
Government regulation steps in to keep our houses in 
order have provided their own checks and controls. 
And so if the manufacturers, wholesalers and retailers 
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co-operated in an avoidance of all unnecessary in- 
creases in prices, the stationery business would ma- 
terially benefit and I believe prevent the further in- 
tervention of government price control.” 

The last feature of the well-filled program was an 
open forum session with Milton Goldhair, Harmill Of- 
fice Supply Company, New York, N. Y. president, Sta- 
tioners Association of New York, Inc., presiding. Nu- 
merous problems of the industry were discussed. Both 
Mr. Burbank and Mr. Masterson were available during 
the session to answer questions from the audience. At 
the close of this feature the convention was declared 
adjourned. 


300 Attend Banquet 


At 7:30 p.m. Saturday evening, March 21, some 300 
members, their wives and guests assembled to attend 
the annual banquet held in the grand ballroom of the 
Hotel New Yorker. 

The dinner was preceded by an hour of cocktails 
and congenial good fellowship. At the conclusion of 
dinner, guests and officers of both local and national 
associations were introduced. Good music was fur- 
nished by Herb Steiner and his recording orchestra 
for dancing between courses and for the balance of 
the evening. 





Dist. No. 6 Regional Meeting 


(Continued from page 32 


in cost operations and monthly trends. He told of 
the value in the weekly desk sheet and the regional 
and national conventions. He disclosed that census 
figures are to be available which will mirror the po- 
tential market in a stationer’s own individual area.” 

“We hope this association will do its part in helping 
you to make a profit,” the general manager declared in 
closing his remarks which were concise and informa- 
tive as usual. 

Speaker for the noon luncheon was an old friend 
of IBSA, Joe Meek, President of the Illinois Federation 
of Retail Associations. In his remarks he disclosed 
that he was seriously considering becoming a candi- 
date for U.S. Senator from Illinois. 

“If we believe in freedom we must turn from gov- 
ernment to the real principles of selling,” said Mr. 
Meek. “We must make America a nation of shop- 


. Front: Mrs. Ben Powell, Skokie, Ill.; Mrs. George Schumacher, 
Milwaukee, Wis.; Mrs. Don Sharpe, Chicago; Rear: Mrs. Ralph 
Blackbourn, Mt. Pulaski, Ill.; Mrs. Ken Henderson, Hazel Crest, IIl.; 
Mrs. Jesse Peck, Springfield, Ill 

. Stuart McDonald, Commercial Staty. Co., Chicago; Bob Overend, 
Eagle Pencil Co. 

. Mrs. Jesse Peck and Walter E. Rossow, H. H. West Co., Milwaukee, 
waltz a bit. 
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keepers or lose ourselves. .. . Our yardstick must be 
what is best for our customers.” The speaker defended 
his role as a lobbyist, pointing out that the 12 disciples 
were lobbyists for the greatest cause of all—Chris- 
tianity. 

Dr. Robert Hancock of the University of Illinois 
College of Commerce, opened the afternoon session, 
speaking on retailing and retailers’ problems. 

“There’s a System” was the message of Elmer G. 
Rahe, vice-president in charge of sales for The Globe- 
Wernicke Co. He asserted that filing supplies should 
be called business systems and he advised dealers 
not to sell filing cabinets empty but instead to sell 
them equipped for filing—like “tires and tubes,” “bolts 
and nuts.” Dramatically he pulled out $107 in dollar 
bills, the profit which can come out of equipping a 
filing cabinet. 

Hear John Mosler 


John Mosler, executive vice-president of the Mosler 
Safe Company, used “Support from the Manufacturer” 
as his theme. He pointed out that the manufacturer 
and the retailer together make a powerful team. 

“Remember,” he said, “you are not selling a safe, 
but are selling protection ... not selling a file, but 
are selling efficiency.” 

The manufacturer’s story must continually reach 
the consumer level, stated Mr. Mosler, through the 
use of continued advertising, part of a long-range 
program. 

Paul Harvey, noted ABC news commentator, fur- 
nished a dramatic banquet address. Some of his high- 
light remarks: 

“Great empires never fold up from pressure on the 
outside, they dissolve from within. . If America 
ever gets whipped, here, too, it will be an inside job.” 

“We haven’t invented anything, we just discovered a 
few things that have been here all the time. ... 

“Freedom is nothing you inherit, Americans, it is 
something you earn.... 

“Storms are a part of the normal climate of life... .” 


“Pembroke Homecoming” 


Succinct remarks were made at the banquet by 
President Pembroke and General Manager Burbank. 
The former in remarking that his kinsmen were run 
out of Illinois 107 years ago said, “I probably feel the 
warmth of your welcome more than the others here.” 
Mr. Burbank presented Retiring Governor Jesse Peck 
with a plaque in behalf of his work for NSOEA and 
then in a few serious remarks warned that the days 
ahead in the industry are not going “to be easy.” 

Friday morning’s program included the election of 
officers and the presentation of two addresses. Robert 
Spelman, assistant secretary of the Wood Office Fur- 
niture Institute, told about the “Certified Office Plan- 
ning Service Program” as described in the April issue of 
OFFICE APPLIANCES. George Cooper of Dale Carnegie In- 
stitute gave an inspiring talk in which he decried the 
fact that these “are not normal times.” He pointed out 
that times have never been normal and that wars, de- 
pressions, inflation and the ills of climate and business 
have always been felt. “Normal times is a Utopia,” he 
asserted. 

A business meeting and luncheon was held by the 
Great Lakes Travelers Club at noon with President 
Ken Reister, Minnesota Mining & Manufacturing Com- 
pany, presiding. Nearly 80 attended. 

Officers of NSOEA, IBSA and GLTC placed a wreath 
on Lincoln’s Tomb in the afternoon and listened to a 
fine talk by the caretaker of this Springfield shrine. 

The convention special left in the evening for Chi- 
cago marking the close of a successful convention. 





Georgia Firm Destroyed in Fire 


The Gregory Office Supply & Job Printing Shop, 
Dalton, Ga., was destroyed recently in a fire which 
did an estimated $300,000 damage to several business 
houses in the 300 block of East Morris St., Dalton. 
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ITEM ADDING © ISSUES CUSTOMER’S RECEIPT 
© SAFEGUARDS ALL TRANSACTIONS 





DEPARTMENTAL CONTROL 
MODEL 355 







Only R. C. Allen Itemizing, Receipt- 
Issuing Registers Have All These 
Time and Labor-Saving Features — 


® Visible Dials ® Automatic Clear Signal 


® Automatic Count and 


© Visible Printing Print of Items 


® Visible Keyboard ® Automatic Space-Up 
From Total 


DEPARTMENTAL CONTROL CASH REGISTER 
Multiple Total Itemizer Model 355 


Designed to speed up servicing of customers in 
self-serve stores where departmental totals are 
desired. Automatically departmentalizes sales 
in three departments, provides tax total. As 
easy to operate as an adding machine ... no 
long reaches . . . comfortable hand-span key- 
board. Registers paid-out and received-on-ac- 
SELF-SERVE count items up to $10,000. Autographic detail 
MODEL 315 | audit tape . . . issues receipt with each item 
designated .. . prints count of items. Chrome 
finished, mounted on 15” ice green cash drawer. 






SELF-SERVE SPECIAL Model 315 


Especially designed for merchants wishing to 
give printed, itemized, totaled receipt, but who 
do not need departmental totals. Daily sales 
totals are under lock and key. Has all oper- 
ating advantages of Model 355, including read 
and re-set key. Large registering capacity ... 
key for miscellaneous adding, without disturb- 
ing grand total... emergency drawer re- 
lease lock . . . department designating keys 
... certification device . . . add-speed keyboard 
. .. automatic clear signal and visible dials... 
motorized repeat key. 


Write today for prices 
and complete information. 


Dependability is the basis of confi- 
dence. It is on this dependability 
that R. C. Allen Typewriter Dealers 
rely when selling the new R. C 
Allen “Standard”. THEY KNOW 
that dollar for dollar, feature for 
feature the new R. C. Allen is the 
greatest typewriter value on the mar- 
ket. And once they have tried it, 
THEIR CUSTOMERS KNOW IT 
TOO! Treat YOURSELF to a gen- 
erous portion of this confidence by 
inquiring how YOU can become an 
R. C. Allen Typewriter Dealer. IT 
WILL PAY YOU TO KNOW! 


Look at these PLUS features of 
the new R. C. Allen typewriter. 


pisttossspagentagas 


we 


Instant Sight-Set Margin 

The exclusive WONDER WIN- 
DOW lets you KNOW instantly 
that your margin is correctly set. 


MODEL 611 
(Six carriage 
widths available) 





Now is te time 
Now is the time 


Now isthe time 
Now is the time 











Perfect Type Alignment 
Your typing looks like fine print- 
ing on an R. C. Allen. Type is 
automatically aligned by the 
newly-designed segment ring. 


Cleaning Problems Ended! 


There's no dirt, no mess in 
changing ribbons and cleaning 
type on the R. C. Allen... 
ribbons, type are fully exposed. 


Retyping Is Unnecessary 
“Error correction control" per- 
mits deletion of characters typed 
by mistake or insertion of 
omitted characters. 


Less Time — More Lines 
The R. C. Allen “Speed Lever’ 
lets you set new line in a frac 
tion of the time needed by other 
standard machines. 





- « « OTHER R. C. ALLEN FEATURES 


Beautiful design 


® Long life construction 





Automatic and manual ribbon reverse 
Ribbon feeds only when typing 
Tensionized card holder 


Individual ‘‘Key-Action" tuning 





Real Control Typing! 

The personalized key control 
lever lets you enjoy typing free- 
dom. You'll find the R. C. Allen 
touch-tailored for you. 


Less Effort — Less Fatigue 


There's no “reaching” for the 
properly positioned R. C. Allen 
carriage. Paper handles easier, 
there's less eye-strain, 


R.C.Allen Business Machines, Inc. 


680 Front Avenue; N.W., Grand Rapids, Michiaan 








Le wi Away won Seat 


Paul J. Wielandy, 
g9, one of the founders of the Blackwell Wielandy 


Company of St. Louis, Mo., died March 4 at his home, 
Bellerive Acres, Normandy, Mo. Mr. Wielandy had 
long been a civic and business leader of St. Louis and 
us well known in the office supply and stationery in- 
dustry. 

He was born on a farm in the foothills of the Ozarks, 
iear Jefferson City, Mo., June 5, 1864. He attended a 
log cabin school at Boggs’ hill, riding a horse the six 
miles each way from the farm. When he was 12 years 
old, his father sold the farm and the family moved to 


The Late 
Paul J. Wielandy 


St. Louis, where young Paul completed his education. 
Mr. Wielandy began his career at the age of 14 years 
when he secured his first job with the St. Louis Book 
& News Company, continuing here until joining Shorb 
& Boland at 19 as a traveling salesman. He was as- 
signed the territory west of the Rockies; Colorado, 
Wyoming, Utah, Idaho, Montana, New Mexico, Arizona, 
Southern California, El] Paso, Tex., and what is now 
called Juarez, Mexico, and the territory now the state 
of Oklahoma. 

During the next 19 years, he traveled over this ter- 
ritory and grew up with the country. He was a pioneer 
salesman, traveling by stage before the railroads were 
built. This was an exciting land, flavored with mining 
camps, Indian chiefs, kangaroo courts and the law that 
ruled the land—the man that shot first. He, however, 
avoided the constant troubles, worked hard, made 
friends with the leading merchants and built up a 
very substantial business for his firm. These experi- 
ences made him self-reliant, gave him initiative and 
laid a splendid foundation for the responsibilities that 
came to him in later years. 

In 1901, he quit traveling and his firm, and with his 
brother, F. H. Wielandy and A. M. Blackwell, helped to 
found the firm of the Blackwell Wielandy Book & Sta- 
tionery Company, with Mr. Blackwell as first president 
and he as vice-president. When Mr. Blackwell died in 
1912, however, he was unanimously elected president 
and upon his retirement in 1942, after serving 30 years, 
was elected chairman of the board of directors. 

Not only was he a leader in business, but his ability 
was shown in the many civic groups he sponsored, 
helped, and gave prestige to. Among his activities were: 
a former officer of the St. Louis Convention and Pub- 
licity Bureau, former member of the metropolitan 
board of directors of the YMCA, a director of the St. 
Louis Safety Council, a member of the first State High- 
way Commission, a life member of the Goodwill In- 
dustries of Missouri and leader in the founding of the 
Christian Hospital in 1912. 

He was not only honored by being often referred to 
is the dean of the stationery industry, but his books 
ibout the industry have wide acclaim. In respect to 
his long service, the 1939 Wholesale Stationers conven- 
ion was held at the Chase Hotel in St. Louis on his 
75th birthday. 

His book, the Romance Of An Iudustry, is an author- 
tative description of more than 60 years of progress 
n the book and stationery field and is regarded as 


OFFICE APPLIANCES, May, 1953 


being the most complete history. Another of his more 
recent books is Selling Slants By An Old Drummer a 
book on salesmanship which gives many of his experi- 
ences and is valuable to a salesmanager in any type of 
organization for the training of young salesmen. It 
echoes his phrasing and wholesome punch for which 
he is so well known. Mr. Wielandy’s latest volume, 
Stagecoach Days From Lead Bullets To Lead Pencils, 
is now being processed for publication. Here, he de- 
scribes many of his thrilling experiences in the days 
of the early drummers. 

Paul J. Wielandy brought to the industry virtues of 
honesty and integrity that will inspire present-day 
stationers with his full life. As he approached the 70th 
anniversary of his happy career, he commented, “I 
only wish it were possible to retrace my steps and live 
my whole life over again.” 

Mr. Wielandy is survived by a daughter, Mrs. Camp- 
bell P. Alexander, with whom he resided. 

+ - - 


C. L. Downey, 


82, president and directing head of the C. L. Downey 
company, manufacturers of coin handling products, 
died April 9, in Levering Hospital, Hannibal, Mo. Mr. 
Downey was a recognized inventor throughout the 
United States and was acclaimed dean of the coin 
handling industry. He had been respected for his 
forthright and sterling qualities through his long years 
in the business. 

Always interested in civic affairs, he had served on 
many charity committees and social groups and was 
a member of the Episcopal church. In 1951 he was ap- 
pointed a member of the NAM Committee on Co- 
operation with Community Leaders, and during his 
later years had participated in Masonic, Shriner and 
Chamber of Commerce activities. 

Mr. Downey is survived by his daughter, Mrs. Lucille 
Craig of Hannibal. Interment war in Swick Cemetery, 


Newton, Ill. y 
William James Nigh, 


whose stationery business, founded in 1903, became 
known to many thousands of American visitors over 
the years, has passed away at the age of 72 in Ventnor, 
Isle of Wight, England. 

While Mr. Nigh’s progressively up-to-date wholesale 
stationery concern on High St. brought him many 
business friends from the United States and other 
areas, this interest was highlighted in a unique way. 
Mr. Nigh was the originator of a souvenir postcard pur- 
chased by thousands for mailing to friends at home. 

Struck by the peculiar place names on the island, 
he photographed these local scenes and then copy- 
righted a postcard of “Island Wonders.” Thus he 
popularized “The Needles you cannot thread” (sharp 
rocks off the crast), “Cowes you cannot milk,” “New- 
port you cannot bottle” and “Freshwater you cannot 
drink.” One or two more were added over the years 
and this souvenir postcard became one of the best pub- 
licity items emanating from Ventnor, one of the love- 
liest terraced towns in England’s “Garden Isle.” 

Before starting his own business, Mr. Nigh was with 
W. H. Smith & Son, a name known all over England 
as a firm of stationers, business forms, news agents, 
outdoor publicity, and so forth. This year, 1953, sees 
the golden jubilee of Mr. Nigh’s business, in which he 
was joined by his five sons. Due to ill health, he re- 
tired three years ago but maintained his keen interest 
in sport. A former president of Ventnor Football Club, 
he was awarded a gold medal in 1924 for great serv- 
ices to sport EFM i f f 


Louis Sonnenberg, 
72, founder and president of the Manhattan Stationery 
Company, 18 and 120 E. 23rd St., New York City, died 
March 18 while on a Florida vacation. He resided at 
301 E. 2ist St., New York City. 

During World War II, Mr. Sonnenberg served as war 
bond chairman in the Gramercy district. He was a 














director of the Home of the Daughters of Israel, had 
long been an active supporter of the National Jewish 
Hospital of Denver and had aided the B’nai Brith 
campaign for funds for Israel. 

Surviving are the widow, Anna; four sons, Benjamin, 
Murray, Sol and Herman; and five grandchildren. 


William Mays, 

92, believed to be Britain’s oldest stationer until his 
retirement just two years ago, died in February in 
Headingley, Leeds. Long retaining his faculties and 
interests, his stationery business opposite the Univer- 
sity of Leeds made him known to thousands of stu- 
dents, among them many Americans, training for 


The Late 
William Mays 





commercial careers. Even after his retirement, he con- 
tinued to write to many of his young friends who 
had returned to America. 

In the stationery store he founded 56 years ago, 
special record books, graph sheets, analysis forms and 
books relating to commercial and technical subjects 
were supplied, with Mr. Mays often taking special in- 
terest in the individual students. 

Every week after his retirement he might be seen 
about the University surroundings, greeting his old 
friends and customers. 

On his 92nd birthday, October 2, 1952, the accom- 
panying pen and ink sketch was made at his home 
in Headingley, Leeds, by one of Yorkshire’s rising 
young artists, Mary I’anson.—EFM 
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John L. Matthiesen, 
68, part owner of John W. Graham & Company, died 
recently in Spokane, Wash., following a short illness. 

Mr. Matthieson came to Spokane from Portland in 
1901 and started as a window trimmer at Graham’s 
store. He became advertising manager of the firm, and 
later help found and became president of the Spokane 
Ad Club. 

For the past several years he has been retail sales 
manager of his firm as well as co-owner. He has also 
been active in civic and religious groups in Spokane. 
Surviving are his widow and four sons.—CML 


i - ob 


Henry G. Quimby, 

85, former assistant secretary of the Blade Printing 
and Paper Company, Toledo, Ohio, died January 26 
in the Ohio Masonic Home, Springfield, Ohio. He was 
associated with the Blade Company for 35 years. Sur- 
viving are a daughter, Mrs. Gordon S. Yost, and a son, 
Richard H. Quimby, both of Toledo.—AK 


Virginia M. Krohn, 

34, wife of August Krohn of the Foster Wheeler Cor- 
poration, only daughter of Mr. and Mrs. John L. Gallup, 
New York office of OrricE APPLIANCES, passed away 
suddenly March 11 in St. Joseph’s Hospital, Paterson, 
N. J., due to complications following an operation. 
For the past two years she had resided in Glen Rock, 
N. J., where she and her husband were active in church 
and community work. 

Surviving are her husband, August, and three daugh- 
ters, Joyce, 9, Barbara, 4, and Paula, 1, and her parents, 
Mr. and Mrs. John L. Gallup. 

Funeral services were held March 14 at the Van 
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Emburgh Mortuary Chapel, Ridgewood, N. J. and in- 
terment was in George Washington Memorial Par! 
Paramus, N. J. 
+ - + 

Billy Niesen, 

president of the Old Timers Baseball Association of 
Chicago, nationally known for his fund of baseba!! 
lore, died recently while vacationing in Florida. This 
veteran of the semi-pro baseball ranks was the fathe 
of William C. Niesen, Wilson Jones Company repre 
sentative residing at 8603 Vineyard Ave., Cleveland 
Ohio. 


+ - | 
Robert M. Swartz, 
82, retired office supply dealer, died in Houston, Tex 
February 17, following an extended illness. He had 
been engaged in the stationery and office supply busi- 


ness for 48 years before his retirement from active 
work several years ago.—JHR 


tr 


Paul E. Blacet, 


89, of Painesville, Ohio, died March 11. He was the 
oldest businessman in point of service in that town, 
and was one of the two founders of the Educational] 
Supply Company. Mr. Blacet was active in civic affairs, 
also.—AK 


rt bf + 
George B. Hunt, 


58, until recently in charge of sales department of 
Shaw Walker Company, 104 S. Michigan, Chicago, died 
April 4 in his home at 3617 Greenview, Chicago. Sur- 
viving are three sisters and one brother. 


tt + + 
Clyde S. Bergert, 


62, manager of the shelving sales department of the 
Berger Manufacturing Division of Republic Steel Corp., 
Canton, Ohio, died March 10, 1953. Mr. Bergert joined 
the Berger Division in 1909. 





Named G-F District Sales Manager 


Herbert C. Williamson, Youngstown, Ohio, has been 
named district sales manager of General Fireproofing 
Company for Alabama, Florida and Georgia. He joined 
the firm in 1947 in the sales department of the desk 
and chair division. Mr. Williamson was recalled to 
active duty in Korea and returned in 1951—AK 





Underwood Promotes Robert J. Heim 


Robert J. Heim has been promoted from New Orleans 
regional sales manager to eastern territorial sales 
manager for the Underwood Corporation. His offices 
are now in Boston, Mass. Fred M. Abernathy succeeds 
him in New Orleans.—JHR 





, Opportunities , 


SERS 
Catalogs Wanted by New Outlet—Edward Lee, pre Northern Of- 
fice Equipment & Supplies, Inc., 15125 Gratiot Ave., Detroit 5, Mich., has 
recently opened an office equipment and supply outlet in the northeastern 
section of Detroit. He is interested in receiving catalogs, price lists and 

other pertinent information, along with agency data 
Pennsylvania Dealer Asks for Catalogs and Prices—Sharpless Stationery 
Service, 213 York Road, Jenkintown, Pa., is planning expansion of its office 
ture and equipment business and would like to receive catalogs and 
nformation from manufacturer Mailing should be addressed to 

F. Sharpless. 

Wants Trade Literature—Phil Hanson, 6 Hooper Ave., Atlantic Highland 
N. J., has gone into the office equipment and systems field on his own 
after 19 years with a manufacturer and would appreciate firms listing him 


tor any catalog 
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hat'll you have... 


egular = premium ? 


velvet 


Wp, 
les 
> 
W, 
0 
ds 
Venus.. 
Cover all your customers’ needs. Offer these two great trademark of 
pencils. For smoother writing performance, sell Venus fine craftsmanship 
Velvet .. . its homogenized lead insures uniformity throughout, in pencils 


with no hard spots, no soft spots. For the customer who 
wants premium pencil performance, sell Super Velvet*. . . 


the premium pe neil that gives you premium profits. V HK) N | ~~ 


F ither way, you re giving your customer top value. 


*Fair Traded to assure you full profits. Ask your American 
Pencil Co. representative about the Venus Profit Assurance Plan. 


American Pencil Company, Hoboken, N. J. 
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*(Very Important Person) 


Youre, alae 


**You folks always treat me as though I were your very best customer, 


9 


instead of just a little, unimportant one,” writes a small dealer to whom 


we recently shipped a specially packed order of typewriter ribbons, 


Every customer is a Very Important Person to us here at WRITE, 
Whether his orders are large or small, he gets the best service we can 


possibly give him. 


That, we believe, is the only right way to do business. And for more 
than a quarter of a century we’ve been doing our level best to 


make it known throughout the trade as the WRITE Way. 


So when a dealer wants stock in a hurry, or special stock — when he asks 
for individual “store name” imprinting or special packing — needs 
advice, suggestions, information or anything else we can supply or locate 


for him — we practically turn somersaults to give him what he wants. 


Our success is built on the unsurpassed WRITE line of carbon paper, 
typewriter ribbons and Typ-Rol type cleaner . . . backed by the incomparable 


WRITE spirit of dealer cooperation, Ask us for full information today. 


s 
write The WRITE carbon paper — typewriter ribbons — Typ-Rol cleaner for every purpose. 


- 
incorporated 420 LEXINGTON AVENUE, NEW YORK i7, N.Y. © Factory: BRIDGEPORT 2, CONN. 
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Smead 
“Quality above Comparison” 


PROPOSAL COVERS 


PLAID HOUSEHOLD FILE PRESSBOARD BINDER COVERS (In many colors and finishes) DESK FILES 
Also furnished gift-wrapped Two-piece covers — cloth hinge — ’ ne 
punched for standard fastener (Printed or celluloid tabs) 


Reg FO"" FILING: 


. This leather-like material re- & 
sists oil, ink, finger marks, 
stains and dirt of all kinds. 
. An abrasion resistance test 
shows leather-like material to 
have a 9 to | advantage over 
ordinary red wallet stock. 
. Color will not rub off on cloth- 
ing in a humid climate. 
. These containers have what is LEATHER-LIKE 
needed— wear resistance and VERTICAL FILE 
oppearance. 





LEATHER-LIKE 
EXPANDING FILE 


LEATHER-LIKE 
EXPANDING WALLET LEATHER-LIKE SUPER POCKET 


(With GLYD-LOC or tape tie) “The All-Purpose File” 


From the very first item to the present line of over 3,100 stock items, we have concentrated on craftsmanship and 
the finest quality and grades of raw materials, making our line an outstanding quality line. We have 5 separate 
factories for your protection and added service. Write for our catalog. We also invite your inquiries for 
specially made products. 


ime Smead MANUFACTURING CO., INC.-HASTINGS, MINNESOTA 
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G. J. AIGNER CO., CHICAGO 7, 
catalog No. 52 in spira 


comple ete int format ion regard 


_ WL. An attractive new 
{ binder contair 
Aigner indexes. Eact 


product is profusely in dexed and described. The catalog is tabbed 

for quick reference to such department s ring book indexes 
q 

memo book indexes, untabbed a sheets, Aico-grip tabbing 


leather tabs nade-to-order indexes, 


and shield tabs, 


visible record and posting tra dex 3rd quides and tabulating 
guides, student indexes and ' protective holders, cellulose 
sheet protectors and dealer 

THE ALVIN COMPANY, WINDSOR, CONN. escribing a cor 
plete selection of drawing s a new 60-page 
catalog. This new literatu ‘ btained without cost by 


writing to the compan 


ART STEEL SALES CORPORATION, 
NEW YORK, 63, N. Y. Availat s its radic 


service consisting of nine power-packed rad pot announcement 
which may be used by dealer ploying radio advertising. A free 
set is available upon request to the Stee ters at the above 
address. 


THE BATES MANUTACTONING COMPANY, 30 VESEY ST., 
NEW YORK 7, N. we This metal display 


dark blue, light blue and whit Jesigned to harmonize with ¢ 





Bates stapler and catch the customer's eyes. The dealer simply 
slips the tab behind the stapler lever and bends the display up 
to the illustrated position. The display stays firmly in place, yet 
allows the stapler to operate. Bates is making this display avail- 
able to dealers wi ithout chara 


THE BUCKSTAFF COMPANY, reat grits _WIS.—A new four- 
page pamphlet is devoted ssentially for the 


school. The booklet is dor yreens and brown and 
carries dimensions, specifications and an stration of each article 
The two inside pages show a mplet stfit, with chairs. The 
brochure is available from the npany upon request. 


KEITH CLARK, INC., 130 WEST 42ND ST., NEW YORK 18, 
N. Y.—Offered from this firm is their new eight-page 1954 cat- 
alog for desk calendars. Over 20 models are illustrated with di- 
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170 _ WEST 233RD St., 


script 





mensions 





and price listings. The dealers’ price is luded. The 


catalog is available upon request to the company. 





s used by th 
Morse line. These at 


na @ selling aia 


HOLLYDALE, CALIF.—Designed as par 


which are sé 
Included in the 
as Pirate Gold, British Tan and Kelly 


YORK II, 
acetate pages protect and display papers and photos is the sell- 





BROWNE-MORSE COMPANY, MUSKEGON, MICH. A nev 


ne-page card sitably illustrated and replete w ecification 


- 
#3, 
& 





A 


Oe 








mpany To feature a parate item in the Browne 
tractive cards may be easily tiled as a reterence 


L. C. FLEWELLING COMPANY, J24tt INDUSTRIAL AVE., 
of a new sales aid program 


ed by ager eee. dealers 


tures showing details 


dealers, a catalog recently 
ntains eight pages of large descript 





onstructior 7; d desian. This is t sid selling without ne essity 
stocking all items. The booklet features a mplete line of 
C. Flewe equipment and is a4 able upon request by 
ting L. C. Flewelling Company ept. B 2411 Industria 
Hollydale, Calif. 


_W. H. GUNLOCKE CHAIR COMPANY, WAYLAND, N. rie. 


vailable for dealers’ use is the large leather book as pictured, 





Gunlocke line. 
new colors 


mpled the 18 top grain leathers in the 
new 12 x |IS-inch book are such exciting 


Green. 


153 W. 23RD ST., NEW 


shows how 


JOSHUA MEIER COMPANY, INC., 
N.Y.—An opened V.P.D. Spel-Binder that 
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Burroughs 







~) 


Here’s why you, too, 
can make more money 


with Burroughs 


This attractive window display in full color helps bring in 
sales for Burroughs dealers. It is only one of many effective 
sales aids available that help Burroughs dealers capitalize 
on product quality and reputation . . . that help build better 
business for Burroughs dealers. 


What's more, Burroughs dealers get all the benefits of exten- 
sive national advertising in such publications as LIFE, THE 
SATURDAY EVENING POST, and NATION’S BUSINESS. 
More people see these advertisements than those for any 
other adding machine—more people ask for Burroughs. 


Illustrated here are some of the famous line of Burroughs 
machines that you can sell and profit by . . . more good 
reasons why more Burroughs dealers are making more profits 
by displaying Burroughs than ever before! For all the facts, 
call your nearby Burroughs branch office or write Dealer 
Department, Advertising Division, Burroughs Adding Machine 
Company, Detroit 32, Michigan. 





WHEREVER THERE’S BUSINESS THERE’S 


May, 1953 











Long-time leader among smaller busi- 
nesses and home users, the Burroughs 
low-cost hand-operated Adding Machine 
has all the famous Burroughs accuracy 
and quality. Available in seven-, eight-, 
and ten-column models . . . with or 
without direct subtraction. 





Again, there are more prospects for you 
with the special wide carriage Burroughs 
adding machines. Forms up to 12” wide 
can be handled on the same machine 
used for straight adding and listing. 





You can give your customers the added 
protection and closer business control 
provided by Burroughs Cash Registering 
Machines that issue a printed itemized 
receipt. More sales opportunities for you. 
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ing feature of the new self-servic r display. This dis- 
play is offered free of charge by the company with an assortment 
of 24 Spel-Binders. This product permanently attached to the all 



















































metal display, which has handsome gold finish, two shelves and 
colorful blue and yellow signs, 28!/, inches high, 21'/2 inches wide 
and II inches deep. It holds approximately two dozen Spel-Binders 
so that customers can browse through and discover the many style 


and colors available. 
MARKWELL MANUFACTURING COMPANY, INC., 200 HUD- 
SON ST., NEW YORK 13, N. Y.— Lithog ed in blue and or- 


ange on white cardboard th ales-creating display, 14 inches 





wide, I0!/> inches high and 4 inches deep. Writing to the Mark 
well Manufacturing Company and asking for No. 609- SM will bring 
this display free of charge. Also obtainable without cost in N 


FHR-21A display for Pacemaker and Sta-Plyer stapler. 


VICTOR ADDING MACHINE COMPANY, 3900 N. ROCKWELL 
ST., CHICAGO 18, ILL—A promotional campaign commemorat 
ing the 1,000,000th Victor adding machine is supplying dealers wit 





this unique point-of-sale display for counter or window. Created 
and produced by Berger-Amour, Chicago, the display was designed 
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» complement and enhance the lines of the Victor Custom using 
three abstract elements. These occupy a forward plane, lend the 
display a three-dimensional effect and the orange, green, black and 
grey coloring are keyed to the Victor Custom. Fred G. Hulburd 
director of advertising for Victor, reports that the display has beer 
well received by dealers because of its contemporary styling and 
thet occupyi tid a minimum of space still provides ample roon 
or the machi 


VICTOR SAFE & EQUIPMENT CO., INC., 315 FOURTH AVE., 


NEW YORK, N. Y.—For the dealer's personal use, Victor Safe 
has created a smartly-styled catalog ustrated) wh contains 
3 simplified indexing system on the front ver. Four pages have 


= 





been allocated indexing tabs and tab inserts, five pages + 

ndex sheets and ring book binders and a single page to the Mak 
Ur-Own hinges. The new catalog will be supplied in limited quan 
titites to all Victor Safe & Equipment dealers. 


VICTOR SAFE & EQUIPMENT COMPANY, INC., NORTH TON- 
AWANDA, N. Y.—This firm offers a recently completed three-color 
Controla Chart envelope stuffer which will be supplied to dealers 

ree with their imprint. The stuffers may be enclosed with state- 
ments sent to customers or may be used as a very effective direct 
mail piece. It features effective charting of progressive operations, 
sales performances and schedules, and almost anything that can 
be charted on paper. 


WEBSTER COMPANY, 13 AMHERST ST., CAMBRIDGE 42, 
MASS. —Rec ently made available for dealer use is this eye-catch 
ng motion display, featuring a sheet of Micrometric carbon paper 
»ving back and forth behind a letterhead. Attention is concen 


MICROMETRIC 
CARBON PAPERS 


&Y WEBSTER 





trated on the exclusive micrometric scale edge with appropriate 
descriptive copy. The colorful display is counter size but equally 
adaptable to window use. Animation is supplied by a fractional 
horsepower motor, which operates by a plug-in cord from any stan 
dard alternating current, 60 cycle outlet. 


OF Doc Stork 


Friday the 13th proved, oddly enough, a lucky day 
for the Bruce Ellsworth’s—they celebrated the occasion 
by adopting Joan Elizabeth (born May 21, 1952). The 
clever card announcing the news to the recipient 
stressed the fact that although they had no pre-natal 
worries, the results were the same. Mr. Ellsworth is 
the manager of stock sales for Corry-Jamestown Man- 
ufacturing Corp., Corry, Pa. 
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STORMS Gives You 
100% CUSTOMER PROTECTION 





Qa. > 


3 @ 


.. . By packaging and imprinting Carbon Paper, 
‘ Inked Ribbons and Carbonized Rolls UNDER YOUR 
F OWN BRAND NAME. That's why you don’t have to 


- i compete with the store down the street. YOUR OWN 
ins % PRIVATE BRAND is insurance against changes in 
selling and distribution policies. 

Storm's customer protection has appealed to deal- 
ers all over the country for over fifty years . . . be- 
cause dealers know that protection means repeat 
sales and profits. 





. | gives you 
| 100% 
| |S oe dallas = 


12 





It will pay you to investigate Storms personalized 
service which identifies Carbon Paper by printing 
YOUR OWN BRAND NAME directly on each sheet. 


Let us tell you the complete story of the STORMS 
PRIVATE BRAND PROGRAM. Please use the cou- 


pon... or write on your letterhead to Department 03. 


H. M. STORMS COMPANY 


STORMS BUILDING 
BROOKLYN 38, N. Y. 























| ‘ 
| H.M. STORMS COMPANY ons | 
i Storms Building, Brooklyn 38, N. Y. | 
Gentlemen: | 
} We are interested in the STORMS PRIVATE BRAND PROGRAM. 
| Please send us complete information and samples. ! 
| Name | 
Ly | 
n Manufacturers of the | Company Sone ! 
e complete line . .. That " Address J 
stands the test of time. | 
ut | ci 
y 
al - | 
is 
l- 
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a perfect combination of 
craftsmanship and design 





*MODEL 2002 


precision made 


uses standard staples * Model 2002—Combines every desirable feature 
easy to load wanted in a quality stapler. Non-clogging, 
staples, tacks and pins. Features front-loading 
i drawer slide, mar-proof base and sliding anvil. 
eye-appealing Made of Swedish steel, finished in Forest 
beautifully packaged Green with bright parts of highly polished 
chromium plate on a base of copper nickel. 


competitively priced 


*Model 4004—Practical low cost “dual 

purpose” model. Can be held in hand for use 

as staple plier. Base is removable for conversion 
to tacker. Sliding anvil permits stapling or pinning. 
All working parts are of Swedish steel. Base is 

of durable phenol-plastic, body is finished 

in black baked enamel. 


*MODEL 4004 


k your APSCO supplier t 


Zolli ile) an. ae OM Mel iiccla il 


y-type pack 


stapler 


distributed by: 
UTOMATIC PENCIL SHARPENER CO. 
BEVERLY HILLS, CALIFORNIA © ROCKFORD, ILLINOIS «© TORONTO, CANADA 
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Vholesale Stationers Convention 
ntinued from page 38) 


was showr 


Dress-A-Doll 
$s wrapping papers, seals, tags, cards, ribbons and 


including a line of 


A. Maish 
Ralph A 


uiries were R, 
C. Huntington, 


wels. Answering ina 
Bullard, E. C. Ros D 


Crucible Company, Jersey City, N. J.—Exhibited was the 


ased pencils, erasers, the Enduro pencil sharpener 
pencils, protractors, rulers and Dixon Mechanical 
re John W. Henn and L. A. Behrendt. 
M. A. Doppelt, Chicago, Ill.—Displayed fu ne of leather brief case 
ers in addition to toilet kit bowling ball bags, alsc 
basket weave grains in leather ring binders. Or 
Eagle Pe Sompany, New York, N. Y.—On display were the Eagle 
thin, Turquoise and Prizma-color pencils flanked by a 
nholders, erasers and school companion boxes. In 


H. Berwald, D. E. Price, Harold Seelig, B. Kohl 
F. Bowes. 
Manufacturing Corp., New York, N. Y.—Featured were schoo! 


Eastern Bag 


per portfolios and zipper ring binders. Peter Benefeld 
ted by Ben Sonkin. 
Ellingsworth Manufacturing Company, Chicago, IIl.—Shown here was a 


vers and school supplies under the trade name of 


an attractive display of decorative covers. 
M kK s n and Mr. and Mr Wil 
attendance. 
Stationery Company, Inc., Allegan, Mich.—This firm showed 
g blank books, bound books, receipt and 
f On hand were Mr. and Mrs. S. L. Elam. 
ality Printing Company, New York, N. Y.—Featured in a wel! 


Mr 
Fairbank and 





iam H. 


Elam-Elkhart 


wire 


Eureka Spe 


the complete line of their products, Christma 
self-adhesive Presto-Stick seals. In attendance were 
C. K. Coty and sales force. 


Castell Pencil Company, Inc., Newark, N. J.—Shown was the 

ng pencils, office and school pencils, erasers and 

n attendance were William Lowenthal, Ton Riede 

Bittman and Charles McCann. 

Eberhard Pencil Company, Brooklyn, N. Y.—Highlighted in this 

Pen, Color Brite pencil and 482 Mongol Tinsel Tint 

new cellophane paper-wrapped marking pencil 

fountain pen line for the jobber. Sales helps and 

the jobber salesman were shown. L. M. Brown 
and Ralph L. Soulby were in attendance. 

Feldco Loose Leaf Corp., Chicago, IIl.—On display were zipper binders 


A. W. Faber 


Faber 


and 


emaker 


imprinted scho binders, brief cases and bags 
s and utility kits. Carlyle Feldmann, Mace Cole 
Frank and Ben Silberstine, E. G. Spatz, L. J. Levy 


M n attendance. 


Flo-Ball Pen Corp., Chicago, Ill.—Special emphasis was given to the new 


ble modei No. 210 with King size cartridge stainless 

addition to non-smear, non transferable Mag-Ink. 

re in a bankers’ m of the Black Plume and the 

n hand at the booth were Charles Sabel. vice 
Robert Spitz and Frank Wirth. 


Riter 
Booth 
Drury ana 


Displayed the Presdon Nu 
colors and Presdon Uniriter 
Kenneth Skinner, Robert 


Ferber Corporatien, Englewood, N. Y. 
< transparent 


iter Schoeman, 


the 
A 


Fulton Marking Equipment Company, Elizabeth, N. J.—In display wa 
marking devices including Dri-Kwik all weather 
type kits, a line of educational printing 
and Fulton porous price marking kits. R. R. Fritz 
Mig Al Schmicker were present to answer inquiries. 


stame 


ober new 


General Pen Company, Jersey City, N. J.—Featured was the complete 
e of » 1 pencils, including Semi-Hex, Kimberly drawing, Kimberly 
ored and Color-Tex colored pencils, erasers, rubber 
é ne of artists’ materia In attendance were Arthur 
Ede A. Miller. 
Norman Gerstenzang, Inc., New York, N. Y.—Displayed its line of a 
t . B tractable ball point pens also quick dry refills. In 
f , Norman Gerstenzang and Edward Davis. 
Hassenfeld Brothers, Inc., Pawtucket, R.Il.—The company's line of scrap 
k boxes, novelty pencils and school supplies was 
w ; pper pouches, pen asses and a line of school sup 
nfeld, Harold Hassenfeld, Albert Unger and Hugh 
B rv jance. 
Higgins Ink Company, Brooklyn, N. Y.—The full line of Higgins drawing 
snd writ kw on display. Also shown were adhesives, sealing wax 


Attending were Tracy Higgins, president, and Harry Tehar 
t na saies manager. 

Hunt Pen Company, Camden, N. J.—Featured in this exhibit 
Boston pencil sharpeners, Speedball! pens, 
teel pens and clips. Answering questions were R. S. 

Harry A. Erny, Taylor Kellogg and Joe W. Nace. 
North Bergen, N. J.—The full line of Wearever ba 
é mechanical pencils and pen and pencil sets was 
Julius Kahn, Mort Eisen, Harry Yager, B 

Sidney S. Kaufman and Daniel Boyer. 
McDougal Inc., Roseland, N. J.—Showed the 
the new Tel-Attach telephone pencil, 
memo pads and Pat Key-Keeper. 


Howard C 
~~“ linoleum 
Auet k 

Kahn, David, Inc., 


w t ynce were 
line of Pat 
Spec-Grips eye 
Alan Freedmar 


Ketcham and 


Koh-I-Noor Pencil Company, Bloomsbury, N. J.—On display were Koh-! 
r draw : s, Mephisto copying pencils and numerous other items 
Paul Gundacker, William Dancjzek and Eugene Rosen- 
ndance. 
Gloucester, 


‘ 


LePage's, Inc Mass.—The complete adhe 


line of package 
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Flo-master WRITES ON 


—_ 
“< 
eal 


tac * 


EVERYTHING: 


METAL-GLASS 
WOOD- PLASTICS 


rig 
BY i 
Gi Ase CELLOPHANE 

we = FABRICS 


INKS i» 10°COLORS 














Make “buyers” out of “eyers” with 
this ingenious new Flo-master window display. 
It demonstrates the use of this ‘miracle pen with the 
felt tip’. The hand strokes the Flo-master back and 
forth. There is nothing like MOTION to stop people — 
to call attention to your entire window. 


But make sure that you have enough Flo-masters on 
hand. In fact you'll discover that you can’t have too 
many Flo-masters! 


For further information as to how you can get one 
of these new Flo-master Displays (No. AC-1) write to 
Cushman & Denison Mfg. Co., Dept. H-15, 

153 W. 23rd St., N. Y. 11, N. Y. 


*a CADO product 


Flo-master in a <== nutshell 


@ fine lines 
® bold lines 


® vaive controls flow of ink 


© writes on anything 
® instant-dry inks 
@ in ten colors 





© in two sizes —“‘Pocket-Size" — ‘King Size" 


Flo-master 


FELT-TIP PEN 





























Men and women everywhere are 
finding the take-it-with-you Pocket 
Stapler a real convenience 


Salesmen, insurance men, doctors, 
lawyers, teachers, students, air line 
hostesses, office workers, housewives 
— everybody praises this pen-size 
. * 
stapler Riles 


The market for the Duo-Fast Pocket Slip off the cap 


Stapler grows larger and larger and there is your 
handy stapler 


Profit on Refills — The demand for 
extra staples keeps increasing. They are 
packed 24 packs of 1000 staples to each 
counter dispenser. Retail price 25¢ each. 
A sure money-maker for you. 


A Gift of Distinction — Someone is 
always looking for an attractive, un- 
usual, useful gift. The Duo-Fast 
Pocket Stapler fills the bill perfectly. 
Has the gift qualities, is gift-boxed, 
and is gift-priced at $2.95 each. 


- 
 - 
on 
j 
ij 
L 


your selling job, we furnish display cards, 


= 


a / 
h Helpful Sales Aid — To help you with 
a 


envelope stuffers, window streamers, and 


(F- —_ newspaper mats 


The Duo-Fast Pocket Stapler is growing more popular 
every day. Why not order a supply? Send this coupon 
for complete information. 


FASTENER CORPORATION 
860 FLETCHER ST. © CHICAGO 14, ILL. 
Please send complete information on the pen-size Duo-Fast 
Pocket Stapler 


Store Name 


Your Name. 


Address. 


City. ..... 














ives was on display. In attendance were Alfred J. Marchant of the hor 
office; B. T. Sander, Mack Ganes and Richard D. Perkins. 

Magicolor Pencil Company, Inc., New York, N. Y.—Featured were fou 
color mechanical pencils and four-color perpetual calendar pencils wit! 
leads for both. On hand were M. Litvin, S. B. Ross, M. P. Schultz, an 
Ralph Hale 

Majestic Stationery Company, Philadelphia, Pa.—Shown were plastic an 
leatherette stationery specialties including jumbo memo pads, budge 
envelopes, plastic book covers and other items. Ben Levy was in charge 

Major Leather Goods Company, Chicago, IIi.—Showed a line of Utilit 
kits, zipper ring binders, and writing kit Arthur P. Baehr was in attend 
ance. 

May, J. L. Company, New York, N. Y.—The company's extensive line 
f tags, labels, tickets, gift and money folder, luggage tags, file folders 
roll labels and Christmas seals was on display. Frank May was in charge 
assisted by Mrs. Frank May, George Kra Martin Brown, Myron Davis 
Dan Coffee, Anthony Kmito, Lou Weinste snd David Tuchman. 

Mayer, A. G., Company, New York, N. Y.—Featured was the Handy 
Holster for pen and pencil sets and Handy Pockette shirt protector. Mr 
and Mrs. Otto Mayer were in charge 

Make it Snow, Inc., Cranford, N. J howed ar Jemonstrated Make 
it Snow, the original snow storm in a ’ 3 simulated as snow that 
will adhere to trees, windows and mable. With 
the use of stencils, winter scenes can be portrayed. On hand s Micheal M., 
Orman, assisted by the Sales force 

Montag Brothers, Inc., Atlanta, Ga.—Displayed sc correspondence 
papers including decorated box papers pen stoc >aper, note paper 
and staple box papers. Harry Garey and Murr ner presided, 

Bert M. Morris Company, Los Angeles, Cal.—introduced the new Morris 
Safe-T-Set non-spill no-leak desk pen set as ell as mplete line of 
matching desk top equipment including phone re as ray book ends 

up letter trays, memo pads nd electric per sharpeners. 
Dn hand were Mrs. Bert M. Morris, Wallace Jones and Jack Rackman 

Mystic Novelty Mills, Wakefield, Mass.—Showed novelty and Christmas 
wrappings, twine, cellophane paper, Christma or é phane ribbon 
Christmas tree decorations including ribt es and spun glass angel 
hair. Harry S. Epstein was in charge 

Mystic Adhesive Products, Chicago, III.—This firm featured red pressure 
sensitive cloth tape, paper masking tape, paper fre tape in red, blue 
and natural for book repair, passepartout work, mendi slastics and general 
mending. P. J. Indence, J. A. Fisher, N. ‘ n 4 faltz were on 
hand. 

National Leather Manufacturing Company, New York, N. Y.—School bags, 
zipper ring binder, portfolios, and brief es in cloth, leather and simu- 
ated leather were featured. Also Walt Disney, Lone Ranger and Capt. 
ideo school bags. Answering inquirie ere Benjamin B. Chwat and L. 

nw arzweicer 

Noesting Pin Ticket Company, Inc., New York, N. Y¥.—The company's 

mplete line of paper clips, pape* fasteners, straight pins, thumb tacks, 
frozen wire staples and pin tickets was exhibited. In attendance were 

F. Griffiths, Sr.. G. F. Griffiths, Jr.. and Jack G. Bainbridge 

Norma Pencil Corp., New York, N. Y.—Showing the complete line of 
Norma mechanical pencils in chrome ver and gold, writing in three 
or four colors, were Samuel Jackobs and Martin M. Greene 

Office Accessories Corp., Encino, Calif.—Displayed Jiffy mailers, Genie 
etter openers, Mecca stamp holders and Oasis moistener In attendance 
were Leo-Gendernalik, president, and Joseph Eckstein of C. & E. Sales 
Company, New York representatives 

Papercraft Corp., Pittsburgh, Pa.—Featured raps. and ribbons, the 
Kaycrest brand in a variety of color combinations, also Stik-ups for use 
in window decorations which are harmless for those who have allergies 
Alfred Alterman and Mel Price were on hand 

Papermate Company, Inc., Culver City, Cal.—Showed mplete line of 
Papermate products. Introduced for the first time were the coa_ browr 
barrel ba point pens and jade green barre chrome top with black 
barrel. in attendance were T. J. Welsh, Glen Nelson, A. B. Imhoff. 

The Pettersen Manufacturing Company, iInc., Santa Barbara, Calif.— 
Displayed and. demonstrated here was the Ma-Co ner, the magnetic 
° holder, a new idea obviating the use of mechanical contrivances 

. W. Stilson was in charge. 

Plasco Manufacturing Company, St. Louis, Mo.—Featured the new Plascc 
all plastic envelope moistener for envelopes, labels, and all types of 
noistening jobs for home or office. On hand were Harry Harris and 
Mrs. Olga Duck. 

Plymouth Rubber Company, Inc., Canton, Mass.—Shown was the com 
pany's line of rubber bands. J. J. McDonough was in attendance 

Prudential Paper Products Company, Inc., New York, N. Y.—On display 
was an assortment of paper products in jing writing tablets, writing paper 
adding machine rolls, file folders, index cards, blotters, tissue, wrapping 
paper and twine. In attendance were Samuel Hyman and Mrs. Ethel Bell. 

Puritan Stationery Company of New York, Inc., New York, N. ¥.—On 
exhibit was the firm's line of social and staple stationery. In charge were 
Herbert K. Wald, Ivan Mahoney, G. William Wilson, G. L. Areman and 
Charles P. Epifano. 

Rainbow Ribbons and Fabrics, Inc., New York, N. Y¥.—On exhib# was 
the company's line of gift wraps, ribbons and seals. William Horowitz 
president, Martin Savada, vice-president; Edward A. Sweeten and W. W 
Herman were on hand to greet friends in the industry. 

Reliance Pencil Corporation, Mt. Vernon, N. Y.—Shown was the firm's 
ne of wood-cased lead pencils and per boxes. Larry Levine, Albert 
McLane, Al Harris and Dick Sanger were in attendance 

Rite-O, Inc., Martinsburg, W. Va.—Displayed the new Rite-O mechanical! 
bouncing pencil with double action propel and repel from either end, 
refill kits, tacks, clippers, and Debonaire implements. Seymour Weinstein, 
Stanley Weinstein, Egner Brothers and Milton Stone Associates were on 
hand. 

Rhodes-Martin Products Manufacturing Company, Inc., Brooklyn, N. Y.— 
Showed the complete line of artists’ and draftsmen equipment consisting 
of inking devices, pencils and pencil sharpening devices, protractors, rules, 


(Turn to page 279, please) 
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Serces 
NOW ......vou can HAVE 


THE BEST GRADE "A” FEATURES 
IN Swéchnattr LOW COST FILING 


EQUIPMENT 
NEEDS! 


e it’s wider 

e it’s heavier 

e it’s faster 

e it’s better 
e heavier suspension 
e new working drawer 
e side lock compressor 
e aluminum hardware 


POT POT UF UFC! Of 


© 
¢ 6 @ 78 Oe 


4 


i 


F2605 F2604 F2614 2645 F2647 F2658 F2658CH F2603 2602 F2612 F2613 F2636 F2644 F2648 F2655 F2688 F2630 F2616 F2605C 


49 STYLES TO SERVE YOU BETTER AND GIVE 
TOP-DOLLAR VALUE IN LOW-COST FILING? 


AVAILABLE IN FUTURA GREY OR Shclmas%’e STANDARD GREEN, FROST 
ORDER BY CATALOG NUMBER TAN (BEIGE), FROST GREEN, GRAINED FINISH WALNUT MAHOGANY LITERATURE AVAILABLE 


art steel co., inc. 


Nhe Steclhnasers @ 170 w. 233rd street 


new york 63, n. y. 











SUPRE-SECURITY FILING EQUIPMENT 
Stilmastt ‘“Safer-At-Home”’ filing equipment with 
safer-compartment strategically integrated in 3rd 
WRITE FOR Stclnaste SCHEDULE drawer —to provide greater safety for those ‘‘valu- 
able"’ and important documents. 
OF NEW QUANTITY DISCOUNTS Top value, top gradé, full suspension, top performance, 





OUTSIDE DIMENSIONS INSIDE DIMENSIONS PRICE 
_Width | Height | Depth _Width | Height] Depth | PRICE | WITH LOCK 





ITEM NO DESCRIPTION 


SAF * 4X 4 Section Sofety File (Letter Size) 14%" [52 ” |26%" | SAFETY VAULT SEC $82.50 | $96.25 
SAF ° 4CX 4 Section Safety File (Legal Size) 17%” |52_” |26%” |tet. 12 ” how” 23%" | 93.50] 107.25 
SAF ¢ 3X 3 Section Safety File (Letter Size) | 14%” [40 ~ | 26%" |Leg. 15 * 0%” 23%" | 72.60 |__ 83.60_ 
SAF*3CX/ 3 Section Sofety File (Legal Size) 17%" |40 ~ |26%" | DRAWER SECTION | 82.50/ 93.50 
SAF* 2X 2 Section Sofety File (Letter Size) 14%” | 30%" 26%." let. 124%,” 10%" [25% _ 60.50 70.40 
a i SAF * 2CX 2 Section Safety File (Legal Size) 17%” | 30%)” | 26%” | leg. 15%"|10%"|25%"| 71.50) 81.40 
alten “ IF FILING CABINET PLUNGER LOCK WISHED, ADD “L" AFTER CATALOG NUMBER. 

AVAILABLE IN Falara Grey orn hrrasJEe STANDARD GREEN. INDICATE COLOR WISHED. 


PROTECTION AGAINST PILFERAGE 
































SAF * 4X (illus.) 




















DESCRIPTION DESCRIPTION 











LETTER LETTER 







































































LEGAL 




















“GUARDALL” “COMMANDO” a | , Ga 
1TEM Outside Dimensions Outside Dimensions PROTECTOR Unette 


a DESCRIPTION nT wT D : OEScRIPTIOg | w] D. were ar 
a } L ee et ee oe mensions 
AA | “GUARDALL” (LETTER)| 34”) 30°) 16” “COMMANDO” (LETTER) | 34° 130" |16"_ semen ww] o. 


— + + 
AA2 ALL” (uEcat) | 34°] 39°] ed | “COMMANDO” (LEGAL) 33”|16” “PROTECTOR” 31”|18"|16"_ [$54.45 


F.O.B. N.Y. All Prices Order by Catalog Number 
Higher on West Coast AVAILABLE IN Puta Grey OR Sieelmasier STANDARD GREEN Literature available 


art steel sales corp. new york 63 n. y., u. Ss. a. 






































































































Remember... 











in Upholstered furniture 
what you DON'T SEE is more important 


than what you do see... 
Ny 





preven 





ON Naat SN 


No. 285 


Handsome 
Niemann sofa 
to Harmonize 
with modern 

office furniture. 


so BUY NIEMANN and deliver 
~ maximum value both inside and out! 


Today—smart buyers demand the “inside story” on upholstered furniture .. . 

and they know the Niemann label on furniture means Custom Built quality 

from “the inside out.” It denotes the use of the finest materials and the 

best workmanship in the frame—interiors—construction and finish. 

No wonder a dealer offers a Niemann product with pride. Regardless of the upholstery 
material used, he has the satisfaction of knowing that the Niemann name on 


furniture is a guarantee of maximum value both inside and out. 


i ELASTIC NAUGAHYDE now available at NEW LOW PRICES 


a a éMiemann ae 


~ Cc Oo R Pr o we a a 2 D 
Jwclotrd arsed Aealet=ou ree. 


469 AS JHIQ ST. AT LAKE SHORE DRIVE 
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annual special 


office furniture 


e 
ABOVE: Spacious open office area for the S e © t } © ] n 


executives of the St. Joseph Bank & Trust Co., 
South Bend, Ind. Installation by Business 
Systems, Inc., South Bend. 


PICTURE ON FRONT COVER 


Comfort and beauty in the Uptown Federal 
Savings & Loan Association, Chicago. Installa- 
tion by Weber, Hilmer & Johnson, Chicago. 
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Adirondack Chair Co 


All-Luminum Products .............. 


All-Steel Equipment, Inc. 
Alma Desk Co 
Aluminum Seating Corp. 
Angle Steel, Inc 


Arnot-Jamestown Corp., 


The 138, 


Art Metal Construction Co. 


Art Steel Sales Corp 125, 


Atlas Stencil Files Corp. 
Bassick Co. . 

Beaver Furn. Corp 
Bentson Mfg. Co 
Biltwell Products Co 
Bolta Products Sales 
Borroughs Mfg. Co. 
Bright Chair Co., Inc. 
Brown-Morse Co 
Brush-Punnett Co 


Cardinal Sales, Inc 
Carlton-Surrey, Inc. 
Central Desk Mfg. Co 
Cole Steel Equipment 


136, 


201 


244 


Co. 89, 90, 91, 92 
242 


Colson Corp., The 

Columbia Steel Equip. Co. 

Corry-Jamestown Mfg. Corp.. 

Cotterman, |. D 

Cramer Posture Chair Co. 

Crawford Metal Craftsmen, 
Inc. 


Dolin Metal Products, 
Doro Mfg. Co 
Dorset Steel Equipment 


...181 
169 
270 
233 


..270 
-..226 


264 


Co 188, 189 


Durable Metal Products Co. 
Emeco Corp 
Executive Furniture, Inc. 


Farber, Lovis H., Co 
Faultless Caster Corp. 
Flewelling, | 
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Outlet for Used Furniture Can Be Profitable . . 


192 


176 
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. 207 


Constant Contact Results in a Complete Bank Installation 


Critical Buying Makes for Critical Selling . 
. 212 


Sources of Useful Sales Information . 


Installations . 
Model Offices . 
Compact Battery of Files has Extra Sales Efficiency . 
Large Installation Demands Personal Service . 
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Fritz-Cross Co. 
Frontier Sales Co........ 


G. R. Products, . Inc 

Garland Furniture Co 217 
General Fireproofing Co., The.. 67 
Globe-Wernicke Co., The.......... 186 
Goodfrend Metal Products Co. 254 
Grand Rapids Leather Furn.. 4 
Gregson —_ Co. 

Gunlocke, W. H., Chair Co. 60, rt 


Hamilton Mfg. oo 
Hang-A-File Co. .... 

Harter Corp., The... 

Haskell, Inc. 
Herring-Hall-Marvin Safe Co... 
— Point Bending & Chair 


Home-O-Nize Co., The 
Huntington Chair Co... 


Imperial Desk Co 

Imperial Leather Furn. Co....... 
Indiana Chair Co 

Indiana Desk Co 

Invincible Metal Furn, 

fortles BAR es Ce nieccncin..-cecceeese0s- 27 


Jasper 
Jasper 
Jasper Office Furn. Co............. 
Jasper Seating Co.....................2 
Jasper Table Co.......... 

Johnson Chair Co........... 


Karl Mfg. 

Kenmar Mfg. Co... 

Keystone Steel Equip. Co... 
King Posture Chair Co % 
Krueger Metal Products Co....... 


LaSalle Products Co................... 
Lehigh Desk Co., Inc... 
Leopold, The, Co 

Lundstrom Laboratories 

Lyon Metal Products, Inc 
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Marble, B. L., Chair Co............. 
Maso Steel Prod 2 
Mayfair Co., The... 

McDonald Products Cor 

Meilink Steel Safe Co 

Metal Office Furn. Co 
Metalstand Co., Inc... 

Midwest Folding Products 
Milwaukee Chair Co... 

Milwaukee Metal Furniture Co. 
Monarch Furniture Co 

Mosler Safe Co 

Murphy Chair Co., Inc. 
Murphy-Miller, Inc. 

Myrtle Desk Co 


National Lock Co....................... 
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Niemann, Inc. ... 

Nucraft Furniture Co... 


Office Furn. Wholesale 
Distributors 

Ohio Chair Co., Inc 

Orna-Metal Products Co 


Parker Steel Products, Inc........ 
Peerless Steel Equip. Co 


Riteform Chair Co., Inc 
Royal Metal Mfg. Co 


Scerbo, Frank, & Sons, Inc....... 

Security Steel Equip. Corp 
°., The. 

Servel, Inc. 

Shaw- Walker Co 

Sherness Co 














Springer Industries, Inc... 
Stacor Equipment Co. 
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Stanley ‘yey 229 
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Stationers Mio. Co 
Stellar Tool & Mfg. Co., Inc 





. 210 


. 247 
. 248 


250 


. 259 
. 261 
272 


. 276 
. 277 


Stow & Davis Furn. Co 
Sturgis Posture Chair Co. 
Supreme Steel Products, Inc.... 


Taylor Chair Co... 


Tiffan 
Top Flight Products Co. 


— The, Leather 
Grou 
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U. S. Chaircratt Mfg. Corp.....267 
U. S. Rubber Co.........154, 155, 253 


Valco Co. .... 161 
Valentine Safe & Lock Works..268 
Vanguard Engr. 

Victor Safe & Equip. Cai... aa 
Vogel-Peterson Co.............142, 1 


Watson Mfg. Co : 
Weber Bros. Metal Works... 
Weis Mfg. Co 54, 
Welham Metal Products Co... 
Wells Chair Corp... : 
Western Mfg. Co......... 
Wood Office Furniture 
Institute . 
Worden Co., The. 


Yawmon and Erbe Mfg. Co..... 51 
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"Plus” Service 


Sells Large 


Installation 


by CHESTER 
A. NICKLE 


Salesman 
Kendrick 


viture Compan 


@ IT WAS THE FIRST Marshall 
Field who said, “Give the customer 
what he wants.” 

Rightly or wrongly, that policy 
has come to be a symbol of the 
successful retail department store 
operation. And more recently, it has 
taken on importance in other busi- 
ness areas—among them the office 
furniture field. 

The old selling concept of letting 
the dealer’s task end with the dem- 
onstration and explanation of his 
furniture’s qualities has, under the 
Stress of competition, undergone 
modernization. 

Now, in an atmosphere of close 
co-operation with the customer, the 
office furniture dealer is finding he 
must help fulfill what the prospec- 
tive buyer wants in maximum em- 


Fit for an Executive . . 


. The president’s office at Dormeyer Corp., fitted by Kendrick 


Furniture Co., Chicago, in wood furniture combining executive dignity with utility. The 
furnishings include a Clemco desk and credenza in walnut with butternut finish. 


ployee output and utmost 
utilization. 

This embodies assistance in lay- 
ing out the customer’s office in- 
terior, a dealer responsibility which 
has grown steadily with the widen- 
ing concept of “giving the customer 
what he wants.” The office furni- 
ture dealer who still doesn’t offer 
this “plus” service is at an imme- 
diate disadvantage. 

A case in point is the remodeling, 
during the past year, of the Dor- 
meyer Corporation general offices 


space 


and service department at 700 N. 
Kingsbury St., Chicago. 

The electric appliance corpora- 
tion’s production line had expanded 
to include varied home and com- 
mercial food mixers, blenders, deep 
fryers, toasters, broilers, and blank- 
ets, and other merchandise was in 
the process of development. 

So Dormeyer kept pace with its 
business growth by buying the 
building on Kingsbury St., on Chi- 
cago’s near North Side, and reno- 
vating it throughout, with the top 


mi. 


and All-Steel Equipment, Inc., in furnishing the office (left) of 


Equipped for Work and Conference . . . Kendrick Furniture Co., 
William R. Riedle, Jr., office manager, and the conference room. 


Chicago, drew heavily on the products of Royal Metal Mfg. Co. 
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or of the six-story brick structure 

voted to highly-modern offices. 

Harry Brady, Dormeyer engineer, 

yught ways to effect the latest in 
ffice working conditions at the 

west possible cost. The basic ele- 
1ents in achieving that goal were 
ynstruction of a new stud-frame 
all a foot inside the original wall 
round the entire perimeter of the 

ixth floor and installation of a 
ranslucent, corrugated plastic false 
eiling. 

Those steps enabled Brady to pro- 
eed with an interior design which 
provided the sixth floor executive 
und general offices with the ulti- 
mate in working comfort—superior 
lighting, year-round air condition- 
ing, minimum noise. 


Studied Layout 


But with all those features, Dor- 
picture couldn’t be 
complete without the proper fur- 
nishings in the right places. So 
Helen J. Askins, treasurer, discussed 
the blueprints with several office 
furniture dealers in an effort to 
arrive at a layout of all depart- 
ments which would produce the 
best flow of paper work. 

Some of the dealers weren’t pre- 
pared to assist in such a project 
Others of us were—and the Dor- 
meyer office furniture order hinged 
on this co-operation. 

After several hours of planning, I 
arrived at a layout which, Miss 
Askins and William R. Riedle Jr., 
office manager, agreed, fulfilled 
Dormeyer’s requirements. 

Seven departments had to be lo- 
cated in their proper perspective in 
the general office, as well as in rela- 
tion to the executive and junior 
executive offices around the perim- 
eter. And all had to be furnished 
correctly 


meyer’s office 


Even Work Flow 
The layout finally accepted by 
Dormeyer established backward, 
forward, and crosswise flow of work 
through purchasing, production, ac- 
counting, sales and advertising, and 
stenographic departments, which 
were set up in rows across the gen- 
eral office. Service and mail de- 
partments were located in the rear. 
Allowance was made for future 
expansion with room for more 
desks. A larger-than-average main 
aisle, 60 inches wide, was provided 
around the general office, outside 
the executive areas, and 44 to 48- 
inch aisles were laid out between 
desks. Working space averaging 36 
inches, sufficient to eliminate 
crowding, was afforded behind each 
desk. 
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General Office . 


.. Asection of the Dormeyer Corp. general office showing supervisors’ 


desks in foreground, employees’ desks and partioning of offices in the rear. Royal Metal 
chairs and All-Stee! Equipment desks were used throughout where metal furniture was 
utilized by Kendrick Furniture Co. in the extensive installation. (All photos with this article 


courtesy of Royal Metal Mfg. Co.) 


The only closed rooms among the 
sixth-floor offices were the presi- 
dent’s and conference areas. All 
other private offices were parti- 
tioned with select maple and rip- 
pled glass to separate them from 
the general office. 

It was decided that the offices of 
President James E. Archambault 
and Vice-Presidents Marvin E. 
Allesee and Nick Malz would be fur- 
nished in wood, but all other areas 
—even the conference room—would 
be equipped with metal furniture. 

It was felt that metal furniture 
in modern stylings would blend best 
with the streamlined general office 
design, and that in the areas of 
heaviest daily service metal furni- 
ture’s durability and clean lines 
would ease the maintenance prob- 
lem. 

The furniture which fulfilled 
these requirements and met space 
limitations was made by Royal 
Metal Manufacturing Company of 
Chicago and All-Steel Equipment, 
Inc., of Aurora, Il. 


Well Equipped 


Royal Metal chairs and All-Steel 
desks were used throughout where 
metal furniture was utilized. For 
the general office, chairs and desks 
were matched in mist green, with 
super-tuftex vinyl chair upholstery 
in meadow green. Each department 
area was arranged to include a 
supervisor’s desk overhanging style, 
with matching executive swivel 


chair and side chair, both uphol- 
stered. The executive chair was 
equipped with coil spring seat, 
padded back, and armrests. The side 
chairs selected had flared rear legs. 

These chairs were selected in 
modern square tubular steel styl- 
ing and harmonized with the desks, 
which utilized built-in wastebaskets 
to eliminate aisle-clogging recep- 
tacles. 


Utility, Comfort 


Departmental employees were 
equipped with double pedestal 
desks, with special stands attached 
to the top left-hand drawer to hold 
typewriters where necessary. This 
permitted use of the bottom two 
drawers for storage. These em- 
ployees were furnished with swivel 
posture chairs with tubular steel 
base, adjustable padded and shaped 
backrest to reduce fatigue, and 
foam rubber seat, and in some in- 
stances an additional posture chair 
was placed by the desk for confer- 
ence purposes. 

Smaller, single pedestal desks and 
swivel posture chairs were employed 
in the service department. 

The tabulating department, a 
separate room off the main sixth- 
floor area, and first-floor employ- 
ment and personnel office were 
equipped with similarly-styled fur- 
niture in stylite tan finish and cin- 
namon super-tuftex upholstery. 

President Archambault’s office 
has special rift oak wall paneling, 
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thermopane picture window, Theo- 
dore Johnson’s cocoa brown carpet- 
ing, and Anton Maix drapery. Its 
furnishings include sandalwood 
swivel chair, lamp tables, side 
chairs, and sofa by Dunbar, a 
Clemco desk and credenza in 
walnut with butternut finish, two 
Almco bleached wood table lamps, 
and a television set. 

The swivel chair is upholstered in 
beige genuine leather, the sofa in 
old gold antique satin, and the side 
chairs in fabrics which blend with 
the room’s decorative scheme. 

The two vice-presidents’ offices, 
which have the same wall and ceil- 
ing treatment as the general office, 
have furniture styled identical to 
President Archambault’s, but with 
different upholstery colors. The 
Swivel chairs have teal genuine 
leather, the side chairs Greeff teal 
wheatley fabric. Beige carpeting 
and Greeff drapery are used 


Use Royal Chairs 


The other executive and junior 
executive areas are equipped with 
Royal Metal square tubular chairs 
and also have overhanging desks, 
some in mist green and meadow 
green combinations and others in 
stylite tan and cinnamon. 

Each of these offices has a plas- 
telle-finished metal executive chair 
with coil spring seat, padded back 
and armrests, and two metal side 
chairs in matching upholstery and 
finish. Side chairs with flared rear 
legs were chosen to prevent the 


backs from being pushed against 
and marring the walls. 

These side offices also are fur- 
nished with Royal Metal costumers 
and All-Steel tables and filing cabi- 
nets. 

The unusual employment of 
metal furniture in the conference 
room was coupled with another 
modern trend, a light green black- 
board which blends with the select 
maple and white acoustical board 
walls and tan flooring. A stylite tan 
All-Steel table and eight Royal 
Metal side chairs in stylite tan with 
cinnamon super-tuftex upholstery 
complement the decorative scheme. 


Plastic Ceiling 


The conference room _ design, 
which matches all other office 
areas but the president’s, includes 
the plastic ceiling, which provides 
even brilliance from fluorescent 
tubes above. 

Sprinklers, electrical conduits, 
and duct work all are above the 
plastic, eliminating the expense 
which would have been entailed in 
renovating the original ceiling. The 
plastic falls from its tracks at 140 
degrees to permit the sprinklers to 
function in case of fire, and the 
translucent ceiling diffuses the light 
to an average of 60 to 65 footcandles. 

Hollow acoustical fins of per- 
forated steel, containing a sound 
absorbing pad and finished in baked 
grey enamel, are hung at intervals 
below the plastic ceiling to aid in 
noise reduction. 


The same corrugated plastic ha 
been placed over the permanently- 
sealed windows and can be rollec 
up easily for cleaning or, in the case 
of the ceiling, for relamping oi 
fluorescent tubes. 

The lower portion of the walls is 
select maple treated with several 
coats of clear, transparent lacquer 
rubbed after each coat to give a 
polished-down effect. 

The upper wall areas are of the 
square white acoustical blocks, an- 
other aid in cutting down noise 
Flooring is tan marbleized viny] 
plastic, used because of its long- 
wearing qualities, resilience, and 
ease of maintenance. Heating and 
air conditioning in all but the presi- 
dent’s office are through circular 
ceiling vents. 

The president’s office has a 
plenum chamber above the plastic 
ceiling to provide air-conditioning 
and heating. 


Did in a Year 


Dormeyer began its remodeling of 
the Kingsbury St. building January 
5, 1952, and moved the last of its 
office and service units into the 
plant January 1, 1953. 

The manner in which Dormeyer 
attacked the problem of laying out 
an ultra-modern office, designed to 
provide superior working areas 
easily maintained and furnished 
durably and functionally, chal- 
lenges every office furniture dealer 
to “give the customer what he 
wants.” 





Worden Furniture on Parade . 
display during the recent furniture show in Grand Rapids, Mich. Attracting interest were 
a number of Worden pieces—the No. 620 Softone desk, the Nos. C500 and C505 Sof- 
tone oak chairs and the No. 110 Chair. 
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. . A dealer for The Worden Co., made this window 
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ew Jersey Concern 
scovers Profit 
omes in Rentals 
nd Repurchases 


mg USED OFFICE FURNITURE can 
be used advantageously in making 
new furniture sales, according to 
Jack Moscovich, owner of State 
Sales Office Furniture, Trenton, 
N. J. That is because more than 
50% of the customers to whom he 
has made used office furniture sales 
have afterwards become new furni- 
ture customers. 

“We had previously considered 


used furniture as a necessary factor 
in our business because many of our 
new furniture customers offered 
their used furniture to us as trade- 
in allowances,” says Mr. Moscovich. 


‘It got so that we were overstocked 
with used furniture and were hav- 
ing a problem in disposing of it 
because we didn’t want it to give 
our new furniture sales competi- 
tion. 

“With a large building boom tak- 
ing place in and around Trenton, 
however, we found large markets 
for our used furniture. They were 


afterwards converted into new fur- 
niture sales. In the meantime, we 
enjoyed a complete turnover of our 


used furniture that has brought us 
extra profits.” 
Business Boom 


The large building boom consists 
of large steel plants being built in 
the area, Levittown, many housing 
projects, factory enlargements and 
other business and residential con- 
struction. The many contractors 
participating in this construction 
are in need of furniture for tem- 
porary use while carrying out their 
construction work. 

These contractors seeking office 
furniture are desirous of buying it 
at the most economical price. 
Hence, they make up a large pros- 
pect group for used furniture. 

In addition to the builders many 
small businessmen and even pro- 
fessionals are setting up offices in 
their place of business. They are 
also in the market for used furni- 
ture. It is this latter group who 
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From Used” to New” in Profitable Progression 





Rental Promotion .. . 


eventually become new furniture 
customers. 

“We get regular building and 
business reports that let us know 
about these new contractors and 
business coming to town,” says Mr. 
Moscovich, “and my son, Jonas, fol- 
lows them up. Almost everyone he 
contacts buys a few pieces of used 
furniture from him. 


Prefer Renting 


“Many of the contractors do not 
want to buy used furniture outright, 
but prefer to rent it. That is be- 
cause their stay on a job is only 
until completion and they don’t 
want the furniture afterwards. For 
such customers, State Furniture has 
worked out a rental program charg- 
ing for each desk, chair, file, and so 
forth, on a monthly basis, such as 
$10 per desk and $2.50 per chair. 

“Many times a contractor is going 
to remain on a job or stay in the 
area for a longer period than an- 
ticipated,” points out Mr. Mosco- 
vich, “and in this case, we give him 
an allowance on the rentals already 
paid in towards the purchase of the 
furniture. We will also repurchase 
the furniture from him after use. 
This type of arrangement pleases 
these construction men and it re- 
sults in our continued business with 
them.” 

Jonas Moscovich follows up all 
the professional and businessmen 
to whom used furniture has been 
sold. Once they feel that they have 
firmly established themselves and 
intend to remain, they start seeking 
improvements. Changing over from 
used to new furniture, is then a 
prime consideration. 





Jack Moscovich promotes rental equipment for customers 
requiring office furniture for short periods of time. 


“We offer the prospect an allow- 
ance on the used furniture pur- 
chased from us towards the new 
and this usually opens the way for 
a new furniture sale,” says Jonas 
Moscovich. “On obtaining this used 
furniture, we turn it over again in 
a like manner very shortly, so that 
many times the same piece of fur- 
niture passes through our hands 
several times, and each time with a 
profit to our business.” 

The firm has found that classified 
advertising is its best medium for 
advertising used furniture. Pros- 
pects interested in such furniture 
look for it in the classified columns. 

Classified ads promote used fur- 
niture to businessmen, profession- 
als, temporary business locations 
and construction men. These ads 
are eye-catching and result in 
many inquiries coming in. 


List Furniture 


To facilitate handling used furni- 
ture sales, the firm makes up a list 
of all the furniture that it has for 
sale or rent. When customers call 
on the phone, they can be told 
what the firm has to offer them and 
they are asked to drop in. This 
list is continuously kept up-to-date 
so that best sales efforts can be 
promoted to reduce this stock as 
soon as possible. 

“Although used furniture is only 
a portion of our business,” asserts 
the older Moscovich, “we still feel 
it important enough for us to lay 
stress upon it. It helps to acquaint 
us with new people that may be 
new furniture customers, brings us 
in added profits and keeps our stock 
continuously turning over.”—PL 
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Furniture 


by GEO. CONSTANTINE 
President, Palace 

Office Supply Compar 
Tulsa, Okla. 








Editor's Note—George Constan 
tine has devoted his life fo the office 
supply business. He began helping 
his father during the summers of his 
high school days and spent 16 years 
in the business before he took over 
as head of the firm. Company pol- 
icy can, perhaps, best be expressed 
summarily by Constantine's own 
statement: 

“Put confidence in your heart, sell 
enthusiastically without a doubt, 
submit the price of the product 
without apology, accept the order 
with thanks, or accept the loss of 
the sale with appreciation for the 
opprtunity to serve . . . and have 
a good word for your compefifor 






@ OFTEN WE WONDER, “just 
what contributes to a firm’s suc- 
cess?” Then comes the question, 
“just what is success?” and that is 
a key question. Suppose we put it 
this way, are we trying to build a 
business that will remain as a 
monument of good management, or 
are we just trying to make money 
as fast as we can and abandon th« 
future? 

In the case of the Palace Office 
Supply Company, the former is the 
case ...and there is good reason 
For, in the final analysis, we be- 


% 
M te Pee, 
ee 7 ee 





Success Factors in Selling Office 






Geo. Constantine 












Keeping Pace .. . Being as 
modern as the customers is 
an important factor to George 
Costantine, manager and 
owner of the Palate Office 
Supply Co., Tulsa. Pictured is 
the recently-modernized build- 
ing of this progressive dealer. 











lieve the future of any organiza- 
tion, building or monument, can 
last no longer than the basis on 
which it is established. 

When we analyze a good founda- 
tion of business we find primarily, 
soundness ... soundness in dealing 
with the clients, soundness in affili- 
ation with suppliers, and soundness 
in employer-employee relations. 
This added to the modern business 
methods practically applied means 
success. 

Let us take, for example, the 
policy of soundness in dealing with 





Fit for a Bank . . . One of the installations of modern office desks by the Palace Office 
Supply Co. in the First National Bank & Trust Co.’s new office building which provides 
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some of the most modern banking facilities in the Southwest. 
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clients. This policy must be im- 
portant, because the client is im- 
portant. Any future relations with 
this client depend on the service 
our firm may or may not render. 

If we are in business for good 
we must establish ourselves as such. 
With our customers there is only 
one way. Render to him the best 
service of which we are capable. 
Each and every prospect has a 
problem. We must help him solve 
that problem. 

For instance, a man has a small 
business and wishes to buy office 
furniture. His budget, naturally, is 
somewhat limited. We make a rec- 
ommendation that will give him the 
utmost in service. 

This is not only desirable for the 
Small business man but likewise for 
the huge industrialist who knows 
that efficiency and good service 
proves to be profit-wise. 

How can this be done in the office 
furnishing business? 

To answer that question we must 
co-ordinate our entire organization. 

First, our merchandise: Nothing 
but experience can teach us to buy 
equipment that will give the cus- 
tomer service. The merchandise we 
Sell reflects the character of our 
firm. We display and sell whatever 
we think will fit the buyers need. 
This will create and win the cus- 


‘tomer’s confidence. This will assure 


him that when his needs become 
larger he can depend on this firm 
to supply him with equipment for 





May, 1953 










any expansion. He knows that the 

lipment will be just what is 
eded. Neither over nor under- 
ld 
But merchandise alone is not the 
iswer! Secondly, the sales per- 
nnel is highly important. What- 
er Management may think can 
ly be passed on to the customer 
rough his selling staff. 

Salesmen must know both their 

istomer and their product. As 
previously mentioned we must 
solve the problem of the customer. 
This cannot be done without know- 
the true and complete value of 
product we have to offer. 

If the product is worthwhile we 
will not have to resort to price sell- 
ing. Such things as discounts and 
bargains all too often result in dis- 
satisfaction. In Tulsa when Palace 
is asked to quote prices they are 
always quoted as “net.” It is our 
belief that “discounts” and “spe- 
cials” are fear selling. Fear of losing 
a sale? In reality we should have 
fear of losing a future customer 
through selling at a price and later 
experiencing his unhappiness. The 
fear of losing an order is small 
compared to the greatest loss, the 
customer’s confidence in us and our 
future business dealings with him. 

We admit that we are making a 
legitimate profit. Without the profit 
it would be impossible to render 
the service demanded. No sound 
business man will deny a fair profit. 
But this can only be explained by 


1o 
ne 


Ready for Oil Research Center . . 


a sales person who: first sells him- 
self; second sells his product; and 
thirdly, is sold on his firm. 

At Palace, all 33 employees par- 
ticipate in a generous retirement 
plan and co-operative insurance. 
They understand management and 
management understands them. We 
believe that we must work with our 
staff in complete understanding 
and confidence. We must be realis- 
tically determined to do our very 
best in selling, accept the fact that 
we can lose a sale. . . but confident 
that we have done a real job of 
selling! 

With the sound foundation of a 
business firmly established let us 
look into the other working fea- 
tures of our business. A _ slogan 
adopted by Palace is “The Business 
Man’s Department Store.” This 
means our store itself should be just 
as the slogan says. 

The building itself should be 
pleasant and look the part it is to 
play in each business it serves. 
Make it easy to walk into. Make 
the window displays say and sell 
something. A discourse on lighting 
and decoration could be far more 
extensive than we have space to 
print. But there are a few items 
that deserve mention. 

The store should have quiet and 
attractive furniture floor displays. 
Not crowded. Unless it is a “bar- 
gain house” do not make it appear 
to be so. Give the customer the 
same feeling he tries to convey to 


his customers. This is, in itself, an- 
swering his problem. 

At Palace we have devoted two 
floors to office furniture displays. 
They present the most practical 
plans and arrangements of the best 
furniture obtainable. These plans 
range from small units to some of 
the largest, depicting that gradual 
replacements under proper plan- 
ning is far less costly and confus- 
ing in the long run. 

The quantity of office furniture 
sold is not the primary objective in 
our sales effort, but rather actual 
use of the equipment in our small 
unit sales by our customer creates 
his complete satisfaction and con- 
fidence in our sales demonstration 
and leads to additional installations 
varying from small to large. 

Even in businesses where instal- 
lations have been made by us of 
office furniture and equipment 
there are occasions where the cus- 
tomers choose to have proposals 
submitted for complete installa- 
tions in new buildings. Where this 
is the case, our equipment already 
in use certainly gives us a decided 
advantage over our competitors. 

Let us dwell a moment on adopt- 
ing a sound and consistent price 
schedule. It has been proven in 
Tulsa that uniform prices create 
customers confidence and direct his 
attention to the all important con- 
sideration—the real values the of- 
fice furniture will accomplish as 
applied to his business use. 


. Soon, Tulsa, Okla., will boast one of the most 


extensive laboratories in the world devoted to research in the petroleum field. The 
Palace Office Supply Co. was successful in furnishing the modern office furniture for this 
Stanolind Oil & Gas Research Center, to be occupied this April. Pictured is office furni- 
ture purchased well in advance of the completion of the center. The furniture was re- 
ceived in time for delivery in October, 1952. Storage has been provided by the Palace 
firm at its own expense, a concrete example of one phase of genuine service to customers. 
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Here’s a chair that... 


bEANS OVER 


BACIRW AURIDS 


LO WEAK 
IRWEIN IDS 


MONARCHS 


Reclina-Lounger covered in Nylonized Boltaflex by Monarch Furniture Company, Inc. 
High Point, North Carolina. Write for free catalogue. 


Reclina-Lounger covered in Nylonized Bolla flor 


It’s comfortable — it’s attractive 

and dignified enough for the finest 
office. It’s the Reclina-Lounger by 
Monarch that combines all steel 
coil spring construction, perfect bal- 
ance in any position and a covering 
that knows no peer for beauty and 
durability — Nylonized Boltafiex. 
There are no levers to push or pull 
— this chair automatically reclines 
to any position desired. It provides 


all-position comfort with dignified 


INCORPORATED 
High Point,Morth Carolina 


office construction and styling. 

Nylonized Boltaflex is made to 
withstand the day-to-day wear and 
tear that office furniture has to 
take. Supported with tough nylon 
fibres, it is the most rugged, most 
stretchable plastic in its price 
range. Nylonized Boltaflex has that 
rich “leathery look” that really 
sells. There’s big profit ahead for 
you with Monarch furniture cov- 
ered in Nylonized Boltaflex. 


* Patents applied for and pending on Nylonized-Boltaflex 











SUPPORTED WITH 
NYLON FIBRES 














SEE MONARCH FURNITURE AT BOOTH /222, NOFA CONVENTION IN CLEVELAND 


136 


OFFICE APPLIANCES, May, 1953 









ALL-STEEL the complete line of 


Quality Office Equipment 










Complete line of blueprint cabinets—o size 
for all standard size drawings. 








Over 36 styles and sizes of Storage, 
Wardrobe and Combination Cabinets. 
3485 Combination Cabinet shown. 















6276 Panel Leg Table—Seven sizes of of- 
fice and conference tables embodying the 
same modern design and convertability 


















ASE Desks in all types and sizes. Convert- 
ibility of tops and drawers reduces dealer 
inventory. Flat top desk, 60” x 30”, shown. 










e@ Your customers —from the smallest office to the 
largest nation-wide business — will quickly appreciate the 
beauty and quality of ASE’s Steel Office Equipment. 

















The continuing success of ASE is the result of many factors. 
The top quality of manufacture and design and the 
completeness of the line are just two of these factors. 


Every unit in the line has quality features that ASE’s 
engineers and designers have built in... features that your 
customers will recognize... features that you can sell. 





5401 Four Drawer Filing Cabinet—a style 
and size to meet every requirement. 





























@ DESKS and TABLES @ STORAGE and WARD- @ COUNTER SECTION 
® FILING CABINETS ROBE CABINETS EQUIPMENT ef 
@ UNIT ROBES @ BLUEPRINT FILES ® CARD FILES 
@ BOOKCASES @ KEY CABINETS 
@ UTILITY RACK @® CLOTHING LOCKERS 
Lil See our display in Booth No. 227 * National Office Furniture 
aye Association Seventh Annual Furniture Exhibit « Cleveland Pub- 
lic Auditorium * Cleveland, Ohio « April 26-27-28-29, 1953. 
EQUIPMENT INC. 
a ASE Unit Robes acc date 16 peopl 
— in ~ square feet vd 1 one i 
manufactures a complete line o othing 
44 GRIFFITH AVENUE * AURORA, ILLINOIS monufo 
iD 
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NEW seauty & DISTINCTION IN OFFICE SPACE DIVISION 


waaay 


























FOR 

> qa -y.\ 
Ship- Pi 
Shape oe 
EFFICIENCY 





; Yn An Executive Suite 
ily Changed As Needs Require 


a 


A | mm STOCK 
., oe a HEIGHTS 


ful Sub ti bbs. fost Pride Ji. 


Extra Privacy Reduces Wovte end 


6 


STOCK 
LENGTHS 


Perfect for Salesmen 
Self-seller In The Showroom 


Installed in Less Than ‘a Hr. Per Worker NEW CATALOG GIVES FULL DETAILS 
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NEW economies PROVIDED FOR OFFICE OPERATIONS 


THE NEW 


Arnot PARTITION-ettes 


offer extra ship-shape efficiency in low cost packaged private offices .. . 


Traditionally, the world's finest functional furniture may be found on shipboard. Arnot'’s major 
contributions over many years, in the design, manufacture and installation of shipboard 
furniture (as exemplified aboard the S. S. United States and many of the world’s most modern 
ships) provide an important asset in the office furniture field. Broad experience in creating 

space-saving efficiency at sea was combined with the similar experience of office 
furniture experts to produce Arnot’s new PARTITION-ettes. 


AN AMAZING NEW MARINE-TYPE LOCKING DEVICE DEVELOPED 
‘ EXCLUSIVELY BY ARNOT MAKES THIS NEW OFFICE PARTITION 
CONSTRUCTION POSSIBLE FOR THE FIRST TIME! 


This device consists of a cross-type retaining nut concealed in post, a case hardened 
steel stud and a hidden, tempered spring device built into the panel. These lock under 
tremendous pressure assuring a firm, fool-proof, positive yet shock-proof lock between panels and posts. 
Like ship's furniture, PARTITION-ettes are rugged and beautiful throughout, painstakingly designed to 
provide maximum utility in the least amount of space. 


SO SIMPLE ANYONE IN THE OFFICE CAN 
EASILY AND QUICKLY SET THEM UP! 


No special skill or tools needed. PARTITION-ettes provide 
handsome, functional office partitions that are movable 
or free standing. They add flexibility to office arrange- 
ments, since they may be assembled or reassembled in 
accordance with changing needs. 




















~ -_ nt atid 













constantly screening out routine interferences. Arnot's 
new PARTITION-ettes not only facilitate planning more 
efficient utilization of office space, but give the space an 
appearance of dignity and distinction with continuing 
benefits to users. 


VARIETY OF SIZES, TYPES AND FINISHES 
TO FIT ANY OFFICE NEED... 
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PROVIDE NEW SPACE-SAVING OFFICES 
WITHOUT MUSS OR FUSS... 


No bolting to walls or floor required. They create office 
improvements without changing basic lighting or ventila- 
tion and without work interruption. 


IMPROVE PERSONNEL CO-ORDINATION, 
SPEED, ACCURACY AND MORALE... 


Interruptions, clutter and traffic 
confusion are reduced by 








NAME . 
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THE ARNOT-JAMESTOWN CORPORATION 


[_] Please send me the new PARTITION-ette catalog. 
[] We are distributors 


COMPANY — 
ADDRESS ve 


DEALER FRANCHISES - - Limited Number Available. Inquire. 


Always ddjustable to any degree of privacy, they are. 
available in select walnut and oak to match most popular 
styles and finishes of standard office furniture, with top 
panels in a choice of matching wood, glass or Corrulux. 
Accoustical PARTITION-ettes— designed for special sound 
deadening qualities—also available. 


In addition to the new patented shock-proof locking 
devices, construction features include leveling devices 
that won't mar floors, brackets, end posts, access open- 
ings and extending panels. 















JAMESTOWN, NEW YORK 


[_] Dealer 















ALL-STEEL 


BUDGET-DESIGNED 


ae = 


GT-130 (30x18) 


‘ET 

dD? | (oO GT-136 (36x24) 

D } wa ) {with or without drawer) 
7 — There‘s nothing finer in budget 


L 
&e aia 
steel. There's nothing stronger— 
they‘re sturdy and perfect for 
all heavy office machines. 


HASKELL 
OFFICE TABLES 
G-160 
Convenient and comfortable as an in- 
terviewing table, a writing table and 


hundreds of uses as a work table. 


Available in 5 sizes 
(with or without drawer) 


36x24 50x30 
42x30 60x34 
72x34 


HASKELL 
TELEPHONE TABLES 


TT-18 (18x18) 
TT-24 (18x24) 


Efficiently designed with shelf for 


oo book. Also decorative for 
imps, books, smoking accessories. G oO re) D M Oo Vv E S 


TO MOVE YOUR PROFIT UP FAST] 
And we do mean f-a-s-t! Every office can use one or more 

of these handy Haskell tabies. They’re so good to look 

at — and, such wonderful values! Only Haskell offers so 

many quality features at their low cost — beautiful 

baked enamel finish, linoleum tops, aluminum bandings, rounded 

corners and adjustable tegs, Ask the dealer who features them 

— he'll tell you — he@an't keep enough of them in stock. 


HASKELL, INC. 
303 EAST CARSON STREET 
PITTSBURGH 19, PENNSYLVANIA 
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GrowiNG SALES VOLUME 
is reported by dealers—to busi- 
nesses, institutions, and homes. 

These attractive, practical, 
sturdy bookcases are not limited 
to a specialized market. Be- 
cause they’re good looking—be- 
cause they fill a need—because 
they’re moderately priced—they 
find a wide, ready market 
among professional offices—pri- 
vate and general business of- 
fices — schools — libraries — 


New, Attractive Home-O-Nize Bookcases 
have quality appeal at moderate cost! 


banks — institutions and homes. 
Certainly a real sales opportunity 
for you. 


Efficient groupings can be 
made of these single units as 
they are of modular construc- 
tion, designed to fit in series. 
Now ready in two sizes: 30 inch 
and 48 inch heights — with or 
without sliding %” thick glass 
doors. See below for description 
of these handsome, practical 
bookcases. Ask for complete 
details. 



































Te Hh Ose Q 


MUSCATINE, 1|OWA 









































Illustration shows Home-O-Nize Bookcases Model 30-B installed in series along an office 
| wall. These well-designed and beautifully finished units add to the appearance and to 


—- S 
( Atoms (494 Vige 
MUSCATINE, IOWA 


the efficiency of busi and prof | offices. The 30 series is available with or with- 
out the sliding glass doors. Baked enamel finish in grey or green over rust-resistant 
bonderized coat. Size is 30H by 3444W by 11%D. The 48 series is 48 high, other dimen- 
sions the same as 30 series. 
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he \amnien VALT 


T. M. REG, 


SANITARY - SPACE SAVING - DURABLE 


The last word in Wardrobe Equipment for business. 


Answering all locker room and cloakroom problems, 
the VOGEL-PETERSON Office Valet Racks are 
standard equipment in leading offices, plants and 
institutions ... Smartly designed in keeping with the 


PH oy Qs 


appointments of the finest offices and institutions, 
these permanently beautiful racks are light, strong, 
rigid and above all efficient. Made of seamless square 
tubular furniture steel, with self-ventilating embossed 
and slotted shelving, they can be permanently in- 
stalled to fit any space 1 ft. x 4’3” or larger, and will 
accommodate 3 persons per sq. ft. Portable models, 
on large rubber tired casters, for committee meetings, 
dinner parties, etc., are being widely used in hotels, 
clubs and churches. 


NOTE THESE UNIQUE FEATURES: 


1. Complete accommoda- to air and light. Damp 
tions for 3 persons per clothing will not sour, 
square foot. dries quickly. 


-2 Bre on 
a Re ee ee ee eee OP 


. Individual Umbrella racks 
with removable drip pan 

. Overshoe and Rubber 
Shelf. 

. Individual Hat Spaces. 

. Full-form hardwood Coat 
Hangers. 

. Sanitary—ends storing of 
food, old clothing, etc., in 
lockers. 

- Ventilated—all parts open 


Visible—discourages em- 
ployee theft. 

Goes anywhere—any 
length in even feet. 
Reclaims valuable space. 


. Smart and modern in ap- 


pearance—finished in per- 
manently beautiful baked- 
on enamel 


. Lifetime construction— 


light, rigid welded steel 
tubing. 


No. 2-U ASSEMBLY | 


Illustrating back-to-back 
arrangement. 


2-ft. x 4'3” accommo- 


dates 24 coats and hats, 
24 pair of rubbers and 
16 umbrellas. 





eA 


These Representafive Firms 
are using Office Valet Racks: 


Abbott Laboratories 
Beatrice Creamery Co 


No. 3-U RACK Butler Brothers 


Here is a new 
modern steel ward- 
robe that replaces 
the outmoded and 
usually unsightly 
crammed _  cos- 
tumers or stuffy 
lockers. The Office Valet is a neat, com- 
pact and sanitary fixture of exceptional 
convenience for 6 people. Rigid steel 
construction, 6'4" high with a triangular 
ptentee Reng aang base 2'6” wide. Unit consists of 3 venti- 
Pacific Telephone & Telegraph Co. lated shelves, individually divided for 6 
Pullman Company : 
Sg ita eo A hats, hanger bar underneath shelves with 

6 spaced hangers, and umbrella rack. 


Carnation Company 
Continental-lilinois National Bank 
Continental Casualty Co. 
E. |. duPont de Nemours Co. 
Fisher Body Co. 
General Electric Co. 
Genera! Motors Co. 
Iinois Bell Telephone Co. 
International Business Machines 
Corp. 
- s Menem International Harvester Co. 
0. 2081763 Minneapolis-Honeywell Regulator 
No. 2107640 Co. 
Minnesota Mining and Mfg. Co. 
N.J. Bell Telephone Co. 


4ft. Length Accommodates 
12 Coats, 12 Hats, 12 Pair 


Rubbers and 8 Umbrellas. No. $-6 COSTUMER 


Standard Brands, Inc. 
Standard Oil Co. 
State Farm Mutual Insurance Co 
S.W. Bell Telephone Co. 
S-udebaker Corporation 

” Travelers Insurance Co 
United Air Lines 
Westinghouse Electric Co. 
Wisconsin Telephone Co 


VOGEL-PETERSON CO. sia wessrnse, chicege 
” @ 1121 West 37th St., Chicago 9, Il. 
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Racks set on vacuum cup rubber shoes. 
They are beautifully finished in a choice 
of three colors ... Walnut Brown—Gray 
and Olive Green baked-on Enamel. 


HEIGHT: 6’4” 
DEPTH: at base 1'4”; at top 1’0 
LENGTH: 4‘3” (Standard Unit) 

















Length — 4'4” of 
> ee 


Sa, 







Patent Nos. 
2589269 
2589947 
other Pat 










i 
V Color — Opal Gray 
Width —16%4" 
Height— 5'8'%" 











The Checkerette will handle 
almost any “wraps” situation, 
for it goes anywhere. It can be set up in 
less than a minute without nuts, bolts or 
tools, yet it is completely interlocking 
and cannot collapse when in use. When 
not in use, the Checkerette can be stored 
in any closet. 


Though light and portable, the Checker- 
ette is so engineered and constructed 
that it has sufficient strength and rigidity 
to stand up under continuous use as a 
permanent installation in offices, churches, 
schools, stores, restaurants, or institutions. 
Another unique design feature permits 
the Checkerette to be assembled with 
hanger bar and hat shelves either at 
standard (adult) height or in a lower 
position for small children. 


T M. REG. 





1. Light tubular steel construction gives 
strength and rigidity with light weight. 

2. Base bar locks into upright ends. 

3. Hinged end braces swing into keyed 
seats on Base Bar. 

4. Shelf ends are self-locking dovetails 
that slip into cross bar between upright 
pulling against braces, which hold en- 
tire assembly under tension and rigid. 
Cannot collapse in use. 

5. Shelves are ventilated—are built up 
on boxed U-forms. No sharp edges. 

6. Lower shelf carries full length hanger 
bar for hooks or coat hangers. 


7. The CHECKERETTE can be assembled 
with shelves in high (for adults) or low 
(for small children) positions. 


8. Will provide for minimum of 12 coats 
with space to spore—hanger rail is 
4 ft. long. Or, can be converted to 
hook type rack accommodating 32. 
(Sixteen, 2-sided snap-over hooks can 
be furnished as an extra.) 


9. Built-in glides on base prevent marring 
of floors or snagging of carpets. 


10. Quickly disassembled, the CHECKER- 
ETTE can be easily stored or moved. 








Goes Anywhere... 
Sets up in a minute! 

WITHOUT NUTS, 
BOLTS OR TOOLS 


“Sy NZS, 


Engage bottom cross brace 
into notched openings in 
center of upright bases. 

































-. 








FA 
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Lower hinged diagonal 
braces, setting them inside of 
raised stops. 

Engage lower shelf (with 
sangen bar) into keyed 
notches on one end frame— 
then draw opposite end frame 
in, to engage other end of 
shelf. (Note: Second position 
from top for Adults—Third 
position from top for small 
children.) 


‘wie 


Repeat operation No. 3 
engage top shelf. 

Rack automatically under 
stress locks connected mem- 
bers. 


























No. 9-18—Capacity: 18 persons 
Size: 90” x 15” deep x 6’6” high 





“oF ORO VALET 


. Eighteen individual hat spaces, sepa- 


. Doors equipped with “stay shut” 


. Off-the-floor rack for boots and 


T. M. REG 


ockerette 
FEATURES: 


Durable steel construction, with 
beautiful baked-on enamel finish. 
Olive Green— Walnut Brown— 
Gray. 


rated garment hangers, 12” x 12” 
x 15” (deep) Lock Boxes. (12 each 
in 6 ft. unit). 


hasp for Lock. Built-in fiat master 
Keyed Locks an extra. 


shoes. 


. Leg adjustment to absorb floor pitch, 


if any. 


. Does double duty—saves space— 


provides space. 





Renee 
Ohba 



















No. 6-12 
Capacity: 12 persons 
Size: 60" x 15” x 66" high 





How different from old fashioned lockers, 
where in bad weather damp clothing hangs 
crumpled with wet umbrellas, while lunches 
grow soggy under wet hats and mittens; 
where tools rust, hand bags mildew, dirt 
and trash accumulate and germs thrive in 
humid darkness. 
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. Sanitary—Keeps wraps open to air 


and light. Keeps wraps dry and in 
press. 


. Portable—Place at point of work. 
9. 
10. 


Builds morale, pride and neatness. 
Used in leading offices, stores, shops, 
schools, bowling alleys, hospitals, etc. 


Keep clothing aired, exposed 
to light, dry and “in press.” 
Provide employee with a coat 
hanger; individualized hat shelf; 
12” x 12” x 15” (deep) lock 
boxes and off-the-floor over- 
shoes shelves. 





Be sure to see the startling new units to be introduced at the N.O.F.A. Show, Cleveland. 
Booths 108 and 109 
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These cabinets 


| 


| 
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are really designed 


for easier and faster 


CARD 
FILING” 
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"6600" SERIES 
SINETS 


of “Peerless” con- 

fd find the added con- 

o the handle. Open the 

only the lightest touch to 

pension slides. Note the firm 

jive the drawers. They stay that 

ard usage. Follower blocks adjust 
eld to a minimum. 


8 Peerless ‘‘6600 Series’’ Card Files the 
. Buyers prefer them. 


5 of 


Sturdy ball bearing suspension 
slides permit easy operation, 
provide full support. 

Exclusive hardware designs. 

Drawer latches integral with 

handles. 


6602 Hasbrook Avenue, Philadelphia 11, Pa. New York Chicago Dallas Los Angeles 
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Now you can have. = 


metal office chairs <= 
: —. 
which are. == 


warm to your touc 
thanks to 


STURLON, 


an extraordinary new finish! § 


Almost as warm and pleasant as your 
skin—that’s the way a metal chair feels 
when it’s finished in STURLON. This extra- 
ordinary new finish (Sturgis is the only 
maker of office chairs with the rights to 
use it) adds the final touch of comfort to 
the functionally ideal steel office chair. 


The remarkable “‘warmth”’ characteristic 
of STURLON is but one of several revolu- 
tionary qualities. STURLON is unbelievably 
resistant to wear normally resulting from 
scuffing and repeated bangings of chair 
against chair. Independent laboratory tests 
show its resistance to abrasion to be 10 


to 20 times greater than that of other finishes. 












STURLON is sprayed on and infra-red 
baked to a thickness about four times that 
of other finishes. This means that the 
STURLON finish will endure and continue 
to protect the metal indefinitely. 


And that isn’t all— 


STURLON is non-conductive—makes 
steel chairs static-proof. 

STURLON is non-corrosive—is unaffected 
by moisture, salt air, humidity and 
temperature changes. 


e Sturgis STURLON-finished chairs, both 
executive and stenographic, are now being 
shown by your Sturgis dealer in three popu- 
lar colors: metallic gray, green and walnut. 











POSTURE CHAIRS 


THE STURGIS POSTURE CHAIR COMPANY + STURGIS, MICHIGAN 
For complete information and the name of your nearest dealer 
Write to The Sturgis Posture Chair Company, General Sales Office, 154 East Erie Street, Chicago 11, Illinois 
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Cancelled Check Cabinets 
Dolin Metal Products, Inc., 


315 Lexington Ave., 
Brooklyn 16, N. Y. 


The all-steel, non-suspension can- 

celled check or draft file cabinet 

contains 10 drawers measuring 

10% inches wide, 4% inches high 

and 24 inches deep. With the addi- 

tion of an available base the over- 

all height becomes 52 inches, mak- 

ing possible a uniform arrangement 

with standard letter size files. Each 

drawer is equipped with a brass 

handle and card holder as well as 

an additional steel handle located 

at the back of the drawer to make 

the carrying of an entire drawer 

more convenient and safe. It can The Devlin arm chair, equipped 
also be used as a parts or sample with a stationary back, is avail- 
cabinet. Units are available in able in either a straight-leg model either the swivel or straight-leg 
either a green or gray backed or the swivel type. It comes in model. All Garland chairs are 
enamel finish. Descriptive literature walnut, oak and mahogany. equipped with airfoam cushions, 
is available from Dolin upon re coiled springs and nylon webbing 
quest for maximum weight support. 


The Midland office armchair comes 
in walnut, oak and mahogany in 


Leather Upholstered Chairs 


Garland Furniture Company, 
1144 W. Superior St., 
Chicago 22, Ill. 


Designed by Bernard B. Lieberman, 
who specializes in the manufacture 
of luxury seating, the new Presi- 
dent chair has a form-fitting seat 
that curves into a slight rise at 
the front to support the sitter’s 
knees with the highest degree of 
comfort. The chair back is easily 
adjustable to any height and fea- 
tures floating action so that it tilts 
forward and back with the sitter’s 
weight while the seat remains near- 
ly stationary. Cushions are made 
of airfoam rubber with supporting 
coiled springs and have the added 
support of broad nylon webbing. 
The President chair is available in 
a wide range of colors in genuine 
top grain cowhide. 


Posture Chair 


Stanley Manufacturing Company, 
2310 N. Main St., Ft. Worth, Tex. 


This large posture chair, model No. 101), 

recently has been added to the firm’s line 

of fine leather furniture. It can be sup- 

plied in walnut or oak, covered with top- 

grain leather and grospoint, Naugahyde 

or Fabrilite. The seat measures 15'2x17 

inches and is filled with a molded air- 

foam rubber cushion. “20 Winks” Two-Seater 


Stationers Manufacturing Company, 
1414 W. Tucker St., Fort Worth, Tex. 


The Texas firm has introduced an addition to the “40'Winks” couch by offering the “20 Winks’ 
two-seater here illustrated. As in the case of the “40 Winks” couch, both arm rests turn down 
(illustration in circle at left) to convert the unit into a suitable place for a brief nap. It is offered 
in a number of upholstered covers and has foam rubber seat, back and arms. Dimensions are: 
height of back, 29 inches; height of seat, 16% inches; outside length when let down, 76 inches; 
inside length, 49 inches; depth of seat, 23 inches. 
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Secretarial Setting 


Metal Office Furniture Company, 
1491 Division Ave., S., Grand Rapids 2, Mich. 


This Steelcase secretarial setting is now produced in the new 
desert sage finish. The desk features a 60 x 30-inch top size 
with three box drawers in right pedestal, a center drawer and 
rubber-grommeted wiring outlet in the shelf. A smartly-styled 
posture chair is claimed to permit maximum comfort. 


Interlock System 


Cole Steel Equipment Company, Inc., 
285 Madison Ave., New York 17, N. Y. 


Cabinets pictured represent only a few of the combinations made to meet 
the customer's particular needs. Interlock units are small enough to fit No. 6731-MT Table 
into any closet or corner, yet large enough to house any filing system. . 7 
Nucraft Furniture Company, 


Some of the combinations possible with the new Interlock system are a 
card and letter file, a legal file and safe unit, letter file and safe unit 1615 Eastern Ave., S.E., Grand Rapids, Mich. 


and many Combo units. 
Made in genuine walnut and oak, this new table 


is suitable for use in a corner or as an end table. 
It measures 30 x 30 x 24 inches. 


Consultation Desk 


Jasper Office Furniture Company, 
Jasper, Ind. 








From the firm’s new line of Senior Office Master series comes this No. CF1965-4 
consultation desk. The desk, which features an all walnut exterior, can be 
used to supplement the Office Master series which has been in the Jasper line 
for the past several years. It has been designd primarily for executive 


grouping. 
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Chair and Storage Rack 


Herman Miller Furniture Company 
Zeeland, Mich. 


A storage rack easily attached beneath 
the seat of the Eames molded plywood 
chair, is made of welded heavy-gauge steel 
wire in a chrome finish. The rack is avail 
able in minimum quantities of 50, either 
installed on the DCM chair or shipped 
separately. 


Bolta-Wall 


Bolta Products Sales, Inc., 
Lawrence, Mass. 


Two new surface textures, bamboo and 
leather-grain, are now available in a wide 
variety of colors including light pastels. 
Up to six times thicker than coatings for 
ordinary waterproof wallpapers, Bolta-Wall 
is designed to resist scuffing, snagging, 
moisture and household stains. The Bam- 
boo pattern resembles wood parquetry. It 
consists of an outer layer of Vinylite 
resins laminated firmly to a rubber-satur- 
ated paper backing. The covering comes 
in 8-inch squares or in professional rolls. 
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Val-A-rak 


Sherness Company, 
4356 Nicollet Ave., Minneapolis 9, Minn. 


The Val-A-rak will accommodete coats, or 
similar garments, of six people, yet when 
closed it is only 19 inches wide, 12 inches 
high and 3% inches deep. When open it 
occupies a space of 19 inches wide, 12 
inches high and 13 inches deep. It attaches 
to the wall and may be closed when not 
in use so that the floor beneath it can 
easily be cleaned. The rack also can be 
made to order for specified lengths. 


Executive Furniture 
Executive Furniture, Inc., 


911 S. Walker Ave., 
Oklahoma City 1, Okla. 


Pictured are the matching credenza (left) 
and the new No. 130 four drawer pedestal 
desk manufactured by the Oklahoma City 
firm. The credenza has top measuring 
22% x 84 x 1% inches. It is equipped 
with two locked cabinet pedestals having 
pull-out slides to accommodate telephones, 
dictating equipment or inter-com machines. 
The credenzas are designed with adijust- 
able shelves for reference books and cata- 
logs. The four-drawer pedestal desk has 
a 36 x 77 x 1\%-inch veneered edge top 
with 10-inch radius at the back corners 
and 4-inch radius at the front. This desk 
base can be equipped with any size or 
type of the standard range of tops. Draw- 
ers are roller suspended and have inter- 
changeable features. 


Storage Cabinet No. 150 


Supreme Steel Products, Inc., 
52-84 74th St., Maspeth, L. I., N. Y. 


This new full height storage cabinet meas- 
ures 36 inches wide, 18 inches deep and 
_ 78 inches high. Assembly of the cabinets 
is principally by a clipping method to 
assure both rigidity and fast setting-up 
and to enable the unit to be shipped 
knocked-down in well protected, safety 
guarded cartons. Finishes are baked on 
in green or gray. 
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Executive Posture Chairs 


Art Metal Construction Company, 
Jamestown, N. Y. 


Left: Style 717 executive posture chair is equipped with the 
live action back and the tilt action seat. Arm rests are hard 
rubber and the back rest is of moulded foam rubber contoured 
to fit the back. The seat is foam rubber on a contoured steel 
seat pan. This chair is in the medium price range. Right: 
Style 725 is equipped with a full-moulded foam rubber back 
and moulded foam rubber seat 3% inches thick. Arms are 


Lounge Chair 


Carlton-Surrey, Inc., 
11 Commerce Ave., S.W., Grand Rapids 2, Mich. 


This new Dolan lounge chair is adaptable to both 
modern or 18th Century backgrounds. The button 
back loose cushion is of top grain leather and is 
stuffed with fibre glass claimed to have the resiliency 
of down and rubber. When used with modern decor 
the chair is made available with self-welt trim in- 
stead of nails. Using the same range of woods, 
Carlton-Surrey carries out the lounge idea in a love 
seat, sofa and special sizes of seating. Dealers can 


fully cushioned and upholstered. It, too, is equipped with secure free samples of the fibre glass stuffing if 
the tilt action seat and a back which is fully adjustable. An they desire. 

additional feature is the ball-bearing type tension adjustment 

for the back. 


Single Drawer, Non-Suspension Files 
Dolin Metal Products, Inc., 
315 Lexington Ave., Brooklyn 16, N.Y. 


A new group of single-drawer active files, 
26% inches deep, is now available for the 
maintenance of ledger records, bills of 
lading or invoices. The steel file also is 
made in letter or legal size. Drawers can 
be easily interlocked for solid grouping. 
Each unit is constructed with four ball- 
bearing rollers, positive compressor fol- 
lower block, a guide rod and four rubber 
feet to prevent the marring of fine furni- 
ture finishes when used singly. The files 
come in a green or gray baked enamel 
finish. 


Pt bed 


Worden 620 & 3060 Desks 


The Worden Company, 
200 E. 17th St., Holland, Mich. 


No. 70-GBC Bookcase 


Nucraft Furniture Company, 
1615 Eastern Ave., S.E., Grand Rapids, Mich. 


In the Nos. 3000 (bottom) and 600 (top) Two sliding plate glass doors provide an attractive 
series desks the base is made extra wide front for this new baakcase while at the same 
and heavy. A deep drawer is placed in time keeping the inside free of dust. It is made 
the left pedestal. All drawer interiors in genuine walnut and rift oak. The outside 
are made of oak lumber and sand smooth. measures 342 x 17% x 39 inches and the inside 
They are chemically treated to prevent measures 324% x 23% x 15% inches, the latter 
moisture absorption, thus eliminating the being the depth behind the doors. One shelf is 
nuisance of sticking or swollen drawers. adjustable every '% inch. 

Pulls are heavy cast brass. The lock center 

drawer controls all drawers for locking. 

All face veneers are of selected wood. The 

desks can be had with or without the over- 

hang tops. 
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Shelfomatic Secretarial Desk 


Corry-Jamestown Mfg. Corp., 
Corry, Pa. 


Featuring a new typewriter shelf 
which opens smoothly and with 
minimum effort, the Shelfomatic 
secretarial desk is now in full pro- 
duction. The simple design elimi- 
nates unsightly, extended levers, 
brackets and latches. Tension can 
be adjusted to any weight of type- 
writer. 





Secretarial Posture Chairs 7 Medel 48 Beokeuse 
Royal Metal Manufacturing Company The Heme-O-Nize Compeny, 
175 N. Michigan Ave., Chicago 1, Ill. f é Third & Oak, Muscatine, lowe 
: : Model 48A with an open front design and 
Four new secretarial chairs have been developed to ™ Model 48B with glass sliding doors are now 
help the girls in an office find the yt comfort os - } available in the firm’s line of steel bookcases. 
their bosses. The chairs vary in styling of base, ; Featuring a recessed kick plate, the Model 48 
seat and back but all have an adjustable spring- series is 48 inches high, 34% inches wide and 
tension back and a foam rubber seat that can be : 11% inches deep. 
adjusted to the correct height for each individual. 
The padded seat can be moved four ways—upward 
or downward, forward or backward—to give the 
proper support. It hugs the secretary’s back as she 
changes position in the chair. Designed to blend 
with the modern decoration of today’s offices the 
chairs are constructed of square tubular steel, fin- 
ished in colorful plastelle enamels, and are uphol- 
stered with attractive supported vinyl plastic, leather, 
or cloth fabric. 


Posture Chair 


Welch Industries, 
Burbank, Calif. 


The newly improved model 297-S correct posture chair 

incorporates advancements in the adjusting mechanism 

as well as more attractive styling. The chair is the 

tilting back type of special design by Welch, with the Serv-Mor Wardrobe Unit 

back bars converging slightly towards the center. The 

formed metal, self-balancing backrest is thickly padded 

for greater comfort. Measuring 14 x 16¥2 x 31 inches, 

the seat is filled with heavy gauge helical steel springs 

covered with vinyl plastic coated fabric which is avail- The F-42 wardrobe shows two units com- 

able in several colors. The base is of heavy molded bined side by side. Built of electrically 

aluminum with 2-inch ball bearing hard rubber casters. welded steel, the wardrobe is in gray 
enamel finish. It handles 36 garments in 
less than ' square foot of floor space per 
garment. A single unit measures 4 feet 
long, 69/2 inches high and it contains two 
‘18-inch wide shelves for hats, rubbers and 
packages. This model is shipped set up. 
Knocked-down units also are available. 
Shown in the picture is a Serv-Mor ward- 
robe in service at the world-famous Hoff- 
man House restovrant in Madison, Wis. 


Appliance Products Company, 
2034 Jenifer St., Madison, Wis. 
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El Unit 


Art Metal Construction Company, 


Jamestown, N. Y. 


Adaptable in any office where a saving of space and an ele- 
ment of privacy is desired, El Units are designed for simple 
erection in a number of possible combinations. 


of work tops in various sizes and the use of files and horizontal 
filing sections permits the unit to be designed for one specific 
use or to accommodate an entire office where a number of 
different jobs are performed. 








Leather-Upholstered Chair 


Beaver Furniture Corporation, 
42 Greene St., New York, N. Y. 


This modern No. 89 leather-upholstered 
chair was designed to reflect luxury with 
comfort. The seat height, a comfortable 
17 inches, demands the depth of 22 inches 
and the overall height of 30% inches. The 


smooth wood is combined with the sturdy 
texture of the leather in an overall light 
pattern. An _ illustrated catalog showing 
office, home and institutional furniture, is 
available upon request to the manufac- 


turers 
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School Conference Table 


The Buckstaff Company 
Oshkosh, Wis. 


Featuring 7%-inch built-up maple top, this conference rable comfortably seats 
six. The table base is solid oak, as are the chairs. A modern design, the kidney 
shape offers more working and seating room than does the conventional 
rectangle, and provides better visibility for students. Chair design is heightened 
by continuous frame construction which eliminates joints and adds to sturdiness 
and attractive appearance. The outfit would be equally efficient in Sunday 
School, kindergarten or handicapped children’s tutoring. With the heights 
available up to 30 inches, it could serve as a teachers’ conference table also. 
The top measures 36 x 72 inches while chair widths are available in 15 x 15, 
or 17 x 15 inches. 














Storage Cabinet and Wrap Rack 


Borroughs Manufacturing Company, 
3002 N. Burdick, Kalamazoo, Mich. 


Two of the latest additions to the Borroughs line pictured here are the 
Flexi storage cabinet (left) and the Red Cap Wrap Rack. The storage 
cabinet has the double feature of sliding doors and ‘sliding shelves, ad- 
justable without bolting. It is pointed out that these cabinets can be used 
in areas too small for swing-door cabinets. The No. 4212 SD model is 
12 inches deep and the No. 4218 SD is 18 inches deep. Each cabinet is 
38 inches wide x 42 inches high and has two adjustable shelves. The 
Red Cap Wrap Rack is designed to provide hanging space for coats with- 
out obstructions and has non-dust-collecting hat shelves where the hats 
rest on round rods. The sturdy base provides room for overshoes. In 
either gray or green backed enamel the Wrap Rack is available in three 
sizes to hold 6, 12 or 24 coats and hats. 
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Conference Table 


The Buckstaff Company 
Oshkosh, Wis. 


Traditional design combined with clean modern design describes 
the No. 53 series conference table made by Buckstaff. Designed 
from genuine walnut, or mahogany finish on walnut, with a rubbed 
lacquer finish, the model is offered in size up to 48 x 92 inch top 
width, with five-ply top thickness varying between 1% and 1% 
inches. The two largest models feature three pedestals. 


New Seating Items 

Standard Sales Company, Division of 
the L. C. Flewelling Company, Hollydale, 
Calif. 


Pictured at the right is the new model No. 
250 Deluxe Secretarial Chair featuring a 
cast-aluminum base, molded rubber seats, 
a full-size back rest and noiseless ball 
bearing casters. Adjustable in three ways, 
this quality chair is priced within mod- 
erate range. At the left is a filing stool 
with heavy gauge steel tubular legs, heavy- 
duty casters and composition seat. Avail- 
able in gray, green and brown, this stool 
is 14 inches high. Information on the 
model 19 filing stool may be had by writ- 
ing to the L. C. Flewelling Company, Holly- 
dale, Calif., while details on the secretarial 
chair may be obtained by writing the 
Standard Sales Division of the Flewelling 
Company. 


Ventilated Swivel Chair 


Precision Manufacturing Company, 
831 Chicago Ave., Evanston, Ill. 


A year ago introducing its line of inexpensive reception-room furniture fea 
turing tubular steel chairs and settees covered with plastic webbing, the firm 
is now starting production of swivel chairs that will be available in both 
executive arm chair and secretary chair style featuring a semi-posture back 
providing comfortable support for typing. Sturdy tubular steel frames fin- 
ished in chrome or office furniture colors support the cool, but durable, inter- 
laced woven plastic webbing, available in a wide variety of colors, and 
attached to the frame with the company’s exclusive clips and make possible 
instant replacement of individual straps. Supporting the seat frame is a 
high-quality swivel and tilt control mounted on a sturdy, wide-spread, tubular 
base finished in colors to match the chair seat. Large, hooded, ball bear- 
ing casters assure smooth rolling and prevent marking of floors. 


Modern Executive Desk 


Durable Metal Products Company, 
1709 St. Marks Ave., Brooklyn 33, N. Y. 


This new modern executive desk is constructed from 
heavy gauge furniture steel in the durable pedestal 
(island base) style. it has extra-heavy three-ply 
linoleum top, large smooth-sliding drawers with roller 
bearings and compressor follow block in file drawer. 
Aluminum hardware is used throughout this adjust- 
able height and modern recessed-back desk. The 
top is 53 x 25% inches and drawer depth is a full 
24 inches. The desks are finished in standard gray 
of permanized baked enamel. 
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Midline File 


Victor Safe & Equipment Co., Inc., 
315 Fourth Ave., New York, N. Y. 


The Midline file was recently announced to 
dealers as a quality file designed to fill the 
special needs of economy-minded offices. 
This file may be obtained in letter or legal 
sizes with either four or five drawers fea- 
turing cradle-type, full progressive suspen- 
sion. The Midline has a welded frame and 
case, solid top and bottom, plus six up- 
rights. The file drawer is claimed not to 
rebound upon firm closing. Handles, - label 
holders and rod knobs are of top-quality 
brushed aluminum. Locks may be inserted 
upon request. The finish is of durable hard- 
baked gray enamel. 
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The Standard Furniture Co. Empire conference unit Model 4827 features at 78 x 43-inch 
top in walnut. The base is 60 x 34 inches and height is adjustable. Illustrated is one 
of seven units in Standard’s new Empire group. 





Constellation Design 


Standard Furniture Co., 
Herkimer, N. Y. 


Pictured at left is the Con- 
stellation, a functional tradi- 
tional design group by 
Standard Furniture Co. 
Model No. 5327 desk is 
shown together with cre- 
denza. These two units 
comprise part of Standard’s 
extensive top-quality modern 
line. 


All-Wood Office Chair 


W. H. Gunlocke Chair Company, 


Woyland, N. Y. 


Manufacturers of this new model claim that it is the first truly modern 
all-wood office chair. This new series features a broad panelled back 
lightened by the center slat, a smoothly-molded wedge shape seat, 
sturdy steam bend arms and a continuous steam bent stretcher. Also 
available in the unique styling are the Champion swivel chair and arm- 
less side chair. These chairs were developed to complete the firm's 
Champion group which now represents an integrated series of both 
upholstered and all-wood chairs. 


















This tag is assurance of the 
finest in vinyl! upholstery. 


















Elastic U. S. Naugahyde. 
The vinyl upholstery backed 
with knitted yarn strength. 
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See this furniture, upholstered in 


Elastic U. S. Naugahyde, at 


NOFA, Kenmar Spaces 180 and 181. 


ghtting 


the ‘‘warm-welcome look”’ 


of Elastic U. S. 


NAUGAHYDE’ 


for offices...hotels, 


everywhere! 


KENMAR dramatizes 


institutional furniture with 










Elastic U.S. Naugahyde in 


Burnished Antique! 


Here’s the friendliest way we know to 
receive your guests... luxurious furni- 
ture aglow with the warmth of the finest 
vinyl upholstery. Today Elastic U. S. 
Naugahyde is becoming a “‘must’”’ for 
institutional furniture. 

Why? Simply because the beautiful 
high-slip finish of Elastic U. S. Nauga- 
hyde has set ‘new standards for uphol- 
stery, not only to the eye and touch, but 
in long-lasting qualities. Notice, too, in 


the picture above, how well Elastic U.S. 
Naugahyde tailors to difficult shapes 
and sizes. This, plus the fact that it 
resists splits and tears, and tacks and 
seams hold perfectly, means new per- 
fection in furniture coverings. 


AND NOW, Elastic U.S. Naugahyde is 
available in exciting new textures and 
finishes: Bark, Gold Thread, Tahiti and 
Tweed. For full information and samples 


write to the address below. 
*patent applied for 


@uNITED STATES RUBBER COMPANY 


COATED FABRICS DEPARTMENT « MISHAWAKA, INDIANA 








OFFICE APPLIANCES, May, 1953 


















the practical office luxury 





of chairs covered with 


= NAUGAHYDE" 


















MURPHY-MILLER and 


~ CRAMER POSTURE CHAIR 
it choose Elastic U. S. Naugahyde 
with strong, stretchable, knitted 















S Got 
ae yer . . . . 
es a backing in Burnished Antique. 
it Dog 
nd y These two manufacturers, famed for institutional furniture... resists splitting, 
_ *x* office seating comfort, select the rich tearing or cracking. 
' ; a et : glow and pleasant feel of Elastic U. S. Elastic U. S. Naugahyde is adding a 
1s § rr Naugahyde. This fine vinyl upholstery po : - 

q : : , custom-tailored look” and new sales 
ad with strong, stretchable, knitted back- ahindid ta avers tine off Geeta 
ad ing not only highlights beautiful furni- PP y "yP f 
es \ ture design, but also conforms perfectly Also available in exciting new textures: 

\ to contours, edges and corners. It pro- Bark, Gold Thread, Tahiti and Tweed. 
lor vides a distinctive “tailored look” to Write for full information and samples. 
Y ee 4 © UNITED STATES RUBBER COMPANY - Coated Fabrics Dept. + Mishawaka, Indiana 
*Patent Applied For 
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Driving More Sales to 





N 


Jackson DY-¥-4 am PY -Yol (=) ae 


FLASH! 


See us 

at Space 145 
NOFA 
Show 


KEEN JUDGES OF WOOD QUALITY 


Salec/ Guckson Deskd 


“Office 


Master’’ Desks — rich in the natural 






DIERKS LumBeR CO., }f 

Kansas City, Mo 
Installation of 116 Jack 
son Desks by CRAMER 
Safe and Office Equipment 
Co., Kansas City 


Small wonder that Jackson plan your office layout for peak ef- 





ficiency. Count on your capable Jack- 






beauty and warmth of fine native son Desk dealer to help you. 





woods — were the exclusive choice 















Cleveland 


of this major producer of timber and 





lumber. You too will favor the smart, 





clean-lined appearance of Jackson 
Mastercrafted desks . . 





. they live up 





SEND NOW FOR YOUR 

FREE GUIDE TO LOWER OFFICE COSTS 
and name of your Jackson Desk 

dealer. Write Dept. D-2. 





to their good looks in every way. 





There's no better time than now to 


JASPER OFFICE FURNITURE CO. 


es ee ee ee oe Oe ee ae U. $. A. 












ACROSS THE COUNTRY ... in every desired market . . . convinc- 
ing advertisements like the above are building ever-greater 
preference for Jackson Desks. Month after month, these effec- 
tive messages are driving home—to over 3 million executives— 
the “gospel” of good office planing, with good desks from a 
good source. Such constant pre-selling is bringing more and more 
customers to Jackson Desk dealers. Their present sales are at an 
all-time high. Their future prospects are brightest in the business. 
In selected areas, some dealerships are still available to qualified 
office equipment retailers. Write today for details. 


JASPER OFFICE FURNITURE CO. 


JASPER, INDIANA °* U.S.A 
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EET MR.LYON, D.D.S.* 


*Dealer of Diversified Services 


LYON’s national organization of steel equip- 
ment dealers serves virtually every segment of 
business and industry—with a diversified line of 
products totalling more than 1500 different stand- 
ard items. (A very few typical Lyon Products 
are shown below.) 

Factories, shops, warehouses, offices, churches, 
clubs, hospitals, homes—Lyon dealers sell and 
serve them all. 





This and similar ads appear each month in 
Newsweek, Business Week and leading trade pub- 
lications. Many products, plus many markets, 
plus consistent advertising support, equal vol- 
ume steel equipment sales every month of the year. 


FACTORIES IN... AURORA, ILL., AND YORK, PA. 


METAL PRODUCTS, INCORPORATED 


General Offices: 528 Monroe Avenue, Aurora, Illinois 


ag ee 
USI NESS-IN STRY- INSTITUTIONS 


























A PARTIAL LIST OF LYON STANDARD PRODUCTS 


Shelving Kitchen Cot . R 
Lockers Cabinet Benches Bor Rack e N 

Stools Storage Cobinet T i - 
Bin. Units Drawing Toble ° 
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And it’s easy to see why! 
all the excitement at the NOFA Convention in Cleveland. Yes, they're 
as new as tomorrow ...and naturally everybody's talking about them! 

It's a refreshingly new pattern that’s smartly styled in a modern way .. . 

a combination of prize-winning design and the skilled touch of expert 
craftsmanship. It’s a chair that will catch the eye of any customer. 

You'll find the 1518 Johnson Revolving Arm Chair and the 1517 Side Arm 
Chair two of the most popular numbers you've ever offered. They're 
complete with all the fine features you'll find in every Johnson Chair. 
These two chairs are the “talk of the town.” It'll pay you to get the 
complete details on this new sales-winning design right now. 


JOHNSON CHAIR COMPANY 





These are the sensational new chairs that created 


Send for the JOHNSON CHAIR Catalog today. 


Chicago 39, Illinois 
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Extensive thought has been given by the 
Jasper Desk Co. to the dealer problem 
of developing a program designed to 
stimulate sales and to support general sales 
effort. In simplified form, it can be 


broken down into four basic steps. 


(1) Give the salesmen a proven office 
furniture line, manufactured by a de- 
pendable company willing to back 


up its product. 


(2) Carry an established name product 


The 6FC84 shown below is the 
executive desk in the Jasper 
Desk Co., Cosmopolitan Series. 


THE JASPER DESK CO. 


HOW A SALES FORCE IS 
SPARKED INTO ACTION 






















The Jasper Desk Company 
supplies more than product 


with a line broad enough to suit 


every need. 


(3) Make it possible for each salesman 
to meet competition on quality or 


price in traditional or modern design. 


(4) Provide your sales force with a va- 
riety of effective selling tools. (cata- 
logs—direct mail folders—mat and 


electro services, etc.) 


For further information and literature, 
write to Dept. C-453, Jasper Desk Co., 
Jasper, Indiana. 





JASPER, INDIANA 





20 REASONS TOP SALESMEN 
PREFER OUR LINE 


The Jasper Desk Company Modern Series 


is so broad it will serve every office need. 


For further information and literature, 
write to Dept. C-453 Jasper Desk 
Co., Jasper, Indiana. 

















Frisco Lines choose 


VALCO LINE! 


< 






In the newly modernized St. Louis ticket office of the FRISCO 
Railway, shown above, VALCO Aluminum Accessories were chosen 











for their handsome, modern appearance. 


VALCO Accessories are beautiful, practical, and durable . . . designed 
to blend harmoniously with contemporary business interiors. 
Their satin-spun aluminum finish retains its lustre 


without special care or expensive upkeep. 


Costumers, ash trays, cocktail smokers, and sand urns are 
made in a number of sizes and models suitable 








for large or small offices, reception rooms, 


public buildings, hotels, restaurants, hospitals. 
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These and many others make up a never- 
ending source of interested prospects. 
If you are not now handling the VALCO 


Line, we can honestly tell you that 
you are losing money. 


Hho VA L ( 0) Comba y 


1311 Ann Ave St. Lovis 4. Mo 
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FURNITURE COMPANY 


High Point, N. C. 


A nation-wide standard for distinctive, 
pace-setting, sales-making styling — plus 
superb tailoring and craftsmanship. 
Altogether, Thomas means furniture that 
increases your dollar volume and 

your profit, makes friends for your store 


and builds up your reputation. 
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Kalistron, Inc. (Deco Sales Division) 
55 West 44th Street, New York 36, N. Y. 
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Thomas’ style and quality leaders 
are covered by Kalistron, the ultimate in 


beauty, wear and cleanability. 


pure, transparent 
vinylite on top 


Unequalled for scratch and stain 
resistance because no scuffing or scraping 


can reach 


3-dimension 


beauty. You see the colors 


through the Vinylite. 


the fabric back 
stretches 3 ways 


— flexibility for perfect Thomas 
tailoring and craftsmanship, plus the 


utmost in seating comfort and luxury. 
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ARE YOUR CHAIR PRICE TAGS 


a Drawback to Business 
...or a PULLING POWER? 


Price can be your biggest liability . . . or 
your biggest asset. Jasper Chair Co. Chairs 
offer you not only the advantage of attractive 
price . . . but they have ALL the features 
wanted in a BETTER CHAIR .. . basic ma- 
terials, craftsmanship, design and durability 
that make their low prices representative of 


REAL VALUE. 


Here’s a chair line that will produce out- 
standing profit opportunities for you! 


A Chair Line that offers an opportunity for 
a small dealer to get BIGGER and a big dealer 
to get BUSIER. 


They’re made RIGHT 
. and Priced RIGHT 


“The 
RIGHT CHAIR 


at the 


RIGHT PRICE” 


817R 
= r By Invitation Member 
Visit Our Display RICE LEADERS OF THE 
NOMA Convention, WOF! Booth, WORLD ASSOCIATION 
Mechanics Hall, Boston, 
May 24-28 


Jasper Chair 


JASPER, INDIANA 


REPRESENTATIVES: Geo. A. Litchfield, Sales Mer. 
Fred Deutsch, (Southwest) W. H. Brown, (Chicago-Midwest) R. J. Freeman, (Eastern) 
3525 Southwestern Blvd. 666 Lake Shore Dr. 385 Madison Ave. 
Dallas 5, Texas Chicago. Ill. Space 844 New York, N. Y. 
James S. Fowls, (Southern) R. A. Browne, (West) Jack S. Doran, (Northwest) 
327 Sunset Drive, North 2925 Revere Ave. 538 E. 9lst St., 
St. Petersburg, Florida Oakland, Calif. Seattle 5, Wash. 
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Office of Sanitary Milk Producer's Association, St. Louis, Mo. 


In this day of rapidly rising office costs, every business man is 
vitally interested in receiving the most value for his money. When 
a customer invests in SK YLINER Steel Office Furniture, he is mak- 
ing a wise investment that pays big dividends in company pres- 
tige, improved employee morale, and greater office productivity. 


More important, Skyliner’s rugged, heavy-gauge steel construc- 
tion means longer desk life . . . resulting in lower cost per year 
of use. In fact, SKYLINER Steel Desks will more than pay for 


themselves many times over. 


More and more value-minded businessmen are turning to SKY- 
LINER . . . and more and more profit-minded dealers are featuring 
SKY LINER Steel Office Furniture. Are you one of them? You owe 
it to yourself to investigate the profit-possibilities of the SKY- 
LINER Line. Write for literature and prices today. 


SKYLINER is rapidly becoming one of America’s 
most popular lines of steel office furniture. Be pre- 
pared to get your share of this profitable business 
this year . . . full details about the SKYLINER line 
are yours for the asking . . . we'll be glad to hear 
from you. 


ORNA-METAL PRODUCTS COMPANY 


2412 South 7th Street ¢ St. Louis 4, Missouri 
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FIRST 


NAUGAHYDE and 
NYLONIZED BOLTAFLEX 
UPHOLSTERED 
FURNITURE 


‘4 


at the N.0.F.A. SHOW 


CLEVELAND PUBLIC AUDITORIUM 


BOOTHS 180 & 181 
APRIL 26 Through 29 


KENMAR, world’s largest manufacturer of plas- 
tic upholstered furniture, now offers you a 
COMPLETE line for Offices, Hotels, and Institu- 
tions. This full line of quality furniture is priced 
to sell quickly and profitably. Make a note today 


to see the KENMAR Display. 
Free Catalag 


Detai| 
$ nN degi 
Price lists 


°Vailab| 
Y Writin 7 


Sales De 
t. 
ast Palestine, Ohic 


KENMAR MFG. CO. e EAST PALESTINE, OHIO | e OTTUMWA, IOWA 


Iu Canada « WNEVER-SAG UPH., TORONTO « CIMON LTD., MONTREAL 
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Here's why Invincible Modernaire desks mean 
more profits for you! 


As many as five big box channels lie underneath the top sur- You can’t twist, bend or deflect this desk slide — even un- 
face like strong sinews . . . combine with heavy channels and der heavy loads. There's extra reinforcement at key points, 
angle rims at sides and edges, reinforcing desk top and sides. assuring maximum strength and durability. 


NVINCIBLE Modernaire desks combine smart, modern beauty 

with below-the-surface features to provide the utmost in com- 
fort, economy and durability. No other desk offers the strength, 
rigidity and freedom-from-trouble provided by Invincible’s unique 
method of reinforcing desk top and sides. Heavy box channels, 
welded throughout, prevent bending, bowing, twisting and 
weakening. 


Stock and display Invincible metal desks — and watch your OFFICE EQUIPMENT FOR BETTER BUSINESS LIVING 
sales go to town. Write for details. igs? . : : 
Invincible Metal Furniture Co. © Manitowoc, Wisconsin 
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--.arare bargain in 
enduring style and comfort 


Clean-cut, distinguished simplicity . . . job-designed for 
year-after-year comfort and ruggedness . . . at a price that 
will please the most economy-minded. These are the plus 


values that sell your customers the 9100 Chairs. 


Upholstered in genuine leather or lifetime plastic, these 
chairs are styled in lustrous Walnut, Mahogany, Light Oak, 


or Softone finish. 


Sell this rare bargain in enduring style and comfort... 


and watch your sales and profits climb. 


COPY NOW! | 


GET YOUR 


Just off the press ...""New CHAIRS 








for All Business”... 12-page Cata- 
log Supplement No. 50-A, featur- 
ing the sensational BOLING Trend 
\ 2700" Series Chairs. Send for 





your copy — now! 
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Publisher Selects 


STEEL AGE 
for Greater Office Efficiency 











































13 
IELD Enterprises, Inc., publishers of the World Book Encyclo- 
F vedia and Childcraft, recently moved its central offices into one of 
the nation’s most modern and efficient work-areas—the fifth floor of 
| Chicago’s Merchandise Mart. Striving for maximum comfort and 
efficiency, the company selected Steel Age as the basis for its effi- 
cient, work-speeding “flow arrangement.” The installation was made The Merchandise Mart is the world’s largest com- 
by the Chicago Office Furniture Co., Chicago, III. mercial building and buying center. It has a gross 
More and more offices, both large and small, are discovering that area of 93 acres. 
quality-built, functionally designed office furniture enables employees 
ie to do better work with less effort. That’s why Steel Age has become 
one of the nation’s fastest growing lines of steel office furniture. And 
that’s why you'll find Steel Age Dealers consistently getting their 


share and more of the office furniture business in their territory. 
@ Write today for the complete details about the Steel Age line of 
Quality Office Furniture. 





CORRY-JAMESTOWN APE..j.f508 P., CWRRT, Fes 
BRANCH OFFICES: Boston + New York « Philadelphia + Atlanta » Chicago + Los Angeles + San Francisco 
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. 877 TC 

. 78 REV. A/CH 

. 877 EXEC. DESK 
. 3078 SOFA 

. 78 A/CH 


877 EXEC. DESK 


The advantage of planned layout to conform with 7 
maximum space allotted without a change in floor 
plans, is the keynote of “SCERBO’S” success in 
dealing with problems where space is restricted to 
various shapes and sizes. Our drafting department 
is at your disposal to help in attaining complete : 
690 DRUM TABLE 


satisfaction and best results. Our wealth of ex- 








perience is yours for the asking—Just send in a 
sketch of your plan and we will estimate at no 


additional cost. 


877 CONFERENCE TABLE 








WRITE FOR OUR COLORFUL ILLUSTRATED CATALOGUE 
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MEILINK MAKES NEWS 


with... COLOR 





OFFICE APPLIANCES, May, 1953 





B. L. Maree Presents 
Five Kevs lo Success 


The perfect posture 








chair for every 


Executive purpose 


. A complete posture line, plus... 

. A posture chair for every purpose, plus... 

. A posture chair to fit every pocketbook, 
plus... 

. Posture chairs unsurpassed for comfort, 
correct seating and beauty. 
KEY these points into a strong sales pro- 
gram and take advantage of the prac- 
tically unlimited market for executive 
posture chairs. 
Display all of these illustrated posture 
chairs on your floor, send them out on 
trial where they will often sell them- 
selves, and... 

. Succeed as many other dealers are doing THE 


in this potential field. 
B. L. MARBLE CHAIR 


(See catalog and supplement for these and many COMPANY 


other executive and clerical posture chairs) 
Bedford, Ohio 


40122 AF 364 V2 AF = 3291 a 


Gor such an intimate piece of furniture at a chair, there i no satisfactory subititute jor WOOD! 
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Study Your Customer's Needs— 


and Save Him Money 


Bank President Works Here . . . The office of Elden Smith, President of Citizens National Trust & Savings Bank, Riverside, Calif. 
Stockwell & Binney installed the imposing furniture including 76-inch overhang top Leopold desk. 


by LILLIAN E. MILES 


a “IF ONE KNOWS THE NEEDS 
of a business concern, it is possible 
to offer suggestions for office fur- 
nishings and appliances and their 
arrangement that will mean a 
savings both in time and money 
for the business. Your ability to 
sell intelligently wil be governed by 
the degree in which you have made 
yourself a specialist in the furni- 
ture and appliance needs of a par- 
ticular business. 

“A glib salesman might persuade 
a firm to buy unsuitable office fix- 
tures and appliances, but if this 
equipment proved to be functional, 
the firm’s future business would 
probably be placed with other 


dealers who had taken the trouble 
to learn what was really needed. 
A permanently satisfied customer 
means business for the future as 
well as for the present.” 

So says C. Kenneth Sprague, 
Riverside district manager of Stock- 
well & Binney, 3744 Main St., River- 
side, Calif., dealers in office equip- 
ment and appliances. Mr. Sprague 
could ilustrate this point with many 
different types of installations, but 
the Citizen’s National Trust and 
Savings Bank at Eighth and Main 
Sts., Riverside, Calif., is an excel- 
lent example. 

This is the main office of 12 dif- 
ferent offices which serve the “In- 
land Empire” of Southern Cali- 
fornia. . 

The past several years have seen 
general prosperity throughout the 
Inland Empire, and there has been 
much construction activity—indus- 
trial, public, residential, and mili- 
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tary. The Citizen’s National Trust 
& Savings Bank reflected this pros- 
perity through an increase in de- 
posits of almost $25,000,000 in a 
two-year period, as well as in- 
creased business in all departments. 
Business outgrew facilities, and it 
was necessary, therefore to under- 
take an expansion program. The 
bank directors chose not only to 
remodel the old structure but to add 
a new wing. 

The entire first floor was treated 
as a single unit, and one entering 
the door from the west views a 
wide corridor with open office areas 
on either side. Woodwork and fur- 
nishings are in complete harmony, 
and there is beauty and functional 
simplicity in the whole set-up. 

To the firm of Stockwell & Bin- 
ney goes a large measure of credit 
for what has been achieved, because 
bank officials sought their advice. 
These officials wanted a bank that 
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would combine unostentatious ele- 
gance with a quiet, homelike atmos- 
phere. They wanted working units 
in correct relationship to each 
other; they wanted equipment 
which would save time and energy 
on the part of employees. In many 
instances, decision regarding the 
type and placement of equipment 
was made, before the remodeling 
itself was done, so that the com- 
pleted structure was provided with 
planned space for needed equipment. 

As everyone knows, vaults are 
‘more expensive than almost any 
other type of construction, but it is 
imperative that a bank have the 
utmost in protection of records and 
securities. Stockwell & Binney sug- 
gested that money and time would 
be saved by the use of insulated 
filing equipment, and bank officials 
accepted this suggestion and thereby 
greatly reduced the cost of vault 
construction. Use of insulated 
equipment also saves money through 
the saving of employee time which 
would be entailed if it were neces- 
sary to transfer the records to the 
vault at close of day and bring 
them out the next morning. 


For Efficiency 


For example, in the bookkeeping 
department Shaw-Walker insulated 
ledger trays are used. Ledgers are 
posted right in the insulated units 
and statements are also kept there. 
With the insulated file, the file can 
be closed at any time and the rec- 
ords are protected. If there should 
be a fire during work hours and 
such records were kept in a non- 
insulated file, the employee might 
not have time to transfer them to 
the safety of a vault, but with the 
insulated file the only thing neces- 
sary would be to close the drawer 
and the records would be preserved 

The customer’s check files are 
five-drawer insulated files manu- 
factured by Shaw-Walker. They 
have cross trays for filing checks. 
One of the advantages of these files 
is that the employee can either 
work directly in the drawer or can 
remove the tray and work on a 
table. This gives what is called 
“point of use” protection, so these 
vital records should be protected 
at all times. 

Another saving in the cost of op- 
eration was the installation of a 
printing department which lack of 
space had prohibited before the re- 
modeling. 

Location of work areas, the use 
of insulated files, and the installa- 
tion of a new printing department 
were major plannings- where the 
technical knowledge and experience 
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of Stockwell & Binney were of 
great assistance. 

After the general lay-out of the 
building had been established, El- 
den Smith, president of the bank, 
and the manager of the main office, 
R. B. Hampson Jr., vice-president, 
together with other bank officials, 
sought help in determining the 
make and type of equipment to be 
purchased. 


A major decision was whether to 
purchase wood or steel equipment. 
This, of course, was largely a mat- 
ter of personal choice, since either 
type is functional, but officials fi- 
nally decided upon wood furniture 
because they thought it would help 
them achieve the warmer, friendlier 
atmosphere they desired. This de- 
cision made, they carefully looked 
into the different lines of wood 
equipment, not only the lines 
handled by Stockwell & Binney, 
but those sold through other con- 
nections. 


Firm Chosen 


After thorough investigation they 
came back to Stockwell & Binney 
to make their purchases of major 
items such as Leopold desks, Gun- 
locke chairs, and Shaw-Walker sec- 
retarial chairs and files. 


All departments of the bank with 
the exception of the trust depart- 
ment on the second floor were re- 
furnished. The first floor depart- 
ments, in addition to teller and 
statement facilities, were the of- 
fice of the president and the front 
officers’ section, the credit depart- 
ment, the consumer loan depart- 
ment, the real estate department, 
and the escrow department, note 
department, and new accounts de- 
partment. There is also a mezza- 
nine floor on which is located the 
auditing personnel and advertising 
department. The purchasing de- 
partment for supplies, the printing 
and mimeographing department, 
the bookkeeping department, and 
the safety deposit department were 
placed in the basement. This ar- 
rangement tends to give the bank- 
ing department where customers 
enter a much quieter, more invit- 
ing atmosphere. 


Each department had its own 
particular type of equipment, and 
department heads were given op- 
portunity to express preferences 
and to help with the general plan- 
ning for his area. Thus, the entire 
problem was worked out co-oper- 
atively, with the Stockwell & Bin- 
ney staff serving as consultants. 

Following are the types of equip- 
ment chosen: 


2—76-inch overhang, Leopold 
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desks. (These were for the presi 
dent and the manager’s offices 
Since these men frequently hok 
conferences in their offices, th: 
overhang at both side and enc 
make it possible for the custome: 
to sit and have a comfortable writ- 
ing surface.) 

6— 66-inch overhang Leopold 
desks. (The 66-inch desks were 
chosen because of space limita- 
tions.) 

35—60-inch Leopold executive flat 
top desks. 

20— 60-inch left pedestal type 
desks for secretaries. 

15—No. 622 R. Gunlocke executive 
adjustable chairs. These chairs 
can be individually adjusted to each 
man for his complete comfort.) 

25—No. 2268 arm rotary Gunlocke 
chairs. 

25—-No. 2269 Gunlocke arm side 
chairs. 

20—Shaw-Walker aluminum ad- 
justable chairs for secretaries, No. 
N 8317. 

12—No. 4042 Shaw-Walker insu- 
lated ledger units. 

8—No. 4250 Shaw-Walker insu- 
lated check file units. 

1—A. B. Dick Mimeograph Ma- 
chine, No. 435. 


150—Royal typewriters, 15-inch 
carriage. (The bank has standard- 
ized on Royal typewriters, distrib- 
uted by Stockwell & Binney.) 


In addition to the specific items 
listed there were many purchases 
of miscellaneous tables, book cases, 
files, and telephone cabinets, most 
of which Stockwell & Binney sup- 
plied. 


Do Own Printing 


Since the installation of their 
printing department, the bank does 
a great deal of its own printing in 
conjunction with the purchasing 
department. All mail sent out is 
addressed on an Addressograph ma- 
chine. 


The remodeled Citizens’ National 
Trust and Savings Bank has cer- 
tain unique features which an of- 
fice appliance company might well 
bring to the attention of officials 
seeking advice as to arrangement 
and time and labor saving equip- 
ment, although they have little di- 
rect relationship to equipment in- 
stallations: 


A sidewalk teller’s window where 
customers may do their banking 
was built, and a 10-minute parking 
was arranged with the city. A heavy 
plate glass window is between the 
teller and the customer, but a loud 
speaker has been installed to en- 
able them to converse. A special 
box for receiving deposits is opened 
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d closed from the inside by the 

ller 

The safety deposit room is in the 

and special individual 
ths are provided for the con- 
enience of customers. Access tu 
lis department may be had both 

y stairway and elevator. 

In the basement there is a rest 
nd recreation room for employees, 
ith a small kitchen adjoining. 

A waiting room area on the main 
floor has been set up. It adjoins 
he escrow department and is fur- 
lished with a number of comfort- 
able chairs and a center table for 
magazines and other reading ma- 
terial 

Mention of the pleasing appear- 
ince of the bank’s interior has been 
made. This is enhanced by murals 
along the wall which are scenes 
typical of the areas served by the 
bank—desert, valley and mountain. 
The focal point of the banking 
room is a scene on the east wall, 
done by Albert Kramer especially 
for the new office. It shows the 
building that became the bank’s 


isement 


Above Credit department of the 
Citizens National Trust & Savings Bank. 
Note ample desk working surface and 
comfortable side chairs. 


At Right Shaw-Walker insulated ledger 
trays in use at the bookkeeping department 
of the Riverside bank. 
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first home, in a scene of Eighth and 
Main streets in Riverside just be- 
fore the turn of the century. (In 
June of 1953 the bank will celebrate 
its 50th anniversary.) 

This progress the bank attributes 
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to its well-planned and well-exe- 
cuted modernization program, and 
the addition of many new services. 
The firm of Stockwell & Binney may 
well be proud of the part it has 
played in this expansion. 


iy 


Above . . . Working efficiency was sup- 
plied by Stockwell & Binney for the front 
officers’ section of the Citizens National 
Trust & Savings Bank, Riverside, Calif. 

















to Upward 


Sales Swing 


A Face Lift Lifts Alessi 


by GRACE BEYERS 


feature writer 


wg “WE DON’T CARE what it costs, 
the customer has to be satisfied— 
happy.” That was one of the Alessi 
boys talking on the phone to a 
supplier. “The Customer is Always 
Right” is not just a hackneyed 
phrase to him and the success 
of that philosophy rings out loudly 
in ever increasing sales, expanding 
list of new accounts and those who 
have been satisfied clients for years. 

Take five brothers— Thomas, 
Philip, Harry, Leo and Anthony 
Alessi—in the year 1910, mix with 
a rented basement shop, a thorough 
know-how of office needs, finishing, 
repair, little understanding of the 
American language, but a big will 
to do and you have the success 
story of the Firm Alessi. This con- 
cern today houses a five-story and 
basement building, fronting two 
New York thoroughfares, at 171 S. 
William St., and 53 Stone St., com- 
pany owned, a warehouse directly 
opposite fronting Stone & Pearl 
Sts., and delivery by their own 
trucking facilities. 


Not Accidental 


The choice of a business was no 
accident. The paternal parent was 
a cabinet maker in Italy and the 
sons had grounding from him which 
they handed down to their sons and 
daughters. The greatest hardship 
to overcome was that of language 
but they proved it is not necessary 
to speak the language. Service and 
workmanship talked for them. 

“Word of mouth” travels fast and 
soon the customers were wearing a 
path to the door which then was 
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"Operation Progress” Lends Profitable Hand 





























Inviting Entrance . . . The view from the main entrance of the Alessi firm. The generous 
use of plants emphasizes the emotional medium in selling. Attention of the buyer is 
drawn to the imposing array of executive furniture. 


across the street from their present 
location, where Wall Street broker- 
age houses, banking institutions 
and the rich shipping center sur- 
rounds them. 

Today, “The Customer is always 
Right” and the “Word of Mouth” 
stand as cornerstones of the con- 
tinued success the company enjoys. 


From Ground Up 


Sons of the founders—Henry, Jo- 
seph, Anthony and Philip—and 
Joseph Alessi, (son of a sister) know 
from experience that this is so. 
Each learned from the ground up, 
no preference, admitting they had 
to get into the warehouse, carry 
desks around, deliver, repair, refin- 
ish before they could even think of 
selling. Promises were made to be 
kept—on time. These maintained 
satisfied customers and kept the 
“word of mouth” traveling. The 
watchwords are applicable from the 
executive office sales to the single 
commercial desk sale. 

Two of the daughters of the 
founders, Clare and Gloria, admin- 
ister office detail. 

From the beginning, adaptation 
to the times was another credo. 

They felt a delivery conveyance 
would not only serve to. control local 
deliveries and gratify customer de- 
sire for prompt service but enable 


them to expand their sales and 
services to business out of the city. 

For $35, they bought an old Ford 
for delivery. Temperamental it was. 
They found it would balk every 
time it came to a hill but the in- 
genuity won out here, too. They dis- 
covered that although she wouldn’t 
climb forward, she would go up in 
reverse. Thereafter for deliveries 
on hills the Ford went up back- 
ward. The customer was satisfied. 
Today’s trucking facilities are mod- 
ern, efficient and manned by two 
employees. 

Advertising is channeled through 
the usual mediums of newspapers, 
and direct mail. When it is neces- 
sary to take “trade ins” these are 
disposed of by feature ads in local 
newspapers for quick turnover. 


Do Outside Selling 


The company employs five out- 
side salesmen traveling continu- 
ously concentrating on specific ac- 
counts until potential is built up to 
maximum sales and service. Work- 
manship promotes this factor. New 
men are added selectively with 
careful planning. 

. The dignity of informal friendli- 
ness permeates the establishment 
for both customer and employee 
relations. When an employee goes 
to work for Alessi he or she becomes 
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part of the family and years of 
ervice, ranging from 12 to approxi- 
nately 20, attest to the loyalty 
mong them 

From the warehouse on Pear! St., 


fice furniture is shipped to for- 
eign ports also, such as China, Saudi 
Arabia, France and deep Africa. 
Aside from the usual selling ap- 
proach, sales are vigorously solicited 
hrough local sales, purchasing or 
branch offices in the territory. 
These local contacts lead to na- 
tional and international business. 
The concern packs and crates these 
foreign shipments for export—an- 
other service for customer satisfac- 
tion built up over almost half a 


entury 


Close Contacts 


Alessi is one of the few houses 
around that still does its own repair 
and refinishing, offering closer cus- 
tomer contact. If it does not have 
the merchandise the customer se- 


lects, or delivery is delayed for some 
reason, Alessi will lend replacement 
office furniture until his own ar- 
rives. If the firm cannot get what 


he wants, the brothers frankly say 
so. Thus, Alessi has built to its pres- 
ent stature, handling some of the 


largest national accounts in the 
country 

Adapting to the times, it was de- 
cided to do some remodeling. This 


paid off in an almost 100% return. 
Their building is approximately 25 
by 90 feet and before the remodel- 
ing had only one display window 
of the banked type which was about 
35 to 40 inches off the street level, 
with interior visibility little better 
than zero at and from the main 
entrance at 17 S. William St. The 








Steel Featured . . . The third floor of the Alessi firm where steel office equipment 
is entirely featured in a variety of desks, chairs and other pieces for commercial use. 


back of the first floor was used for 
office personnel and took up about 
one quarter of the 90-foot length. 


All the old interior was ripped out 
and made into one floor straight 
through, street to street. The old 
windows were replaced with large 
single plate glass and plate glass 
door, set flush with sidewalk for 
indicative visibility throughout. On 
the opposite side a glass door is 
also used, so entrance now can be 
gained from either street. Two win- 
dows here, also from street level, 
are separated by a wall, so placed 
that no matter where the passerby, 
the full first floor interior is visible. 


Good sales pulling power is had 
for transients also. Those who want 
to choose before entering proved an 
important factor as sales have in- 
creased 75% since the face lift job. 
The bystander gets the impression 
of quiet dignity and charm blended 





For the Executive . . 
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. A strong sales appeal is made by the Alessi brothers on the 
first floor of their firm where executive office furniture is displayed. Note the cycloramic 
effect achieved by lighting and placement. 
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with generous portions of friendly 
informality and variety display. 

At the main window where the 
recess is done in yellow for depth, 
green drapes set off by 10 flood- 
lights make a striking entrance. 
Green wall-to-wall carpet empha- 
sizes the floor which is graduated 
by series of two or three steps, each 
separation holding a different office 
furniture display. 

The full length of one wall in the 
90-foot expanse is done in wall- 
paper with beige background offset 
by brown and very light yellow 
squared and circled decorative ef- 
fect. The opposite wall is painted 
to suit each display, which is all 
executive. 


Attractive Setting 


A complete all-metal executive 
office suggestion fronts the main 
entrance. Chairs have green leather 
Seats. Displayed are a telephone 
cabinet, book case and graduated 
filing cabinets in step effect afford- 
ing space for display utilization. 
The wall background here is 
painted pea green, blending into 
lighter green. 

One goes up three steps to dis- 
play of wood executive pieces with 
generous leather decorative desk 
tops. A wall motif emphasizes the 
dark woods and brings out all the 
beauty of all office furniture. At a 
small recessed section, a model for 
a reception room shows persimmon 
top-grain snuffed leather sections 
made settee fashion, modern lamp 
with bird cage base, great white 
shade, small bookcase of mahogany, 
Silver and brass ashtray. 

Drapes run into various shades 
of green generously proportioned. 

One wall section painted deep 
cocoa displays a dark green leather 
sofa, a striking feature. Modern 
mahogany executive desk, large 
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and very small lamp with leather 
and brass base, wine and beige 
shades is another feature. 

Pictures are used sparingly but 
plants are an attraction. Big, leafy, 
green, they set off the rich atmos- 
phere of the first floor, making it 
come alive. Every available space 
is used to advantage, but although 
the selection is varied, it is choice. 

The second floor covers the com- 
mercial furniture field. This, too, 
is done in green wallpaper on one 
Side, deep green and sand tone 
paints on the opposite. Green car- 
pet is used throughout except for 
the business office area. 





@ DEVELOPING AN EFFECTIVE, 
easily-remembered slogan and back- 
ing it up with single-purpose display 
newspaper ads has helped to in- 
crease unit sales consistently for 
the Wallace J. Newton Company, 
Detroit, Mich. 

This leading office furniture 
dealership has deliberately shied 
away from the trend toward price 
consciousness which has been no- 
ticeably evident in much of the 
furniture promotion within the mo- 
tor city since the end of the war. 

Whereas many dealers’ news- 
paper ads feature the “10% off” 
type of headline, Wallace J. Newton, 
head of the firm, has consistently 
utilized white-space “prestige ads” 
which lay all emphasis on quality, 
custom design, and the efficient 
service of the firm, rather than 
price. 

Eye-Catcher 


Every ad features as an unusual 
eye-catcher a photographic cut of 
the firm’s shield suspended over 
the door to the office furniture dis- 
play rooms. This, resembling a 
heraldic crest of medieval times, 
features simply the slogan, “De- 
signers and Furnishers of Fine In- 
teriors.” 

Likewise shown in every ad is a 
cut of a well-furnished, eye-appeal- 
ing office, with a minimum amount 
of detail. During July, for example, 
a three column by 10-inch ad which 
attracted much response displayed 
merely a heavy Gothic-styled ex- 
ecutive desk, with lamp, desk-clock, 
pen and pencil set. Also depicted 
were an executive brass-studded 
plain leather chair, contrasted 
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Prestige Ads Pave 





The third floor background is a 
green pastel with a silver tone on 
one whole side. The floor is marble 
green inlay. Emphasis is on con- 
ference room furniture. One section 
of the wall is painted a light gray 
blending into a deep red. This cor- 
ner displays a green leather couch. 
Metal commercials are also exhib- 
ited on this floor with pleasing 
spaciousness for “selective choice.” 
There are a few good prints of 
Epsom, Ascot, a striking scene of 
wild horses and by contrast, one of 
Trinity Church. 

The fourth floor offers the shop- 
per more selection in executive 


against a paned window, with the 
traverse drape pulled back for a 
view of office buildings across the 
street. 

Such a setting, Mr. Newton be- 
lieves, is the type of impression 
which most office executives would 
like to convey to visiting prospects, 
associates and customers. There- 
fore, the cuts are given the benefit 
of careful choice and design. 


Selling Points 


Copy points out “Custom Designed 
Offices! Offices styled and co-or- 
dinated in every detail to the needs 
and specifications of your individ- 
ual business ... that’s true efficiency 
Here we feature a setting for in- 
dustrial executive or professional 
leader. Our staff is specially trained. 
: . Our exceptional showrooms 
amply equipped with all types of 
furnishings for offices and clinics. 
Call us, or come in to see our many 
furnished offices.” 

At the showrooms, 7621 Woodard 
Ave., in Detroit, the Wallace J. 
Newton Company displays a dozen 
completely furnished offices, which 
are made doubly interesting to 
prospects in all income classifica- 
tions. Each item is separately 
priced, as well as flat priced for the 
entire group. 

Through close observation of 
trends on the part of executive 
businessmen, the Newton organiza- 
tion has frequently developed com- 
plete offices which result in the 
exclamation “This is what I want” 
when a customer is ushered in. In 
most such instances, the customer 
always asks that the entire layout 
be installed in his office, without 









Way to Better Unit Sales 
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items and the fifth covers the com- 
mercial metals more widely. 
Background color scheme couplec 
with the distinctive style and colo 
of each carefully-picked piece of 
office furniture reflect the pattern 
that prompted greater sales volume 
by suggesting the complements to 
the particular merchandise re- 
quired. “Choice selection” is the 
theme—the result of workmanship 
as it applies to outstanding achieve- 
ment in office furniture sales, space 
planning and interior decoration. 
Such is the pattern of “operation” 
that promoted the steady progress 
of Alessi, office furniture dealers. 






price quibbling, or the desire to 
shop a bit further. 

One reason for the fact that this 
battery of furnished offices has 
been the most potent sales asset of 
the firm, is that it ranges upwards 
in price from less than $1,000 to as 
high as $5,000. The price is con- 
tingent, of course, upon the manu- 
facturer, materials used, the number 
of accessories and the expensive 
“little touches” which go to make 
up the office. 

“We address all of our newspaper 
promotions specifically to quality- 
minded executives,” it was pointed 
out. This is on the theory that 
most successful businessmen are in- 
variably a good judge of taste, de- 
sign and the quality of the furniture 
which will go into their offices. 
The result is that we are certain 
of mention whenever the subject 
of office furniture comes up. 


Clinics Equipped 

Notable in all of the Wallace J. 
Newton Company’s newspaper ad- 
vertising in recent years has been 
the phrase “Furnishings for Offices 
and Clinics.” The market repre- 
sented by medical practitioners has 
grown sharply in the past three 
years, with the result that the 
Detroit office furniture dealership 
unhesitatingly incorporates appeal 
to this branch of the market in 
most of its advertising. 

Many of the model offices of the 
office furniture division are so ar- 
ranged that they will fit easily into 
a medical office, as well as any other 
executive type, and that fact has 
become well known among Detroit 
physicians.—RAL 
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| the 5 POINTS 


| THAT PROVE* THE SUPERIORITY OF NYLONIZED BOLTAFLEX 


Furniture covered in Nylonized Boltaflex 1 Superior resistance to tearing at stitches. Nylonized 
in the Burnished Top-Grain Finish by Boltaflex has proven its superiority in critical stitch-tear tests, out- 
Kenmor Mfg. Co., East Palestine, Ohio. performing all other backed plastics. 


Superior stretchability. Unlike any other backed plastic, 
Nylonized Boltaflex stretches equally in all directions—so it fits 
better around furniture corners and always retains its comfortable, 
tailored look. 






















Superior strength. The nylon fibres add tremendous strength to 
the Boltaflex, making Nylonized Boltaflex the strongest and most 
rugged backed plastic in its price range. The non-woven backing 
gives great resistance to tearing in any direction. 








Superior beauty. The nylon backing gives furniture a plump, 
cushioned look . . . an inviting look . . . no lines of warp and woof 
show through the material. In the Burnished Top-Grain Finish, Nylon- 
ized Boltaflex has the dimpled “hand” of true cowhide ... and those 
colors! ... warm pastels and deep tones in a wide, wide range. 


Superior selling power. Nylon is a magic selling name ...a 
name everyone trusts. When used with Boltaflex, the leading name 
in plastics, you have a selling combination that's hard to beat. 


gladly sent on request ...Box 525. 
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: Never before a 
; S ted Plasti 
upported Plastic 
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like this for 
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= 
office furniture! 
e 
5. 
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* 
it’s wonderful new Nylonized 
_ | «It's wonderful new Nylonize 
S 
- as 
n Here’s an upholstery plastic made with a backing of the wonder- ({ 
: fibre nylon. It took us and the biggest brains in the chemical indus- 
Ss try 31 months to develop and 1878 different tests and formulations 
: to perfect. The result is a supported plastic material with amazing 
p . strength and tremendous resistance to wear .. . it is, we feel, the 
a1 . ‘ . : 
™ finest plastic material ever developed for office furniture. 
- Check over the 5 points that prove* the superiority of Nylonized 
a Boltaflex. You'll see why leading office furniture manufacturers are 
- turning to Nylonized Boltaflex. 
iS 
it BOLTA, Lawrence, Massachusetts 
*Patents applied for and pending on Nylonized Boltafiex 
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ARCHITECT ROY B. BLASS 
specified 


WILTSHIRE MODERN for UPTOWN FEDERAL 





When Roy B. Blass, A.I.A., designed the offices 
for the Uptown Federal Savings & Loan Associa- 
tion, Chicago, he also specified the new wood 
office furniture. His choice was the same as that 
of many leading architects—Wiltshire Modern 
in the new Oxford Gray Walnut Finish. Weber, 
Hilmer & Johnson, of Chicago, made the in- 
stallation. 

People like Wiltshire Modern—its strength, its 
beauty, its utility. This handsome new finish gives 
you another sales tool to help in making mass 
installations. 


Wiltshire Modern and other Im- 
perial lines will be displayed at the 
National Office Furniture Associa- 
tion Convention in Cleveland. Don’t 
fail to see the Imperial exhibit. 











Methods 


OFFICE you are passing up a real opportunity for profit. 


lf you are not carrying Imperial lines now, 


APPLIANCES Your customers have 
P become well acquainted 

with all Imperial lines 

through consistent adver- 


tising in national publi- 
cnn [pera 


Write today for information. 


pays off in additional 
volume for Imperial deal- 


- desk company 
EVANSVILLE 7, INDIANA 
w MEMBER WOOD OFFICE FURNITURE INSTITUTE 


Have you joined up with COPS yet? 
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STEEL FILING EQUIPMENT 
* DISTINCTIVE ¢ WIDE VARIETY 


Blueprint Files Check Files 
Counter Equipment Combination Files 
Card Files—Uprights Correspondence Files 


Card Index Files Cross Files 
Card Trays Desk Height Files 


SOLD 
EXCLUSIVELY 
THROUGH 
DEALERS 


. 


Document Files Legal Files Storage Cabinets 


Five-Drawer Height Files Letter Files Storage Files 

Half Sectional Files Linoleum Tops Tabulating Card Files 
Invoice Files Map Cabinets Wide Sectional Files 
Jumbo Files Short Line Files X-Ray Files 


‘COLUMBIA STEEL EQUIPMENT COMPANY 
PHILADELPHIA 7, PA. 


Lincoln-Liberty Building Third, Annsbury, Orianne & Wingohocking Streets 











OFFICE APPLIANCES, May, 1953 








STOW & DAVIS FURMIPURE COMPANY 


EXECUTIVE FURNITURE MANUFACTURERS 

























80 FRONT AVENUE, S.W. * GRAND RAPIDS 2, MICHIGAN 
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Businessmen know that there’s nothing better 
than leather furniture to give visitors the right 
impression. That’s why most top executives insist 
on leather in their offices. 


It costs them less 





ee 


Ea 





' to pay you more for leather 





Setting by George W. Reinoehl, Executive Director, Executive Furniture Guild of America 


But your leather market doesn’t stop with the man at 
the top! You shouldn’t shy away from the men on their 
way up—and here’s why: 

More and more junior executives are getting a say-so in 
the decorating of their offices. And rightly so, for a man 
spends more time in his office than in his living room! But 
his office must also take the wear of a workshop. That’s 
why so many want leather . . . in addition to wanting to 
give the leather impression. But many of them hesitate to 
ask the office manager to pay out the extra cost of leather. 
That’s where they’re wrong. 

The luxury of leather doesn’t cost their companies a 
cent. You see leather outlasts most other upholstery 
materials. It looks better with age and wear. And colors 
keep in leather, too. All this means less reupholstering 
expense on leather-covered furniture. 
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Furniture by Stow & Davis Furniture Company 


Why not display leather... 
talk up leather? 





Leather’s savings to businessmen 


means more profit to ‘you. 
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WALNUT 
CHAIRS 


ata price anyone 
can afford! 


Quality—even luxurious—office chairs need not be 
expensive. Murphy-Miller has proved that by building 
attractive, comfortable office chairs that are modestly 
priced .. . chairs that have withstood years of rugged 
treatment. The Genuine Walnut chairs on this page are 
typical of the fine wood office chairs currently being 
offered by Mur-Mill dealers — at a price to invite volume 
sales. You can profit by the advantages Murphy-Miller 


office chairs give you. Write today for full particulars. 


Mur-Mill chairs shown here 
are (top right) No. 521— 
Walnut Wood; (lower right) 
No. 520—Walnut Wood; and 
(below) No. 532—Walnut and 
Oak Wood. 


WRITE TODAY FOR YOUR FREE COPY OF CATALOG NO. 530 


INCORPORATED 


OWENSBORO, KENTUCKY 
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One 

of a 
series 
bof 

Art 
Metal 
ads 


pre-selling 





your 
customers 


in 





Time, 

Business Week, 
Dun's Review 
and 

other 

national 


publications. 


ie 3 


ad 














ART METAL SPEED-FILES CREATE 
LARGE SAVINGS 





LOW overall dimensions provide maximum 
filing capacity in minimum space 
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Looking for hard-to-come-by space-saving 
economies? Then look to Art Metal 
Speed-Files. They gain 15% in usable 
filing inches over conventional files, plus 
25% in five drawers against four and 
have the lowest overall vertical dimen- 
sions of any five-drawer file having stand- 
ard height file drawers with guide rods. 


40% Saving In Floor Space 


If you're using conventional four-drawer 
files today, Speed-File’s space-saving di- 
mensions can bring you a 40% saving in 
floor space. For example, your conven- 
tional letter size filing cabinets require a 
minimum of seven square feet of floor 
space—or 700 square feet per 100 filing 
cabinets. Rental cost of floor space as low 
as $3.00 per square foot amounts to 
$2,100.00 per 100 files. Speed-File sav- 
ings of 40% in this example would pro- 
vide you a return of $840.00. 


20 Conventional 4-drawer Filing Cabi- 
nets—140 Sq. Ft. (Capacity: 1,808 Fil- 
ing Inches). 


17 Speed-File 4-drawer Filing Cabi- 
nets—119 Sq. Ft. (Capacity: 1,808.80 
Filing Inches). 


YOU SAVE 21 SQ. FT. 


14 Speed-File 5-drawer Filing Cabi- 
nets—98 Sq. Ft. (Capacity 1,862 Filing 
Inches). 


YOU SAVE 42 SQ. FT. 


Send For FREE Speed-File Booklet 


We can give you only part of the story 
here. For full information write today 
for fact-packed booklet, “Art Metal 
Speed-File.”” Art Metal Construction 
Company, Jamestown, N. Y. 


Ree 
—— 
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THERE’S AN Art TO BETTER FILING 
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ENGINEERED WAYS 


ba pohit with 


TO BETTER 


BUSINESS 


G/W will PROVE IT! 


YOU CAN'T ADD up all the countless 
drags, the continual sapping, the in- 
visible leaks of your profits caused by 
sub-standard filing systems and equip- 
ment. 


HIDING everywhere !—these losses re- 
sult from misfiling, lost documents, 
delays, ill will, low morale, and 
slowed-up office operations. 


You CAN know the facts by having a 
survey made of your filing set-up— 
system, equipment, and methods—by 
a Globe-Wernicke filing specialist, 
without obligation. 


SAFEGUARD your office operation with 
the one filing system which simplifies 


short-cuts 
which is 


filing procedures, which 
filing time and, motions, 
easy for any grade of operators, and 
which accommodates any size or type 
of office. This is the G/W SAFEGUARD 
FILING SYSTEM and G/W FILING EQUIP- 
MENT. 


THE FIRST VERTICAL filing system, orig- 
inated by Globe-Wernicke, has seen 
70 years of development and im- 
provement. Today it is the popular 
choice in hun- . 

dreds of thou- 

sands of suc- 

cessful busi- 

nesses. 


GET THE FACTS—see your local Globe-Wer- 
nicke dealer listed in classified ‘phone book 


under “Office Equipment.” 
to the Globe-Wernicke Co., 


Engineering Specialists in 
Office Equipment, Systems 
and Visible Records 
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OR write direct 
Dept. 5-OA. 








Cincinnati 12, Ohio 


ph 
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IT TAKES A GOOD DEALER 
TO FIT THIS PICTURE! 


Some dealers go out bidding for sales 
with slack-price 
of which filing equipme: 


quotations on offi 
equipment 
is a big piece. Other dealers, the smarter 
and more successful ones, offer service 
and get volume sales with full profits 
This G/W advertisement 
the smart and modern operations of 
G/W dealers who BUILD business, 
rather than BID FOR IT. G/W Filing 
Schools have demonstrated that many 
of the most prominent and success- 
ful businesses WANT TO IMPROVE 
THEIR FILING METHODS AND 
EQUIPMENT. Dealers who offer filing 


analysis service are continually add- 


promotes 


ing large customers, who continue 
buying all the equipment and sup- 
plies growing businesses need, on a 
service basis—full profit. 

As was headlined above—it takes a 
good G/W dealer to fit this picture. 
There are many, many dealers doing it. 
There is room for many more. Don’t 
‘“‘pooh-pooh”’ profits right out the win- 
dow—this idea DOES take some smart 
planning and operating. But it hits 
straight and hard at the biggest slice of 
office equipment and supplies in the 
field. And NO ONE—-NOBODY—can 
offer so much in service, improved 
equipment, better methods—as G/W. 
A man with a cup can collect money 
for lead pencils—but the big-ticket 
sales, continuing and profitable, are 
going to dealers who put SERVICE 
behind their efforts, and there’s NO 
filing service like G/W Safeguard 
system, functioning in G/W Filing 
Equipment. 


We say as much in this G/W advertise- 
ment—hitting right at the best busi- 
nesses in the nation and in YOUR own 
market—through NEWSWEEK, 
BUSINESS WEEK, AMERICAN 
BUSINESS, and MANAGEMENT 
METHODS. 


Ali it takes is your concentration of 
effort. 


Cordially, 


Elmer G. Rahe 
Vice-President- 
Sales 
Globe-Wernicke 
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ONLY 3 PARTS 


fo this precision built 
Double Ball Bearing Swivel 


2 FULL ROWS OF BALLS 
2 UNINTERRUPTED RACEWAYS 


NOELTING 


HELPS 
AOU BOOST SALES 


OFFICE FURNITURE 


“CASTERS 


GLIDES AND CUPS 


FAULTLES 


Branchesin Atlanta, Bost 
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In addition to supplying 
you with the best engi- 
neered Furniture Casters, 
Faultless helps you reach 
and sell more customers 
than ever before. This way 
we both take the waste- 
motion and guesswork out 
of caster selling. 

1. Only “time-tested” 
items have been selected 
for this FREE 4-color Coun- 
ter Display. Customers 
can't resist picking up 

Casters and Glides, on convenient 
handles and selling themselves. Re- 
sult: Faster turn-over and profits on 
an active stock of “best sellers.” You 
pay only regular prices for the 
merchandise—the Display is FREE. 


R 


1953 


CORPORATION oepr. oa 


2. Every type of pop- 
viar Furniture Caster 
will be found on the 
pages of this new cat- 
alog. A complete—oa 
condensed—a quick 
turn-over selection of 
best-sellers. Ask for 
copies of Form No. 
202, no obligation. 


3. A really complete 
line of fine Furniture 
Glides illustrated and 
fully listed in a new 
catalog. Modern de- 
signed, precision work- 
manship and fine fin- 
ish throughout. Ask for 
a supply of Form No. 
201B and boost your 
Glide soles. 





EVANSVILLE 













and now... from iii 
RSET the FIRST and ONLY 
COMPLETE Line of 

the Leader in —" ——— 
Styling & Economy 














All-Steel 
with Linoleum Tops 


$ 95 and Aluminum Edging 
The latest in modern design for Junior Executives 


and Clerks . . . and Oh-so-easy on the Boss’s bank account! 
RETAIL PRICE 













NO. 2450. It’s the newest in modern design—a real 

promotional sensation in the economy price class! Styled 

’ to catch and please the eye, with island mounting, : 

for the Boss Ss rounded corners, spacious drawers, and modern, ute: 

green or desert tan mar-resistant, baked enamel finish. 

“MAN And it’s a big desk... 24” x 50” top, 2914” high, adjust- 

able to 304”’. Made of heavy gauge furniture steel, for 

extra rigidity, longer life. Spacious center drawer equipped 

Re with lock, side utility tablets. Large drawer can be 

FRIDA _ converted into letter file ($3.00 for insert and follow 
eee block). ; ; 





So a pan te cae me 





188 OFFICE APPLIANCES, May, 1953 0 











Man Friday desks: 
sRQ>» for the Boss’s 





“GIRL FRIDAY” 
the Glide-o-Lift 


NO. 2000. Today’s greatest 


RETAIL PRICE 





value in an all-steel drop-leaf 
typewriter desk! Easy to 
operate, fool-proof mechanism 

. . . finger-touch glide, rolls on 
six ball bearing wheels. Locks 
automatically when in use. 
Table made of heavy gauge 
insulated metal to deaden noise. 
Same big size, same quality 
construction as No. 2450. 





Also available 
with 3 box drawers. 















for “MAN FRIDAY’S” 
ASSISTANT — 
and SALESMEN 


NO. 2440. A space- 
saver and money-saver! 
24” x 40” top. Other 


dimensions and spécifi- Tame Spaces 135-136 at the NOFA Show! 


cations same as other 
“Man Fripay” desks. Write for Discount List Today 


DORSE 
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STEEL EQUIPMENT COMPANY 


2514 W. Dauphin St., Phila. 30, Pa. » STevenson 2-1312, 2-6099 


















a Hew addition to the 40 W WINKS SOFA... 


=D oie" TWO-SEATER 


* 
2° 





Peter 


se | 


No. 1001 Adjustable Arm Sofa — ie 
it’s a Snap to take a Nap 


The 20 WINKS Two-Seater is a space saver. Designed 
especially for limited space yet offering the same widely 
accepted lounge features of the big 40 WINKS Sofa.Takes 
T only a few seconds to convert into comfortable lounging 
| unit. One or both arms fold down. Sell this double duty 


open 
position 











| , adjustable arm sofa. Sell business comfort and relaxation 
. then watch your furniture sales soar. 





Foam rubber seat, back and arms. Available in top grain or 
machine buff leather, Kalistron, Naugahyde and Fabrilite. 


for lounging Height of Back 29’—Height of Seat 16%2”—Outside Length when 
comfort let down 76”—Inside Length 49’—Depth of Seat 23”. 











Dealer Inquiries Invited 


MANUFACTURING CO. 





414-20 W. TUCKER STREET, FORT WORTH, TEXAS 
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SUPREME’S 


COMPLETE 
STEEL EQUIPMENT 
LINE 














eo © ec eo oh T'S THERE The quality is visible — but what 
you can’t see is the work behind it. It takes expert designers... 
skilled craftsmen... finest grade heavy gauge steel... a large 
modern plant PLUS years of experience to produce superior 
steel equipment. That’s why you’re so safe with Supreme. No 
manufacturing detail has been overlooked to give your custom- 
ers the very finest equipment. Build a reputation and increase 
your re-orders with Supreme — the first name in steel equip- 
ment. 


Meet every steel need with SUPREME. Delivery is excellent. 


Be sure to visit with us 
it the N.O.F.A. convention 
n Cleveland 

Booth #239-240. 
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~ \upreme of Maspeth 


FREE! New price list and catalogue of complete SUPREME line. 










a % 
+ 


teel lockers 


Som 
: 
= 














Write today 


SUPREME STEEL PRODUCTS,. INC. 
52-85 74th Street, Maspeth 78, Long Island, N. Y. 

















di Gatving lected waa ties suPREMACY IN STEEL propucts 
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Wiltshire Modern . . . Sidman 
Office Equipment Co., Indianap- 
olis, used walnut finished desks 
in the Wiltshire Modern Group 
made by Imperial Desk Co. The 
installation was handled by Sid- 
man for the Indianapolis Morris 
Plan Bank. 


+4 
+P 
bi 


o| 
© 
¢ 
. 
i 
‘ 
6.3 
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Executive Office . . . In the new- 
ly refurnished offices of the I. J. 
Cohen Corp., Kansas City, Mo., 
American Office Equip. Co., Kan- 
sas City, installed Wiltshire Mod- 
ern in the walnut finish. 


Conference Comfort . . . Diehl 
Office Equipment Co., Columbus, 
Ohio, supplied the Buckstaff 
Co.'s table and chairs used in 
this handsome installation of the 
conference room for the Anchor 
Hockings Glass Corp. packaging 
research laboratory in Lancas- 


ter, Ohio. 
nO 
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Modern Office . . . Executive 
and guest chairs made by W. H. 
Gunlocke Chair Co., were se- 
lected for the offices of the Cen- 
tral National Bank in Junction 
City, Kans. The installation was 
made by James Lang of the Junc- 
tion City Office Supply Co. 


Special Purpose Desks .. . A 
recent installation of over 600 
Steel Age desks, tables and files 
at Field Enterprises, Inc., Chi- 
cago, included many special pur- 
pose desks like 3000 Line cal- 
culating machines desks. Chicago 
Office Furniture Co., the dealer 
who handled the installation, 
specified steel furniture by Corry- 
Jamestown Mfg. Corp. 


At Field Enterprises . . . Steel 
Age 3000 Line secretarial desks 
by Corry-Jamestown were part of 
this large installation made re- 
cently by Chicago Office Furni- 
ture Co., Chicago. 


mm minim OCR 
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Private Office . . . The purchas- 
ing agent of Pan American Life 
Insurance, New Orleans, uses a 
G/F L-1700F Mode-Maker desk, 
an L-1700BC bookcase and an 
L-1760 TPD Mode-Maker table. 
Side chairs are Goodform Model 
3502 and the agent's chair is a 
3129 Goodform aluminum chair. 


Employees’ Lounge .. . Another 
part of this attractive installation 
by Hanson Flotte Co., New 
Orleans, for Pan American Life 
Insurance, features furniture by 
G/F. The lounge and recreation 
room, overlooking a  60-foot 
square patio, is furnished with 
Goodform lounge furniture and 
Goodform aluminum institutional 
chairs and tables. 


General Offices at Schlitz . 

A. W. Bolingbroke Co., Milwau- 

kee, uses metal furniture by The 

General Fireproofing Co. in this 

installation for the Joseph Schlitz 

Brewing Co. This view of a _— —_ 
typical general office shows te ae ee 
Mode-Maker desks, Goodform Boy 
aluminum chairs and Super-Filer 

equipment. 
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Taylor Made .. . One of 15 
executive offices of the Kellogg 
Switchboard & Supply Co. of 
Chicago, furnished with chairs 
made by Taylor Chair Co. 
Marshall Field & Co., Chicago, 
handled the installation. 
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Office of Correspondent... 
Harold J. Schluter, N. Y. Corres- 
pondent, The First National Bank 
of Chicago, uses Taylor chairs 
for his attractive office, which 
was furnished by Marshall Field 
& Co. 


Conference Room .. . Marshall 
Field & Co. specified Taylor 
chairs for the conference room 
in the offices of the New York 
Correspondent, First National 
Bank of Chicago, New York City. 


NN 
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Feature Modern Chairs . . . 
Architects Franklin & Douden & 
Associates, working with the 
General Office Equipment Corp., 
Pittsburgh, specified Milwaukee 
chairs for the Seventh Ave. 
Branch of the People First Na- 
tional Bank & Trust Co., Pitts- 
burgh. 


In Printing Offices . . . Spitzer's 
Office Furniture House, Inc., Chi- 
cago, furnishes the offices of 
Gunthorp Warren Printing Co. 
with Milwaukee chairs. 


Refurbish in Janesville .. . 
Brusan Products, Janesville, Wis., 
furnishes the First National Bank, 
also of Janesville, with chairs 
made by the Milwaukee Chair 
Co. 
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Custom Fitted . . . GR’s L Series 
line is used with either clear or 
translucent glass according to 
visual and privacy requirements 
at the Cross Co., Detroit. Osgood 
& Ott Office Supply Co., Detroit, 
handled the installation. 


Corridor Traffic Control . . 
Peirce Phelps Co., Philadelphia, 
uses L Series Soundex partitions 
by GR Products, Inc. The parti- 
tions maintain departmental sep- 
aration without loss of light or 
air conditioning control. 





Leather-Grain Walls ... A 
busy health center in New York 
City finishes the walls in gray 
Leather-Grain finish to provide 
a durable wainscot for the wait- 
ing rooms. The new Bolta-Wall 
was installed by a franchised 
dealer-applicator for Bolta Prod- 
ucts Sales, Inc. 


0 
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MODEL 700 
Presidential Armchair 


MODEL 65 
Executive Posture Chair 
MODEL 710 
Matching Side Armchair 


THE 


COMPLETE 


MODEL 66 
MODEL E-15R 


Executive Posture Chair 
a A ee : al bed i a ag a Secretarial Posture Chair 


EQUIPS YOU FOR EVERY 
CHAIR SALES OPPORTUNITY 


Space permits only a few representative photos of 
Harter chairs. Still they give an idea of the com- 
plete Harter line. Add to this the wide choice of 
finishes and upholsteries and you can see how 
Harter equips you to compete for all office chair 


MODEL C1500 orders. And these quality chairs are top values 
you'll be proud to sell. That's what makes the a MODEL 63 


Executive Armchair 
Harter franchise a valuable business asset. Write Seporvicer’s Chale 


for literature on the complete Harter line. 


HARTER CORPORATION, 525 Prairie St., Sturgis, Mich. 


ARTE R 


STURGIS, MICHIGAN 


QUALITY CHAIRS 


MODEL C1510 * 
Matching Side Armchair : — MODEL S-100 
>: ses — Utility Side Chair 


MODEL C1900 MODEL E-328-22 
Big Chair For Big Men High Base Posture Chair 


MODEL C1910 
Matching Side Armchair 
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STANDARD'S NEW GROUP 





New in every way, 


bet-plel-Meosele Mobb hi-tlel-s 








literally functional, 


bebbecbhdod oda mmoatloabbat-teh 





See the EMPIRE at our Booth 121— NOFA Cleveland April 26 
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Price + Quality = VALUE GEMS in 
STEEL OFFICE EQUIPMENT 


STEEL DOUBLE DOOR 
BOOKCASE COUNTER HIGH CABINETS 


The Bookcase is of 
standard size with disap- 
pearing glass front panel 
for clear visibility. Avail- Display 
able in three different 


sectional sizes: N.O.F.A. 


H W D Convention 
12" x 35%" x 11" 
15" x 353%" x 1A" 
18" x 353%," x 1A" 





See our 














SIZE 42"' x 36"' x 18" and 


THE PARKER LINE OF VALUES! ot 








TRANSFER FILES 
All cabinets are made of 


THESE STURDY heavy gauge steel . . . elec- 
STEEL trically welded construction 
TRANSFER and completely reinforced 
FILES throughout . . . shelves ad- 
CAN BE justable every two inches 
STACKED . . . dependable three way 
TO ANY locking device. Storage cab- 
DESIRABLE inets measure 72" x 36" x 
HEIGHT 18" and 72" x 36" x 24". 
Wardrobe and combination 

cabinets also available. 


LEGAL AND LETTER SIZE 
SPECIAL SIZES MADE 
ON REQUEST 
The all new IMPROVED Parker Steel Cabinet featuring 
baked-on enamel finish in Green-Gray or Grained Walnut 
and Mahogany. 








PARKER SALES REPRESENTATIVES 


AL MARSCHALL—Southern Representative 

JOHN J. SCHULDA—New England States 

ORVILLE CRISMAN—Upper New York, Pennsylvania & Ohio 
NELSON CADY—Western Ohio, Kentucky & Indiana 

OTTO J. HOFFMAN—IIlinois, Wisconsin, Michigan & Minnesota 











“WRITE FOR OUR LATEST CATALOG AND DEALER PRICE LIST” 


PARKER STEEL PRODUCTS INCORPORATED 


56 COLUMBIA STREET BROOKLYN 2, NEW YORK 
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- 
F or the dealer who wishes to do 
: top job of luxuriously furnishing 


—in good taste. 


F.. the dealer who wishes to 
build his prestige —to have the 


pleasure and honor of furnishing 
arlton-Surrey craftsmen, with years of cre- 


outstandingly beautiful offices. 

. ating, styling and manufacturing the best, 
offer their services. Yes all of us here at 
Carlton-Surrey stand ready to serve — with 
the eagerness and enthusiasm of those who 
fully enjoy their work, and revel in doing 


the unusual. 





For the answer to 
that tough assignment, 
call or write 





arlton-Surre 


Eleven Commerce, S.W., Grand Rapids 2, Michigan 


a distinguished name to discriminating buyers 
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METAL-LUX LINE 


America’s de luxe metal chair line now gives you 






more to sell with these outstanding new numbers. 






They live up to MILWAUKEE'S reputation for creating 






that “selling look,” and, of course, they embody 






all of MILWAUKEE'S superior comfort and construction 






features. Your metal chair sales will show a 


definite boost when you stock 






and display these all-new, 






user-appealing numbers... 










Visit us at 
Booth 199 NOFA 
Convention- 
Exhibit, 

The complete MILWAUKEE April 26-29, 


METAL-LUX line is a solid * Covetunt 
selling success. If you haven't yet 
shored in METAL-LUX profits, 
get the full details today. 


























SIR ert epee a wee 







Write for complete descriptive literature 





MILWAUKEE METAL FURNITURE COMPANY 
120 S. La Salle Street, Chicago 3, Illinois 
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... sell more than fine quality 


... sell <£a00/0/ furniture 


in an office planned for business 
in a gracious manner 


- G0/d 70 years of experience in producing and selling 


DEALERS office furniture of distinction .. . is available to 


HAVE Leopold dealers. Leopold provides the “tools” 


to help you plan a completely integrated office in- 
‘PLUS-PROFIT’’ a BP 


terior .. . at the right price for your customers 
OPPORTUNITIES ... with larger profits for you. 


Leopold’s advertising and sales aids make selling 
Installation pictured is by The Finger — easier, profits bigger. Write us today about 
Office Equipment Company, Houston, : 
Texas for Cleburne National Bank,  “plus-profit” opportunities enjoyed by hundreds 


Cleburne, Texas. 


of Leopold dealers. 


nt Leq00/A0 tonran 


BURLINGTON, IOWA 
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Member: Wood Office Furniture Institute 








A DEPENDABLE SOURCE OF SUPPLY FOR YOU 


The National Lock Company manufactures a 
complete line of quality hardware for use 
on most every kind of office appliance. Let 


us figure on your requirements for desks, file 


ETL MELLO 


Mel fasl-t Pa lole diate Melsle| -_— 
ifehileluel@® Mireille (-t: 


. ideal for use on 
rs {1-1 (ole 4-16 Sole | ol 
inets, wardrobes 
and utility boxes. 
Handle, lock barrel 
and escutcheon are 
made of pressure 
die cast zinc alloy. 
Choice of several 
popular finishes. 
Can be keyed alike 
or all different. 





cabinets, wardrobes, lockers, cash boxes or 
whatever you make in this line. Take ad- 
vantage of getting everything from one 
capable source of supply... National Lock. 


Socker Lift Handles 


These attractive 
handles are made 
of die cast zinc and 
stamped steel. They 
are designed to 
raise the locking 
bar used in conven- 
tional three point 
latches of metal 
industrial and 
school lockers. 
Quality built for 
years and years of 


trouble-free service. 


A wide selection of sizes in single National Lock has established an Self-locking, masterkeyed com- 
and double-leaf construction, cap- enviable reputation as a major bination locks suitable for use in 
able of withstanding rough usage. supplier of quality locks. Lever modern lockers. Used in schools 
Made from select steel and reg- and pin tumbler types with either and universities for over twenty 
ularly provided in plain finish. dead bolt or spring bolt action. years. Thousands of combinations 





Distinctive Hardware... 


ALL FROM J} SOURCE 


Pulls, Locks, Label Holders, Casters, Locker Hooks, Hinges, 
Lift Handles . . . Everything for Office Appliances. 





NATIONAL LOCK 
COMPANY 


ROCKFORD ILLINOIS 
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Beautiful for Executive Offices 
...Practical for ALL offices \~~‘ |; KY 








“Ss 


... this is 
typical of 
the series 
appearing in 
Business Week 
and 
Dun's Review 





Ask the dealer who features 


TEELCASE 


to fill you in on these facts: 


EXECUTIVE SETTINGS GENERAL OFFICE ADVANTAGES 
@ Steelcase gives you “years ahead” styling @ Steelcase engineering eases work flow— in- ; 2h S| 
creases Output as much as 35% > 


e Steelcase gives you a choice of many har- 


monizing color combinations e@ More filing capacity in less space—more 


employees seated per square foot ; 


®@ Steelcase comfort adds warmth and person- Interchangeable desk tops, drawers and ped- at oie 
ility to your office estals make office planning flexible 2 Steeicose 


, . in the classified 
> ‘ é anizi are sti on Steelcase th executive 
Leading national organizations are standardizing on Steelcase for both e on ab guar 


and general offices. Ask your dealer . . . today! phene directory 


— es = ei 


For new ideas in office planning, write for “Tooling Up Your Office” Business Equipment 


METAL OFFICE FURNITURE COMPANY>+ Grand Repids, Michigan 
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Good Seating for Office Personnel 


oe Pays for Itself .... 


~~ |) 
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ll 


Installation 
by 


Finger Office 
Equipment Co. 


Houston, Texas 


Sales Office of the Big-3 Welding Equipment Co., Houston, Texas 


...30 this Texas Company bought 
aie Kist Chairs | 


' 
Proper seating in business pays for itself in terms of increased comfort, efficiency | 
F 





and freedom from maintainance. Smart dealers know the wisdom of this state- 
ment... and they also know that Fine-Rest Aluminum chairs cost management 
less than 5c per working day based on allowable amortization. 


The time has come for the dealer to reappraise not only his selling program but 
also his buying activities. Aggressive selling deserves to be teamed up with dis- 
criminating buying and for that reason, we urge you to investigate the many 
advantages provided by a Fine-Rest dealer franchise. 


S-100-A 


ALUMINUM SEATING CORPORATION 


17 SOUTH CHERRY STREET, AKRON, OHIO 





Write for complete information 








DSisdributor AETNA SAFE CO., 46-50 W. 29th St., N. Y. 

METROPOLITAN N. Y. & EXPORT DISTRIBUTOR 

SAFE & EQUIPMENT WHOLESALERS, 260 S. FIFTH ST., PHILADELPHIA 6, PA. 
EASTERN PA. DISTRIBUTOR 
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J. A. Smith 





by J. H. REED 


” 


m= AN OFFICE FURNITURE firms 
which specialize in quality mer- 
chandise faces a three-fold prob- 
lem. 

The proprietor first must find a 
market for furniture and equip- 
ment which he takes in “on ex- 
change” and which he may not 
want to mix with quality desks and 
chairs. 

On the other hand, he is sure 
to have customers who want a bar- 
gain. He will not want to lose this 
trade because it is profitable in it- 
self—and, with proper handling, 
may later be advanced to the qual- 
ity merchandise class. 


A Third Factor 


Still a third factor involved is 
the possibility of making extra 
profits from bargain buys such as 
bankrupt stocks, over-stock, and so 
forth—which the dealer might not 
care to put into his main store 
but which could be used in build- 
ing good will and give him a rea- 
sonable profit. 

Some office equipment men solve 
the problem by having new stock 
and an exchanged stock depart- 
ment on different floors or in dif- 
ferent locations. Many times when 
the used equipment department is 
located in another area the original 
store name is used. 


Separate Outlet 


But the J. Andrew Smith Com- 
many, San Antonio, Tex., has gone 
1 Step further. Jealous of its repu- 
tation for quality merchandise, its 
newest venture does not bear the J. 
Andrew Smith name. It is known 
is the AA Office Equipment Outlet. 

Located in a different section of 
San Antonio from the 410 Tenth St. 
nain store, the AAA Office Equip- 
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Used Furniture Outlet Can be Profitable 


ment Outlet is cleverly advertised 
as “just a block from the tracks— 
and 10 blocks from high prices.” 
The quotation is quite literally 
true, for it is one block from the 
Southern Pacific railroad trucks 
and but 10 blocks from the Alamo 
which is San Antonio’s high rental 
area. 

In setting up an office equipment 
outlet, J. Andrew Smith is taking 
a verse—or maybe a chapter—from 
the book of the regular furniture 
stores which, in recent years, have 
developed furniture warehouse 
stores as the answer to this par- 
ticular problem. 

But it is the first office equipment 
outlet store to be opened in San 
Antonio and one of the first in 
the Southwest. 


Advantages Told 


The move has several advantages: 
e It serves to separate quality new 
merchandise from that which has 
been traded in. Originally, the J. 
Andrew Smith Company separated 
the two kinds on both levels of the 
store’s main floor, connected by 
long ramps. The arrangement was 
only partially satisfactory and to- 
day the lower level is used for new 
furniture not quite so expensive as 
that on the top level. 
e It leaves the main store free to 
display and demonstrate only high 
quality merchandise, or that on 
which it has built an enviable re- 
putation through many years of 
business. 
e It permits the store to purchase, 
display and sell bargains in office 





SAVE! 


On Office Furniture 


by 





@ Buying from Warehouse 
@ From Carlet Shipments 
@ NET Cash Prices 


PAY NO COST OF: 


@ High Rents 
@ Credit Losses 
@ Outside Salesmen 


The ONLY Warehouse Prices in San Antonio 


AAA OFFICE EQUIPMENT OUTLET 


410 TENTH STREET AT ALAMO — BS-2112 
AT REAR OF GREAT WESTERN LIFE BLOG) 


“Just a Block from the Tracks 
and Ten Blocks from High Prices” 
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ee 


























Effective . . . Reproduction of adver- 
tisement which brought business to the 
AAA Office Equipment Outlet in San 
Antonio, Tex. 


furniture and equipment from time 
to time. 
e And—most of all—#it provides 
bargains. A certain percentage of 
customers in search of office furni- 
ture will always want bargains. 
Perhaps these latter persons are 
Scotch. Perhaps they are newcom- 
ers, starting out in business and 
wishing to invest in traded-in fur- 
niture until they become solvent. It 
would be foolish not to cater to 
these, for, if successful, they will 
eventually be in the market for 
top-quality products. 


Can “Trade Up” 


In such instances, the office 
equipment firm always has an op- 
portunity to “trade up” later. 

That policy does away with the 
expense of outside selling, for cus- 
tomers who want a bargain do not 
mind coming to the warehouse and 
making a selection. 

Oftentimes, a carlot shipment 
can be purchased and sold to cus- 
tomers from a warehouse outlet at 
bargain prices. 

Such a store, J. Andrew Smith 
has found, does not detract from 
a carefully built-up reputation for 
quality, for the general public does 
not know what firm is the owner. 


Pleases Customers 


On the other hand, it is just what 
certain customers desire—a place 
in which they can take advantage 
of re-sale or bargain prices until 
such time as they can afford to buy 
the best in office equipment. This 
class may be small in times of pros- 
perity, or larger in times of busi- 
ness depression but, according to 
Mr. Smith, it has always existed 
and always will. The dealer can 
not afford to ignore such customers. 
For not only do they provide a 
profit but also offer a stepping 
stone to future quality business. 

It has been said that quality and 
price are not compatible in busi- 
ness. Perhaps not. But quality of- 
fice furniture and price office fur- 
niture can be made to supplement 
each other very nicely, J. Andrew 
Smith has discovered through the 
operation of an office equipment 
outlet store under a different name. 

This idea works for the quality 
furniture store—and if the same 
principles are applied, it will also 
work for the office furniture estab- 
lishment. 
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President's Office . . 


Constant Contact Results in a 


. Business Systems, Inc., 


South Bend, Ind., furnished this office of the president of St. Joseph Bank & Trust Co. 


Complete Bank Installation 


South Bend, Ind., Firm 
Served Efficiently 
Through the Years 
and Gained Big Job 
as Fitting Reward 


by LESLIE E. DUNKIN 


special writer 


@ WHEN THE ST. JOSEPH Bank 
& Trust Company of South Bend, 
Indiana, was considering a com- 
plete modernization of its building 
the officials turned to Business Sys- 
tems, Inc. for the office furniture 
installation. 

This was not a mere lucky break 
for Business Systems but the result 
of years of efficiently serving the 
bank in not only office furniture 
lines but in various accounting sys- 
tems as well. This sort of confi- 
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dence came from regular calls to 
keep in touch with the needs of the 
bank, from supplying helpful ac- 
counting systems and displaying a 
willingness to help solve some of 
the problems arising in this line. 
This sort of contact makes it pos- 
sible for the office furniture dealer 
to know when such needs are com- 
ing up and helps to eliminate much 
of the competition because confi- 
dence has already been built. 


Initial Step 


In the first step toward getting 
the contract, Julius Tucker, presi- 
dent of Business Systems, Inc., and 
Arthur Skaggs, salesman, took B. K. 
Patterson, president of the bank, 
to Grand Rapids to the show-rooms 
of Stow & Davis Furniture Com- 
pany, to show him what could be 
done with style and color. Here, the 
psychological effect of color and 
beauty in the office was brought 
out. 

Mr. Patterson was sold on the 
quality of the furniture displayed 
here. It is important according to 
Mr. Skaggs, for a firm to have a 
line which is tops in style and qual- 
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ity if. it is going after business of 
this type. Good furniture is not 
enough, it must be the best. 

John Millar of the Stow & Davis 
Furniture Company worked very 
closely with the men of Business 
Systems in all phases of the trans- 
action. He gave many ideas and 
displayed a thorough knowledge of 
the type of installation wanted 
which was very helpful. 

The initial planning started with 
the president’s office which involved 
a special problem. Because Mr. 
Millar solved it in a very satisfac- 
tory way, he helped to sell Mr. Pat- 
terson on the complete installa- 
tion. 

Solved Problem 


The particular problem was one 
of space, area apparently not being 
available for a separate directors’ 
room. Mr. Millar showed how the 
bank could take the space in the 
large office of the president and 
create a temporary directors’ room 
which did not take away the beauty 
of the room. Efficiency still re- 
mained. 

He started with the president’s 
desk, and then added two tables 
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ym the conference room which 
ere set to form a T and match 
1e desk. In this way the president 
id all pertinent information at 
ind all the time, the atmosphere 
as one of informality and set the 
age for a free and easy confer- 
ice. When it was over, the two 
ibles went back to the conference 
om and the president’s office re- 
imed its usual function. 

After this successful solving of 
he problem, it was a matter of 


howing what could be done with 
the furniture in relation to color 
») create a beautiful and efficient 


ffice 


Worked by Plan 


The group left a floor plan in 
Grand Rapids of the bank from 
which could be shown the proposed 


placement of furniture. All was 


ione in color. The company in- 
terior decorator advised on colors 
ind actual swatches of the leath- 


ers Suggested were pasted on the 
scheme 

Mr. Skaggs considers this an ex- 
ellent way to present any office 


installation, even in a small office. 
He has used it on several occasions 
ind been successful against rugged 
competition. The colorful presenta- 
tion gives a man a better idea of 
what he is getting. He has no guess 
work for all pieces are itemized for 


each office 

All of the furniture was supplied 
by Business Systems along with 
some new files. Some old equip- 
ment such as fireproof files which 
had been sold in previous years by 
the firm were retained and recessed 
into the walls. These were refin- 
ished to match the new woodwork. 





Executives’ Office . 


. . Another installation by Business Systems, Inc., in the St. Joseph 


Bank & Trust Co., South Bend, Ind. This is the imposing office for the bank executives. 


It is necessary to keep in contact 
with the installation as it pro- 
gresses, according to Mr. Skaggs. 
This particular one was spread over 
several months and bank function- 
ing was not interrupted. 


By keeping in contact with de- 
partment heads, it was possible to 
straighten out any discrepancies as 
they went along so it did not leave 
an insurmountable number at the 
end. Also, it meant added business 
for he was able to find what else 
was needed. 


For example, in the original plan 
certain desks were placed so a wall 
outlet for a telephone could be 
used. However, these desks were 
shifted later so telephone cabinets 
were sold to hold the telephones. 
Several tables were also added. 





Trust Department . . 
installation of furniture made in the trust department by Business Systems, Inc., of 
South Bend 
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. St. Joseph Bank & Trust Co., South Bend, Ind., preferred this 





Follow-through is necessary to 
see that deliveries are co-ordinated 
and satisfactory both to the cus- 
tomer and to the factory, Mr. 
Skaggs said. In a job of this kind, 
personal attention of the salesman 
to many details helps to make a 
more satisfactory transaction. 

The effort was made to “provide 
a handsome yet warm and friendly 
atmosphere” according to the in- 
stitutional brochure given out when 
the bank was officially displayed 
to the public. Wall colors varied 
from room to room and all furni- 
ture blended or harmonized with 
wall colors and paneling. 

Colors of leather used on chairs 
also varied with red and sulphur 
yellow being used in the president’s 
room. The posture chairs in the 
bookkeeping room introduced color 
there with the seats in coral or 
green. 

Mr. Millar of Stow & Davis 
helped to co-ordinate the drapery 
colors with the furniture so the 
whole effect would be very pleasing. 
These were supplied by another 
company. 


Led to Sales 


This installation was received so 
enthusiastically by both the general 
public and business executives that 
it led to other sales of the same 
type, but on a smaller scale. 

“Of course such an installation 
does not come very often but there 
are many executives with smaller 
offices who can be interested in 
increasing the efficiency and beauty 
of their offices by color, beautiful 
styling and proper arrangement 
just as was done at the St. Joseph 
Bank & Trust Company,” stated 
Mr. Skaggs. 
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(Compiled from the selling ideas 
of the officials of Marshall- 
Jackson Company, Chicago. 
They are Otto R. Geuther, 
president; Oscar F. Modine, 
vice-president and _ treasurer, 
and C. S. Roland, vice-president 
and sales manager.) 


In the Office 


Furniture 


Business 





Bigelow-Sanford Installation . 


. . This is how Marshall-Jackson Co. equipped the Chi- 


cago offices of Bigelow-Sanford Carpet Co. Harter posture chairs and Globe-Wernicke 
desks were installed to provide comfortable utility for the workers. 


Critical Buying Makes for Critical Selling 


@ Perhaps our business policy is 
best summed up in the caption, 
“Critical Buying Makes for Critical 
Selling.” We at Marshall-Jackson 
Company are convinced that the 
only way to maintain friendly, sat- 
isfying customer relations is to 
make sure that the equipment first 
satisfies us... . 

If it does that, we have confidence 
it will meet the requirements of the 
buyer. Then, it is reasonable to 


assume it will live up to the sales 
claims we’ve set forth. 

For 78 years, Marshall-Jackson 
Company has operated an office 
equipment business in the heart of 
Chicago’s famous business loop. And 
over that period, we’ve always 
been our own most severe critic. 
For that reason, extraordinary care 
has been exercised in selecting 
sources of supply. 

Again we say, “the policy of se- 





“Morgue” Still Serves . 


. . Over a period of 29 years more Globe-Wernicke equipment 


has been added to this original installation by Marshall-Jackson Co. in the newspaper 
“morgue” of the Chicago Daily News. Basically sound, it is an installation which has 
but to grow with its needs. A ‘nerve center’ of a metropolitan newspaper is thus 


adequately served. 
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lecting a limited number of nation- 
ally known lines and sticking with 
these lines over a great many years 
has paid dividends.” 

Our persistence in this direction 
always reminds us of Calvin Cool- 
idge’s quotation about persistence. 
Coolidge said, “Nothing in the world 
can take the place of persistence. 
Talent will not; nothing is more 
common than unsuccessful men 
with talent. Genius will not; un- 
rewarded genius is almost a proverb. 
Education will not; the world is full 
of educated derelicts. Persistence 
and determination alone are omni- 
potent.” 


Had Separate Staff 


While our office furniture today 
constitutes a very significant 
branch of our business, it was not 
always so. In 1912, our company 
became acutely aware of the poten- 
tial involved in selling office furni- 
ture. At that time, we created a 
separate sales staff—divorced from 
stationery—and these men devoted 
themselves exclusively to office fur- 
niture. 

This practice continued until the 
early 30’s when it became expedient 
to return to one general sales force. 
That plan continues in practice to- 
day. We have nine outside sales- 


‘men, all of whom sell office furni- 


ture as well as files, safes, stationery 
and accounting systems. 

We believe that proper business 
seating constitutes one of the most 
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mportant factors in business. It is 
, rewarding subject because the 
ale of posture seating pays off... 
t is a sound investment for man- 
uwement. 

We recall the story about a very 
‘ompetent office worker who suf- 
fered a back disturbance. The dis- 
order was not helped by using an 
ill-fitting chair during business 
hours. One day this girl exchanged 
views with friends working in the 
neighborhood and at their invita- 
tion, she visited their offices. The 
one thing that immediately in- 
trigued this young lady were the 
posture chairs. Result ... she was 
susceptible to an offer of employ- 
ment and she resigned her old job 
much to the chagrin of the em- 
ployer. 

Blow to the Boss 


Some time later, she met her old 
boss who at this point could not 
longer restrain his curiosity. “Tell 


me Alice why did you leave us 
. weren’t you happy .. . didn’t 
we treat you right?” Replied Alice, 


“T was happy enough working for 
you, Mr. Scott, but you know I had 
a spell of back trouble and the chair 
I used in your office aggravated this 
condition. I just had to have a 
more comfortable chair on which 
to sit and the folks I’m working for 
now have a proper, adjusted posture 
chair for me and everyone else in 
the office.” You can imagine what 
Mr. Scott thought at this point. 

We ask our sales staff to place 
great emphasis on posture seating. 
One of the ways in which this policy 
manifests itself is the extensive 
offer of a 10-day free trial on pos- 
ture chairs. Not only is the chair 
placed on trial for this period but 
our store representative properly 
adjusts the chair to the user.’ A 
very substantial number of chairs 
are sold via this plan. 


Want Posture Chairs 


It is interesting to note too that 
about 85% of our executive chairs 
sold are posture chairs. By indoc- 
trinating top management with the 
advantages and features of posture 
seating, we have frequently ex- 
panded the use of posture chairs 
down through the organization to 
junior executives and clerical help. 

We have had the pleasure of serv- 
ing a host of large corporations in 
the Chicago area for many years. 
Some of these customers have come 
as a result of referral . . . others 
have become loyal customers as a 
result of being satisfied with initial 
purchases 

Several years ago, one of Chi- 
cago’s largest banking institutions 
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invited us to recommend a metal, 
clerical posture chair. We submitted 
a Harter chair for the bank’s con- 
sideration ... one that we felt would 
do the job successfully. We were 
told that every eligible chair on the 
market would be carefully ap- 
praised. After critical scrutiny, 200 
Harter chairs were ordered. Today, 
this bank uses over 2,000 Harter 
chairs in its clerical and executive 
offices. 

Displays Help 

The sales efforts of our salesmen 
are augmented, of course, by ade- 
quate store display of office furni- 
ture to which prospects and cus- 
tomers are invited. In addition, we 
project our equipment through the 
printed word. We employ a com- 
prehensive catalog of some 300 
pages which is mailed to a substan- 
tial list of users in Metropolitan 
Chicago. 

Our new 1953 catalog is more 
complete than ever before and 
makes use of numerous installation 
pictures. One _ such _ illustration 
shows a scene from the newspaper 
morgue of the Chicago Daily News 
: . a vital department in every 
newspaper office. In 1924, Marshall- 
Jackson first sold Globe-Wernicke 
filing equipment to the Daily News. 
Over a period of 29 years, more 
Globe-Wernicke equipment has 
been added to the original installa- 
tion. The same picture that appears 





in our catalog appears herewith. 

Another installation of which our 
company is very proud, was made 
in the Chicago offices of Bigelow- 
Sanford Carpet Company. The pic- 
ture shown here likewise appears 
in our catalog. Harter posture 
chairs and Globe-Wernicke desks 
are shown in this photograph. 

In the sale of office furniture, 
we make a practice of furnishing, 
wherever it seems desirable, a visual 
presentation. This presentation 
consists of product illustration, de- 
scription, application, related arti- 
cles and prices. At the same time, 
accessories are suggested to accom- 
pany the major pieces of furniture 
especially in the case of an execu- 
tive office. Recently, suggestive sell- 
ing resulted in moving $300 worth 
of desk accessories in company with 
a desk that sold for $500. 


Use Advertising 


In addition to the other sales 
tools mentioned above, we use some 
newspaper advertising, direct mail 
and occasional insertions in a 
monthly bulletin published by the 
Chicago branch of the National 
Office Management Association. 

Above all, we feel that our suc- 
cessful selling record is due to the 
fact that our critical buying tech- 
nique produces a selection of office 
furniture and equipment which the 
most discriminating buyer can pur- 
chase with confidence and pride. 





The OA Office Furniture Award 


@ ONE OF THE HIGHLIGHTS of the annual banquet of the National Office 


Furniture Association convention currently being held in Cleveland, Ohio, 


will be the awarding of the OFFICE APPLIANCES plaque. 


This award of merit in the office furniture industry will go to the man selected 


by the board of directors of NOFA as the individual having made the greatest 


personal contribution to the association during the past year. 


Winner of the plaque in 1952, presented at Atlantic City, N. J., by John 
Gilbert, publisher of OFFICE APPLIANCES, was Ed Blau of Max Blau & Sons, 


Newark, N. J. 


Identity of the winner of the 1953 honors will remain a secret until banquet 


night. That person will be worthy to receive the acclaim of the association 


for his service. 


“The most sought-after award in the field of office furniture,” says one of the 


best known men in the industry, “is the OFFICE APPLIANCES plaque.” 
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Sources of 
Useful Sales 


Information 


by R. T. GAFFANEY 


President, Gaffaney's 
Office Specialties Company 
Fargo, N. Dak. 


w THIS IS A STORY concerning 
our business, because that is the 
only business I know about. “Our 
business” means that it belongs to 
my father, who started it in 1917, 
my three brothers and a brother- 
in-law. 

In addition, we have a lot of vet- 
eran help—a girl who started with 
my father and who has always 
taken care of the checkbook, a sales 
manager who has put in 27 years 
and one of our servicemen with us 
26 years. We have four stores in 
North Dakota—at Fargo, Minot, 
Grand Forks and at Williston. 

The background begins with my 
father. He is primarily a typewriter 
“man, but many years ago he fell 
in love with wood furniture and 
steel furniture, too. 

My father taught me the busi- 
ness, but he had lots of help from 
manufacturers’ representatives. 
Some of them who helped teach my 
father are still calling on us. So 
the best source of background is 
your own father, and the next most 
important source is your manufac- 
turers’ representative. 


Bob Valleau Helped 


Bob Valleau has been working 
with me ever since I began formally 
in the business, in 1935 when I 
finished at Marquette University. 
Now he is ill, but his son-in-law, 
Vic Lydon, has been very thoroughly 
taught by Bob. Bob represents the 
Leopold Company, the Milwaukee 
Chair Company, Nu-Craft Furni- 
ture Company, and Thomas Furni- 
ture Company. Everything that 
Bob sells is quality merchandise. 
At least, it is of as high quality as 
Bob himself, and that’s good enough 
for anybody. 

Once, when Bob was selling an 
order of Leopold tables and Mil- 
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Furnished by Gaffaney’s . . 
Mutual Life Insurance Co., Fargo, N. Dak. 


waukee chairs to the new library 
on the campus of North Dakota 
State College in Fargo, he demon- 
strated to the complete satisfaction 
of the State Board of Higher Edu- 
cation that although his furniture 
was the highest in price of any of 
the nine bidders, it would last just 
as long as the building. 

Some of the literature that Bob 
recommends is the “Wood Furni- 
ture Merchandiser,” “The Romance 
of Leather’ and “The Story of 
Wood.” His philosophy of selling is 
that a salesman should know so 
much about his merchandise that 
no one can ask a question without 
getting a correct answer. Back in 
1937, at Marquette, he made an 
appointment for me to tour the 
Milwaukee Chair Company. 


Guy Boyd Served 


Another teacher we always had, 
and still have, is Guy Boyd of the 
Shaw-Walker Company in Muske- 
gon. He is the same type of sales- 
man as Bob Valleau. He and Bob 
will fight at the drop of a hat over 
the merits of wood vs. steel furni- 
ture. But they’ll work together like 
a team on a Court House job where 
both steel and wood will be used. 
Guy’s knowledge of his line is tre- 
mendous. He has over 8,000 items 
to sell, including systems. Although 
he is a walking encyclopedia of his 
business when we take him out on 
a job, he is an interesting, enter- 
taining, witty gentleman to the cus- 
tomer. And he gets the business. 

Counting the time spent in his 
company at sales meetings, factory 
schools, private lessons and lessons 
in the presence of a customer, I 
would judge that Guy Boyd has 
spent an entire month of his life 
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. The office of Bradley C. Marks, president of Pioneer 


on my personal education in his 
line. 

Guy is completely modern in his 
ideas. He recommends such litera- 
ture as “Pittsburgh Color Dynam- 
ics,’ Better Homes and Gardens 
Magazine, color charts from your 
local paint dealer, colored pictures 
in your sales portfolios and two or 
three pointed cartoons from the 
Saturday Evening Post. 


Office Pictured 


Pictured with this article is the 
office of President Bradley C. Marks 
of the Pioneer Mutual Life Insur- 
ance Company, home office, Fargo. 
Last year, when Mr. Marks enlarged 
his building, he and his associates 
had us furnish three new private 
offices; including his own. Two 
other private offices did not have 
to be done over. They had been 
outfitted by Bob Valleau back in the 
1920’s. 

Another very useful sales tool is 
basic English—not a fancy vocabu- 
lary, but simple language that a 
child can understand. In fact, if 
you practice your sales presenta- 
tions before your six-year old and 
nine-year old children, and it goes 
over with them, then it will also 
be understood by your adult cus- 
tomers. 

In conclusion: Your father is the 
best source of background. Your 
manufacturers’ representative will 
teach you the business—if you’re 
really interested. 

There is not now, nor will there 
ever be any substitute for quality. 
When you know your business, your 
customer is so pleased with the free 
engineering you furnish, that he 
desires to buy from you at manu- 
facturers’ list price. 
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VICTOR 


MIDLINE 
FILE 





Now, with the new Victor Midline, you can sell your 
customers lifetime filing quality at a sensibly mod- 
erate price. Here is just the combination of durable, 
rugged construction, exterior beauty and reasonable 
cost that most of your file customers really want. 
The Midline File has all these top quality con- 
struction features found on the most expensive filing 
cabinets: Welded frame with six uprights; Cradle 
type, full progressive suspension; Brushed aluminum 
hardware; Scratch-resistive, baked enamel finish. 


Presenting the new... 


™ 
_— 


* 


The Midline File has been designed to fit the 
economy-wise budget of any office or business. Avail- 
able in 4 and 5 drawer, letter or legal sizes, it 
offers the latest in styling, versatility and efficiency 
of operation. 

You can demonstrate the Midline with confidence. 
And as your sales-clincher, let your customers try the 
quiet, friction-free drawer operation plus the positive 
drawer closing action that prevents dangerous re- 
bounds. They'll buy and you'll profit. 


GET YOUR SHARE OF THESE EXTRA PROFITS NOW=—WRITE TODAY TO... 





The Victor Safe & Equipment Co., Inc. 
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America’s Finest Popular Priced Chairs 


Aluminum a ! Office Seating 


"Brushed Satin” Natural 


The Manager There’s no need to cut your The President 
profit or “sell down” when 
your customers want unusual 
values. The Riteform line is 
built for critical shoppers who 
want top quality . . . and to 
give you full profit. 


THE MANAGER, No. 1345, America’s 1 Tue PRESIDENT, No. 1686, has no equal, 
only “Convertible” posture . . . even at much higher prices. Design is based 
Spring Back, Rigid Back or Tilt The Master on actual surveys of what executives want 
Seat. The ultimate in relaxing, lux- No. 1606 |- A . . . 5” thick foam rubber cushions, re- 
urious comfort . . . deep, resilient | inforced frame, floating comfort and 
foam rubber cushioning. streamlined beauty. 


RITEFORM’S FAMOUS ADJUSTABLE “SRRING-BACK”’ MODELS. FAR BETTER, 
YET LOWER PRICED THAN ANY COMPARABLE LINE ON THE MARKET! 


Aluminum Brushed 


Sa f in 











FOR TODAY’S GREATEST VALUES IN HARMONIZED METAL OFFICE SEAT- 
ING SEE THE COMPLETE RITEFORM LINE... WRITE FOR INFORMATION. 


No. 1616 














RITEFORM CHAIR CO., INC. © 2300 Ellis Avenue «+ St. Paul W4, Minnesota 
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Hi-Lo Typewriter Stand 


Featuring PEDAL TOUCH! At 
the mere touch of the foot it 
raises for smooth, swift rolling 
—or drops and locks into 
extra-lirm typing position! 
Heavy gauge welded furni- 
ture steel construction. Four 
handsome finishes. 


kee 
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Fs 


HOWARD Storage Cabinet 


A complete selection of steel 
storage cabinets — at unu- 
sually low prices! Constructed 
of heavy gauge furniture 
steel. Shipped set up, ready 
to use.* 


* 
* 
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new and improved 
METALSTAND Linc!” 


This could happen to you! Because 
METALSTAND has recently gone “all 
out’’ to make this line the best value on 
the market. Though the prices are still 
practical—the quality is now superior! 


Only the best goes into this new and 
improved line —the finest materials, 
expert engineering and master construc- 
tion throughout. Why not order the 
better-than-ever METALSTAND line — 
NOW! It moves fast! 


SUSPENSION AND NON-SUSPENSION FILE CABINETS 


STORAGE CABINETS — TYPEWRITER STANDS 


METALSTAND COMPANY 


7516 to 7524 State Road 
Philadelphia 36, Pa. 








The HARPER File 


Full suspension—8 rollers 
to each drawer. A quality 
file at surprising low cost! 
Dust-proof, enclosed bot- 
tom shelf. Legal or letter 
size—2, 3 or 4 drawers.* 





GOLDEN 
Non-Suspension File 


Introducing a brand new 
item — a non-suspension 
filing cabinet that's perfect 
for those who want quality 
but at a low, low price!* 


*All filing and storage cab- 
inets available in green. 
gray. grained walnut and 
mahogany finishes. 
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Watson 


SINCE 1887 


When you need 
SPECIAL PURPOSE 


or STANDARD FILES 


—See WATSON First! 





Here is a Top-Quality, 5- 
Drawer Double Bill File with 
Roto-Glide Suspension. This 
full progressive cradle type 
suspension moves quickly and 
easily on full ball bearing 


rollers. 


5-DRAWER DOUBLE BILL FILE 
Style 4109-D Without Lock 


Outside Dimensions 
W 23-1/4 H 51-7/8 D 28-1/2 


Inside Clear 
W 10-5/16 H 8-3/16 D 26-1/4 


The 5-Drawer Double Bill File is only one 
of our Special Purpose Files. For a complete 
Line of Stock Files and Custom-Built Equip- 


ment — 


See WATSON First! 


WRITE DEPT. A-6 
FOR FULL INFORMATION 


4 fabrication of: 
cases, control 
electronic ec 


special bui iittoo 


WATSON MANUFACTURING COMPANY, Inc., Jamestown 3, caw York 
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Photo by courtesy of James F. Eppenstein, architect. 


Impressively distinctive, luxurious furniture, 


b; : ; . . 

* designed particularly for Executive Offices. 

Ss . Chairs and Desks. Modern in mode. 

: . Posture Chairs. Practical in every particular. 

a Period or Modern styles, Made by real furniture craftsmen. 


as desired. 


The installation pictured shows our #1000—an L-shaped, leather-topped combination 
executive desk and conference table, made in any size to fit special requirements, and any 
wood preferred. Offered solely by GARLAND. 
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We assist dealers in securing orders that otherwise might frustrate them. Write for our SPECIAL SERVICE 
PLAN, enabling prospect to visualize an entire installation, including floor plan, perspective drawings and dec- 
orative service. 

This line has never been shown to the general 
public before. Exclusive Distributors Wanted. 


| Garland Furniture Company 


Creators of Fine Furniture 
L144 West Superior Street ° Chicago 22, Ill. 
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NUCRAFT of Grand Rapids 


TODAY’S OUTSTANDING LINE OF WOOD OFFICE ACCESSORIES 
See Complete Line at Room 122, Cleveland Auditorium, NOFA Convention, April 26-29 


Here are 3 of our Latest Fast-Selling Numbers. 


Write us also for WASTE BASKETS—UTILITY CABINETS -PHONE STANDS—TABLES—COSTUMERS—LETTER TRAYS 


No. 6731— MAGAZINE TABLE. 

Made in genuine walnut and oak. 

Size 30 x 30 x 24 in. high NO. 70—GBC Glass-doored BOOKCASE. Made in gen- 
vine walnut and oak. Size outside 341/2 x 172 x 29 
in. high. Size inside 32% x 23% x 15% in. deep 
back of doors. One shelf adjustable every 12 in. 
Two sliding plate glass doors. 


No. 70-1-3 CREDENZA 
66" x 21” x 29” high 
Pedestals 191/2’’— 

W 19” deep inside 
Knee space 24” wide 


Made in walnut only 


Write for Illustrated Catalog of Complete Line and Dealer’s Discounts 


NUCRAFT FURNITURE COMPANY 


1615 EASTERN AVE., S. E. GRAND RAPIDS, MICH. 


— SALES REPRESENTATIVES — 


MR. M. V. FOLLIN 220 Fairbank Road, Riverside, Illinois MR. ©. D. MANN............. .2919 Rosedale, Houston, Texas 


MR. KENNETH BAKER 5015 Marine Drive, Chicago, Ill. MR. ROSS R. WEST.................. ; 115 Front St., San Francisco, Calif. 
MR. ARTHUR R. FREY..................3851 Davenant Ave., Cincinnati, Ohio MR. GEORGE B. WRAY ...130 West 42nd St., New York, N. Y 
H. W. KOEHN, JR.....................122 Columbia Drive, Williamsville, N. Y. 
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Your most useful BUYING GUIDE 
Use it often—Keep it Handy 


Contains 5 easy-to-use Buying and 
Reference Sections: 
1. PRODUCT INDEX—over 1,500 products classified 
2. DIRECTORY OF MANUFACTURERS—over 3,000 with names 


and addresses 


3. TRADE NAME—TRADE MARK INDEX—Over 6,000 with 


names of manufacturers 


4. MANUFACTURERS’ ADVERTISING—many use catalog-type 
advertising giving complete product information 


5. TRADE ASSOCIATIONS—City, State and National—names 
and address of officers and meetings dates. 
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DEALERS LOOK! 


with Patented 


SOUNDEX PARTITIONS 


you can offer your customers ... 













ANY SIZE OFFICE — 
yy ROOM — CORRIDOR 
<a if fiauiler. 














modern — moveable — 





sound-absorbing partitions 











@ low cost 


HERE’S WHY °° "°°" sbeerbine 


@ easy to install 


SOUNDEX @ for use with present 


equipment 


PARTITIONS | * =“ === 
ARE THE TALK dein of te sender 
OF THE TRADE Sines GR epeeee erate 


selection of finishes 


choice of two standard 


quality construction 


This is just the type of partition wanted by thou- 
sands of businesses. Make the sales in your area 
. write for illustrated catalog today! 


OR) Wp 


144 Federal Square Building 
Grand Rapids 2, Michigan 








Manufacturers of the new “E’conomy Office Units 
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For the Executive . . . In his 
private office, Robert E. Nesmith, 
of the firm of the same name in 
Houston, Tex., chooses furniture 
by Stanley Manufacturing Co. 
The side arm chair is model No. 
301, the executive posture chair, 
No. 102%, and the sofa is No. 
1560. Chairs and sofa are up- 
holstered in dark green top 
grain leather with light green 
grospoint on the seats. Gulf 
Coast Office Outfitters, Houston, 
handled the installation. 


New Bank Office .. . A por- 
tion of the executive offices at 
the First National Bank of 
Amarillo, Tex., features chairs 
and sofa by Stanley Mfg. Co. 
A total of 36 were used through- 
out the bank. The chairs are of 
a special walnut finish, uphol- 
stered in persimmon top grain 
leather. Elliott Office Supply Co., 
Amarillo, made the installation. 


Savings & Loan .. . Art Metal 
executive desks and aluminum 
office chairs furnish the Standard 
Federal Savings & Loan Assn., 
Chicago. Desks at right are 
model 6272 with an overhang 
top. A telephone stand, model 
6218, is placed at the side of 
each desk to permit clearing the 
top of the desk for conferences. 
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Lawyer's Office . . . For this 
special modern office Garland 
Furniture Co. designed an L- 
shaped executive desk with the 
kneehole at the end near the 
window and with an_ unusual 
recess at the outer curve to hold 
magazines and books. Garland 
specializes in custom offices de- 
signed down to small details. 


Swank for Swank .. . Execu- 
tive offices at Swank, Inc., Chi- 
cago, features chairs, desks and 
incidental furniture made by 
Garland. Kendrick Furniture Co., 
also of Chicago, handled this 
custom installation. 


Refurnished Offices . . . Link 
Belt Co., Colmar, Pa., uses 
Mainliner desks and aluminum 
office chairs by the Art Metal 
Construction Co., in its new 
offices. A two-drawer desk high 
file, with a slip-on Artolin top, is 
used in combination with the 
standard drawer arrangements 
in each desk. 


« . . 
s ‘- . 
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Worked Out On Paper First 
. . . The newly furnished general 
offices of John W. Galbreath & 
Co., Columbus, Ohio, were com- 
pleted only after a thorough lay- 
out had first been made to de- 
termine the work-flow, aisle 
traffic and type of work per- 
formed at each desk. Jim 
Howells of The Diehl Office 
Equipment Co., Columbus, speci- 
fied Streamliner Soundguard 
desks, 7000 Line files and Stream- 
liner tables, all by The Globe- 
Wernicke Co. All G-W equip- 
ment used in this installation is 
finished in gray. 


Straight-Line Efficiency . . . In 
the offices of the Elevator Div., 
of Westinghouse Electric Co., 
New Orleans, Streamliner steel 
desks by The Globe-Wernicke 
Co., are placed in a straight-line 
arrangement for efficient utiliza- 
tion of available space. F. F. 
Hansell & Bro. Ltd., New Orleans, 
installed double pedestal flat top 
executive and typewriter desks 
finished in gray. 


City Clerk’s Office . . . One of 
42 rooms in the new million 
dollar City Hall, Boulder, Colo., 
furnished with wood Techniplan 
office equipment by The Globe- 
Wernicke Co. In the city clerk’s 
office, Herkert’s, G/W’'s Boulder 
dealer, used a single row of 
space-utilizing work stations and 
a semi-private executive area 
shielded by 66-inch high panels. 


twtwwiniinrnHNKAHEN ARGH HNMR 
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For Maximum Productivity . . . 
George Stuart, Inc., Orlando, 
Fla., specified time-engineered 
desks and Correct Seating chairs 
by the Shaw-Walker Co. for the 
new offices of Hall Brothers In- 
surance Co., Orlando. 


Space Savers . . . Another fea- 
ture at Hall Bros. Insurance Co. 
is the Shaw-Walker triple duty 
counter that separates the work- 
ing and reception areas. Time- 
engineered desks and Correct 
Seating chairs also are used 
here. 


j 


t 
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Dignified Atmosphere .. . 
Shaw-Walker’s mahogany- 
grained desks and two-toné Cor- 
rect Seating chairs enhance the 
interior of the Hamilton National 
Bank, Washington, D. C. Time- 
engineered desks boast newly 
designed drawer interiors to help 
eliminate cluttering. 
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Demonstration Room .. . Ditto 
machines are shown to advantage 
against black drapes with a red 
and white motif. Upholstered 
furniture is by Bright Chair Co., 
Inc., and the corner table was 
manufactured by the Hunting- 
ton Chair Corp. Metwood Office 
Equipment handled the complete 
installation. 


Executive Office . . . Furnished 
in the traditional manner, this 
executive office at Ditto never- 
theless is in harmony with the 
outer reception room. The carpet 
here is green and the drapes a 
blend of medium tan and green. 
Metwood instailed walnut desks 
and a telephone cabinet made 
by the Shelbyville Desk Co., and 
leather furniture by the Bright 
Chair Co. 


Reception Room . . . Designed 
by Alfred Clements, the recep- 
tion room furniture for the New 
York office of Ditto, Inc. was in- 
stalled by Metwood Office Equip- 
ment Corp., New York City. 
Walls are of hand woven grass 
wallpaper, carpets are coffee 
color and the furniture is in 
blonde pickled oak. Drapes are 


a deep brown with a_ gold Be ' a 4 


thread. 
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Refurbish Bank . . . The First 
National Bank of Alliance, Ohio, 

refurbished attractively by 
Watson Manufacturing Co., Inc. 











Another View ... All steel 
counter rears, side counters, 
buses and miscellaneous steel 
items for the First National Bank 
were furnished by Watson. 


At Branch Bank . . . The new 
Gateway Branch of the Mellon 
National Bank & Trust Co. of 
Pittsburgh, Pa., features contem- 
porary furniture by Watson Man- 
ufactoring Co. 
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YOU CAN SELL THESE / 


We Will Have Them All 
On Display In 
CLEVELAND 


APRIL 26 - 29 


0} 
J 


' 


o/o| 


| 


o/o/v/v/0| 


—= 


The most economical, 
steel cancelled check 





cabinet. Ten drawers 


—24" deep. 


ie 


CANCELLED 
CHECK FILE 








[Tofu] 





14 Sizes of all-steel 
transfer files. Four 
rollers— (letter size 
illustrated) 


TRANSFER 
FILE 


6 sizes of 2642" non- 
suspension active files. 
Available in Letter, 
Legal, Ledger, Invoice 
& Bill of Lading size. 





NO. 1200 SERIES 
ACTIVE FILE 


BOOTH 217 


NOFA EXHIBIT 


A top quality pian file. 
3742" w.—25%" d.— 
24" bh. inside. Six 
rollers per drawer. 

















NO. 1535 
PLAN FILE 


Sales Bul Iders The RIGHT combina- 


tion of drawers and 
° ° . shelves. 42" h.—30" w. 
There is a fine Indiana Chair for every ary pe 


office . . . for every one of your customers. A 
This complete line of handsome wood office a 
chairs gives you more opportunity for sales UTILITY CABINET 
—more profits year after year. If you're 


not selling Indiana Chairs now, write us—let 
us tell you how you can increase your chair (ALANA 
sales. 

METAL PRODUCTS INC. 


Indiana, (Ann (> 315 LEXINGTON AVE., B’KLYN 16, N.Y. 
* INC. 


wy JASPER, INDIANA descriptive literature available 


MEMBER OF WOOD OFFICE FURNITURE INSTITUTE 
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DUK-IT, & 


Smokers Equipment for the 


Smart, Modern Office 


The consistently high quality of DUK-IT products 
enables you to sell with confidence and profit 
from new and repeat sales. 


Retail Prices Shown 
522 
Scissor-action ash 
receptacle encased in 
solid walnut base. 


$6.50 
—— —_ jg wee weawernkeneas 
LLED 
FILE 101 
Large open metal tray 
finished in burn-proof 
English Bronze with 
6” glass liner and 
bakelite rests....$1.50 
11I1C 
Duk-!It Non-Tip Bean 
Bag Ash Tray with 
burn-proof bronze 
finished bowl. Base of 
rich, heavily-textured 
FRIES fabrics in red, green, 
LE chartreuse, beige and 
turquoise. Individually 
boxed .. $1.00 
1780 


Handsome electric 
clock on polished 
metal base. Recessed 
into walnut casing. 
Sweep second hand. 


$9.50 


1328H Heavy duty 
tip-action smoker. 
Bronze finished 





= with gold top. 21” 
high. Wgt. 9% Ibs. 
$11.95 

1702T Open type 
floor smoker in 
Duk-!It bronze finish 
for offices - red, 
green, black and 
ivory for the home 
or modern interiors. 
Convenient tray 


holds beverage 
glasses Heavy 
glassliner 21” high 

$9.95 


Build prestige with 
the DUK.-IT line. 





Write today for full information 
and descriptive literature. 


McDONALD 


214 DUK-IT Building Buffalo 10, N. Y. 
Showrooms: NEW YORK—225 Fifth Ave.; CHICAGO—Merchandise Mart 
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COMPANION 


for Executive 


messitle- me Galella: 











TAYLOR 4907 MODERN 


Place this modern new arm chair near your 
Taylor Executive Posture group and see for 
yourself how it “belongs”. Customers choose 
it for this reason alone—even before 

they discover its comfortable, relaxing pitch. 
And, for conference and reception 

rooms with a contemporary theme, the 


moderately priced 4907 is an easy logical sale. 


Write today for dealer information! 


me lAYlOr CHAIR COMPANY + Bedford, Ohio 
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ALL STANSTEEL Equipment is constructed | 
of rugged, extra-heavy gauge steel, with 
olive-green enamel finish baked on for 
long life and handsome appearance! 
All cabinets have special 3-way lock- 
ing mechanism and are equipped 
with Chrome Handles and Yale 
Locks and Keys. (2-door Cabinets 
have 2 Chrome Handles). Extra 
shelves available on all cabi- 
nets. STANSTEEL Equipment is 
quick and easy to assemble, 
with bolts, nuts and other 
assembly fittings sup- 


COMBINATION CABINET WARDROBE CABINET 


Designed for wardrobe and Fifteen 
storage duty in offices, fac- 


STORAGE CABINET 


72” x36"x18", has 4 adjust- 
able shelves. An efficient 
automatic housekeeper for 
office stationery, forms, 
equipment. Extra shelves 
available, also available 
Style 1WA 24” dept Style 4ST 
Styles 3CW, IWA & 4ST may be changed into the 
other with inexpensive parts which you may order. 


to twenty garments 
will hang in this impressive 
tories, homes. One full shelf, steel wardrobe. Measures 
3 adjustable half-shelves, 72”x36”x18”. Shelf for hats, 

enerous space for clothes. 2 wide-opening doors. Also 
F270 36"x1 ” also available available 24” depth 


24” depth Style 3CW 


plied. Simple instruction 
sheets are enclosed in 
each carton. 


DESK HIGH 
CABINET 


The answer for 
overcrowded desks. 
Lots of storage 
space inside, work- 
ing space on top. 
29” =x 20” x 18”, 
one shelf. 


COUNTER HIGH 
CABINET 


Two adjustable 
shelves in this 
low-priced 42” x 
36” x 18” steel 
cabinet. Counter 
surface more than 
4 sq. ft. Style 2CH 
Also Available 
24” depth. 


STEEL 
LOCKERS 


78"x12"x18" 
78”x15”x 18” 
78"x18"x 18” 
Single tier in 
single units or 2 
or more wide. 
Padlock attach- 
ment or built-in 


lock. Double tier 
and multiple tier 
lockers also avail- 
able. 


PARTS 
BINS 


To Your 
Specifications 
AT NO EXTRA COST 
Fill your require- 
ments EXACTLY! 
Basic Units are 
87” x 36” x 12”. 
When your needs 
change, your bins 
change. Shelves, 
sloping dividers, 
square dividers, 
bin fronts, draw- 
ers, all inter- 
changeable. 
Additional units 
always available 
at low cost. Let us 
know your needs. 


STEEL SHELVING 


MADE TO YOUR SPECIFICATIONS 


i n 
Stansteel shelving 's —— 
every conceivable type - 
know your requirements 


COUNTER 


DISPLAY 
48” x 33”H x 24”W. Sliding DISPLAY CABINETS 


doors and recessed base Both measure 72” x 36” x 18”. Hove 4” 
There's 12 feet of display plate glass sliding doors. Style FGW (right) 
space on the top of this cob- makes a perfect display cabinet. Style 
inet with plenty of room for HGW (left) con be used for display and 
merchandise on the inside of storage. Completely welded. Style FGW 
the sliding doors. Style MT! also 12” deep 


Stim JiM UTILITY CABINET 

Wardrobe Style 24WA; 
Storage Style 24ST 

Ideal for narrow spaces, 72” x 24” x 

There's 15 feet of shelf space in 

; and plenty of room for clothes 

in 24WA. Both styles easily inter- 

changeable, also available 24” depth. 


SMALL PARTS CABINETS Style 18SP 


34”°W x 13”H x 12”D with 18 generous drawers. 
Every drawer and drawer-divider (2 to a drawer) 
has its own individual label holder. Ideal for 
small ports needed close at hand! 


Write to Dep!t.OA-10 


tansteel 
CORPORATION 


us 


These Storage Helps are JOB-TESTED! 
Your guarantee of satisfactory service is JOB-TESTING. Job- 


(Grenttee, 
os tested equipment is sold on one basis alone: the equipment must 
117-20 Fourteenth Road Elesteos deliver as required, or it won't be recommended. All storage 


helps illustrated here are job-tested. We take pride in offering 
and recommending this money-saving, space-soving, work- 
saving equipment. 


Manufacturers of Steel Cabinets, Lockers and Shelving 


College Point, Long Island,N. Y. 
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THIS Tint CHAIR 


COMMANDS INSTANT 
EXECUTIVE ATTENTION 





























DIMENSIONS 
Width of seat at front 23" 


ADE Sitting depth LA 
6 Width between arms i 
4 Height of back from seat. 28" 

Seat height adjustable 


TANLEY 


FORT WORTH Curved or modern base optional. 


3” 

3” 

3” 

3 

le. 

h- 

ves STANLEY SWIVEL CHAIR No. 1002!/ is designed for the executive who 

ler appreciates distinguished styling, outstanding beauty, everlasting durability, 

ug and luxurious work comfort. The extra-high 28-inch back provides a head 
rest and wins instant favor with the successful executive who wants the utmost 

? in relaxing comfort. Available in solid walnut, oak, or mahogany with finest 
top grain leather upholstery. Deep pillow springs in seat and back give super- 
comfort. Reversible cushion, leather on both sides, is filled with airfoam neatly 

ns enclosed with a zipper. Here’s a quality chair that sells easily and brings 

ae profitable repeat business. Matching side armchair No. 1002 is equally smart 

rLY! and handsome. MAIL THE COUPON TODAY FOR DESCRIPTIVE 

2” LITERATURE AND PRICES. 

eeds 

bins 

ves, THE STANLEY LINE 

oe The complete line of fine 

ree leather furniture includes pe “a 

ae sofas and club chairs in addi- \ T | \ | Ik y 

ato tion to other models of > 2 N aBa 4m4 SN 


ef tied shee Aree MANUFACTURING COMPANY 


available in red, green, blue, 
brown, and tan in top grain 2310 N. MAIN STREET 
leather. Offered also in FORT WORTH 

machine buff and Fabrilite. 










, STANLEY MANUFACTURING COMPANY 
TEXAS Dept. 349, 2310 N. Main St., Forth Worth, Texas 


[) Please send me descriptive literature and prices on Stanley Swivel 
Chair No. 100214 ond Matching Side Armchair No. 1002. 


C1) 1 am interested in handling the complete line of Stanley office chairs, 
sofas, and other furniture. 





NAME — 


ADDRESS. a 


ne = STATE —— 
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BOOTH 167 
N.O.F.A. Show at Cleveland 


me La Salle we 


of Metal and Wood 


Smokers—Ash Trays 
and Costumers 


— 

No. 155.—All steel costumer. Sturdily constructed 
Unbreakable hooks, ball turned ends. 21” spread. 68 
height Finishes: satin chrome, gray, olive green & 
golden bronze. In Units of six, weight 60 Ibs. 





No. 140-X.—New 
modern design. 
Extra heavy 11” 
base. 8” glass 
liner. 134” post. 
Shipping weight 
assembled ready 
to use about 19 
Ibs Golden 
bronze, bright or 
satin chrome. 


No. 20!1.—Stainless Steel Tray, 
14” Heavily weighted 11” 
base. Oversize, easy to clean 
receptacie. Nothing to get out 
of orcer. Shipping weight 
assembled ready for use about 
19 Ibs. Golden bronze; Bright 
or satin chrome 


Solid Walnut or Solsa Uak Ash Tray. New soft 
tone finish. Wood bases hand-turned by skilled 
craftsmen. Hand-rubbed finish. Felted bottom. 


Two sizes: 
No. 8A.—Base 7%", 6’ amber glass liner, doz. 


. 12A.—Base 9'/2"", 8” amber glass liner, indi- 
vidually boxed, ‘2 doz. 25 Ibs. 








No. 130-X 
Showing for Ist Time! 


A Unique Smoker, designed 
exclusively for use with No. 320.—Snuffer type smoker. By 
P removing top ring, the oversize 
highest grade Executive fener ash resestacio can be eme- 
Furniture. tied, cleaned and replaced in a 
few seconds. Heavily weighted 9 
SEE-THIS-WITHOUT-FAIL base. Finishes: bright or satin 
chrome, statuary bronze, golden 

bronze. Shipping weight {2 Ibs 








All Smokers individually boxed. 


WRITE FOR CATALOG OF COMPLETE 
METAL AND WOOD LINE 


LASALLE PRODUCTS CO. 


2216 N. Clybourn Ave., CHICAGO 14, ILL. 
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EXECUTIVE POSTURE CHAIR 


Proudest office possession of top management 
throughout American business...the 
MILWAUKEE Executive Posture Chair... 

a triumph in custom-quality, healthful 
posture seating, unsurpassed for luxury and 
distinction ...a gilt-edge investment 

in lifetime, fatigue-proof, individualized 
comfort and well-being. 


For a full description of the 
Executive Posture Chair and for 
hundreds of other distinguished 
wood choirs, see the complete 
MILWAUKEE Catalog 


Visit us at Booth 198, NOFA 
Convention-Exhibit, Cleveland 


THE MILWAUKEE CHAIR COMPANY, Milwaukee, Wisconsin 
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: that converts prospects 
into customers... 


(2 coneiiilibte that assure 


repeat business... 





WESCO 1500 Line Filing Cabinets 


Nowhere in the pages of this magazine will 
you find more eye-appealing beauty or qual- 
ity construction than in the moderately 
priced WESCO 1500 Line. It’s the kind of 
beauty and quality construction that a 
dealer appreciates and a customer buys the 
second time. 


Write todey fer full infor- 
WESTERN MFC Co mation on the WESCO Line. 


WESED: 


AURORA. ILL 
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a complete 
new line 

of smartly 
designed 
wood office 


accessories 


to harmonize 


with modern 


furniture 

























MANUFACTURERS OF OFFICE AND SCHOOL TABLES 


JASPER 


TABLE 


COMPANY 
JASPER, INDIANA 
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on Bassick 
“Diamond-Arrow” Casters 


M THLY 
¢ S 0” 
a 






OR 










on Bassick 
Rubber-Cushion Glides 














on Bassick 
Nomar Cups and Shoes 






And sells faster with Bassick 
casters, glides, cups and shoes 


@ Customers look to Bassick products for protection of 
office floors, rugs and furniture. Make them your customers 
by handling the world’s largest and best known line. THE 


Bassick Company, Bridgeport 2, Conn. /n Canada, Belle- 
29.3.36 







ville, Ont. 


Pas] Bassick 






A DIVISION OF 


S48 MAKING MORE KINDS OF CASTERS... MAKING CASTERS DO MORE 
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SALES AND PROFIT 
OPPORTUNITIES 


No. 5360CD 60” x 34” Genuine Walnut 
No. 5260CD 60” x 34” Rift Oak 


DESIGNED EXPRESSLY TO ACCOMMODATE 
ELECTRIC TYPEWRITERS OR CALCULATING MACHINES, 


The calculating machine or electric typewriter desk 
illustrated above is typical of the beauty and effi- 


MYRTLE 


CHAMPION 


SERIES 


ciency of the new Champion series. 


Top pedestal drawer is equipped with a removable 
stationery rack. Available in both left or right pedes- 
tal. This combination unit provides ample top working 
space for general clerical work. Generous drawer 
space, and an extra wide knee space for the complete 
comfort of the operator. Machine space is 22” front 
to back —— 23” wide at front — 15” wide at back 


and is bored for wiring. 


Just one of a complete series embodying features 
never before offered in office furniture of this price 


range. 


MARKS OF A “CHAMPION” 


Adjustable height island base provides 
adjustment in height from 29” to 3012”. 
Also provides means of leveling desk. 


Smooth, easy running Nylon rollers on 
file drawers. 

Metal side suspension guides on all 
single drawers assuring a smooth, easy 
running drawer. 

File drawer equipped with aluminum 
rails for hanging files—adjustable for 
either legal or letter size folders. 


Double drawer in upper left of all dou- 
ble pedestal, flat top desks. 





BETTER DESKS 
ARE MADE OF WOOD 


Automatic kick out on knee drawer. 
Drawer interiors are nicely finished 
with two coats of lacquer. 

The exterior hot lacquer finish is 
water and alcohol proof and highly 
scratch resistant. 

Adjustable partitions in upper single 
drawers. 


New self-contained stationery rack in 
typewriter desk drawer with stops be- 
tween each partition which keeps sta- 
tionery square at front. 





MYRTLE DESK COMPANY 


HIGH POINT, NORTH CAROLINA 
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DUALOK 
UPRIGHT 
CONTROL 


Vat 


NO OTHER CHAIR COMPANY 
was EVER OFFERED SO MANY 


COMBINED FEATURES 


See the Complete and Redesigned 
Cramer Line at NOMA Convention 
May 25-28, Mechanics Hall, 
Boston, Mass. BOOTH 733 


Cramer 


POSTURE CHAIR CO., Inc. 
1205 Charlotte 
Kansas City 6, Mo. 
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Silvercrest Bronze Design 1654-225-136 


2 Great Names 


in Desk Accessories 


“SILVERCREST” 


Genuine Bronze 


“MOONCREST” 


in Aluminum Alloy 















And now we Present the 
NEW «“MOONCREST” Group 
in SWEDISH BRASS 


illustrated below 






Send for Illustrations and Prices 


SMITH METAL ARTS CO., Inc. 


1721 Elmwood Avenue, Buffalo 7, N.Y. 








233 


UIT 


Seating in Aluminum . . . The 
Aluminum Seating Corp. fur- 
nished the sales offices of the Big 
Three Welding Equipment ‘Co., 
Houston, Tex., with the array of 
Fine-Rest aluminum chairs here 
pictured. This imposing installa- 
tion was made by the Finger 
Office Equipment Co. of Houston. 


any 


—s 
~~. 
~ 
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Lyon Shelving . . . Various types 
of Lyon shelving made by Lyon 
Metal Products, Inc., are ar- 
ranged in this installation to suit 
specific needs. The installation is 
pictured at Barber-Greene Co., 
Aurora, Ill. Note use of Lyon 
sorting racks on counter. 


Working Convenience .. . In 
this second view of working 
space at the Barber-Greene Co., 
can be visualized the effective 
use of Lyon Metal Products, Inc. 
counter high shelving, sliding 
doors and sorting racks. 
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Pleasant Reception . . . The 
Doctor's Clinic of Albuquerque, 
N. M., was provided utility and 
omfort both in the settees and 
companion chairs manufactured 
by the Thomas Furniture Co. The 
Pacific Desk Co. of Albuquerque 
made the installation. 
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More Thomas Furniture .. . 


. The Dick Nomand Office Furniture 


Co., Miami, Fla., made a choice 
of this comfortable array of seat- 
ing from Thomas Furniture Co. in 
carrying out a recent installation. 


Fit for a Seminary . . . Don 
Wittig Office Furniture, ‘San An- 
tonio, Tex., selected the leather 
and plastic upholstered pieces 
of the Thomas Furniture Co. for 
this impressive installation in the 
Assumption Seminary, San An- 
tonio. 


1 
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Multi-Purpose . . . Carlton-Sur- 
rey, Inc., working with Lon 
Dutcher, A.I.D., decorator con- 
sultant for the Suniland Furniture 
Co., Houston, Tex., has just com- 
pleted the furnishing of this 
multi-purpose director-sales room. 
Carlton-Surrey designers have 
incorporated the important quali- 
ties of soft beauty, warmth and 
familiar “study-like’’ atmosphere. 
The utility value of the room lies 
in that it can be used for “top 
echelon” selling as well as for 
directors’ meetings. 


In Houston, Also . . . Another 
impressive setting of Carlton- 
Surrey furniture is seen in Hous- 
ton, used for the office of Vice- \ 
President Patrick M. Greenwood 
of Great Southern Life Insurance 


Co. Note the circular desk and 


“’ 
ee ae 
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companion pieces. 


Choose Wesco Files . . . Reli- 
able Stationery Co., Inc., Chi- 
cago dealer for Western Mfg. 
Co., installed the Wesco files 
shown here in use in the office 
of the military sales division of 
the Sun Electric Co., Chicago. 
Sun Electric has standardized on 
Wesco files throughout the or- 
ganization and similar installa- 
tions may be found in the export 
division, the purchasing depart- 
ment and many of the private 
offices. 
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More Steelcase . . . Pictured is 
a Steelcase executive office set- 
ting by Metal Office Furniture 
Co. which features the 15001 
executive desk. An oversize top 
with nine-inch overhang at each 
end and the rear provide ample 
working space. A service unit 
complements the desk. The office 
s also equipped with a Steel- 
case bookcase and executive 
office chairs are likewise manu- 
factured by Metal Office Furni- 
ture Co. 


Steel for Newspaper Office ... 
This typical installation of Metal 
Office Furniture Co. Steelcase 
furniture made in the Booth 
newspaper office in Grand 
Rapids, Mich., is declared by the 
manufacturer to demonstrate how 
the “Multiple 15” space-saving 
design makes every office larger. 
Bixby’s Office Supplies of Grand 
Rapids installed mist green desks, 
chairs and files. Walnut walls 
and yellow floor covering blend 
in restful harmony. 


i | WN 


Handsome in Steel . . . Fea- 
tured here are Steelcase items in 
the new mist green of Metal 
Office Furniture Co. A _ large 
60 x 30-inch double pedestal 
desk, single pedestal secretarial 
unit with typewriter well and 
“five-high” economy files are 
provided for a setting of effi- 
ciency and beauty. A utility table 
and waste basket continue the 
modern office motif and Steel- 
case chairs add the finishing 
<= touch. 


HNN i 
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College Library Seating .. . 
Stanley Mfg. Co. Lawson Chairs 
No. R-21 in tan, maroon, and 
green leather were selected for 
the Hanover College Library, 
Hanover, Ind. Throughout the 
library 42 chairs were used and 
the installation was made by 
Indianapolis Office Furniture 
Company, Indianapolis, Ind. 


wGwOwKXMin no “oC 


Flexi Bookcases . . . The Bor- 
roughs Mfg. Co., furnished these 
utilitarian and sturdy Flexi book- 
cases for the Marley Co., in Kan- 
sas City, Mo., manufacturers of 
cooling sprays and nozzles for 
air-conditioning equipment. The 
dealer making the_ installation 
was John A. Marshall Co., Kan- 
sas City, Mo. 


Fitted to a Corner. . . Another 
Borroughs Flexi bookcase instal- 
lation by the John A. Marshall 
Co., in a corner setting at the 
Marley Co. This installation is in 
a new building on the edge of 
Kansas City, Mo. 


LL 
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he realtor’s office (top 
icture) is part of the cur- 
ent presentation of the 
Executive Furniture Guild 
t the Guild Workshop in 
jrand Rapids, Mich. The 
table desk by Stow & 
Davis Furniture Co., has a 
ean mocern overhang- 
ng top providing a com- 
fortable working area to 
1ccommodate the type of 
small conferences that are 
normal part of a real- 
tor’s activity. The colors 
employed in the room, 
ompletely furnished by 
Stow & Davis, are olive 
green shadow and white 
walls, red leather uphol- 
stered chairs and desk ac- 
cessories. This office and 
the one pictured below 
were designed by George 
W. Reinoehl, A.I.D., exec- 
utive director of the Exec- a at in 
utive Furniture Guild. ger) : 3 
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The industrial executive's 
office (bottom picture) is 
also furnished by Stow & 
Davis to provide the 
comfort and utility de- 
manded by American 
executive activity. The 
broad overhanging top of 
the free-form desk permits 
comfortable seating for 
several conferees. The 
window area was rede- 
fined to obscure the heavy 
armchair detail of the 
original building. A warm 
rust color of the carpet is 
repeated in the curtains. 
The furniture is finished 
in gray and the leather 
chairs are upholstered in 
black leather. 
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“Ii Ne Secret”... 





DEALERS WANT THEM... 
girls love them! — eS 
e 


No. 242ST — 42” x 32” 
Patent No. 2133807 


"Worden 


: : i - SECRA.-TYPE 
NEW A \ Desk 


A \ mt 
“STYLINE” STANDS ; 
® Assembles in three minutes, ships flat b Q U A L iT Y 


© Offers most leg room 
® No crossbars to bruise shins 

© No sharp edges to snag hose s E Cc Cc h& °o M Y 
Dealers and users everywhere are praising its supe- 
rior design...its sturdy, sway-proof construction 

and smart modern appearance. Elevator base on & e & - é C : = | ¢ Y 
Model S-300 easily shifts to legs or casters. Three 
other models available. 


NEW 
“EXPANDO” 


POSTING TRAY 


@ Sells easiest, only 41 Ibs. 
@ Expandable to 912 inches 
@ Handles variety of card sizes 
@ Holds 1900 sheets, 25 guides 











> 
4 
be 
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Proved profitable and popu- 
lar. Designed for modern 
machine bookkeeping sys- 
tems. Eliminates search time 
and speeds posting. Stand 
and dustproof hood with lock 
available. 















No. 252ST — 52” x 32” 
Patent No. 2133807 
















“THE PRODUCTS OF CRAFTSMEN” 



































H 108 North Jefferson Street, Chicago 6, Illinois : 

4 . s 

! [] “Styline” stands ([ | “Expando” trays 8 

: Send | : 

H a > eee : For particulars or literature, ; 
, ‘ write... : 
: FREE eee | | 
io | Worden C 
slit tones ——— } orden Company | 
' bakes rone__sare____ § | 200 East 17th Street © Holland, Michigan 

4 QUALITY PRODUCTS SINCE 1885 : 
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MAKE MONEY 


selling low-priced comfort 





for the executive 


MODEL NO. 53 


You'll keep your customers happy. for years— 
and make more money too—when you sell 
Gregson office chairs. Gregson chairs are built 
for comfort to sell at a price anyone can afford. 


Display Gregson chairs and your customers can 
see the difference in materials, construction 
and styling. ‘They can easily see there’s no 
better office chair value at any price. 


Shown above are the Gregson Arm 
Swivel Chair (No. 53) and Companion 
Arm Chair (No. 51). Available in 
solid oak in light, softone or lime fin- 
ishes; and walnut or mahogany finish 
on pecan. Upholstered in Tolex Plastic 
Leathercloth, top grain leather or 
buff leather. 


DEALER INQUIRIES INVITED 





GREGSON MANUFACTURING COMPANY 
Manufacturers of Office and School Chairs 
; LIBERTY, NORTH CAROLINA 
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a “Must-See” 





at the N.O.F.A. 


Convention 





~ HERRING-HALL-MARVIN 
Counter Equipment 


There's a big opportunity for dealers in sell- 
ing Herring: Hall-Marvin Counter Equipment. 
A wide range of standardized units provides for 
practically any requirement of office operations 
or arrangement. 


Back of every unit are the know-how, the 
craftsmanship and the high manufacturing 
standards which for over a century have gone 
into our world-famous bank vaults and 
equipment. That's why, in H. H. M. Counter 
Equipment, drawers slide extra smoothly and 
soundlessly, why cabinet doors fit extra snugly. 





See our display at the N.O.F.A. git rue tie 

Convention—Spaces 237-8. > %, 

Or, write for catalogue. (906 Hall MARIN Spe 
b> ae! 


HAMILTON, OHIO 


VER STORAGE VAULTS AT WEST P 
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@ Colson’s attractive new counter display 
peps up your caster sales, brings you extra 
business — extra profits by displaying re- 
placement casters for all types of office fur- 
niture and equipment. 


Requiring a minimum of counter space, the 
Colson display shows hard and soft wheel 
casters for wood or metal office equipment 
—also two sizes of glides. Millions of these 
products are sold and the Colson “Silent 
Salesman” merchandising plan can help 
you get your share of this sales volume. 


& Mail Coupon Today 
THE COLSON CORPORATION 


ELYRIA, OHIO 


Please send data on Colson Casters for office furniture 
—also information on Colson’s new “Silent-Salesman” 
merchandising plan. 


Company 
es — , eEres 
City 











| 
| 
| 
Name__ ‘ ate 
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Best Seat 
in the House! 























Sales come quick and easy with 
Craftsman Chairs. Simply introduce 
them to your customer . . . let him sit 
in one... then write out the order. 

Generally, you won’t even have to 
tell him the whole story: how Crafts- 
man Chairs are built from carefully- 
selected woods by skilled experts who 
have been building chairs since 1929. 
He will be glad to know, however, 
that his Craftsman Chair will serve 
him for the rest of his life. 

If you haven’t a floor stock of 
Craftsman Chairs on hand, let us show 
you how you can profit with this line. 
Write today. 
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+ HANG-A-FILE- 


Standard Equipment 
m many 
NEW OFFICE DESKS! 


MOST POPULAR ‘HI-WAY’ 
OF FILING IN AMERICA 


HANGAFILE 
FOLDERS 


Hang-A-File folders 
are available in Red 
Rope, Gray and Tan. 
letter * Legal and X- 
Ray sizes 


Ail Hang-A-File fold- 
ers packed 25 to the 
box ’ and include 
Metal Tabs with ace- 
tate clear cellulose 
windows. Inserts fur- 
nished A-Z or blank. 











Today . . . numerous desk 
manufacturers furnish Hang- 
A-File folders in the deep 
drawer of desks shipped to 
their dealers. Through the 
magic of good planning and 
skillful engineering, Hang- 
A-File frames quickly trans- 
form ordinary file und 

desk drawers into smooth 
Hang-A-File operations. 


write today for New Catalog 





-HANG-A-FILE-— 


Louis H. Farber Co. 
31 E. CONGRESS PARKWAY, CHICAGO 5, ILL. 
TELEPHONE WeEbster 9-3217 
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2 oom om x Beas 
mers as easy as opening a desk drawer! 


At last! 


A REFRIGERATED OFFICE BAR 
FOR ONLY $ G90 


t i 





Wonderbar 


PORTABLE, SILENT REFRIGERETTE STYLED AS SMART FURNITURE 


Silently, it freezes ice cubes! Chills sodas, mixers, 
snacks! Looks like smart office furniture! Backed 
by scores of national ads—no wonder the 
“Electric Wonderbar” has been greeted by sen- 
sational demand in smart offices coast-to-coast! 


AC or DC, 12 to 230 volts. 5-year warranty on 
silent freezing system. Mahogany, blond, white— 
or paint it to match the office. Bases, accessories 
optional. Cabinet base that serves as cellarette 
also available. Call your Servel Distributor! 


y¥ 


The name to watch for great advances in 


REFRIGERATION and AIR CONDITIONING 
Serve! Inc., Evansville 20, Indiana 
In Canada, Serve! (Canada) Litd., 548 King St 
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CHALLENGER SUITE 


CONFERENCE DESK 
_— the choice of 


Teint inal ing 


buyers 


No. 8276C—76” x 40” 


Available in Softone 
Walnut and regular 
American Walnut. 


Also 58” x 32” secre- 
tarial and flat top with- 
out overhanging top. 


REPRESENTATIVES 


Fred Deutsch 
Rt. 7—Box 415 
North Haven Road 
Dallas, Texas 


William (Bill) Tonkin 
3515 Griffith Pk. Blvd. 
Los Angeles, Calif. 


Dedicated to Wood Desks for 70 Years 


DESK MANUFACTURING COMPANY 


454-456 NORTH ARMOUR STREET e CHICAGO 22, ILLINOIS 


o a 


Zoave7 MEATHER FURNITURE Better Sellers 


Better Prices 


Superlative 
craftsmanship re- 


lated to the latest . . 5 America’s finest mfg. of better-made 
decorator trends ai upholstered leather Office, Home & 
: Institution furniture. B er | - e 


plus competitive 
prices... assuring FREE! write for NEW 1953— 
. illus. catalog O-1. 


a greater sales 


because they’re 


volume. 


7 ‘ 
SORT LC RETR aReewiseerorns 


As seen by millions on Nationally advertised 


FURNITURE CORP. T.V., Magazines, Newspapers. Mat service available 
42 Greene St., N.Y. “t=... 


OFFICE APPLIANCES, 


















2rS 


yee 


ith- 


IS 

















OFFICE APPLIANCES, 





Insist: - 


That the Furniture 
you Buy or Sell 
is MODERN 
in its CONSTRUCTION 
as well as in DESIGN 


Insists: 


That Vitally exposed 

Components are made 

“IMPERVIOUS TO ABUSE” 
by the use of 


NOTE: With no success at all ENSIWCO 53 
these busy little men are try- 





ing hard to make an im- Pat. No. 2,488,301 

pression on a aga sl DENSIFIED WOOD 
components of this modern 

comp FURNITURE COMPONENTS 

















DENSIWOOD” KNEE-SPACE POSTS ARE BEING CURRENTLY FEATURED ON MANY OF THE “BETTER MAKES” OF WOOD 
OFFICE DESKS TODAY. 
— MAKE SURE THAT THE DESKS YOU BUY ARE SO EQUIPPED — 


“Providing the Durability of Steel . . to the Warmth and Beauty of Wood” 


The tendency to mar, dent and splinter is an inherent characteristic of wood. Now a revolutionary new process, resulting in 
our patented densified (or hardened) wood furniture components called “DensiwooD” solves this problem. 

Identify this feature on all Wood Office Desks that you buy by making sure that our trade-mark and patent number appears 
on the inside faces of the Knee-space Posts. We will gladly furnish you with the names of the more progressive Manufacturers 
who are featuring ““DensiwooD” center posts on their various lines of Wood Office Desks. 


INSIST ON THE BEST—DEMAND “DENSIWOOD’’* 
U. S. Patents No. 2,488,301, No. 2,567,292, No. 2,412,523; Canadian Pat. No. 464,756. Other Patents Pending. 


LUNDSTROM LABORATORIES, INC. ° LITTLE FALLS, N. Y. 


Laboratory and Processing Plant: 137 W. Smith Street, Herkimer, N. Y. 





»D COMBINATION 














CABINET SIZES 

Height Depth Width D 
a 18” 35” 

*ABC}I3" = oa 35 . COUNTER HIGH 

42” 18” 35” 

te yet CATALOG E 

E 30%" 18” 20” PRICE LIST ; 

*AVAILABLE ants DESK HIGH 


IN 78” HEIGHTS 


KEYSTONE STEEL EQUIPMENT COMPANY, INC. 
1914 S. WATER ST., PHILA. 48, PA. 
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ALMA 1100 ECONOMIZER 


It Pays to Sell Equipment 
That Invites Good Workmanship 


ae —_-s 
The NEW Alma 1100 
features... 















Recessed, Full-length center legs 
Solid cast brass drawer pulls 


Gracefully rounded corners, edges, 
posts 


Nylon roller-bearings on double 
drawers 










BETTER DESKS ARE MADE OF WOOD 


ALMA DESK CO. 


HIGH POINT, 


Alma 


NORTH CAROLINA 


T’s TO YOUR customers’ advantage to 
provide office furnishings that pro- 
mote a pleasant, working atmosphere. 
The warmth, the friendliness, the 
proven durability — and the quiet 
operation of ALMA Desks create the 


proper setting for good workmanship. 


Successfully combining these ad- 
vantages with handsome simplicity of 
style . . . at budget-appealing prices, 
the ALMA 1100 Economizer Series of- 
fers a desk that measures up to every 


general office requirement. 


Wise Economy is always a best- 
seller . . . so stock up now, and bring 


greater profits within easy reach, 


—— 





Se 












- | ee 


ing 








Compact 


Battery of 


ROBERT A. LATIMER 


” 


mw “THE COMPLETE STORY of 
filing” in a wall space only 15 feet 
long has helped Henson’s, a lead- 


ing office appliance dealership of 
Waco, Tex., to steadily increase 
file sales 

Like most other office supply 


firms, Henson’s has been seriously 
hampered by space problems during 
the past 10 years. Because of this 
fact, every square inch has been 
arefully plotted. The compact file 
isplay, as shown herewith, does 
louble duty” in that it contains 
very type of office file in use in 
Waco business offices, plus many 
extras” and specialized types, 
hich Mr. Henson has introduced to 


he market 

In addition, the drawers, when 
illed open, are serving as practical 
xamples of the use of various 


ypes of filing, transfer work, and 
ecialty systems. 

As shown, the “battery of files” 
sists of 16 standard-size units, 
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Impressive . . 


Files Has Extra Sales Efficiency 


atop which are many small personal 
files, fireproof locking types, and 
desk-top models. The floor model 
files range all the way from an 8- 
drawer card file at $202, down to 
a single-drawer card file, handy 
for the executive’s desk-top at $4.70. 
In between are posting files, over- 
sized legal size varieties, letter files, 
lockers, safe-compartmented types, 
and fireproof models. 

Mr. Henson’s usual method of file 
selling is simply to “turn the cus- 
tomer loose” to look over the selec- 
tion, pulling one drawer open after 
another, experimenting with the 
systems revealed, and otherwise sell- 
ing himself. 

Ready to Help 


Of course, should the prospect 
come in thoroughly aware of the 
type of file which he wishes to buy, 
Henson’s participation consists 
chiefly of pointing out the proper 
model, and attempting to advance 
him to the better-priced, top-qual- 
ity lines. 

The fact that some 10 types of 
filing systems are involved in the 
display, simply laid out so that 
each can be readily demonstrated 
to the customer, has proven a pow- 
erful asset, Mr. Henson indicated. 











. Battery of files on display at Henson’s, Waco, Tex. 


Frequently, the customer who 
came in to look at a new file has 
wound up purchasing the system 
used with it, and upon describing 
the system to business acquaint- 
ances, has created other valuable 
prospects. 


Colors have Value 


There is a certain amount of 
artistic value in the sharp varia- 
tions in color and finish, which 
today’s file manufacturers have de- 
veloped, Mr. Henson pointed out. 
He carefully alternates colors, or 
shades, where possible, to give a 
pleasing “color effect” to the big 
battery. Signs and posters, are 
chosen for contrasting colors where 
they are used. 

“This sort of active display will 
keep the prospect interested for a 
far longer time than indepedent, 
small file displays scattered around 
the store,” Mr. Henson said. Al 
though we ourselves are guilty of 
this, simply due to the lack of space. 
Sizing various files carefully to pre- 
sent a symmetrical picture, and 
contrasting the colors, will make 
file prospects of many customers 
who came in only for a bottle of 
ink or a bundle of scratch pads.”— 
RAL 


247 














Customers’ Comfort . 


.. The counter at which customers 


of Uptown Federal Savings & Loan Assn. are served by the 
tellers forms a sweeping curve beneath the mural. Out of 
sight are many items of functional equipment furnished by 
Weber, Hilmer & Johnson. 


Large Installation Demands Personal 


Service 


Weber, Hilmer & Johnson 
Supplies Convenience and 
Luxury in Equipping of 
Uptown Federal Savings 


& Loan Association 


wm The firm of Weber, Hilmer & 
Johnson performed a bridesmaid’s 
role in the marriage of luxury and 
convenience for Uptown Federal 
Savings & Loan Association at 4545 
Broadway, Chicago. 


Official’s Office . . . A specially-designed 
Rockwell-Barnes executive desk, comfort- 
able No. 4815'2 Taylor executive posture 
chairs and No. 4813 Taylor armchairs were 
used in furnishing the office of Vice-Presi- 
dent Langworthy of Uptown Federal Sav- 
ings & Loan Assn. A glass block window is 
set off by drapes also furnished by Weber, 
Hilmer & Johnson. 
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These complete office outfitters of 
Chicago through the personal serv- 
ice of Dave Amado of the sales de- 
partment worked painstakingly 
with the architect, Roy B. Blass, 
and Uptown Federal officials. They 
provided a complete installation of 
office furniture and much of the 
tellers’ cages and vault equipment 
behind the scenes. 


a~, tn.- 
mo 


_— 2 
~ 


a ak ca Ole 


> 2 
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This was an assignment in which 
overhang conference-type desks 
were wanted throughout, plus top- 
grained leather chairs in color com- 
binations of gray and persimmon. 
These were to harmonize with the 
striking drapes also installed 
through Weber, Hilmer & Johnson. 
In the transformation of the asso- 
ciation’s working quarters, com- 
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urmth and Beauty . . . Overhang Im- 
al conference-type desks and top- 
ned leather Taylor chairs in color com- 
ations of gray and persimmon enhance 
warmth and bauty of the new savings 
1 loan offices. A restful lounge manu- 
tured by A. Hilger & Sons has fabric 
a linen design especially chosen by 
esman Amato. He likewise chose the 
niture colors to blend with the overall 
ecorative scheme. Desks are finished in 
erial No. 72 oxford gray, matching 
walls panels 


Desks by Imperial . . . Four of the 10 
nperial desks installed by Weber, Hilmer 
& Johnson at the new offices of the Uptown 
Federal Savings & Loan Assn. are used in 

» customers’ room. The seating is by 
Taylor Chair Co. Overhead is seen a sec- 
tion of the striking mural, “A Financial 
Lifetime 








pleted almost magically over the 
New Year’s holiday, there was to be 
no interruption of “business as 
usual.” New furniture had to be 
delivered and installed on time. 

When customers entered the 
offices on the morning of January 
2, 1953, they were amazed the way 
the effect of luxury, coupled with 
~onvenience, had been secured for 
Uptown Federal. 

When the installation was done 
Salesman Amado received this high 
praise from Executive Vice-Presi- 
lent J. N. Langworthy of the sav- 
ngs and loan association: 

‘When we review the many items 
if furniture and equipment which 
were necessarily involved in your 
‘fforts, and see the final results, you 
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are most certainly to be highly com- 
plimented and commended for the 
service you personally rendered ... 
the assistance and advice you 
proffered far extended our expecta- 

That’s the type of testimonial any 
salesman likes to carry and it is 
used to good advantage in other in- 
stallation jobs for which Weber, 
Hilmer & Johnson is involved. 

Already a contract for Cain & 
Culhane, real estate firm next door 
to the Upton Federal Savings & 
Loan Association, is being carried 
out. 

Statistically, the Uptown installa- 
tion was an imposing one. It in- 
volved the placing of 32 Taylor 
chairs, 10 Imperial desks, one Rock- 


well-Barnes executive’s desk and 
two special Hilgers sofas. Installed, 
too, were Bentson desks and Harter 
chairs behind the cashiers’ cages, 
along with Royal metal stools. 


One of the major items of equip- 
ment placed by Weber, Hilmer & 
Johnson is not only out of sight of 
customers, but also hidden from 
many of the employees. It is an 
especially-constructed vault and the 
equipment therewith embodying 
unusual functional facilities reflect- 
ing the careful planning that went 
into Uptown Federal’s specifica- 
tions. 

Bentson Manufacturing Company 
furnished three batteries of top 
grade 5-drawer filing cabinets with 
various drawer insert combinations 
to accommodate bank records. 
Above these files and stretching to 
the ceiling, Bentson also furnished 
a number of sliding door storage 
cupboards with adjustable shelves. 


Others Approve 


Managers of other savings and 
loan associations were enthusiastic 
about this feature. Otto Kling, pres- 
ident of the Austin Federal Savings 
& Loan Association, termed the 
vault “the most complete, func- 
tional vault I have ever seen.” 

Remington Rand Inc. equipped 
the new counter composed of eight 
tellers’ stations. It is tailored to 
provide fast, efficient service. Vaults 
are by the Herring Hall Marvin Safe 
Company. 

In every way, equipment of Up- 
town Federal was a big league 
operation. Weber, Hilmer & Johnson 
is proud to have been a part of it. 
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Perspective 





by WOODS WHITE, JR. 
President, 

Office Equipment Company 
Chattanoogo, Tenn. 


g@ THE CUSTOMER WANTS to vis- 
ualize how his office will look when 
it is equipped with new furniture. 
Office equipment stores, therefore, 
are missing a selling opportunity 
when they do not provide layouts 
of suggested offices. 

What we do here at the Office 
Equipment Company is to make a 
layout—not just a flat picture but 
instead one with eye appeal and 
perspective. 

Thus, the customer can see what 
each piece of equipment will do in 
relation to the entire set-up. If the 
job is large enough, we color the 
layout, showing what colors blend 
and harmonize with each other. 

Fundamentally, there is tremen- 
dous sales appeal in such service 
because it proves to the customer 
that we are interested in the job 
and have given thought to his par- 
ticular problem. 

Not only that, but it proves that 
we have solved some of the prob- 
lems such as arrangement of fur- 
niture to the best possible advan- 
tage for space available and the 
employment of color in room har- 
mony. 

With such layout service we have 
gone beyond the oft-prevalent sell- 





Leather Sets 
Office Pace 


George W. Reinoehl, Grand Rapids, Mich., 
industrial designer brought a change of 
pace for a small professional office with 
this unusual design for an office which 
featured a floor covered in small squares 
of saddle tan leather and a door area 
upholstered in primrose yellow leather. 
Sliding cabinet-door fronts are covered in 
olive green leather as are upholstered 
chairs. This design is one of 12 new set- 
tings by leading American decorators 
which were specially selected for this year’s 
nation-wide ‘‘Leather in Decoration’’ Show. 
The showing will be brought to the public 
on a nation-wide tour, starting in New York 
City, and covering 20 key cities coast-to- 
coast, according to James Liberty, execu- 
tive vice-president of the Upholstery 
Leather Group. 
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ing idea of furnishing merely a 
quotation sheet full of specifications 
and prices. With the presentation 
of figures alone the customer ga’ns 
only a vague idea of what his future 
office will look like. Instead, we 
furnish something that is concrete, 
a perspective of things to come in 
new office comfort, utility and 
beauty. 

This method of selling overcomes 
several big hurdles in the office 
equipment business. We don’t talk 
price; instead we talk about effi- 
cient spacing arrangement and the 
over-all appearance of the office. 

The net result is that we gener- 
ally have received more for this 
layout-serviced office than our com- 
petitors who do not do such an 
efficient job of selling. 

Painstaking preparations go into 
our layout presentation. We present 
the proposal in a colorful folder 





Layouts Sell Furniture 





which depicts the individual pieces 
of equipment. We don’t generally 
submit the prices until the next 
day. In the interim, the customer 
has opportunity to talk himself into 
the installation on the basis of effi- 
ciency and appearance. Our selling 
job is well started before he starts 
to think of prices. 

We have found that it takes an 
average of two to three hours to 
make a proposal of this type unless 
it is an exceptionally large job, and 
then from four to five hours. 

This is time well spent. We are 
certain that it is more profitable 
than merely going out and calling 
on a customer four or five times, 
trying to sell him from a catalog. 

The perspective-layout selling has 
been successful for us to the extent 
that nine out of every 10 jobs on 
which a proposal is made are even- 
tually listed in our books. 
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plan on this RULE 


for greater profits 


e a 













More sales and greater profits . . . these are the benefits 

that the Crestline Office-Plan-Rule brings to you—and to 

all Security Steel Dealers. 

This is because enthusiasm— intense and active—for improved office 
appearance and efficiency is being generated by this ingenious 

office management self-aid tool . . . an enthusiasm that can be made 
evident, immediately and directly, in your sales and profit picture. 

As a Security Steel Dealer, these Crestline Office-Plan-Rule sales 
leads will come to you as fast as they are received. As you act 

on them so will your business react. 





AVENEL, NEW JERSEY 
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MODEL *'S” 









TIFFANY. ..' 
TOPS 


for Value 
lo Managen vent / 


This office machine stand has everything. A deburred-edge 
angle and channel steel construction affords sturdiness found 
only in Tiffany Stands. The exclusive open top design means 
freedom from distracting noises and vibrations, Heavy metal 
foot castings that cover the casters give a firm base... help 
prevent accidents. No wonder so many people prefer Tiffany. 


Available with extra 
drop leaf on right side. 


st 






LOUIS 5, MO. nee | 

















and WARDROBE 


CABINETS 





ATTRACTIVE DESIGN 









CHROME HARDWARE 





THREE POINT LOCK 












POSITIVE 





LOCKING 








SEMI FLUSH HINGES 








ROUNDED CORNERS 





REINFORCED BASE 












GLIDER BOTTOMS 





GREEN ORGRAY 





STORAGE 
WARDROBE 
COMBINATION 
COUNTER HIGH 
DESK HIGH 
CABINETS 



















GEE OL our 


BUY “1900” LINE 
1200 LINES AVAILABLE 








SEE, 
1800, 




















WEST MADISON STREET 
44, ILLINO'US 


5631 
CHICAGO 
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pont OVERLOOK 
LOOKOVER ATLAS 


ATLAS C JUMBO 


MODEL 


Capacity—700-11" to 21” wide 
negatives, x-rays, 
1400 standard off- 


masters 


offset plates 
records, etc 
set plates and 


Specifications All Steel Con- 
Bearing Suspen- 
Hanger Frame. 


high, 


struction, Ball 


sions, Separate 


Jumbo Model 52” 
wide, 28° deep 


Also availabre Mode! for 700 
tandard offset plates 1400 stencils 
Jur de high, 


ATLAS TWIN 


DELUXE 


Capacity — 600 standard 
offset plates and masters 
1000 stencils. 


Specifications — All Steel 


Construction, Ball Bear- 


ing Casters, Locking Stop- 
arms, Piano Hinge. 


Twin Deluxe Mcdel—25” 
high, 25%” wide, 26” 
deep. 
© 
See the 

complete line of 

ATLAS FILES 

and Patented 


HANGERS 
at the NOFA 


ATLAS HANGERS FOR EVERY 


CONVENTION 
VERTICAL FILING NEED 
H Hangers for stencils PSC Hangers for 


BOOTH 137 
folders, straight edge offset 


SH Hangers for offset 
for group and * 


cils in file 
fes, x-rays eft 
tes GRIPDEX 
ecialty filing 


Write for illustrated literature on the complete line 


7. it FG 


yam STENCIL FILES CORP. 
8 a ° OHIO 


Hangers 
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Comfort 
Master Chair 
#3129 


prized by office managers for 
lasting comfort...economical durability 
...and luxurious appearance. 


One of the first to use foam cushioning, and from the 
first The General Fireproofing Company has used only 
the finest— U.S. Koylon Foam. Their Goodform 
aluminum chairs are shaped to provide maximum 
distribution of weight over a larger area and U. S. 
Koylon Foam Cushioning helps make this possible. 
Yes, leading manufacturers use the ultimate in 
cushioning— U.S, Koylon Foam—for home comfort 


in office living! 


© UNITED STATES RUBBER COMPANY 
ROCKEFELLER CENTER + NEW YORK 
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A GOODFREND 
PRODUCT 


ea 


So 
paged f 
BIER 


SAFE-D-VAULT 


A FIRE RESISTANT BOX 


An ideal Fire Resistant unit in which to safeguard your im- 
portant papers. The Safe-T-Vault is roomy enough to hold 
the average householders or small offices valuable papers 
and yet compact enough to be kept in a dresser or desk 
drawer. The lengthwise opening permits easy access to the 
contents when opened and also eliminates fumbling around 
for the paper for which you are looking as the entire stor- 
age space is clearly visible. 


CONSTRUCTION FEATURES: 


. Two complete heavy gauge steel boxes lined with spe- 
cially treated insulation. 

. Special type air sealer strip that cushions closing and 
eliminates air leaks. 

. Recessed plate and securely riveted handle. 

. Cylinder lock with two keys. 

. Size—13% x 9% x 3% wt. 12 lbs. 

@ ABOVE open and closed view of 


SAFE-T-VAULT Fire Resistant Box CONGRE: Geny ° Gress > Shue * God 


PACKING: Ind. cartons—Six per shipping carton 


\ o @ LEFT cut-out view showing insulation Write for Lid é 
GOODFREND @ METAL PRODUCTS CO. 


1019 EAST 75TH STREET CHICAGO 19, ILLINOIS 
MANUFACTURERS OF STEEL SPECIALTIES 








The one and only 


FOLD-A-WAY TABLE 


. . . the world’s handiest table 


NOW NATIONALLY 
ADVERTISED 


LIGHTWEIGHT ALUMINUM 
: 
. holds over 40 times For extra Holiday business two 


its own weight. Folds to | ways—feature the FOLD-A-WAY 

fit in closet or car. . . | asa gift... use it as an extra 

or to carry like luggage | | counter to display Holiday Write for literature, price lists 

on its own leather handle ae BLiGs For Offices, homes, and cooperative advertising plan. 
| churches, institutions . the 

MODEL A (24” x 60”) List—$21.95 | FOLD-A-WAY is the world’s 


West of Mississippi—$22.95 ™~ fitable table. 
MODEL B (30” x 72”) List—$29.95 =. mest Sete 
West of Mississippi—$31.50 


FEATURE THESE OTHER ALL-LUMINUM PRODUCTS 


TX | Goa] weemeaq| GB 


Reed St.—36th to 37th Phila. 46, Pa. Atlas Folding Legs Snack-Pak Outdoor Chairs Stadium Seat 
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STEEL FILING CABINETS 


° 
STEEL DESKS AND TABLES 


Fashioned to the most 
discriminating taste. 


WRITE FOR CATALOG 





She BENTSON MANUFACTURING COMPANY 


AURORA, ILLINOIS 





NOT A BETTER 


OFFICE CHAIR buy 


IN AMERICA! 


LIST *y* IN DURASOL 


Compares with the Smartest... 
Yet priced with the Lowest 











e Solid Walnut or e Syncro tilt adjust- 
Oak. able chair control. 


¢ 9-coil unit spring. . colected covers. 


e Foam rubber seat, 
rubberized hair e¢ 2” soft rubber ball 


back and arms. bearing casters. 


Wy 
Murphy (hair (ompary 











OWENSBORO , KENTUCKY 














EXECUTIVE 
POSTURE 
CHAIR 


no. 289 





Sence_ 1872 
MANUFACTURERS Wood FOR WARMTH & DIGNITY 
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DISPLAY ‘EM 


.. and you'll 


SELL "EM! 














and 


ROLLER CHANNEL SUSPENSION 


FILING CABINETS 


Only by seeing and inspecting one of 
these files can you appreciate the supe- 
rior design and workmanship made pos- 
sible by 40 years experience in the manu- 


Heavy-gauge steel construction 
New side-lock compressor de- 
sign offers “feather touch” re- 
lease. Used on Full Suspension 
Line only. 

Convenient thumb latches on 
Full Suspension Line. 

Attractive green or metallic 
gray baked enamel. 

Dull chrome finished hardware. 


write for information ! 





MICHIGAN CITY, INDIANA 





tt 


ae 
The SENIOR EXECUTIVE Series 
combines the three factors which complement the activities of 
every busy executive: superlative quality . . . proven efficiency . . . 
and unsurpassed beauty. Every detail in this modern, functional 
line of fine desks and matching accessories is an “Executive” 


feature of superiority. : 
Further information upon request. 


BSGC090903 GUROIVIMRG. sc. 


P. O. Box 1048 — Oklahoma City, Oklahoma 





Streamlined for busy, 
top-flight executives .. . 


a | 


All desk pedestal drawet 
operate on roller bearings 


This new, exclusive Executive feature of 
adjustable, roller bearings (patent applied for) 
assures easy, silent operation of ALL drawers, 
even when heavily loaded. Actually, loaded 
drawers slide in and out more easily than empty 
drawers not having this feature! These 
adjustable bearings assure ease of operation, 
longer life and full interchangeability 

of all drawers. 
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No. 209%2 


Perfect union of Revolving Chair 
looks, comfort and 
stamina... the 3-way 
combination that 
builds GOOD WILL 


No. 7225 Sofa Modern, elegant, 
built to stand a lot of service 


for your store! 


For BRIGHTer offices . . . for craftsmanship at its 


very peak .. . give your most discriminating 


customers the privilege of ordering from our catalog 


No. 209 Arm Chair MANUFACTURERS OF 


Matching 20912 above 
133 BLEECKER ST., NEW YORK 13, N. Y. 








SEE US IN BOOTHS 128 & 129 IN CLEVELAND—APRIL 26-29 


UR ABLE continues to set the pace with the 





BIGGEST DOLLARS WORTH 


NON-SUSPENSION 
je ONE & TWO DRAWER STEEL FILING CABINETS y& STEEL DESKS & OFFICE EQUIPMENT 


Prime Steel @ Electrically Welded @ Ball Bearing © Compressor Follow Blocks 
Aluminum Pulls @ Finished in Standard Grey or Green Permanized Baked Enamel 


NEWH! = = 
ECONOMY PRICED! &§ "aaa 


MODERN 
EXECUTIVE DESK 





@ Practical 

® Beautiful © Durable 

Heavy gauge furniture 

steel with linoleum top. 
Modern recessed back. 
Standard grey finish. 

Desk Top—53”x 25%” 
Drawer Depth—(OD) Full 24” 


Caref 
LET US TELL YOU MORE .... write for price list & illustrated catalog #5 in indi nacted 
& u 
DURABLE" a 


URABLE METAL PRODUCTS co. Spat 


1709 ST. MARKS AVE. . sxivn 33. N.Y. + HYacinth 8-1188 SHIPMENT 
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NEW ALUMINUM TABLE 


PORTILITY TABLE Eee 


\ FOLDS TO 24° X 30° 

BY Ee OOM: FOR EASY CARRYING— 

NEW MARKETS FOR YOU! Hiiiameem 
* * 





LBS. 





PATENT APPLIED FOR 





» 
er 












| SBR | Al il a THE TABLE OF 1000 USES 
a, te pe oe 

rc PatiDy ala gt 
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Emeco’s new Portility Table, a folding utility table made of 
beautiful, lasting, rustproof, and stain-free aluminum, is 
finding thousands of uses in offices and stores throughout 
the nation. It is also opening up profitable sales outlets for 
office appliance dealers in the profitable housewares field 
because the Portility is an ideal extra table around the 
house. This light-weight table folds to 24’’ x 30°’ and has 
its own carrying handle. Ideal around the office for travel- 
ing auditors, special mailing jobs, extra work space, or 
additional storage space. Perfect for use by engineers on 
site’ work. Cash in today on this new Emeco product. 








ABR A eacsncet mses 








era 


ee ee ee ae en ee ee 7} 
1! EMECO CORP., HANOVER, PENNSYLVANIA 
ae tancces ‘ Please send me prices and additional facts on Emeco’s 
: ’ Portility Table today! 
TODAY ' 
To Ger : 
| COMPANY 
| MORE STREET 
| FACTS! , city STATE 
| ee SE ae SS a A nal 
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How a Shipping Service 


Functions for Dealers 


sper F car Service 
eeds Delivery, Cuts Cost 
f Furniture Transportation 


Editor's Note: This article tells 
about the beginnings and present 
operotion of the Jasper (Ind.) Pool 
Car Service, a non-profit association 
designed to expedite shipping of 
furniture at reduced cost. Officers 
and directors are: 

President—R. F. Schnaus, Jasper 
Novelty Furniture Co. 


Vice-President—Arthur A. Barth, 
Jasper Chair Co 





Secretary - Treasurer — Raphael 
Blessinger, Jasper Desk Co. 


Directors—Edward Scheaf, Jasper 
Cabinet Co.; Amos Braun, Indiana 
Desk Co.; Albert Schaaf, Indiana 
Chair Co., and R. E. Sturm, Jasper 
Office Furniture Co. 


During the first yeor of its opera- 
tion, Jasper Pool Car Service joaded 
several hundred cars and the new 
truck service to Chicago, originated 








in the latter part of the association's 
initial year, amounted to about 75 
trailer loads 


= THE CONTINUED THREAT of 
cancellation of exception ratings 
which would result in from 25 to 
100% increase in freight rates on 
office and home furniture forced 
the Jasper (Ind.) shippers and 
manufacturers of these items to 
seek relief 

That was the basic reason for 
consolidation of pool cars of Jasper 
merchandise to private individuals 
and formation of the Jasper Furni- 
ture Forwarding Company in early 
1949. Pool cars of furniture were 
consolidated to the Southwest, West 
Coast and New York City. The first 
car left Jasper May 19, 1949. 

While the original cost was re- 
duced from 50% to 70% via pool 
car to San Diego, Los Angeles, San 
Francisco, Seattle, Portland, Salt 
Lake City and Denver areas, a sav- 
ings of only 10 to 25% was effected 
in the New York City and Philadel- 
phia territory 

However, aside from the savings 
made possible, another great factor 
which cannot be overlooked is that 
of service. LCL shipments from the 
Jasper area to the West and North- 
west Coast take up to two weeks at 
the best and in most cases from 
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by GEORGE P. 
BERFANGER 


Manager, Jasper 
Pool Car Service 
Jasper, Ind 


four to five weeks normally. Even 
with a week to 10 days needed to 
consolidate enough tonnage to load 
a pool car and from six to 10 days 
for transit time by carrier, it is 
much faster than service given via 
LCL. 

Another important factor is that 
of the reduced amount of damage 
due to a minimum amount of han- 
dling from the time furniture leaves 
the shipper’s warehouse until it is 
delivered to the customer’s door. 


Handlings Compared 


Under the pool car plan the han- 
dlings totaled six. While this may 
appear to be a considerable amount, 
it must be remembered that an 
LCL shipment moving via rail re- 
ceives the same number of han- 
dlings plus an additional six to 
eight at various points of carriers. 
These additional handlings are 
performed by regular warehouse 
men whereas the handling by ship- 
per and pool car consolidator is 
performed by experienced men. 
They transfer only furniture day in 
and day out, giving it the utmost 
care in order that it might reach 
the customer in good order. 

While the savings effected in the 
New York and Philadelphia area 
were not as great as those in the 
West, Northwest and Southwest due 
to differential of rates, the im- 
provement of condition on arrival 
of merchandise and the much 
speedier service were two great fac- 
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tors in the acceptance of pool car 
service by customers of the Jasper 
manufacturers in these areas. 

Committments made to the Jas- 
per manufacturers by the Jasper 
Furniture Forwarding Company 
were not fulfilled for several rea- 
sons. This company was dissolved 
in November of 1949. 

The Jasper factories realized the 
success of pool car consolidations 
and the necessity for continued op- 
eration of the service. These fac- 
tors plus the need of this shipping 
help in other areas plagued by 
high freight rates, damages and de- 
lays in transit of LCL shipments 
made action imperative. 

Plans were drawn for a modern 
and fire-proof consolidating ware- 
house to meet many requests by 
dealers for a cheaper, quicker and 
better transit service. 


Make Quick Change 


Not one day was lost in between 
the date of dissolution of Jasper 
Furniture Forwarding Company 
and the forming of the Jasper Pool 
Car Service directed by Jasper fac- 
tory officials for the benefit of their 
dealers. 

In July 1951 an adequate and 
suitable site was purchased and 
construction was started in Sep- 
tember. The warehouse was com- 
pleted in December, making pos- 
sible forwarding of the first car on 
January 3, 1952. 

The cost of the new warehouse 
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representing approximately $70,000 
was made possible by the Jasper 
manufacturers with only one 
thought in mind, that of furnish- 
ing adequate facilities for providing 
dealers and customers with the 
cheapest and best transportation 
method possible. 

The Jasper Pool Car Service, 
being a non-profit association, is 
operating on a very small margin. 
This association, like others all over 
the nation, has had to face the high 
cost of labor and operating over- 
head. Nevertheless, it has still been 
able to operate on a 42c per cwt. 
for handling charge which includes 
picking up of merchandise from 
the local shippers, loading it into 
cars and insuring the merchandise 
while in its possession. This is pos- 
sible because of the volume of mer- 
chandise handled. 


Rates Went Up 


The thing that everyone, espe- 
cially in the furniture industry, 
feared happened May 30, 1952—the 
cancellation of exception ratings 
which were prior to that date ap- 
plicable to furniture. With the al- 
ready excessive LCL rates, this ac- 
tion increased freight rates on fur- 
niture from 25 to 100%. 

A typical example of the savings 
effective through use of the Jasper 
Pool Car Service is given, using 
Denver, Colo., as a shipping point: 
Via LC to Denver, Colo.: 


Desks—classification rate 1% x Aat class 
$3.64 plus 15%........ 5.24 ewt 


Chairs—classification rate x ist class 
ee SD eee $8.40 cwt 

Via Jasper Pool Car Service (based on 
15,000 lb. min. CL rate $2.70 cwt. plus 
15%): 

Jasper Pool Car Service handling 
Peer tee j $ .42 cwt 

Carload rate (15,000 Ib, min.) $2 70 
Owe. pilus 16% ...-. «2% 3.11 ecwt. 

Distribution and drayage : 35 ecwt. 

Total charges. $3.88 ewt 

Savings on desks, $1.36 cwt. or 25% 

Savings on chairs, $4.52 cwt. or 53% 

Desks weighing 200 lbs. each a savings 
of $2.72 per desk. 

Chairs weighing from 3035 lbs. each, 
savings of approximately $1.50 per 
chair. 


There are times when the volume 
of tonnage to some points is not 
sufficient to justify the holding of 
merchandise until enough is con- 
solidated to load a straight car to 
pool car destination point. In this 
event, the car is loaded with stop- 
over point. 





For example, the volume for Bal- 
timore, Md. does not consolidate 
fast enough to hold for a straight 
Baltimore car. Baltimore merchan- 
dise is then loaded in car as des- 
tination, completing loading of car 
with Washington, D. C., merchan- 
dise as stop-over en route for par- 
tial unloading. Since the Baltimore, 
Md., and Washington, D. C. portions 
are handled by the same distribu- 
tor, the cost of stop-over fee 
($14.68) is pro-rated among all con- 
signees in car amounting to $.10 
cwt. 

Numerous cities can be included 
in each respective pool car destina- 
tion point and still effect a consid- 
erable savings. The Jasper Pool Car 
Service can and will consolidate a 
car, or portion, to any given point 
that can be loaded en route as stop- 
over portion to any of the listed 
pool car destination points. If Jas- 
per Pool Car Service cannot accom- 
plish this, it will endeavor to ar- 
range the consolidation with some 
other member. 


Chicago Service 


In May of 1952, at the insistence 
of several Chicago dealers, Chicago 
pool car consolidation was re- 
quested. It was realized there was 
very little saving to be effected over 
that of LCL rates on desks or KD 
furniture, but there could be con- 
siderable saving over LTL (truck) 
rates. The Chicago dealers had been 
forced to resort to truck service, 
since LCL shipments were taking 
from a week to 10 days and in some 
instances longer. 

The Jasper Pool Car Service in- 
stituted Chicago Pool Car Service, 
affording a small savings on desks, 
with greater economy on chairs due 
to difference in. classifications of 
ratings. However, due to the fact 
that Chicago volume was not great 
enough to load a car more often 
than from four to six days, this 
plus the transit time of from four 
days to a week on the part of rail 
carriers, was very little better than 
LCL and very unsatisfactory. Jasper 
Pool Car Service then reverted to 
Chicago pool-truck consolidation 


which has proved to be the most 
satisfactory. As comparison, truck 
LCL, truckload LC and Jasper Pool 





Car Service charges are here listed 

Via Truck LCL: 

Desk classification rate 1% x $1.94 1 
class plus $1.50 surcharge. .$4.41 cw 

Desk shipment weighing 200 lbs.—2( 
lbs. @ $2.91 cwt. plus 15% 7.32 cw 

Chairs classification rate from 1% to 
x list class rate of $1.94 plus $1.5 
surcharge: 

100 lb. shipment of cartoned chairs 1: 
x $1.94 lst class plus $1.50 


PFET Pt Fre $4.90 cwt 
100 lb. shipment of wrapped chairs 2 »x 

$1.94 1st class rate plus $1.50 

ree 5.38 cwt 


Note: $1.50 surcharge applicable on A.Q 
(any quantity) to 5,000 lb. shipments. 


Via Truck: truckload rate $1.30 cwt 
8,000 lbs. min. 


Via Bail LCL: 

Desk classification rate 1% x Ist class 

rate $1.79 cwt. plus 15%......$2.56 cwt 

Chairs classification rate 2 x lst class 
rate $1.79 cwt. plus 15%....$4.12 cwt 


Via Jasper Pool Car Service (based on 
8,000 lb. min. truckload rate @ 
$1.30 cwt.: 

Jasper Pool Car Service handling 


SL nde s cee bandh aie .$ .42 cwt 
ai ye rate (8,000 lbs. min.) 
$1.3 Pere 1.30 cwt. 
Headline and drayage, C wrens 
and outer belt........ .80 cwt. 
Total charges coos ce vOn.bn Owe 


This total charge of $2.52 cwt. via 
Jasper Pool Car Service will in a 
few instances vary, due to the fact 
that in some loadings it is impos- 
sible to load 8,000 lbs. or more into 
a trailer. 

With the co-operation of a truck 
carrier who endeavors to furnish 
Jasper Pool Car Service with his 
largest trailer, as a general rule 
loading of 8,000 lbs. or more per 
trailer is possible. 


Watch Loadings 
The management watches load- 
ings closely in order to get the mini- 
mum of 8,000 lbs. or more per trailer 
in order that truck charges will not 
have to be pro-rated, endeavoring 
to forward loads to Chicago at a 
uniform rate. While there is very 
small gain via Jasper Pool Car 
Service over that of LCL (rail) on 
desks, in fact only $.04 cwt., there 
are savings of $1.60 cwt. on chairs 
over LCL. Comparison with LTL 
(truck) rates shows savings of $1.89 
on desks and from $2.38 to $2.86 on 
chairs by Jasper Pool Car Service. 
All in all, we of Jasper Pool Car 
Service, through the co-operation 
of dealers and manufacturers, feel 
that we are doing a fair job. We 
hope to continually improve our 
service to the benefit and satis- 
faction of the dealers. 








SELLING ISN’T a simple matter of ptesenting a superior product. 





It includes help- 


fulness, confidence, personal attention, friendship, and continual reminders that you 
are in business fo serve people. The only possible excuse for cutting down on a sales 
program is having nobody to sell. And of course, that’s exactly what happens after a 
sales and advertising program is allowed to slide. 
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—Air Conditioning and Refrigeration News 
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ole & Company Plans 


syouts to Include 
‘ustomer's Furniture 
urrently in Use 


Merge Old 


with New in 


i. 


A Lead .. . Alton J. Cole gives Charles Berman a lead to follow up for 


more office furniture business in Harrisburg, Pa. 


Office Furniture Selling 


gs TAKE THE PROSPECT’S present 
furniture into consideration when 
preparing a survey for better office 
planning and the chances of getting 
the nod to outfit the offices of this 
ustomer become that much 
brighter Such is the opinion 
voiced by Charles M. Berman, sales 


manager for Cole & Co., Harrisburg, 
Pa 

‘Experience has taught us that 
very few prospects are willing to get 
rid of all their office furniture and 
replace it with new pieces,” says 
Mr. Berman. “As a rule, we find 
hat when a prospect has enlarged 
his facilities and needs more fur- 
niture, he wants to add to that 
which he already has. If we were 


Ready for a Choice . . 
larrisburg, Pa. 
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to tell the prospect to dispose of 
all his furniture and then buy new 
items, chances are that he will 
retort that he will ‘think about it’ 
and prospects for making the sale 
are dimmed.” 

Because of this situation, Mr. 
Berman informs the prospect that 
he is going to take in consideration 
whatever office furniture is already 
on hand. Then, he will provide 
a complete breakdown of require- 
ments based on a survey. 

Mr. Berman feels that preparing 
a survey for every prospect, no mat- 
ter how much or how little furni- 
ture he is interested in, helps to 
close the sale. Thus, every prospect 
contacted is informed that he will 





. Store displays such as this help to promote sales at Cole & Co., 


get a survey on his needs without 
any obligation. And if Mr. Berman 
gets the go-ahead signal, he is al- 
most assured of a sale after it has 
been completed. 

The survey prepared by Cole & 
Co. includes a list of all the furni- 
ture already owned by the prospect, 
a list of furniture that should be 
obtained and recommendations for 
exchanges, refinishing and general 
office layout. It also includes a 
scale drawing of the recommended 
layout. 

“When such a survey is presented 
to a client, he may have all the 
work done at one time or may do it 
over a period of months or years to 
suit himself,” relates Mr. Berman. 
“But in any case, we are the ones 
that usually get the job. And a 
record of nine out of 10 survey pro- 
posals adopted by prospects shows 
us that we are on the right track.” 


Studies Needs 


In listing the office furniture 
needed by the prospect for his use, 
Mr. Berman takes into considera- 
tion that furniture which he already 
has. Then, he makes up a require- 
ments sheet that itemizes and 
describes the furniture for the in- 
stallation. Listed are furniture de- 
scription, condition, manufacturer 
and trade-in value. This covers 
that furniture already owned by 
the prospect. 

“Many times, our prospect will 
review the proposal and then de- 
cide to accept our trade-in offer 
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on his used furniture and outfit his 
offices completely in new furniture. 
If not, he knows what he has to 
contend with and he just buys the 
additional furniture that we recom- 
mend to him. Prospects realize that 
the survey and proposal made for 
them, free of charge, represents an 
investment of time and ability, and 
they usually abide by it.” 


Pictures Help 


Mr. Berman has found that in 
addition to his surveys and pro- 
posals, a set of pictures taken of 
various installations made by his 
firm helps to sell the prospect, For 
this reason, he carries with him a 
folder of installation pictures. These 
are shown the prospect and usually 
serve to convince him of the effi- 
cient job that can be done. 

“Probably one of the best sales 
assets that we have are the news- 
paper writeups,” relates Mr. Ber- 
man. “As soon as we have made an 
installation, we let the newspaper 
know about it. A reporter is usually 
sent to the firm where the installa- 
tion was made. He gets a picture 
and a small news item concerning 
the modernization or enlargement 
of offices. We are contacted and 
additional information is given the 
newspaper. 


Gain Publicity 


“These write-ups appear in the 
newspaper soon afterwards and 
they give us the best publicity that 
could be asked for. Many calls re- 
sult from these items and they 
always remain in the minds of 
those prospects who have office 
furniture requirements.” 

Word-of-mouth promotion is also 
a splendid sales asset. Usually pro- 
fessional men in the same field of 
endeavor come together at meet- 
ings, discuss business situations and 
policies and also their office changes. 
This being the case, when Cole & 
Company does an office for a pro- 
fessional customer, it usually re- 


sults in other business from the 
same field. 

Recently, the firm outfitted a 
doctor’s office with all the furniture 
needed for reception room and of- 
fices. It didn’t take long after- 
wards, until Cole & Company 
received other calls from doctors 
for similar outfitting. Several in- 
stallations resulted. 


“It happened that we outfitted a 
doctor’s office in a local medical 
building,” says Mr. Berman. “When 
other doctors in the building saw 
the offices, they wanted to know 
who outfitted them. It resulted in 
our getting additional business 
through our original customer.” 


Checks Leads 


Mr. Berman does very little cold 
canvassing, as he feels that he has 
enough leads to keep him busy fol- 
lowing up “live prospects.” These 
leads are obtained by checking 
building reports, building and of- 
fice modernizations, following up 
business changes and new tenants 
occupying offices and stores in the 
Pennsylvania capital. 

Contact is established with these 
prospects and through the use of 
the picture folder, surveys and pro- 
posals leads are developed into 
prospects and these into customers. 


Cole & Company also keeps its 
name out front by using newspaper 
advertising, direct mail and dis- 
plays at local fairs. Ads are inserted 
in the Harrisburg Patriot and Eve- 
ning News at least once a week. 
Direct mail consists of stuffers in 
all bills going out and the firm’s 
own mimeographed newspaper that 
is sent out every other month to 
its entire list of 15,000 customers 
and prospects. Called the Cole 


News, this mimeograph newspaper 
promotes new offices furniture and 
equipment stocked by the firm and 
also highlights certain used furni- 
ture and equipment specials. 


“From time to time, we make a 


mailing to all of our customers and 
prospects,” says Mr. Berman, “but 


each mailing is specifically ad- 
dressed to a certain following. We 
have listed all our customers and 
prospects on addressing plates and 
have divided them into categories, 
such as businesses, doctors, real 
estate and others. Then we can 
make a direct mailing piece that 
addresses itself to our recipients, 
rather than being a general or in- 
stitutional piece of copy.” 


Display at Show 


Each year, Cole & Company oc- 
cupies several booths at the Harris- 
burg Builder’s Show, which is one 
of the big events-of the year in 
central Pennsylvania. Novelty items 
are distributed at these shows and 
actual demonstrations made on 
equipment. This results in many 
leads to be followed up. 

“We are located in a highly cen- 
tralized defense area which includes 
army supply depots, Army War col- 
lege, arsenals and other Federal 
Government installations,” says Mr. 
Berman. “This is in addition to the 
offices occupied by the state gov- 
ernment. Combining all these in- 
stallations, we have a very fertile 
field to work in and all it takes is 
some aggressiveness and proper 
planning intelligence to acquire a 
sizeable portion of the business ac- 
cruing from these installations.” 


Joint Operation 


The business is jointly operated 
by Alton J. and Mrs. Edith F. Cole, 
who organized the firm in 1947. At 
the outset, they opened a small 
store, 12 by 15 feet, on N. Second St. 
in the Pennsylvania capital city. 
With planned promotions in mind 
and aggressive management, they 
soon outgrew their quarters and 
they moved to a new location right 
across the street. They now occupy 
several thousand feet of display 
space and a warehouse, with further 
expansion still in mind.—PL 





Builders’ Show attracted widespread attention. 
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Builders’ Show Helps . . . The office furniture display by Cole & Co. at the Harrisburg 
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designed with a 
difference 


lo list all the design advantages 
you receive in a Browne-Morse 
desk is impossible, but a few of 
the more important that add to 
comfort, convenience and dura- 
bility are: welded UNI-PIECE 
steel frame, all rounded corners, 
stainless steel flush drawer pulls, 
sound and vibration insulated, leg 
levelers adjust to 11/4 inches. This 
year a new design feature on all 
storage drawers incorporates a 
combination ball bearing and 
nylon glide drawer slide. 


Browne 
~ orse 


COMPANY 


MUSKEGON, MICHIGAN 





a 
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imperishable 
plastite top 


This year Browne-Morse’s famous 
Glider Extension Arm has been 
added to the file drawer of the 
desk featured above. Now you 
have the same “feather touch” ac- 
tion you’ve become accustomed to 
on Browne-Morse Glider Files. As 
for durability it’s unbeatable. One 
Glider File drawer carrying a 90 
pound load was opened and closed 
365,000 times (100 years’ use) and 
still showed no measurable wear. 
See this new feature of Browne- 
Morse desks introduced for the 
first time at the Office Furniture 
Show in Cleveland. 

















file drawer with famous 
glider arm 


Stamped from 16 gauge steel, 
Browne-Morse tops have the plas- 
tite surface permanently laminated 
to the metal by an exclusive pro- 
cess. This technique gives you an 
ultra-smooth writing surface that 
is wear - proof, cigarette - proof, 
stain-proof and chip-proof. This 
year Browne-Morse is giving you 
the opportunity to experiment in 
color dynamics by offering another 
work-producing shade. See the 
exciting mew mist-green top dis- 
played for the first time at the 
Office Furniture Show in Cleve- 
land. 
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STEEL ~~ 
COSTUMERS 


420 


LIST PRICE 


Newest 
Addition to 
Doro Line of 

WOOD DESKS, 

TABLES, 

PHONE, 

& UTILITY 
CABINETS & 
woop 
COSTUMERS 


Extremely 
Low Priced 


Exceptional 
Quality and 
Appearance 


Easy to 
Assemble 


Excellent 
for Mailing 
Knocked Down 
to Comply 
with 
Post Office 
Regulations 


LESS USUAL 
DEALER’S 
DISCOUNTS 


POST — Heavy 
Gauge Steel 
1% in. Square 
Tubing 


BASE—14 In. 
Diameter Steel 
Formed Fully 
Round. 3/16 
in. Thick 


4 Hooks of 
3¥@ in. Nickel- 
Plated Steel 


Knocked-Down 
Construction 


Individually 
Packed (Pole 
and Base 
Separated) 
Shipping 
Weight 18 Ibs. 


Finishes— 
Gray, Green 
or Brown 


Note—This item will be shown in 
our next CATALOG, available Feb. Ist. 


Be sure to Write for It! 


MANUFACTURING Co. 


220 INSTITUTE PLACE 
CHICAGO 10, 








@ You'll sell more chairs, 
better chairs, if you feature pos- 
ture-fitting styles with Seng Syncro- 
Tile Action Control. Office Chairs 
which are Seng Equipped promise dol- 
lars-and-cents benefits in improved 

working comfort and efficiency. 
Progress in seating comfort starts with SENG Precision Built 
Syncro = Tilt Controls — designed for the right combination of 
smooth-operating swivel-tilt-reclining, and body-fitting chair ac- 
tion. That’s why SENG is an important sales-builder in executive 

chairs. USE this advantage on every sale. 

SPECIFY SENG CHAIR ACTION CONTROLS on the new 
executive chairs you buy — for easier selling, higher unit sale, 


greater customer satisfaction. 


The YEG Comaany 


1450 NORTH DAYTON ST - CHICAGO -22- ILL 


SINCE 1874 WORLD'S LARGEST SPECIALISTS 
IN FURNITURE HAROWARE 
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Desks that have 

won acceptance 

and are backed with 
effective advertising and 


powerful selling helps 





».- IN THE 


KLM 


ALUMINUM OFFICE 












BUSINESS 
WEEK 




















It’s an 1 that your 


customers are looking for 


Many customers entering your store have an ID in 
mind . . . the symbol that is attached to every In- 
diana Desk. Through a continuous program of na- 
tional advertising, your customers have come to know 
that the “ID” trademark means quality office furniture 


in most-wanted wood. 


indiana Desk dealers can back up the national ad- 
vertising with (1) attractive full-color display cards, 
(2) beautiful catalog reproductions of color photo- 
graphs and (3) useful envelope enclosures in variety 
to match the completeness of the Indiana Desk line 
. desks for every desire, every utility, every budget. 


Get the ID? Write us today for the complete story. 


x 


IANA — 


ESKI CO. 


JASPER, INDIANA 
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AND INSTITUTIONAL 


CHAIR LINE 

WHERE solid back seating, 
rather than full posture fitting 
is preferred, Rest-All Dealers 
now have these two new mat ch- 
ing beauties to offer. Seat and 
back tilt together and are ad- 
justable to height and tension 
of tilt. Superlative quality 
throughout, entirely comparable 
in structural refinements to the 
older, established Rest-All mod- 
els. Upholstered in full color 
range of U. S. Naugahyde, per- 
forated or plain, and a broad 
selection of richly textured 


Goodall fabrics. 


MEXECUTIVE 
SWIVEL 


MODEL 800 
CLERICAL SWIVEL 


@ An armless version of the Rest- 
All Model 1000, for free action 
in occasional typing or use of 
other office equipment on or 
near desk. 








* WRITE FOR COMPLETE DETAILS ON 

THE COMPLETE LINE OF REST-ALL 
ALUMINUM POSTURE SWIVELS AND 
INSTITUTIONAL 
STRAIGHT CHAIRS 









28 W. MADISON AVE., YOUNGSTOWN, OHIO 


ae 
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tite Ct wih Val-A-rak 





eh 


Eliminates need for floor costumers or 
cloek rooms. Val-A-RAK opens from a 
sturdy piece of attractive matching wall 
furniture into a 19 x 12 x 13 in. closet 
Handles wardrobe of six people. Allows 
floor beneath it to be unoccupied for 
easy cleaning. Gives room an unencum- 
bered appearance. When not in use 
folds up into space of 19 x 12 x 3% in 
Made in blond, walnut and mahogany 
wood—and either conventional or mod- 
ern styles. 


All this for only $19.50 


(suggested retail price) 


Write for Illustrated Literature 
& Dealer Discounts 


SHERNESS COMPANY 


4356 Nicollet Avenue South 
MINNEAPOLIS 9, MINNESOTA 











lops:2%2: 


DESAS 
TABLES 


by 


Send for Catalog. 
LEHIGH DESK CO., INC. 














106 Duane St., New York © Factory: Bethlehem, Pa. 




















A typical installation of the Huntington 190 series 


Furniture by CXEEETTIEN 


o always in good Taste 





Designed by Jorgen Hansen and Jens Thuesen 
to please the most particular client. 

The Huntington name is your guarantee of 
quality materials and workmanship 


MAIL TODAY Qe 











Please mail complete information 


about Huntington furniture to 


HUNTINGTON 
CHAIR CORPORATION 


HUNTINGTON. WEST VIRGINIA 








Huntington Chair Corpdtation, Huntington, W. Va 


Attach to your letterhead and mail to 


OA 
Company 
City 





Permanent Showrooms: Huntington, Chicago and New York 
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weve Ae, adjustable 
STEEL SHELVING 


U. S. Pat. No. 2,621,800 





Extra Value Features 
To Help You Sell 


NEUBAUER “TWIN-POST” 
Adjustable Steel Shelving is 
stronger, more rigid at the vital 
oints — corner posts. E 
AUER “TWIN-POST” de- 
sign is actually 2 posts with 3 
strong corners (see inset). 
Shelves fit tightly . . . eve 
thing stays in line. Smoot 
beautiful and strong—adaptable 
for most shelving needs. 
18 and 20 ga. steel shelves 
range in 25 sizes from 24”x9” 
to 48"x24”, 16 ga. posts from 
6’ to 10’. Olive Green or Air- 
line Grey baked-on enamel. 
Special colors available. —_ 
to last, priced to sell . 
wonderful repeat order builder. 


=) 


ile — i 
5|\Ganiii * fant 
FREE ESTIMATES 


- we'll quote through you. 

Write today for complete in- 
formation. 
Ask about NEUBAUER 
“TWIN-POST” Basket Racks 
for school and factory locker 
rooms. 


2017 Central Ave. 
Minneapolis 18, Minnesota 








NEUBAUER MFC. CO. 
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Special of the Month 


ALUMINUM FOLDING CHAIRS 


Comfortable, all-purpose utility chairs feature: 
* Quick opening, compact folding 
e Sturdy construction 
* Non-tipping, rigid frame 
¢ Anodized tubular aluminum 
* Contoured backrest 
* Famous CHAIRCRAFT quality 


# 
C 





j 


N , 0 ere with Bu- No. S58 Perforated seat. 
» or ‘Bolta Mar-proof rubber cushion 
c flex oe Rubber filling glides. Folds compactly 


able Aluminum § Glides. for easy stacking. 


Ask for complete CHAIRCRAFT Catalog! 




















write for Vlow 
TOP FLIGHT 


— a 


FILING CABINETS 
LOCKERS 

SHELVING 

STORAGE CABINETS 
TELEPHONE CABINETS 
TRANSFER CASES 


(every size and description) 





all “top” 
quality 
steel 
products 


Tor FiicHt propucts 


, Inc. 
Chicago, Ill. 





6224 S. Oakley Ave. WAlbrook 5-7100 
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SOMETHING 


NEW 


(| Di Has Been Added! 


Mao's 

NEW De Luxe 

““E-CON-O-ME” 
All Steel Stand 


With Letter Size 
DRAWER! 


Is A New Fast Selling Beauty! 


NOW, you are able to offer your customers all the features of 
the popular Standard “Econome” Stand plus the added ad- 
vantage of a handy, letter size, all steel drawer. The new 
drawer is a full 10” wide, 12” long, and 114” deep, inside 
measurements. Plenty of room for paper, carbons, erasers and 
such materials. 


Top And Drawer Pre-Assembled 


Assembly is a cinch with this New De Luxe Econome Stand. The 
drawer and top are all pre-assembled at the factory. It takes 
only 12 bolts and ten minutes time to assemble the legs and the 
offset center brace. 






No. 695 D 


De Luxe Econ- 

ome All Steel 

Stand With 
Drawer. 








Put these beauties on display and you'll sell plenty. 
ORDER YOUR NEEDS TODAY! 


MASO STEEL PRODUCTS 
Dept. A 8] W. Van Buren St. Chicago 5, III 





| #PLANMASTER 
=~ SECTIONAL STEEL 
FILING CABINETS 


from the profit line of 

STACOR LIFETIME 

STEEL DRAFTING & OFFICE EQUIPMENT 
NEW LIBERAL DISCOUNTS! 

Write today for illustrated 


catalog sheets 
and prices 








770 East New York Avenue 
Brooklyn 3, N. Y. 
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ie 


Fritz-Cross 











Built especially 
for the Junior 
Executive. 

it’s mansized, 
brute-strong 

and designed 

for masculine 
comfort and 
pride. 

AND the only 
2-way chair on 
the market. Rigid 
or “’L” Spring 
Back with the flip 
of a lever. 





No. 150-L 


THE FRITZ-CROSS CO. 


300 East Fourth Street 
ST. PAUL 1, MINN. 








MR. OFFICE EQUIPMENT DEALER 


pea YOUR 


PROFITS 
WITH THE NEW FRONTIER 


FILING CABINET LINE 


A SIZE AND STYLE TO 
FILL EVERY FILING 


assurance 


‘ an with 3 guspensio® 
Promet a Suspense" — 


SALES COMPANY 





P. 0. BOX 8006 MASHVILLE 7, TEMMESSEE 











Quality Merchandise 


thas KARLO 


A typewriter stand you can sell at a reason- 
able profit and be sure your customer is satis- 
fied. The ney features of Karlo stands make 
them the ultimate in 
typing ease and effi- 
ciency. You have 
more to sell than 
“just a stand’’— 
here you can sell 
quality. 

Send for folder 
describing these 










MODEL No. 1 
METAL stands and explain- 
— ing the many ex- 
ADJUSTABLE clusive features of 
FROM ° . tts 

26 To 38 this line that “is out 
INCHES 


of the ordinary.” 


* Eye-ease 

* Natural typing angle 
* Efficient 

* Adjustable 

* Portable 

* Practical 


Manufacturing Co. 
Grand Rapids 2, Mich. 


Patent 
“pes0s4s"" 


32 Ionia Ave. S.W. 








N.A.S.A, 
LABELS 


Combined protection ready for you to sell as one unit. 


only 


2435 


No. 1¢—(Mainliner One 
Safe and “C”’ 
Chest to fit) 





VALENTINE 


LA PORTE, INDIANA 








Now it is easy to sell ‘Right’ burglary 
protection. A burglar chest in a fire 
safe complete. There are two grades 
of chests offered— 


10 units —“C" & “E” Burglary Ratings 


1. “C’ Burglary Rate less 10% for 
Underwriters’ Laboratories re- -locking 
device label. These have 1” thick 
solid steel round doors and 1" solid 
steel bodies. 

Burglary Premium saving over fire 
safe approximately 25%. 

2. “E” Burglary Rate less 10% for 
Underwriters’ Laboratories re-lockin 
device label. These have 1)” thic 
solid steel round doors and 1” solid 
steel bodies. 

Burglary Premium saving over fire . 
safe approximately 70%. 


SAFE & LOCKWORKS, INC. 
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LOW COST 
PROTECTION 
FOR VALUABLES 


THE CHAIR THAT REALLY 


"GROWS UP” 


ADJUSTABLE 
IN HEIGHT 
FROM 18” TO 30” 
ON 1” CENTERS 


SENTRY SAFES 


BRING QUICK SALES 





How would your customer’s records look after 


a fire? The answer to this question will sell for everybedy’s cies 
Sentry Safes. Papers in an obsolete safe can 

burn to a crisp, but experience has shown a 

modern Sentry protects its 


contents. Papers taken out 







after severe fires are in per- WRITE FOR 
fect condition thanks to CATALOG AND 
PRICE LIST 





natures wonder insulation. 





vermiculite. ASSEMBLERS 





* All steel welded chair, built to last a lifetime. 
* Adjustable back, removable when desired for use as a stool. 
* Varnished wood or masonite seat for comfort. 


. Sw ge can also be had with leatherette seat and back (COLORS: 
ed, Green, Blue) and/or ball bearing wheels. 


. aa green baked enamel finish. 












DEALER INQUIRIES INVITED... 
GET THE FACTS, THEN THE PROFITS! 






OF SAFES 
FOR OVER 


? 
‘BRUSH-PUNNETT COGS SIMPLEX METAL PRODUCTS 


)*Sares 545 WEST AVE. - ROCHESTER 11, N.Y. 341 W. 38th St. N.Y.C. tel: BRyant 9-8771 











0 ame a 


Sle 





SORTING FILE . 
MAILING TABLE 





0. 3002 ALL 
L ag HO 


2 









OQZeovzre7 
) 22Sm45-2- 
















For additional information send for 
FREE Literature giving Company 
Name and Title to 


NGLE STO tn ec. 


DEPT <r ee ee ee, ee ce 








Springer Industries ine 


48-01 28th Ave., L. |. City 2, N.Y 
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ALUMINUM 
UMBRELLA 
STANDS 


*® Capacity 6 or more 

¢ Sturdy Removable tray 

¢ Luxurious Quality—Satin Finish 

e Packed one to a Carton—Parcel Post 
* Completely Assembled—Drop Shipments 


$13.00 LIST PRICE 


FOB Factory 


ORDER A SAMPLE TODAY 





No. 106 


BILTWELL PRODUCTS CO. 


STATE HIGHWAY NO. 22 UNION, N. J. 


ROLLING STORE LADDERS | 


ROLLING I ADDERS—Mate 
from Oak or Birc 

SIDE and CEII ING TYPES— 
weeks stecl track for mounting 

m shelving, filing cabinets or 
ceiling. 

‘A’’ and LIBRARY TYPES— 
require no track and are 
mountec id on wheels with Auto- 
matic Safety Brake 
Send for Circular 42-0A and 
dealer discou 


WELDED STEEL SAFE ry 
LADDERS—Made from 1” di 


on Swivel 





step on the 
tipped legs 





rolling. e in 2 to 8 step 
heigh's, and 3 widtns. 

Send for Circular 52-OA and 
dealer discount 








Manufactured by 


Il. D. COTTERMAN 4225 §:,Bavengvsed Ave. 


CHICAGO 40 





EDIATE 
DELIVE 


Write us when you 
have inquiries 
from churches, 
schools, clubs, etc. 
























138 STYLES 


STEEL or WOOD 
FOLDING — NON-FOLDING. 
Save time . . . state type and 
quantity under consideration. 


“ADIRONDACK CHAIR CO. 


p 1.22, 1140 Broadway (Nr. 27th St.) N.Y. 1, N.Y. 
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® ideal for 


- « « Raise the headpiece to any desired 


© PLANTS 

© OFFICES 

© Sonemroans position . . . It will automatically stay at 
@ HOTELS that position . . . To release the ““Magic- 
© GAME ROOMS 

© DENS Hold,” raise the headpiece all the way. 


eNIGHT CLUBS 
@ TERMINALS 

® pocTors 

e GYMS 

@ INSTITUTIONS 


it can then be lowered to the ‘flat’ posi- 
tion. Available in the finest plastic mate- 
rials in a wide variety of colors. Show 
Leisurest for extra sales!!! 

WRITE FOR OUR NEW 1952 CATALOG OF LEATHER FURNITURE 


$° IMPERIML atte Femi € 


WEST . NE W aon © 19 


C= folding chair caddy 


Rugged all steel chair caddy will give years 





=) of trouble-free use. De- 
I] signed to hold any size 
folding chairs. Capac- 
ity up to 60 single fold 
or 30 double fold 
chairs. Also adjustable 
chair caddys, table 
caddys and under 
stage models. 
Don't Forget . . Midwest 


For The Finest tn 
Folding Tabies! 


Write today for 
specifications and prices. 


Distributors in all principal cities. Sold by all Equipment Dealers. 


MIDWEST FOLDING PRODUCTS 


DEPT. 0-2, ROSELLE, ILLINOIS 





















SELLS ON SIGHT! 
WORLD WIDE MARKET! 
BIG PROFITS FOR YOU! 


Be first to offer THE NEW COATER 
combination Hat and Coat Rack. 
Constructed of all welded heavy 
gauge steel—equipped with 7 High- 
ly Polished Cast Aluminum Hooks 
and two adjustable wall brackets. Length 
30” Width 10”. High Gloss Smooth Lacquer 
Finishes: Buff, Gray, Green, Blue, Red or 
Black. Suggested List Price $16.50. Order 
sample today at Dealer’s Price. 


DISTRIBUTORS WANTED 


P. oO. 
2,614,702 


Liberal Dealer Discount 


CRAWFORD METAL CRAFTSMEN INC 


OHIO. 





ey -4 Shel. B 


MR. DEALER .. . 
DON’T LOSE THOSE ORDERS 
NEEDLESSLY! 

IT COSTS YOU LESS TO DRAW 
FROM OUR LARGE STOCK OF 
WOOD AND STEEL 
DESKS - CHAIRS - FILING CABINETS 
LEATHER FURNITURE and ACCESSORIES 
IMMEDIATE SHIPMENTS 

















Write or call for complete information, prices and dealer discounts. 


OFFICE FURNITURE WHOLESALE DISTRIBUTORS 


WAREHOUSES 


NEW YORK f FLORIDA LOS ANGELES, CALIF 
74 BROAD ST } 2nd ST 830 WILSHIRE BLVI 
BOling Green 31 4184 TR—7003 
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K 4 NG POSTURE CHAIRS GREEN 


oven-baked 
finish 





the biggest value 
in Comfort, LETTER 
& LEGAL 
SIZES 


VANGUARD [4 
Steel STORAGE FILES = 


serve as ACTIVE files with Ps wtih Tes ; 
positive, simple stacking teins ah Been 
provisions, plus 


Beauty, 


and Quality . 


KING offers the biggest chair 
value an office dollar can buy. 
The handsome styling and 
custom-crafted quality of the 
entire King Royalty Line is in- 
stantly appealing. You'll find 
volume sales easier to make... 
and individual sales easier to 
close. And, you'll acquire a 
measure of customer satisfaction 
you've never before enjoyed. 
Management and personnel are 
mutually pleased investment- 
wise and comfort-wise ... THAT 
MEANS REPEAT BUSINESS. 


e Brass finish cardholder and handle 
IMMEDIATE |e Four rollers for ease of operation 
DELIVERY e Index guide rod with brass knob 
e Self-locking follower available 





Ss we we ee he 


The Duchess Model 222-5 


Write Today for the New Royalty Line Literature” _ 3 <q | regula 


KING POSTURE CHAIR CO. fm 710017 4 Cana aliuring Company 


953 South Raymond Avenue * Pasadena 2, California 





IMMEDIATE DELIVERY 
LOWEST PRICE ANYWHERE 


MAYFAIR’S NO. 902M TYPEWRITER & UTILITY STAND 
IS 7 WAYS BETTER 


“S AFE-TEE” 
FOLDING CHAIRS 














2—!"Pitee. Tap With Round Corners. CAN'T TIP, COLLAPSE, UPSET or SLIDE 


3—Edge Re tled—Snag Proof. 


i? heb Gu, Rounded Seat Corners! Metal Rubber-Covered Leg Caps! 


b— Re ecessed Top. 
7—Secratech Resistant Finish—Gray—Green—Brown 


SEE IT AT NOFA CONVENTION oS Here’s a safety all steel, indestructible folding chair 
CLEVELAND AUDITORIUM 216-217 nS that adds lounge chair comfort to sturdy depend- 

APRIL 26-29. : ability. Welded tubular frame . . . special safety 
construction . . . baked enamel finish . . . choice of 
colors. Cushion rubber feet . . . noiseless action. A 
nationally recognized value! 


COomnrAN YD 
315 N. DESPLAINES ST. CHICAGO 6, ILL. lONIA MFG. CO. ¢ IONIA, MICH. 
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Prospecting for Office Furniture Customers 


Chank You. ashes 


For your valued orde1 


No. etesoeves 


POE Saicsneee 


This order will 


TePTMeSs 





Phone 2-0820 or 3-4606 


Thank You . 
ciation for an order. 


@ DIRECT MAIL has been found 
to be the best means of introducing 
prospects to a firm’s line of furni- 
ture as well as keeping in continu- 
ous touch with regular customers 
It is also a “door-opener” when 
salesmen call on these individuals, 
paving the way to sales. This is the 
contention of S. Jeff Magee, office 
furniture manager of Sidney Feld- 
ser Printing-& Office Supplies, Lan- 
caster, Pa. 

“Unquestionably, we have found 
direct mail to be our best adver- 
tisement and promotional means of 
getting us business,’ relates Mr. 
Magee, “and we are putting the 
major portion of our advertising 
budget in direct mail. 

“Past experience has shown us 
that more furniture can be sold to 
a prospect right in his own office 
than in the showrooms. Customers 
only come to a showroom when they 
are definitely interested in buying. 
So, in order to increase the desire 
to buy, we keep promoting office 
furniture through the mails.” 


Expand Service 


_ Up until about three years ago, 
this firm was solely concerned with 
the sale of printing. Jeff Magee, an 
aggressive merchandiser who felt 
that his activities had been limited 
in a previous stationery firm, con- 
tacted the Feldser firm and ex- 
plained that he felt that office fur- 
niture and other supplies could be 
profitably tied in with their busi- 
ness. The management of the firm 
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Your Logical Source Since 1920 


. . This card is sent out by Sidney Feldser Ptg. & Office Supplies in appre- 


decided to give office furniture and 
some supplies a try and took on 
Mr. Magee as the manager of this 
newly-created department. 

“From the very start, this busi- 
ness grew continuously,” says Mr. 
Magee, “until now we find it neces- 
sary to have two salesmen calling 
on the trade, an inside salesman 
and the services of another firm 
employee to handle our customer 
files.” 

Today, Feldser carries an inven- 
tory of approximately $35,000 in sup- 
plies and furniture. The firm has 
a 3,000 square foot warehouse space 
behind the main building, housing 
an extra stock of office furniture 
and supplies. Feldser operates its 
own delivery truck with deliveries 
made any time of the day, six days 
a week. 


Reminders Needed 


Manager Magee had always felt 
that customers and prospects for 
office furniture had to be reminded 
regularly. Rather than wait for a 
customer to come to the firm to 
examine the furniture stocked or 
rely upon the occasional visits of a 
salesman, a steady contact had to 
be made. 

“Actually, you can never tell when 
a prospect may be interested in 
adding to ot changing his office 
furniture,” relates Mr. Magee. “If 
it happens that your salesman visits 
the prospect just at the time of his 
interest, he will get the sale. But 
if he isn’t ready then, chances are 


OFFICE APPLIANCES, 


by Direct Mail 
Advertising 


by PHIL LANCE 


teatu “ 


he may drop the idea or discuss it 
with the first salesman that visits 
him. Therefore, in order to make 
sure that you are remembered 
whenever that prospect decides on 
office furniture, a direct mail cam- 
paign pays off.” 


Lists are Used 


To start with, Mr. Magee used the 
customer files of the Feldser firm. 
As this house is one of the oldest 
in the area and had been printing 
for over 20 years, it had a good 
reputation and a long list of cus- 
tomers. As new customers were 
acquired, and prospects as well, the 
names were added to the list until 
Manager Magee now has over 2000 
names on his files. 

“In order to have our files give 
us the information that we want for 
pin-pointing our direct mail cam- 
paign,” says Mr. Magee, “we place 
all customer names on white cards 
and prospects on pink. When the 
latter become customers, their 
names go on white cards. Then, 
when we decide to make a mailing 
directed to either customers or 
prospects, we have the lists avail- 
able.” 

The firm uses a large variety of 
mailing pieces to create new in- 
terest in office furniture. One mail- 
ing piece a month is a must and 
others go out in between. The firm 


‘uses letterpress printing, offset, and 


mimeograph to lend variety. The 
mailing pieces themselves are in a 
variety of forms, such as postals, 
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return postals en- 
ed with folders, brochures and 


’f course the fact that we do 
own printing is very helpful 
Magee, “but even if 
lidn’t, direct mail was one of 
merchandising techniques that 
fully intended to utilize. 
in example of the mailing pieces 
ree-piece office furniture 
tter. The first blotter mailed out 
wed a piece of office furniture 
told the prospect to save the 
tch it up with the next 
r blotter illustrated the 
went with the desk and 
cribed the accessories 


Saved Blotters 

salesme! yntacting recipients 
1 how many of them saved 
they came in a 
how they created 


e blotter as 
k apart and 
iversatl 
Another method of using direct 
iil and promoting office furniture 

to di vith acknowledgment 
ds Whenever any customer 
ices any kind of order with the 

| thanks the customer. 

the card is a picture 

piece of office furniture 
cked by the firm 

! has also subscribed to 
1e direct mailing service of The 
tlobe-Wernicke Co. and the entire 
f customers and pros- 
regularly from this 
irce. But the “piece-de-resist- 
Magee puts it, is the 
m’s own house organ 
The house organ is a two-color 
that is called Loose-Leaves. It 
t voted to gossip, quips, 
terestin ituations culled from 


Feldser list 


cts get mail 


other periodicals, current business 
situations and other interesting 
facts. Occasionally it will advertise 
just one item of merchandise, but 
usually only brings the firm to the 
recipient’s attention. 

The firm employs two salesmen 
who make about 15 calls a day be- 
tween them. The policy is that 
salesmen limit their contacts to 
two-thirds of old customers and the 
balance to new prospects. In this 
way, old customers are constantly 
contacted and new prospect names 
added to the firm’s mailing list. 
Salesmen always greet and leave 
their contracts with some of the 
firm’s literature and novelty items 
such as matches or pencils. 

“We do not wait for a customer 
to visit the firm,” says Mr. Magee, 
“but make it our business to visit 
the prospect. We have found that 
five sales can be made by contact- 
ing a prospect in comparison to one 
sale when a prospect comes to us. 
So we keep going out after busi- 
ness.” 


Use Phone Book 


Mr. Magee has always felt that 
in many instances a customer’s first 
contact with an office furniture 
dealer is through the telephone 
book. When office furniture is 
needed by individuals not con- 
tacted by a firm, their first move is 
to consult the telephone book. For 
this reason, he goes in heavily for 
phone book advertising. 

He has seven display listings in 
the phone book which are under 
such classifications as office furni- 
ture, office machines, stationery, 
typewriters, and so forth. These 
classifications cover the entire mer- 
chandise stocks handled by the 


firm. Newspaper advertising is only 
occasionally used. 

“We rely heavily on phone book 
advertising because it even im- 
presses our own customers as well 
as prospects looking under these 
listings,” says Mr. Magee. “Phone 
book advertising is of a permanent 
nature, where newspaper copy is 
not. And unless you wage a con- 
sistent newspaper campaign, its re- 
turns are not in line with the ex- 
pense. We do, however, have radio 
spots every day that we feel help 
to draw attention to our business 
name.” 


Parking Available 


One of the best assets of the firm 
is the large amount of parking 
space available beside the building. 

As the firm is located in a print- 
ing building, it has had to announce 
itself to the public without the use 
of a display window. Nevertheless, 
it is clearly identified with the 
many large signs placed at the 
front of the building that promotes 
office furniture. 

Two display areas have been set 
aside for this operation. One is 
completely devoted to the line of 
furniture handled and the second 
concerns itself primarily with office 
supplies. The display area for office 
furniture is 25 x 15 feet and is at 
the entrance to the building. Any 
customer visiting the firm for print- 
ing work as well as office furniture 
walks into the office furniture de- 
partment. 

“Almost any printing customer is 
a prospect for office furniture,” as- 
serts Mr. Magee. “We have enjoyed 
a lot of leads through the printing 
functions of this firm and have 
developed them into sales.”—PL 





Demonstration . 
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. . Jeff Magee demonstrates a desk after the recipient of direct mail 
advertising comes in to examine the furniture about which she had been reading. 
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Suggested Cosco Window .. 


. Dealers securing the Cosco “Star Performance” display 


kit will have the makings for a complete window display similar to that pictured. 


Merchandising Kit Aids Chair Sales 


m@ THE HAMILTON Manufacturing 
Company in its new Cosco mer- 
chandising kit has taken a long 
stride toward helping the dealer 
through modern advertising and 
sales literature to move goods off 
the floor .. . to increase store traf- 
fic .. . to help sell more of all office 
equipment including Cosco chairs. 

To each dealer has gone a sys- 
tematically-arranged packet con- 
taining: 

e Cosco 1953 national advertising 
proofs and schedule. 

e Cosco window and floor display 
material. 

e Co-operative advertising plan 
and newspaper mat proofs. 

e Point-of-purchase material. 

e Direct mail—broadsides, enve- 
lope stuffers, and so forth. 

e Cosco catalogs and price lists. 


Advertising Helped 


The merchandising kit makes it 
possible for the dealer to do an 
effective job of advertising at the 
local level. Cosco advertising, with 
newspaper mats and suggested ads, 
recognizes that consumers of office 
furniture (those who buy it at re- 
tail) are business men. They buy it 
as necessary business (profit mak- 
ing) equipment. 

This advertising is designed to 
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reach business men who are un- 
aware of the fact that better seat- 
ing, by reducing fatigue, assures 
better work and more of it from 
employees. 

In the merchandising kit the 
dealer is given practical copy for 
newspaper advertising which dram- 
atizes good profit-making reasons 
for replacing old, uncomfortable, 
employee-tiring chairs with the 
posture-right Cosco chairs sold by 
a dealer whom the businessman 
knows and who is in a convenient 
location. 


An Ad Example 


A typical suggested ad carries 
this copy: 

WHY REPAIR WHEN REPLACE- 
MENT COSTS SO LITTLE? 
Now’s the time to replace those 
sagging, sad-looking office chairs 
with all-steel Cosco chairs .. . be- 
cause now’s the time you can get 
Cosco almost for the price of your 
repairs. Cosco office chairs are all- 
steel, smart-looking and swell-sit- 
ting. Come in or phone for a dem- 
onstration. Let us show how you 
can improve the appearance and 
efficiency of your office .. . attract 
better personnel ... and save 
money, too .. . with America’s top 
value in office seating. COSCO! 


Good Seating—in good taste—is 
good business. 

(Store Name) 

In addition to this local-level ad- 
vertising, all Cosco ads in the na- 
tional business magazines are car- 
rying actual testimonials from large 
corporations telling how Cosco seat- 
ing has paid them. 


Cosco Service 


The merchandise kit includes 
suggestions for the dealer on how 
he can easily set up an eye-catch- 
ing display “and watch store traf- 
fic grow.” Sketches are provided of 
typical window and in-store dis- 
plays breaking the tradition of sta- 
tic, lifeless office furniture win- 
dows. Attractive cards are available 
upon request, these to provide sell- 
ing punch together with the actual 
chairs. A life-size centerpiece, die- 
cut stars, side units and hangers are 
offered. 

Another feature of the Cosco 
merchandising service is the pro- 
vision for supplying envelope stuff- 
ers which can be imprinted with 
the dealer’s name. 

Advertising and display punch at 
the level of the store’s neighbors 
and consumer business men. That’s 
the theme of the Cosco merchan- 
dising kit. 
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Profits from Trade-ins 


@ THE SALT LAKE Desk Exchange, 
Salt Lake City, Utah, founded 25 
years ago by L. M. Slagle, Sr., proves 
that the equipment dealer 
an deal profitably in trade-ins. 
L. M. Slagle, Sr., started the busi- 
ness as a used furniture dealer, and 
till is essentially. He worked very 
hard at this time and his bank ac- 
ount was so small that after find- 
ing some furniture to sell, he would 
70 canvassing and try to sell it on 


mala 
o1ice 


the spot. As the years went by, and 
the business began to grow, Mr. 
Slagle thought about taking on new 
furniture lines. He did, but never 
forgot the profit in used equipment. 

His store then had only one floor. 
Dividing the floor in half, he 
showed new office equipment on 
one side and used on the other. 
This is a practice realized as an 
important one today, separating 
the old and new 


Experience Data Wanted 


@ SOME TIME AGO one of our 


rather good customers said to us, 
When will you manufacturers 
earn that pretty looking circulars 
ire insufficient material for us. 
What we need is more information 
ibout the experiences other deal- 
rs have had and the problems that 
have confronted them, as well as 
how they have overcome these 
roblems 

Our informant continued with 
hese pertinent remarks: 

‘Surely you manufacturers are in 


i position to gather this informa- 
tion so much better than any indi- 
vidual dealer. Why don’t you give 
is this type of help so that we may 


be able to do a much better job 
for you through better understand- 
ing of how to cope with the buyers’ 
roblems?’ 


When we examined our promo- 
ions of the past, we were obliged 
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to agree with this man and regret- 
ably had to admit that in truth 
we were neglecting the dealer in 
the sense that we did not help him 
directly. 

We do not deny that it is impera- 
tive in selling office equipment to- 
day to key much of the promotional 
efforts directly to the ultimate con- 
sumer, but we believe that this 
must be only part of the overall 
promotional plan. A fair and rea- 
sonable percentage of our efforts 
should, and must be, directed to the 
dealer so that he will be in a posi- 
tion to better answer office man- 
agement’s equipment problems. 

Those of us, we think, who plan 
our promotions in this way must 
ultimately benefit through greater 
volume of sales principally because 
our dealers are qualified to place 
our merchandise to the greatest ad- 
vantage of office management. 








. The exterior of the Salt Lake Desk Exchange, Utah furniture firm. 


by L. P. SLAGLE 
Sales Manager, 

Salt Lake Desk Exchange 
Salt Lake City, Utah 


Shortly after the war, in 1945, the 
business showed even more of an 
expansion, and we moved to a new 
location. My brother and I were 
invited to come in as partners with 
my father and we then moved to 
our present location at 623 South 
State St., Salt Lake City. 

Besides having a complete floor 
for used equipment, and another 
for new, we also maintain a com- 
plete cabinet and refinishing shop. 


by HERBERT BERNSTEIN 


Vice-President of sales, 
Dolin Metal Products, Inc. 


We have recently read an Opera- 
tions Report by the Research In- 
stitute of America entitled “Man- 
agement Methods” which dealt 
rather interestingly with the prob- 
lems present in many offices. We 
liked it so much that in keeping 
with our thinking of assisting the 
dealer to understand office manage- 
ment’s problems, we asked the Re- 
search Institute of America for per- 
mission to reprint this operations 
Report for distribution to our 
dealers. 

Copies of the study are available 
to readers who write us. 

This report we:think is of par- 
ticular interest to the office equip- 
ment dealer principally because it 
presents the problems faced by 
office management and does a good 
job in recommending methods of 
increasing the “work flow” in to- 
day’s complex offices. 
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Executive Quality Appeal Gets Response 


@ DELIBERATELY eschewing the 
“economy angle” altogether in the 
stocking and promotion of office 
chairs is a unique policy which has 
paid rich dividends for Texas Office 
Furniture Company of Dallas, Tex. 

Instead of continually promoting 
the savings possible through the 
purchase of plain, unattractive 
office chairs of various types, or 
touching upon the “bargaining 
note” at all, Texas Office Furniture 
Company regularly utilizes two- 
column, four-inch newspaper dis- 
plays ads. These are concentrated 
entirely to the most expensive, top- 
quality chairs on the market. Illus- 
trated are from three to five execu- 
tive chairs, arm chairs, swivel 
chairs, or side chairs, and in almost 
every instance, the chair shown is 
among the highest-priced on the 
market. 

This sort of promotion has had 
exactly the psychological effect de- 
sired, according to the central 
Texas dealers. 


Our ads are aimed at the success- 


ful businessman, proud of his suc- 
cess, and anxious to show it in the 
appointments of his office, it was 
pointed out. 

“This is the type of customer who 
wants the best in executive desks, 
in files and safes and therefore, will 
cleave to the same line in selecting 
chairs for each employee for the 
reception room, and so forth. If the 
chairs which the customer sees are 
among the best available on the 
market, an excellent impression is 
bound to be created.” 

A Typical Ad 

A typical such display ad which 
appeared during February was de- 
voted to fine aluminum office chairs, 
and illustrated four types. First of- 
fered was an executive posture 
chair, with both swivel and tilt ac- 
tion, claiming a “life-time of com- 
fort” at $166. Upholstered with rich 
grospoint mohair, this chair, natu- 
rally, represented no small invest- 
ment, but nevertheless, has consist- 
ently outsold lower-priced types for 
Texas Office Furniture Company. 


Likewise listed in the ad were an 
arm swivel chair in colorful per- 
forated plastic upholstery on a satin 
luster aluminum base, at $91, an 
armchair with foam latex cushion- 
ing, mohair finish, at $146.50, and 
a simple armchair at $71.75. 

A great deal of skill and care 
goes into the makeup of each of 
the Texas firm’s chair display ads, 
with every chair “sketched from 
life” and its selling points accentu- 
ated. Occasionally, photographic 
cuts are utilized for emphasis on 
fine executive chairs, but for the 
most part wash or line drawings 
have proven adequate. 

Consistent promotion on _ this 
basis has made certain that Texas 
Office Furniture Company is bound 
to be mentioned whenever the sub- 
ject of expensive office chairs comes 
up—and it is the management’s be- 
lief that if this reputation is thor- 
oughly founded with the public, the 
store will have opportunities to sell 
chair prospects in every price 
bracket.—RAL 


Novel Action Display on Balcony 


Promotes Desk Sales 


Southern Dealer Uses His 


Office as Display Room 


@ A NOVEL COMBINATION of 
practical utility, plus display mag- 
nificence has been developed at the 
Office Supply Company, Gulfport, 
Miss., for the promotion of desks, 
files, business machines, and other 
office furniture. 

Ben Fortner, head of the firm 
which operates stores in both Biloxi 
and Gulfport in the famous gulf 
coast resort area, has “killed two 
birds with one stone.” This is done 
by putting to actual use most of 
the office furniture sold by the firm 
in a mezzanine balcony office, which 
is the first thing seen by every 
entering customer. 

“We didn’t have sufficient space 
for the usual office furniture show- 
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room, without sacrificing our office 
space,” Mr. Fortner said. “There- 
fore, the logical thing, we felt, was 
to combine the two, and carry out 
everyday business operations on the 
same desks, tables and so forth we 
offer for sale.” 

Thus, a row of three handsome 
all-steel desks extends across the 
balcony, with such niceties as ro- 
tary files and colorfully-finished 
steel files in a variety of modern 
designs and colors flanking them. 
All of the desks are completely 
“accessorized” with waste baskets, 
lamps, desk pads, dip-pen sets and 
personal files to match. 


Customer Helped 


Standing.on the first floor, the 
prospective desk purchaser can get 
an idea of the styles carried by the 
Office Supply Company. If pleased 
with color, materials and design, it 
is a simple matter to escort him up 
to the balcony. There, he may make 


an individual selection—with the 
arrangement of accessories, and 
special features of the desk added 
to his initial impression. 

Naturally, in order to avoid dam- 
age to the desks and other office 
furniture used (causing a mark- 
down in their prices), each is ro- 
tated regularly so that no desk is 
exposed to more than a week or so 
of continuous use. 


Care is Used 


Office clerks are instructed to use 
care in moving furniture from one 
place to another, and in daily work 
operations. They are to be on guard 
that no ink is spilled and no sharp 
item gouges the top of a desk. This 
type of painstaking care likewise 
means keeping the desk tops as 
clear of papers as possible—inas- 
much as each desk is on display. 

The result is an extremely neat, 
eye-pleasing office, well worth the 
small amount of additional pains 
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pearance 


At various points throughout the 
re, other office furniture “doubles 
lisplay fixtures, such 
show greeting cards, 
shelving and bookcases 
rvice as display fix- 
office machines, 
leathergoods, and sim- 


brass 
tables 
items 
ssed into 
es for 
nk book 
items 
Through expert use of what 
available in this 
the small Office Supply Com- 
show a fairly large 
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GEORGE E. SEIDEL 


@ FARNHAM’S HAS the answer for 


that office in the home. The man- 
rement and sales personnel of the 
fice equipment department pride 
hemselves in being a real helping 

nd to the persons who must have 
heir office in the home. 

No longer is there a need for the 
aveling salesman, manufacturers’ 
epresentativ or business man to 
perate from the old kneehole desk, 
iste board file, and the dining 
om chai! 

Farnham’s complete furniture 
epartment includes miniature desk 
esigns for use in a home, yet pat- 
rned and of the quality offered 

office desks 

For the top of this desk we can 
rovide glass tops or complete desk 


s. In the file department, we 
ffer combination files and the very 
ypular two-drawer regular file 
yne in standard metal finishes or 
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selection of furniture, without 
crowding and without the hodge- 
podge appearance which does no 
better than to detract substantially 
from the appearance of the office,” 
Mr. Fortner said. 

From both the Gulfport and the 
Biloxi store, the Office Supply Com- 
pany offers complete planning serv- 
ice to equip any office. With much 
experience in all phases of such 
planning, Mr. Fortner has handled 
large insurance offices, and small 
one-man business offices with equal 
facility. — 

His firm has been called upon to 


grained-on finishes. We also have 
two, three, and four drawer files 
with wood exteriors for use in these 
dens in the home. 

Of course, that file is just a cabi- 
net until a system has been created 
for its interior and we can do just 
that here at Farnham’s. We offer 
the standard index systems, manila 
folders, and gummed labels for sig- 
naling, and very often use the pop- 
ular Pendaflex filing systems. 


Cater to Needs 


In the seating department we 
suggest to these home office busi- 
ness men to use a regular swivel 
chair with or without arms, but do 
so on the basis that a caster base 
chair is much easier on the carpet 
than the sliding four-legged chair. 
In a case where there is carpeting 
or a polished wood floor, we have a 
complete stock of chair mats to fit 
any space. 

To keep this arrangement of an 
office in the home from being too 
harsh and cold we offer this seating 
in fabric as well as leathers and 
plastics. In most cases standard 
wood finishes are used but we make 
every attempt to let customers 
know that we will match other fur- 
niture or panelling which they have 
in the home. 

For that office we can suggest 
and take care of proper lighting, 
card record and visible systems. We 
have wood waste baskets to match 
the desk, as well as leather-tooled 
baskets to go with desk sets. 

From our stationery department 
we can provide all of the mailing 
supplies, bookkeeping devices and 
as well desk pen sets for any use. 
We have a complete line of open 
and closed bookcases, hall trees, 














equip many government and mili- 
tary offices at nearby Kessler Air 
Force Base, the Gulf Coast military 
academy and similar large installa- 
tions. Most of these are photo- 
graphed, and filed away as ideal 
“reference points” in making later 


sales. 
The rapid growth of the gulf 
coast area, now attracting some- 


thing like 100,000 tourists per year, 
and necessitating the building of 
many new hotels, lodges, tourist 
courts and the like, has resulted in 
a sharp increase in office furniture 
sales since the end of World War II. 


3 | Office in the Home—A Good Market to Serve 


guest chairs, cellarettes, typewriter 
tables, and ash trays and ash 
stands, and storage cabinets. 

With this wide selection of prod- 
ucts, many sizes, types and colors, 
our salesmen have the necessary 
tools to complete this office in the 
home to the very last detail. All 
these products can be shown on our 
display floors and as very often 
happens, our salesmen make calls 
directly to the home at the request 
of the owner, and measure and 
plan out this den or executive room 
to be a very efficient home office. 

To make known our desire to 
help plan an office in the home 
Farnham’s does a very excellent job 
of daily newspaper advertising, 
both classified and display. We have 
used a television program in which 
the products were displayed, and 
sponsor a daily radio program in 
which we invite just this type of 
business. We look at it this way at 
Farnham’s—no office is too large 
or too small for us to work on. 


Utility, Comfort 


Our salesmen are trained to make 
this office in the home one of utility 
and efficiency just as it would be 
in a regular office, but yet planned 
with furniture to harmonize with 
other furnishings in the home 
and coincide with the individual’s 
tastes. 

Certainly last but not least, is our 
thorough coverage of rest or heart- 
saver type chairs. We have done a 
tremendous job in the sale of these 
chairs designed for usage in the 
dens of private homes, or for that 
matter, right in the living room, 
and do so with the thought in mind 
that both man and wife might be 
the user of the chair. 
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«GIVE your+” $ 
yous 


“SORT ara DESK ORGANIZER 


COMPARTMENTS 
OR MORE 


Assorting Unit 









~ “SORT-A-FILE” Desk Organizer 


““SORT-A-FILE” has five compartments and label 
holders. Convenient for file folders in daily use. 
Needed in every office, on every desk. Four rubber 
grummets. Heavy gauge steel. Colors: Grey, green 
and walnut. Shipped K/D. Easy to assemble. 


Price for 5 Compartment Unit_______ $5.25 List 


ROLLED Additional Compartments, each______1.00 List 


OVER 
EDGE 


HEAVY GAUGE STEEL 


DESK TRAY 
The NEW and IMPROVED 
“UNIVERSAL” desk tray 
with 
ROLLED OVER EDGES. 
An all steel desk tray 
of convenient style. 4 rubber grum- 
mets. Comes in 5 colors. 
No. 221 Ltn. Size_____$1.75 List 
No. 222 Lgl. Size 2.10 List 


Siillar Tool» & MFC. £0. 5s 


Tel. JAmoice 3-5111 93-34 170th STREET, JAMAICA, L. I., 


INDEX BOX 


A well built Index Box of heavy steel 
one piece consfruction. ALL ROLLED 
OVER EDGES. Comes in grey or 
green. 


Size: 3’ x 5’ Card___LIST $1.10 
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H Wallace Pen< ompany, St. Louis, Mo.—Featured was the line of wo 
t e was E, H. McCully 
Westcott Rule mpany, Inc., Seneca Falls, N. Y.—The complete line of 
4 j was displayed including new plastic rulers, the 
: jels with easy-reading scales printed in red and 
: R. V tt, Sr., P. R. Westcott, Jr., Lea J. Cohen, Ted Hale 


were in attendafice. 
sndie Company, Inc., Syracuse, N. Y.—Exhibited was the 
te two-pack, hand-dipped candles with four new 
shown was the new Patiolite candle for outdoor 
charge was Leo Narenberg. 


Will & Baumer 


Wilson Jones mpany, Chicago, Ill.—Included in this exhibit were 
t featuring a line of attractive colors, zipper cases 
kkeeping systems, address books, the Tatur 

ne, plus four new mode and the M. 10 letter 

" Edward F. Dooley, Edward Healy, Samuel Reese 


Abe Heller and seph Cook were on hand 














Shinn Receives Victor Award 


ha R. A. Shinn, manager of the All Machine Typewriter 
«change, Houston, Tex., has received an award from 
e Victor Adding Machine Company as its 1952 Deal- 
of-the-Year.—_JHR 
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FOLDING CHAIR 


trucks_— 








For easier, faster stacking and 
mobility ... space saving storage 


Here's portable seating's most popular 
chair truck. Heavy 
tubing, electrically welded into one rigid 


gauge carbon steel 


integral unit. Roller bearing rubber tired 
wheels with ball bearing swivels. Standard 
tubular chair size holds 50 chairs 
Standard Channel chair size holds 75 chairs. 
Custom-built sizes are also available. 


Plus. .. Finest quality Tubular 
and Channel steel folding chairs 


Krueger's complete line of steel chairs 
features types and models to meet every 
need and budget. Write for cataiog. 
describing each chair in detail. 


WRU BGEEE 


METAL PRODUCTS @e GREEN BAY @ WISCONSIN 











Designed and created by 


of 
Grand Rapids 


No. 940-P 
Revolving 
Chair 


Overall 

Height 35" 
Overall 

Width 27" 
Overall 

Depth 27" 
Seat depth 21" 

between-arms 


20" 
Back height 


from seat 20" 
(adjustable) 


Side Arm Chair 
to Match 


Write for Illustrated Literature and Prices 








GRAND RAPIDS 
LEATHER FURNITURE CO. 


201-207 Front Avenue, NW. Grand Rapids 4, Mich. 
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No. 92 TOP ADJUSTS—6!/y x 7'/4 to 15 x 15! 


From center to center of cups 


Write For Full Information 


L. C. FLEWELLING CO. 


12411 Industrial Ave. NEvada 6-2134 
Hollydale, Calif. 


PROTECT COSTLY OFFICE MACHINES 


WITH HEAVY DUTY ADJUSTO-TOP 
STANDS 


No. 92F with pan 14 x 14!/2 deep for Friden machines 








#37 


Top — 61/2" 
Base — 8”’ 
Wt. — 9 Ibs. 


1 per carton 








TERRIFIC 









Height — 261/2’ 





You said when you 
saw it at the Show 


SMO-KING’S 


New 


““SPIN-TOP”’ 


Plated Metal Smoker 


Eliminates Smoke and Odors 


lf you haven’t placed your 
sample order yet, be sure to 
send it in today! 


2 Different Designs available 
in a variety of finishes: Bronze, 
Black, Green, Maroon .. . 
with Polished Chrome or Satin 
Brass Trim. 


+35—Satin Brass Trim 

+ 36—Pol. Chrome Base & Trim 
3#37—Satin Brass Base & Trim 
+38—Pol. Chrome Base & Trim 


Your Biggest Profit-Maker in 
Years! . . . Send your sample 
order in Today! 


Write for complete Catalog 
and Price List 






Smo-King 


PRODUCTS 


111 Pioneer St.. Brooklyn 31, N. Y. 














NOMDA News 


(Continued from page 20) 






Santa Claus, carolers and a Christmas tree. The port- 
ables and adding machines were well displayec 
throughout the window with large colorful bows 
around them. 

To Mr. Wheeler will go a check for $50.00 and to 
Mr. Preston one for $25.00. 

Other checks in the amount of $5.00 each will be 
mailed to the foilowing winners of the cash awards: 
Gordon Miller of the Southern California Adding Ma- 
chine Co., Los Angeles; J. L. McDonough of the Centra! 
Typewriter Exchange, Chicago, Ill.; Joe Greenley of 



























Best NOMDA Windows... UPPER LEFT—Outside of Herb 
Wheeler's first-prize window; UPPER RIGHT—What people saw 
when they stepped up to look through the small pane in the 
window at Wheeler's winning display; BOTTOM—Second-prize 
window of Preston Typewriter Co. 


the Standard Adding Machine Co., Detroit, Mich.; 
Jack Davenport Typewriter Co., Bakersfield, Calif., 
and to C. J. C. Martin of the University Mimeo & Type- 
writer Co., Seattle, Wash. 

As usual the judging was not at all easy. All entries 
were rated highly by the judges. Each window was 
planned carefully and carried out with a great amount 
of imagination. Colors were expertly used and mer- 
chandise displayed was given treatment that was out- 
standing. 

Judges in the contest were three of the leading dis- 
play directors in Southern California. They were Paul 
Smith of the J. W. Robinson Company, William Lam- 
bert of Barker Bros., and Henry Jampol of Haggerty’s 
all of Los Angeles. 

































Use Special Envelope for NOMDA Sheet 

In order to be easily recognized in the mails, a 
specially-designed envelope for the mailing of the 
National Office Machine Dealers weekly publication 
“Keeping You Posted” is now being used. 
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areatest Work-Saver Ever Offered 


A PRICE EVERY OFFICE CAN AFFORD! 


Ti) fon Obntenate 


DESK MODEL FOLDING MACHINE 


SMALL, LIGHT WEIGHT AND HANDSOME — 
18” x 24”, 12” high; weighs only 30 Ibs., fits 
under the arm. Smart Print-O-Green baked finish. 


AUTOMATIC FEED - HAND OPERATED FOR PER- 
FECT CONTROL — No electric outlet needed — 
no motor or mechanism to adjust or repair. No 
hazards. 


SIMPLE TO USE — Anyone can run it after a few 
minutes direction. Built-in reference chart shows 
proper settings for 8 basic folds on sheets up to 
8Y2" x 14". Two knobs set it for any type of 
fold. 


SINGLE OPERATION FOLDS AND ADDS VERTI- 
CAL CREASE — Exclusive “Vertical Creaser’”’ 
creases for vertical fold and No. 6 envelope. 


@ West 


Another outstanding product of 


™ PRINT-0-MATIC CO., INC. 


Merchandise Mart * Chicago 54, Ill. 


CHAR 


San 
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Cc 
ES T. 
420 Market 
isco 11, Calif. 


Compact, economical Fold-O-Matic gets mail and girls 
out on time! Handles all types of office folding jobs 
fast: letters, statements, invoices, circulars, bulletins, 
etc. Speeds output, cuts clerical costs. Perfect for club, 
lettershop, public steno or business office. Where high- 
wage workers now waste expensive time hand-folding 
500 sheets per hour, Fold-O-Matic will turn out 500 
perfectly folded pieces in just 

5 minutes! 


VOLUME IS kC 


‘/ 10” 


140°" 


= 
Toronto, 
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THE REYBURN MANUFACTURING CO.,INC. 


PHILADELPHIA 32, PA. 


WAREHOUSES 
4048 W. POLK ST. CHICAGO 24, ILL. 


112 RUPERT ST., FORT WORTH TEXAS 



















News Notes From NSOEA District No. 4 


R. E. HILBURN, CORRESPONDENT 
P.O. BOX 2835, GREENSBORO, N. C. 

There has been a slight change in the operation o 
the Edwin Earle, Jr., firm in Salisbury, N.C. Mr. Eark 
has retired and turned over the reins to his son, Gor 
don. Gordon is now the sole owner but credit status i: 
the same. 











> * * 


I had a nice letter from Dave Thompson, Halsey- 
Griffith, Inc., W. Palm Beach, Fla., telling me of a 
“slam-bang” G-F furniture installation recently. Dave 
says Frank B. Miller of G-F came down and they swept 
out their furniture room for a complete “re-do.” Big 
Jim Waugh even came up with a big colored mural of 
the Palm Beach skyline. According to Dave they really 
have something nice. Sho, Dave, I’ll be down to see 
you some time. Thanks for the invite. 

* + * 


Thanks to Jimmy Wilson, the new manufacturers’ 
agent for this one: He says Johnnie Pittman, stationer 
down Tampa way, is in the process of moving to a nice 
new store at 711 Morgan St. I believe that is Johnnie’s 
first “expansion” but I wouldn’t be sticking out my 
neck any to predict that it won’t be his last. His is a 
relatively new firm but with his get up and go, not to 
mention sunny disposition, the course can’t be any- 
thing but straight up. Nice going, Johnnie. 
~ ~ * 

By golly I think I’ll dedicate the column this month 
to Tommy Tompkins, manufacturers’ agent. If it wasn’t 
for his co-operation in coming through with several 
news items we would now be ready for “Huncan’s” bit. 
Thanks a lot, Tommy—wish I had two or three more 
“S.T.S.’S” with your interest and willingness to see to it 
that the Fourth District’s news column don’t go into 
reverse. Keep ’em coming. 

” + 7” 

Here is one I have been expecting for some time. I’m 
talking about the whopping new store Augusta Office 
Supply Co., Augusta, Ga., expected to unveil on April 
14. Mr. Taylor, V.P., writes that after several months 
of eating saw-dust and sniffing paint they are just 
about finished with a complete remodeling and mod- 
ernization program. The new store has a 60-foot front 
and is so designed that the entire store is on display. 
They have 7,000 feet of floor space on the first floor 
and 6,000 on the second with 3,000 more on the third 
floor. Over 4,000 feet is designated as “selling” space. 
Boy!! This sounds like one I must see. As if the new 
store wasn’t enough to warrant the trip Mr. Taylor 
throws in the “knock-out” punch with “and the golfing 
here is terrific.” 



























































* * *« 


Tommy says that if Dennis Hodge, Dennis Hodge 
Office Supply, Rome, Ga., don’t quit doubling his space 
he will soon be covering the entire block. Dennis 
recently did just that, doubled his space, that is, and 
now has a store twice as big and twice as beautiful. For 
a fellow to have started out in 1950 and to have 
reached his present status in so short a time is nothing 
short of miraculous. 












+ * + 





Not to be outdone by Dennis, or any body else for 
that matter, along comes Wyatt’s, also Rome, Ga., with 
a beautiful new floor covering which now gives the firm 
one of the nicest stores in the South. 

* a * 

Now here is a fellow after my own heart. Joe Rogers, 
for 12 years with Burroughs Adding Machine Company, 
jumped out on “Friday the 13th” of March and opened 
the Joe Rogers Office Supply & Equipment Co., 135 
Inman St., Cleveland, Tenn. He has a beautiful new 
store with Mrs. Joe, V.P., holding down the store end 
while Joe is out shaking the tree. Joe made doubly 
certain he was starting out right by immediately join- 
ing the NSOEA. 
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In stores with thousands of items to sell these merchandising units 


are making Nascon Record Books best sellers. 


Stores everywhere have enjoyed fast turnover, more sales by using 

the Nascon Selling Unit with Recommended Assortment No. 51. Built 

How to meatlkse on the self-selection principle, it’s a colorful eye-catcher, a constant 
reminder inviting people to buy and it tells them what and why. This 


unit works hard every hour your store is open, and stays tidy and 


a good seller 


attractive with a minimum of housekeeping. 


You can make Record Books best sellers in your store by featuring 


a best seller 


Nascon, styled and produced by Eaton. 


The complete line of Nascon Record Books for Home, Office and 


Personal Use is shown in the new catalog. Send for your copy today 


e206. uv 6. Pat. OFF. 


NASCON SELLING UNIT 


FOR SMALLER STORES WITH SERIOUS SPACE LIMITATIONS 


ors E and H 


Hotel New Yorker 


: NASCON PRODUCTS division of Eaton Paper Corporation Pittsfield, Massachusetts 


CFFICE APPLIANCES, May, 1953 283 








aye 


cae 
yo 
ee at 


ee Lr 
* x Kd en 

Z . oes ia Fd 
' . oes ¥ 





- 


“These days a controller has to know about everything. | voted 
to standardize on Marchants because they are so simple to run 
no special training is needed. We have no trouble finding 
operators —usually upgrade someone right in our organization. 

‘Most calculator work is division and multiplication. 

‘“‘Marchant'’s division is not only the simplest, but the remainder 
automatically clears out at the end of the problem, leaving 
nothing but your answer to copy. 

“And in multiplication, only on a Marchant can you check the 
multiplier, multiplicand and answer at the end of the problem. 

“In both division and multiplication your accuracy is amazing.” 


AMERICA’S FIRST 





The MARCHANT MAN in your phone book is ready to show you, on o @ 4 : 
your own work, that MARCHANT is the-simplest calculator to oper- 7 4 MARCHANT’S MANY EXCLUSIVE 
ate, yet delivers the highest figure output. Call him or mail this Se ys FEATURES INCLUDE: 
coupon with your business letterhead to get your FREE... 
Guide to Modern Figuring Methods 
Illustrated Booklet about Marchant Calculators 


: @ ; “Push-Button’’ Multiplication 
MARCHANT CALCULATORS, INC. + Oakland 8, California . One-Hand Keyboard Contrel 
Pp: fe 


Complete Carriage Carry-over 
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egory Office Supply Company, 311-313 E. Morris 
in Dalton, Ga., burned to the ground on the night 
March 10, leaving nothing but the walls standing. 
fire also destroyed the Amvet Club and a sewing 
hine firm. According to the Chattanooga papers, 
1 which Tommy got his data, Gregory’s loss is in 
neighborhood of $100,000. 
* ~ * 
vy. A. Seybt, firm of the same name in Greenville, 
has been having a very rough time lately. First, 
came down with pneumonia. Next, he fell and 
ked a rib which placed him in “bound up” state 
a few weeks. At this writing, March 28, he was 
king in” for a few minutes each day. 
* + = 
jess Brightwell has sold his branch story in Laurens, 
to his former manager of the store, Grant Roff. 
is transfer occured shortly after the turn of the 


~~ m * 
“Huncan Dines Again” 

n view of the fact this is “Tommy Tompkins month,” 

is the fact that he is the one that has waxed so 

thusiastic «bout the following restaurant, we will 

e his selection this time. 

He says George & Fern’s, on the Chattanooga high- 

y in Rome, Ga., is one of the finest eating places to 

found anywhere. The selection and variety of food 
is “very wide and wonderfully” these are his exact 
words, “prepared.” On top of that the place fairly 
sparkles it is so clean, no greasy spoon atmosphere, 
and to be sure George leaves the front, which means 

cash register and the cleanliness angle, to Fern 

vyhile he stays back in the kitchen as chef. 

George learned the art of cookery under famous 
hefs in St. Louis and Miami. Tommy says he will 
rive 50 miles out of his way just to eat with George 
& Fern and believe me when “Groceries” Tompkins 
says a thing like that it must be good because, to quote 
him, “I do know good food.” Their pastries are so good 
many people buy an extra pie to take home and their 
special salad dressing enjoys the same demand. 

What makes me so &@%$# mad is that nobody told 
me about George & Fern’s while I was traveling 
Georgia. Bye now. 





News Notes from District No. 5 


ROBERT W. LAMSON, CORRESPONDENT 
89 N. 26TH ST., NEWARK, OHIO 





GOLF IN CINCINNATI MAY 26 


The Cincinnati Chapter of the Fifth District 
Travelers Club will hold its annual golf party, 
co-sponsored by the Cincinnati Stationers 
Club, at the Kenwood Country Club on Tues- 
day, May 26, from 11 a.m. until ?? 

Numerous prizes and good food are promised. 
Start now to make up your foursomes. 











Psst! This is a new columnist doing his first copy 
the travelers of the Fifth District, and anxious 
have news from every section. Please drop a line 
89 N. 26th St., Newark, Ohio. Before getting into the 
ws, a round of applause for Floyd Zinkhon, Amer- 
n Pencil Company’s man, for his job of scribe over 
past several years. 
a a + 
Travelers and dealers alike are looking forward to 
Fifth District regional at the Deshler-Wallick 
tel in Columbus, Ohio, on June 8 and 9. Convention 
airman Bill Diehl, Jr. and his committees are hard 
work to make this a big one. 
‘he first mailing says very definitely that there 
be entertainment for the ladies, plus the informal 
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AROUND 


THE 


DATING STAMPS 


MAKE FOR MORE EFFICIENT BUSI- 
NESS OPERATION 


SUPPLY THE DEMAND 


HAVE A GOOD ASSORTMENT ON 
HAND FOR IMMEDIATE DELIVERY 
WHEN WANTED. 


SALES — PROFITS 
ORDER YOUR SUPPLY TODAY! 


Write today | 
for Our 


Handsomely 
Illustrated 


CATALOG No. 96 


and 


Price List 


ASI&$WART 


SEO LANE ANS Ale 


80 DUANE ST.NEW YORK/7,N.Y. 








| party for all by the Columbus Stationers on Sund iy 


D IS C R IM | N é T | N G B U Y E R S | ae reservations now with the hotel. Goverr or 


Sidney Butterfield has lined up several prominent 
IN S | ST 0 N = speakers, who will supplement the speakers’ trou e 
from our own industry. Let’s all get together in Colur- 
bus for this convention in June. 
a * * 

Not to be overlooked in May is the spring meeting 
of the West Virginia Office Equipment Dealers Asso- 
ciation. Paul Kell, publicity chairman of this very 
active group, writes me that President Fred Belt has 
announced the speaker of this occasion to be Roy A. 
Kirchner, National Blank Book Company, Holyoke, 













| Mass., who will project on “Selling Ring Visible and 

BECAUSE p I Machine Bookkeeping Equipment.” 
S ® This meeting will be held (and this is good news 
in itself) at the Black Knight Country Club, Beckley, 


W. Va., on Saturday, May 9. All travelers, dealers, and 
their salespeople are welcome, and may make reserva- 


tions with Gene Hall of May Office Service, Beckley. 


m= SPECIAL FEATURES INCLUDE: = ee 


Genial Jim Crell, Taylor chairman, has moved to 232 


* Blue white paper Fair St. in Berea, Ohio. Stop in and have a chair! 


* * * 








* Free of lint Among those missed around the territory, Bill Lash- 
brook, Esterbrook Pen Company, is now located at 
16540 Sunset Blvd., Pacific Palisades, Calif. From here 


* Wooden cores it sounds like a good opportunity for Bill to take a 


few strokes off his golf game and a few inches off 


* Flagging in every roll his midsection. mea, 


7 H H Don Swan of “Y and E” was last heard from flying 

* Slit to accurate dimensions over the “Pogofenokee” Swamp looking for Albert 
Alligator, while contemplating his next meal of Yankee 
pot roast, southern style. 
= 



















* * 





Charlie Malody, National Blank Book Company, has 
| moved into his new home in Worthington, a north- 
ernmost suburb of Columbus, Ohio. We hear that 
the doors move on looseleaf rings. 
a 


* * 














J. L. Hershner, reportedly formerly with Mosler Safe 
| Company, is opening at 219 Southeast St., Hamilton, 
| Ohio. Our best wishes. 







- * * 





Two fingers raised in a “V” is the signal for victory, 
| and we’ll credit Winston Churchill for that one. The 
| Romans, in their own little numerical system, gave 







us “V” for five, or fifth. Both hands raised with the 
“VY” sign could very well mean “Victory for the Fifth.” 
The victory we want is the trophy in the Travelers’ 
Club Trophy Contest of the NSOEA. If you need appli- 
cation blanks for membership in either the dealer or 
manufacturer division, the fellow who can get ’em to 
you post haste is Lloyd W. Landenberger, secretary, 
801 Melrose Ave., Columbus, Ohio. Let’s enjoy a “Vic- 
tory for the Fifth” at Chicago this fall. Incidentally, 
yours truly is sending one in today! 




























New Mexico Salesmen Wins Snorkel Prize 


Ray G. Pino of the New Mexico School Supply Com- 
pany, Albuquerque, N. M., recently won the $1,000 first 
prize in the W. A. Sheaffer Pen Company’s national 
Snorkel pen contest for retail clerks. Contest entries 
were judged on comparative sales accomplishment, 
measured by volume, and a 50-word sales presentation. 
R. H. Whidden, Sheaffer’s sales vice-president, at- 
| tributes Mr. Pino’s success to his hard work, sales in- 
| genuity and initiative. At his own expense, for example, 

he had printed, business cards carrying a _ special 

Christmas-time promotion. He also persuaded the 
company’s salesmen to lend him a transparent working 
| model of the pen which he demonstrated at every 
opportunity. 































Other awards in the contest were presented to top 
men in the divisions and winners of the territorial con- 
tests sponsored by individual salesmen. 


THE WARSHAW MANUFACTURING €O., INC. 


MAIN STREET BROOKLYN 1, WW. Y. 
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 Ceseo 
PRONG 
BINDERS 





fore Stock Sizes Than Ever Before. 


Every dealer will want a copy of the 1953 Catalog of Cesco Prong 
Binders with its many price reductions. With the addition of a number 
of new sizes, this catalog now contains the widest range of stock 
grades yet offered. Designed for easy reference, it also provides all 
the necessary data for quickly computing the price of special sizes. 


53 years of skilled craftsmanship and planning stands behind these 
binders whose quality is unmatched in the loose-leaf industry. Large 
scale production and modern factory methods keep the price down. 





If you have not received a copy of the catalog, 
we will be happy to send one to you on request. 


vaca Sheppard 


44-07 TWENTY-FIRST STREET LONG ISLAND CITY.N.Y. 














SERVICE 


Guarantee it 
with the 
Beat 
Ames FUTURISTIC 5-Star Platens 





Manufactured and Distributed to Office Machine Dealers by 


AMES SUPPLY COMPANY 


ATLANTA CHICAGO DALLAS LOS ANGELES NEW YORK CITY SAN FRANCISCO 
156 Alexander,N.W. 564 W. Randolph St. 191312 Commerce St. 777-779. Pico Blvd. 37 Murray St. 583 Market St. 











288 OFFICE APPLIANCES, May, 1953 

















1953 


ina pigeina 











ews Notes from the NSOEA District No. 6 


©. SCHLAVER, CORRESPONDENT 
FICE APPLIANCES, 600 W. JACKSON BLVD., CHICAGO, ILL. 





GOLF 
with 
GREAT LAKES TRAVELERS 


Keep These Dates Open: 
Thursday, June 4—Rolling Green Country Club 
on Highway 12 between Arlington Heights 
and Mt. Prospect, Ill. Chairman, Roscoe 


Benge; Co-Chairman, Doug. Allen. 
Thursday, July 30—Glendale Country Club on 
Lake St. (Highway 20) just west of Highway 


53.4 Chairman, Walter Lennartson; Co- 


Chairman, Robert Reynell. 

Friday, Sept. 11—North Hills Country Club, six 
miles north of Milwaukee. Chairman, Norman 
Hanson; Co-Chairman, Benny Allen. 


... Manufacturers ... Travelers 


All Are Invited 


Dealers 


FUN—FELLOWSHIP—PRIZES 








Jackpot By holding its first business meeting in 
history outside of Chicago—destined to be a regular 
feature at District No. 6 conventions—the Great Lakes 
Travelers Club hit the jackpot. Not only was the meet- 
ing at Springfield, Ill., on Friday noon, March 27, at- 
tended by 77, but it also produced 10 new members. 

Elected to GLTC membership were Jack Mossburger, 
Industrial Tape Corp.; Bob Krumwiede, Elmer Krum- 
wiede & Associates, Chicago; Barrett Mitchell, Invinci- 
ble Metal Furniture Co.; Raymond H. Soderberg, Mit- 
tag & Voger; Jack Tolleson, Ennis Tag & Salesbook 
Co.; Kieth Gordon, Boorum & Pease Co.; Dick Honey- 


ager, manufacturers’ representative; F. L. Condit, Ber- 
ger Mfg. Division; Frank J. Tynen, Rockwell Barnes 
Co.; and John Fellowes, Bankers Box Co. 

» * + 





S. Butterfield Homer Smith Bill Gove 

Sales Clini . . GLTC will be host to a sales clinic 
mn Tuesday evening, May 12, at the Sheraton Hotel, 
Chicago. It will start at 6 p.m. with a buffet dinner. 


Speakers will be Homer Smith, “How to Show a Profit 
nm Training”; Walter Armstrong, “How a Purchasing 
Agent Views a Salesman”; Governor Sid Butterfield of 
District No. 5 NSOEA, conducting a panel session of 
lealer salesmen; and Bill Gove of Minnesota Mining 


%& Manufacturing Company, presenting the wind-up 
n the typical Gove manner. Tickets will be $4.50, the 
rice including the buffet dinner. 


The committee is headed by Don Sharpe, Reyburn 
Mfg. Co., assisted by Ken Henderson, Homer Smith, 
fom Gillice, Rus Ragan, Walter Lennartson, Benny 
Allen, Al Cote, Ray Eichenlaub and Gordon Kickels. 


- » * 


Parting Smack .. . Retiring Governor Jesse Peck 
allantly kissed all the ladies goodby before the 
springfield Special was piloted Chicagoward by Con- 
luctor Gordon Kickels. .. . The new governor, Bert 
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SALES COUP 


WHEN YOU STOCK UP 


with 


ITEMS 


Oe STOCK 


SALESBOOKS 
GUEST CHECKS 
SHIPPING TAGS 


Add to your 
volume ekele, 
to your profits 
oh ameloleliale| 
to your line 
of fast-selling 
ENNIS stock 
roTale 
printed-to-order 


salsdadalehalei kis 











Sw vo. o ee 
E. B. HAYES MACHINERY COMPANY 
GULL. MOUSTAIAL AND PLUMBING SUPPLIES 
¥ BELT O60 ORIVES ELECTRIC MOTORS 


MARSHALL, TEZAS 





TAG & 


Write teday 
SALESBOOK CO. for Catalog 
Factories at Ennis, Texas ¢ Chatham, Ve. per 
Branch Offices and Warehouses at Hous- ENNIS for 
ten, Dalles, Birmingham, New Orleans, Quicker 


les Angeles, Denver, $t. Lovis. 

















BARKLEY 


PLASTIC TAG 


Comes to you with 


the BEST 
References in Business 











NO. 2,248,355 0128118 


Put them in your 
Customers’ Files! 


Barkley Plastic Tab has smooth contour 
molded plastic surfaces. Crystal clear 
colors. The modern efficient way of 


doing a FILING job. 

Angled for perfect visibility. 

Space Saving. 

Available in all standard and special sizes. 


The perfect index for those difficult 
TABULATOR CARD installations. 


DO IT BETTER with Barkley Plastic Tab. 


Established 1921 


[. L. BARBLEY & CO. 


Munufucturers of Filing Supplies 


1220 W. Van Buren St 


’ 


Chicago 7, Ill 


Hallin of B. H. Hallin & Associates, Inc., Chicago 
observed the neat technique of his predecessor. 
. a” + 


Not “Napping” .. . District No. 6’s former governor 
Ed Napp, Napp Office & School Supply, Manitowoc 
Wis., is a “working” deputy sheriff in his county. He 
recently was instrumental in securing a confession 
from a murder suspect. Ed is on the jump day and 
night when duty law calls. . . . Another working law 
enforcer in our industry is a former governor, too. That 
would be Clarence Reynolds, conducting his own office 
supply firm in Lansing, Ill. He is police magistrate of 
the community. .. . And while on the subject of civic 
interests, here’s a note: Ken Henderson, personable 
representative of The Carter’s Ink Company, rushed 
home from Springfield to attend to his mayoralty cam- 
paign. He is seeking to be the top brass in suburban 
Hazel Crest, near Chicago. 

os - + 


Visiting Firemen ... Those attending NSOEA Dis- 
trict No. 6 meeting in Springfield from neighboring 
District No. 8 included Governor Vaughan Williams of 
Kansas City, NSOEA “Veep” Leonard B. Wilcox of Hut- 
chinson, Kans., the Mitchells, Gene and Barrett, from 
St. Louis, and George Rocker, representing W. H. Gun- 
locke Chair Co. 

» » * 

Father and Son ... John Chapman, lieutenant gov- 
ernor of the State of Illinois, welcomed the District 6 
conventioners to Springfield. He is the son of the 
likable Stu Chapman, Boorum & Pease representative 
stationed in Springfield. 

* * + 

Sunshine, ahoy ... Calvin H. Klumb, state repre- 
sentative of Siekert & Baum Stationery Company, re- 
cently returned to Milwaukee after spending a three- 
week vacation in Florida and Cuba. While Mr. Klumb 
found Cuba to be an interesting locale, he praised the 
scenic beauty of Florida, much to the delight of that 
state’s Chambers of Commerce... . Ed Farrer of Farrer 
Equipment Company, Milwaukee, left for Florida on 
March 18. He intended to remain three weeks. 


+ * *~ 


Take a Bow ... Gov. Jesse Peck for being a gen- 
uine good fellow, an Abraham Lincoln understudy, a 
concrete example of what a Dale Carnegie course can 
do for a fellow, and setting a mighty example for 
future governors of NSOEA to follow. . . . Gordon 
Kickels for organizing the “Springfield Special,” just 
the gimmick needed by a District No. 6 convention. 
. . . Ray Eichenlaub and Tom Gillice for so efficiently 
handling the many details of finance, registration 
and House of Friendship. ... Mr. and Mrs. Jim Dedman, 
for arranging that novel and entertaining program 
of the IBSA welcome party on Wednesday night at 
the convention. . . . Ken Reister for ably carrying on 
the tradition of GLTC presidents who get things done. 

. Louise Murphy of the Springfield Chamber of 
Commerce for so ably helping our governor .. . and to 
IBSA and NSOEA leaders in general, thanks for a job 
well done. Not to be forgotten, too, was the assistance 
given by Harold Johnson, city passenger agent of the 
Gulf, Mobile & Ohio Railroad. 

> a. . 


Extra! Extra! ... Yes, puff, puff, the five Milwau- 
keeans, namely Mr. and Mrs. George Schumacher, Mr. 
and Mrs. Art C. Finger and Jim Gibson, made their 
train after sensational dash from the Springfield Spe- 
cial through the Chicago Union Station. Art wasn’t 
really running out on his invitation, folks, honest! 
You are all welcome at his home, ANYTIME! 

Besides the five 100-yard dash experts Milwaukeeans 
attending the 6th regional were Walter Rossow and 
William Jarchow of H. H. West Company, Art Sheaffer 
of Sengbusch Self-Closing Inkstand Co., and Mr. and 
Mrs. Norman Hanson of National Blank Book Co. 
All report a wonderful time and an excellent conven- 
tion. 
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RING BINDER 






Here's why your $-O customers stay sold! 







































































f @ Rings slide gently apart . . . no snapping open 
- — sheets won't jump off the rings. 
n 
: @ 300% longer sheet life 
— without reinforcing the holes. 
j i ! — : ° 
Show it... Sell it... get repeat orders ! @ Built-in automatic sheet lifter 
7 Once your customers see the — carries the weight over the rings. 
6 __many advantages of Faultless ‘ . 
e v S-O Binders, ye never orm @ 20% greater sheet capacity 
e a “pop open” substitute. Show =— wi t illi . 
the £0! Build for the repeat without danger of spilling sheets 
sales that are sure to follow. 
STATIONERS LOOSE LEAF CO. 
- MILWAUKEE 1, 524 N. Broadway — NEW YORK 3, 114-116 E. 13th St. 
b 
e 
t 
. 
n 
TELL YOUR CUSTOMERS... 
. ; . * 
' It’s easy to correct fluid duplicator masters 
"1 2 
with DENNISON PRES-a-ply CORRECTION TAPE 
n , 
t 
be . 
y Cleaner, neater, faster — no carbon-stained fingers . 
a * No scraping, erasing, smearing « Lies flat—nowaste «+ Self-adhesive / 
i — requires no moistening + Comes in convenient strips — no dispenser needed 
a ' 
t * Master does not have to be removed or realigned : | 
7 lI 
f 
s) 
D 
p 
Y 
«lam neceecey . 
bite In single 
: * ee tne won and double 
, _ MCs 0 004 space widths. 
r TT} Retail : 
i 50¢ per envelope. 
Advertisements are now running in Office 
) Hanae Sere fl four Ste 
Measure length needed by placing sheet Press tape on back of master over part to be ay S secretary 
rre f about Dennison PRES-a-ply Correction Tape. 
cqniet correction Wr OSEenen, St Gp O6e SU aeaan a ae, ee ORDER YOUR SUPPLY TODAY 
7 
1 
. 


+ 
Dennison Framingham, Mass. 
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MONROE . 
Adding-Calculators XS 


“a 


Here’s a fine chance for wide-awake dealers to pick up a nice 


profit by stocking these universally favored calculators. All 


models and capacities — entirely rebuilt by experts and in tip-top 
operating condition—are available in limited quantities. Rebuilt 
Monroe Adding-Calculators are in demand. Dealers who want 


them should write now for full information and prices. 


CALCULATOR EQUIPMENT CORPORATION 


Orange, New Jersey 
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eas LT | 7 “a ets" ; 

Masrer-Crart’s NEW CATALOG illus- 

Save tight... Sheed Work ; ing forms i 
SMU tY UM .ecect Heed OM trates the fast moving forms in the 
C ; ; four stock lines pictured above. Cus- 
Ir IS EASY to get repeat orders for stock forms with the Master- tomers may choose from 123 columnar 
Craft Sight-Saver line be« ause they promote high level efficiency forms, 44° ledger forms, 48 modern 
in figure work. Customers like the contrast of figures against journals, 139 columnar and work 
brown and green rulings, assuring unimpaired vision and con- pads. These are only four of the many 
trast without glare. Papers made to our specifications, guarantee Master-Craft product lines supplied 
color uniformity and excellent writing surface. only'through our exclusive franchised 

; ’ g ’ 

dealers. It may be available in your 


MA STER-CRAFT CORPOR ATION city. Write today. 


| 
' 
| 
| 
LOOSE-LEAF DIVISION OF SHAW-WALKER KALAMAZOO, MICHIGAN } 
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ews Notes from NSOEA District No. 7 


ERRILL D. HASTY, CORRESPONDENT 
CENTRAL AVE., WAYZATA, MINN. 


ym the land of the sky blue waters. 
* + oa 
A special announcement: Ober C. Teigen, the owner 


and doing business as C. D. Mills Stationers & Office 
itfitters at 318 Fourth Ave., Devils Lake, N. D., since 
‘tober 1, 1950, announces the change of business 
ume to TEIGEN’S STATIONERS AND OFFICE OUT- 
ITTERS 

*” + ” 


Our past president of Northwest Travelers Club, the 


Rev. C. H. “Jack” Berry, is still a real up and coming 
rrespondent. His cheerful letters are always welcome 
nd more and more convincing. He is going places, 


ithough not in our stationery industry, and his word 
till earries on. Thanks, Jack, and congratulations from 
ll your many stationer friends. 
> 7 a 
You should all visit Eddie Hyde of the Hyde Type- 
writer Company, Fairmont, Minn. His limited space 
ow sparkles. His latest furniture display is convincin2z 
» the buyer of a fine quality of office furniture in 
Fairmont 
* * > 
We have added another grandfather to our club—Ed 
M. Hansen of Miller Davis Company. The proud parents 
are Ed’s daughter, Lu Jean, and her husband, First Lt. 
Frick. The mother and “grandson” are doing fine. And 
iot to be outdone, another grandfather comes through 
Herb Fall of Japs Olson reports a new granddaughter 
on March 14—name “Miss Exemption.” 
* a * 
Bob Jerue is back in the saddle pitching as usual. 
Welcome home, Bob, we’re very happy to re-instate 
your position. Harry Bergquist gave fine reports from 
the oil of North Dakota—he enjoyed a very 
pleasant business trip. 
* * ~ 
The Office Equipment Company of Aberdeen is en- 
oying a fine business in its new location at 18 Third 


heias 


Ave., S.W. C. Frich and M. O. Larson are swell fellows. 
* * . 
Mr. & Mrs. J. H. McKeever of McKeevers Press, 


Aberdeen, have been guests of the Mayo Clinic. We all 
wish Mrs. McKeever a very speedy recovery. After a 
visit with John Thompson of the Globe Gazette in 
Wahpeton, N. D., I can report that he is enjoying the 
lovely scenery again. His eye operation was a grand 
success. John Jacobshick, at this report, is in Roches- 
ter undergoing an operation. We all wish him the best 
f luck and a speedy recovery. 

a a” 7 


Two elderly American ladies were journeying across 
Canada for the first time. In the West, the train 
topped in a large station, and the ladies got out for a 
valk. Meeting a man on the platform, one asked, 
What place is this?” The man said “Saskatoon, 
Saskatchewan.” One of the ladies, thrilled, turned to 
er companion and whispered, “They don’t speak Eng- 
sh here.” 
” * * 
Reese Roberts just told me he is going to celebrate 
is 40th year in the stationery business. Reese has been 
lying from the old and new timers for years. Reese 
toberts of the News Printing Company, Aberdeen, S. D. 
We Salute You! 
* * * 
Ed Friedmann of Lepage’s is feeling fine and I know 
om the trade that they are always glad to see you. 
eep it up Ed—Good Health. 
7” * * 
Dan MacDougall of Stationers Loose Leaf Company 
oudly presents a new member of his firm to the 
ose leaf industry. He is none other than our own 
rthwest Traveler, Jim Roach. Jim will travel the 
FFICE APPLIANCES, 
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ple) £2) Ree al id DISPLAY RACK ? 
BOOSTS BUSINESS CASE SALES 340% 





This self-liquidating display is making sales records 
among our dealers. Stocks and shows a complete 
line of popp-BitT portfolios and brief bags 

in smallest possible floor space. 

Size: 41%” wide x 63” high x 12” deep. 

Keeps your stock always visible .. .always moving! 
¥% A Middle West dealer volunteers: 

“I can conscientiously say this has increased our 
leather goods business fifty per cent.” 


Store in California says: “We have found 

that our sales... have increased 25%.” 

East Coast store reports: “It is our belief 

that your method of display has greatly enhanced 
our sale of leather goods.” 

Be sure to investigate immediately! Let your 
DOPP-BILT representative tell you 

about this and other potent sales ideas. 


Nationally Advertised ... 


Charles Doppelt & Co., Inc. 


2024 S. WABASH AVE.+ CHICAGO 16, ILL. 
New York — 389 Fifth Ave. * Telephone MUrrayhill 3-5777 
Los Angeles — 712 Olive St. + Merchandise Mart Building 
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CORRECT MISTAKES 
IN ADGY LANGUAGE 






































The number of artists, architects and draftsmen is growing by 
leaps and bounds! So are schoolroom art and drafting classes. 
There’s a Weldon Roberts Eraser to correct mistakes in almost 
every art medium. Right now you can sell a number of the 
erasers illustrated in a single, over-the-counter sale—and big 
quantities to art studios and architectural and engineering firms. 


ART BUSINESS IS BIG BUSINESS. ORDER TODAY! 


1010 HEXO oo eer 
; idl hexagonal shape plus resili- 
HEXOTIGIO- CLEANER ' ent pink rubber give splen- 
LAGS. Oe witli did working qualities 
erasing and cleaning. Broad 
sides clean paper—even the 
thinnest—and tracing cloth, fabrics, painted surfaces. Edges and 
ends ‘pick out’ details and line work. Medium and large sizes. 





400 ARTEX. Soft, smooth, 
white rubber eraser for pen- 
cil work, drawing, drafting. 
Handy, bias-beveled shape. 
Sharp edges and ends for 
erasing fine line work; broad 









'  “ARTEX 400 
PRACTICAL DRAWING 
Wbdon Roberts Enacsr 


MAGE i NEWARK, USA. 





sides for cleaning. 








Medium and large sizes. 






220 WIZARD GUM-CLEANER. Widely preferred 
by artists and drajtsmen who insist upon 
having the market’s finest quality in this type 
of eraser. Seven sizes. 











World's Foremost Eraser Specialists 





sere 





666 DOUGH. Kneadable ‘plastic’ eraser for 
charcoal, soft pencil and pastel drawings and 
sketches. Can be kneaded into any shape 
for ‘picking out’ lines or cleaning larger 
areas. Absorbs marks. Leaves 





WELDON ROBERTS RUBBER CO. 
365 Sixth Ave., Newark 7, N. J. 















Correct Mistakes in Any Language 











five states of Minnesota, North Dakota, South Dakota 
Iowa and Nebraska. May we congratulate you! An 
more news is that Al Collatz, formerly of Moore Busi 
ness Forms, will cover the Middle West out of Min 
neapolis for Carter’s Ink. We are very fond of Al anc 
we know Carter knows how to pick ’em. Nice going 
Al, and the best to you. 


* * * 


You can’t beat fun—Waterloo, Iowa, played host tc 
Al Nordstrom, Dan MacDougall and Jim Roach at 
cocktail parties—two in number—and the guests were 
Mr. & Mrs. J. M. Parrott. 


Huron Office Machines, 425 Dakota Ave., S., Huron, 
S. D., operated by Ernest F. Mabbs, is going into the 
machine and office equipment business. 

a 


Another announcement: Brainerd Office Supply, 
Brainerd, Minn., moved into its new location across 
from the post office on March 30 and grand opening 
was held April 17 and 18. The report of the grand 
opening will be in the next issue. 


We welcome Mrs. Ed Davis of Fairmont Printing 
Company, Fairmont, Minn., back home. She has been 
in Rochester and is now at home recovering. 

* - + 


Paul Ulwelling of Swingline Speed Products Com- 
pany, now living in Appleton, Wis., is back covering the 
states of the Seventh Region. Welcome back, Paul. 

a a * 


Ivan Cornelius, formerly of Northern States Envelope 
Company of St. Paul, has taken a new position in Chi- 
cago. He is with the Continental Envelope Company. 
We all will miss you in the Northwest Club but we wish 
you success and happiness in your new position. 

* * ” 


The Modern Stationers and Printers, Mitchell, S. D., 
is the retail store for Mitchell Publishing Company. 


x * + 


You should join in the fun and conversation at our 
monthly meetings where a delightful luncheon from 
soup to nuts and wild rice is served. We have had an 
average of 27 attending. We always have some dealers 
present—our latest being Ed Orderman of Dickinson, 
N. Dak. L. G. Morris of Eaton Paper Corporation was 
another visitor. 


* * 





* 














+ * * 


“Everytime you help the other fellow up the hill, you 
get a little higher yourself.” 





Burglar Stopped By Safe—Writes Testimonial 


A burglar’s testimonial in a 500-word letter, praising 
a Mosler safe he could not crack, was found on the 
top of the safe at Montgomery Ward & Company’s 
San Bernardino store, San Bernardino, Calif., it was 
announced recently by Edwin H. Mosler, Jr., president 
of the firm. 


Detectives John A. Negley and L. D. White of the 
San Bernardino burglary and safe detail stated that 
the strange note, apparently typed on a machine next 
to the safe, was found by Montgomery Ward manager 
R. N. Creamer, who discovered the battered safe, an 
armor clad, round-door model specifically designed to 
thwart chain store thieves. 


The burglar used tools from the store, as a Stilson 
wrench, a broken drill and traces of calcium carbide 
were found at the scene of the crime. Thwarted with 
the durability of the Mosler product, he praised it in 
his letter and confessed this was his last job as he 
was leaving this country, to “reconstruct what is left 
of my life.” 
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New Counter Display of 


BAINBRIDGE 
“HOLD-THE-PHONE” 


THE ORIGINAL DEVICE FOR 
“TWO-HANDS-FREE” PHONING 


THIS NEW DISPLAY 
Wins ATTENTION! 


Creates INTEREST! 
Builds SALES! 


Twelve “HOLD-THE-PHONES” in each compact space-saving free 
display. 
Made of gray rubber. Does not discolor clothing fabrics. 


Greatly increases telephoning efficiency and comfort by freeing both 
hands. 


Retails at 50c. 


BAINBRIDGE, KIMPTON, & HAUPT INC. 


218 GREENWICH ST. 


a 







MILO HARDING 
COMPANY 


Established 1904 
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| Mi 
‘THEBIG 
IN STENCIL DUPLICATING 


\ @ TEMPO FILM 
\ ‘STENCIL 


will produce better copies 
than any other stencil, regard- 
less of typewriter used for 
cutting 


,‘@eoseoasmoo@cocee@*#esweeee 


Office Equipment Distributors 


WHOLESALE STATIONERS 
NEW YORK 8, N.Y. 


1] 











© TEMPO ALL-ELECTRIC 
OFFICE PRINTER 


for speed—efficiency—beauty 


© TEMPO INKS 


Designed to produce beautiful copies 
and meet your specific requirements 





WRITE FOR CATALOG showing complete 
line of Tempo Duplicators, Stencils, 








Inks and Accessories 















May, 


1953 








cme “ 
Ef PO MILO HARDING CO. | 
pane So" ee 434 W. Pico Bivd., Los Angeles 15, Calif. _—| 
STENCIL : 

Pl d illustrated catal 
| DUPLICATING PRODUCTS ee 
< bene | Name | 
i | 
| 454 WEST PICO BOULEVARD, LOS ANGELES 15, CALIFORNIA Baccus | 











Pittsburgh Cut Wire Co. 


1120 GALVESTON AVE.: PITTSBURGH 33, PA. 








for the Best & Most Economical 


age Sa Sales! 0 MARKING PENCIL 


ae ” 
. CLIP BOARD! | 4] 4 TWEETEN 


Screw-type feed like a mechan- 


DISPLAY ical lead pencil. 
Sturdily made for heavy duty any 


eT place where checking pencils or 

does the trick crayons are used. 
say Office Makes neat, legible marks on 
Equipment practically every type of surface. 
Dealers AVAILABLE IN 6 COLORS 


Every- 
Refilis available in six colors, Black, 
where Red, Blue, Green, White & Yellow. 
YOU TOO can Sell More Clip Boards with Pedind 12 qt ens eoter 9 90m 


P . a age. List price 25c per package. 
this new’ Counter Display — it’s FREE with 35" 


: : REFILL 
our Clip Board Display Package. A A9c WRITE FOR LITERATURE 
Write for Complete Details RETAILER AND TRADE DISCOUNTS 
(including 


‘our Manufacturers of Federal Tax) 


Hane! CHAIR MATS — CLIP BOARDS TWEETEN GQilre Ca., Inc. 

















HARDBOARD FABRICATORS, INC. 2029 WEST FULTON STREET 
59 BRANCH ST. . ST. LOUIS 7, MO CHICAGO 2, ILLINOIS 
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ly and Around Eighth Region 
W ith Midwest Travelers 


py E. J. MITCHELL, CORRESPONDENT 
3 BELT AVE., ST. LOUIS 12, MO. 


ust returned from our neighboring 6th Region 
EA convention at Springfield, Ill., where Governor 
Jess Peck and his committees staged a fine convention 

h a record-breaking dealer attendance for that 

ion. 

ealers from both Chicago and Milwaukee arrived 

large numbers aboard a special NSOEA train and 

re are few towns or cities in Illinois which were 
represented by a stationer or office equipment 
ler. The 8th Region was ably represented at this 
ivention by the presence of our governor, Vaughan 
Williams, and past-governor Leonard Wilcox of Roberts 
inting & Stationery Company, Hutchinson, Kans., 

ia large group of Midwest Travelers. 

” + - 
At this writing Francis K. Adams of S. G. Adams 
mpany, St. Louis, is hospitalized undergoing numer- 
is physical tests to locate whatever has been causing 
im ill health the past several months. Best wishes for 
ir immediate and complete recovery, Fran. 
* * . 

Mr. and Mrs. Robert B. Valleau have been enjoying 
a winter of sunshine in Florida, where they hope to 
remain until early May. Bob has shown good results 
in improved health during his vacation and it is 
hoped his condition will continue to improve and that 
he will completely whip that which has caused him 
so much trouble for many months. Good luck and 
good wishes to you, Bob. 

+ 7 a 

George Ohland of Metal Office Furniture Company 
spent a week of March with his Kansas City, Mo., 
dealer, Paul R. McCollem, and with Paul attended the 
dedication of new offices of a large north Kansas City 
industrial firm, which Paul had just furnished with a 
large and complete installation of Stowe & Davis and 
Metal Office Furniture Company equipment. 

* * * 

The Stationers Association of Greater St. Louis held 

testimonial dinner and cocktail hour on March 16 
in honor of William Schmeiderer, who, as previously 
reported, has retired from business after 49 years with 
Buxton & Skinner in St. Louis. 

Bill was presented with several gifts and plaques 
by his many admiring friends and associates, and 
attention was called to the many honors Bill has 
earned during his many years in this industry. These 
include life and honorary memberships in NSOEA, 
Midwest Travelers Club and Stationers Association of 
Greater St. Louis. The industry has Bill tied so closely 
to it, that even in retiring, he can’t get away from all 
those fine memberships. His many friends among the 
stationers and Great Lakes Travelers in Chicago are 
iow awaiting their opportunity to play host to Bill 
when he moves up that way to make his home. 

* a * 


By the time this issue reaches you, the 8th Region 
mvention at Kansas City, Mo,. will have been here 
ind gone and the few dealers, if any, who failed to 
make it should plan now, never to miss another. 
* * * 

A large group of the progressive office furniture 
ealers of the St. Louis area met around a luncheon 
table on March 18 and organized the Office Furniture 
ssociation of Metropolitan St. Louis and elected the 
llowing officers to serve this year: 

President, Joseph Duddy of Skinner & Kennedy 
ympany; secretary, R. J. Gartner, Valco Company; 
easurer, Charles Peeper, Clark-Peeper Office Furni- 
re Company. President Duddy is appointing several 
mmittees to complete organization plans and to 
licit additional members from both retail dealers 
d local representatives of manufacturers doing busi- 
ss in the office furniture field. For further details 
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America’s Finest Low-Cost Adding Machine 





Precision-Built 


by Victor, World’s Largest 
Exclusive Manufacturer 


of Adding Machines A 
} 


10-KEY MODEL (7-6-0 
writes numbers just os 
you read them, totals 7 
columns 


FULL-KEYBOARD MODEL 
(6-6-0) prints zeroes ov- 
tomatically, totals 7 col- 
umns 





9-column-capacity Champions available at slightly higher cost. 


6 REASONS WHY IT’S EASY TO SELL THE CHAMPION 


4. Low price — Compare! Champion 
can’t be beat for value! Built to last 
for years! 

5. Quiet fewer moving parts, no 
“hammering” type to make a clatter. 
6. Choice of keyboard—both 10- 
key and full-keyboard models. 


1. Easy to use — simplified key 
arrangement, natural-angle “feather- 
touch”’ keys. 

2. Easy to carry — lightweight, 
compact. Carrying case available. 

3. Modern designa—attractive in any 
office, store or home. 


VICTOR ADDING MACHINE CO., CHICAGO 18, ILL. 
In Canada: McCaskey Systems Limited, Galt, Ontario 







Victor Adding Machine Co., Chicago 18, Dept. OA553 


Send details on how I can becorhe a Victor Cham- 
pion dealer. 












Name .. 













Address 



















“Divvet Mail YOU ses 
Up 300%" 


with Auto-typist 


“The Auto-typist has saved us a great deal of available typing 
time,” says Mr. Mayer. “Our payroll is unchanged, but the 
volume of letters sent out has been vastly increased.” Also: 
“Our direct mailing results increased three times over our 
mailings without the Auto-typist!” 


Sales Mgr., 
Safeguard Corp., 
Lansdale, Pa 


I do the work of three typists 
and our letters are answered 
on time. Each one is perfectly typed, 
no errors, no erasures, 

no omissions. 


“For really personal correspondence 
with my new Model 5216 Auto-typist, 
here’s all I do—touch the Selector button corre- 
sponding to the letter or paragraph to be typed, 
insert the letterhead in the typewriter and type in 
the date, name, address, and salutation. Then, 
with a touch of the ‘Start’ button, Auto-typist takes 
over, and types the entire letter—all the way 
through to the close, including the initials.” 


Mail this coupon Today for New Bulletin No. 5216 


VISIT US 


at the National Office 
Machine Dealers As- 
sociation Convention, 
Atlantic City, June 
18, 19, 20 


BOOTH NO. 42 


American Automatic Typewriter Company 
Dept. 75, 614 N. Carpenter Street 
Chicago 22, Illinois 


Nome 

Company 

Address 

City Zone State 


World's Largest Mtr. of Pneumatic Typing Machines 





and membership applications please contact any of 
the above named officers. 
e + * 

Sad news seems to creep in here each month, and 
this time it is regarding the passing in early March 
of our veteran friend George E. Dyson, for many yeers 
local representative and district manager of Mittag 
& Volger Company, carbon paper and ribbon manu- 
facturers. George suffered a stroke early this year 
and never fully recovered from it. 

Survivors include his widow, Mrs. Freda Dyson, 
whom he married following the death of his first wife 
a year or so ago. George had passed his 83rd birthday 
last year, yet, until only recently was an ardent skater 
and exceedingly active in every way. Services were 
held from the Scottish Rite Cathedral in St. Louis. He 
was very active in Masonic work; was a charter mem- 
ber of the original St. Louis Stationers Association, 
and had earned his 50-year watch with Mittag & 
Volger Company. 

* . ce 

We heartily recommend to every dealer selling office 
furniture of any kind that, while attending his region 
convention, he make it a point to visit the convention 
hotel quarters of the Wood Office Furniture Institute 
where will be found Howard Gatewood and his asso- 
ciates displaying the latest innovation for dealer sales 
help and detailed information regarding “complete 
office planning service.” 

The Institute representatives and the display will 
be at every region meeting for your enlightenment 
and assistance that you may do an outstanding job, 
at home, of complete office planning at a profit. Don’t 
miss it. They are going to great expense in order to 
lay all of this in your lap—so take advantage of it at 
your region meeting, whichever one you attend. 

. * . 


E. J. Mitchell, representing Hoosier Desk Company 
and Jasper Seating Company, is again on the road 
covering his territory as quickly as his many dealer 
appointments and meetings will permit. It is his aim 
to see every one of his factories’ dealers and to meet 
with the sales forces of each dealer just as early as 
humanly possible. To those not yet visited, he asks 
your patience, as he is on the way to see you. 

« * * 

The St. Louis industry added another member to its 
young benedicts’ club on March 21 when Louis Blair, 
owner of Blair Office Supply Company, was wed to his 
office manager, Miss Helen Fieweger. They honey- 
mooned in New Orleans for a couple of weeks, then 
returned to the old 7 to 6 grind of supplying busy 
local offices with all their needs. 

* * + 

The Midwest and Northwest Travelers converged 
“en masse” on Des Moines, Iowa, late in March, when 
the following travelers were observed in Des Moines’ 
famous Copa-Cabana Club, enjoying beefsteak dinners, 
the size and quality of which made it appear that each 
of the group might have enjoyed good business in 
Des Moines: Tom Seward, Speed Products, Inc.; Earl 
Collins, Rockwell-Barnes Co.; Chas. Fourdray, Codo 
Manufacturing Co.; Walter Mayerfield, Rexbilt Brief 
Case Co.; Owen Doss, Associated Stationers Supply 
Co.; Earl Lutton, School Supply Division, Crown Office 
Supply Co., Chicago; Dave C. Neuhaus, ‘Kansas City 
manufacturers’ representative; J. Herbert Johnson, 
Wilson-Jones Co.; and Scott G. Parnham, Myrtle Desk 
Company. 





Two Appointed to Staff of Ohio Firm 

General Office Equipment Company, 70 S. Fourth St., 
Columbus, Ohio, has named two new members to its 
staff in connection with a program of expansion. Rob- 
ert M. Dorsey has assumed the duties of store manager 
and is in charge of the accounting department. Charles 
L. Eckel has joined the sales department.—AK 


OFFICE APPLIANCES, May, 1953 








ion’ t 
r to 
t at 


any 
‘oad 
aler 
aim 
neet 
7 as 
isks 


» its 
lair, 

his 
ley- 
hen 
usy 

















)FFICE APPLIANCES, 


BI92E Electric Printing Calculator 


barrett 


TEN-KEY PRINTING CALCULATORS 





ADDING AND LISTING 
DIRECT SUBTRACTION 
MULTIPLICATION 
DIRECT DIVISION 


T} t ls shown here, the Barrett Electric Big2E and 
Barrett Hand Model B192, are designed to save machine 
ously ——/for years to come. Both have many 


itures, precisioned by Monotype. 


D \ it all times and all calculations are shown on 
rinted proof, Special Multiply Key, as easy 
| and simple as adding. Transparent paper 


utter for complete visibility. Items and totals 


| Ip TO 9,999,999.99. 
| 
| 
| 


BARRETT ADDING MACHINE DIVISION 
Lanston Monotype Machine Company 


Iwenty-fourth at Locust St., Philadelphia 3, Pa. 
, , I %> 





B192 Hand-Operated Printing Calculator 
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Any time and every time... 
the YELLOW BOX LINE is best! 


Time-tried. . . quality- proved 
... CuStomer- preferred! 


Oakville’s complete Yellow Box Line 
of paper-fastening devices simplifies 
your buying, streamlines your inven- 
tory, cuts your handling costs, saves 
you money! From one source — with 
one order — on one invoice you get the 
merchandise your customers want. 
One-stop buying — the Yellow Box 
way — builds sales and profits! 





Concentrate on the Yellow Box Line 
— the line that’s best for you! 


OAKVILLE COMPANY DIVISION 


SCOVILL MANUFACTURING COMPANY 


299 





















e-e-Khe Write combination 
that makes the Sengbusch 
Handi-pen so easy to sell 


Sengbusch Handi may have the colorful good 
looks, the smart styling that makes shoppers pause 
to look. And Handi-pen’s real writing convenience 
makes them buy. 

Famous “Capillary Action” inking ends ink 
spoilage and waste — keeps the last drop of ink 
fresh as the first. Handi-pen’s huge ink. supply 
equals approximately 100 Saber -pen fillings — 
no more empty-pen nuisance 

Customers like the variety of durable pen points 
for every writing style — plain or iridium tipped. 
They like Handi-pen’s reasonable price, too. 

A wide variety of colors and models makes your 
sales job a cinch. Order a good supply today and 
get set for a fast turnover. 


Reg. U. S. Pat. Off. 


353 SENGBUSCH BLDG. ® MILWAUKEE 3, WISCONSIN 
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CONSOLIDATED 


A Complete Line of 


CARBON PAPERS 


and 


INKED RIBBONS 


for all Office Machines 
and Purposes 


RIBBONS CARBON PAPER 
e HECTOGRAPH e GENERAL 

e TYPEWRITER HECTO-SPIRIT 

e MISCELLANEOUS « PENCIL 


MACHINES e PEN 


‘Everbest” and “Challenge” 
Brands are popular wherever 
Carbon Papers are used. 


CARBONIZED ROLLS 
FOR ALL MACHINES 





Specialists in... 
DEALER “Personalized” 
IMPRINTED CARBON PAPER 














Write for Details & Prices 


CONSOLIDATED 
RIBBON 
& CARBON CO. 


Manufacturers 
ESTABLISHED 1893 
DEP’T D, 2900 W. MEDILL AVENUE 
CHICAGO 47, ILL. 
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as Travelers News Notes 
CARROW, CORRESPONDENT 

N. ROSENEATH DR., HOUSTON 21, TEX. 

w that Spring is in the air and all my fellow 
elers have passed the Winter in a torpid condition 
mbling sleep—I might be favored with just a few 
s items. Please! 






Aen areepnes ee tt Sly 


* * * 


STORE ACTIVITIES—NEW AND OLD 


‘arland Spencer, for many years with Maverick- 
rke Company, Corpus Christi, Tex., and Hill Printing 
& Stationery at Waco, has announced the opening 

Spencer Office Supply at 414 Mesquite St. in Corpus 

risti. Congratulations to Garland on his new 

re 

addo Business Machines has moved into a large 

y store at 1710 Fairfield, Shreveport, La., and added 

omplete office furniture and supply department. 
J. W. Malarcher is manager of the company and J. W. 
Lavigne is assistant manager and in charge of the 
fice supply division. ... 

Bishop Office Equipment Company has opened for 

isiness again in El] Dorado, Ark. The Hendrick Com- 

ny has moved from 211 Browder St., to 1111 Wood St. 

Dallas , 

rimes Printing Company at McGehee, Ark., has been 

mpletely finished and it is one of the most attrac- 

stores in southeast Arkansas. W. B. Jackson is 
wner 

Earl E. Watkins and Travis C. Hicks, both formerly 
with Paragon Printing Company at Little Rock, Ark., 
have opened a new office supply store at 2224 Wright 
Ave., Little Rock, under the name of Sherrylynn Print- 
ng & Office Supply Company... . 

Marcus Park, Park Printing Company at Henderson, 
has opened the store at 115 N. Jackson as the office 
supply department, retaining 113 as the printing 
ffice 

PERSONAL NOTES 

John W. Kane, Frost-Parker, Baton Rouge, La., has 
ined O. D. Mann, manufacturers’ representative... . 
4. E. Irby is in charge of the buying at Port Printing 
Company in Tyler... .L. S. Hurst has taken over the 
management of the Herald Office Supplies at Nacog- 
loches. . . 

Cecil Adams is the new store manager and buyer 
for Perdue Company at Pine Pluff, Ark. .. . \W. R. 
Powell has severed his connections with Powell-Smith, 
Inc., in Tyler, and Wayne J. Smith has assumed man- 
agement of the company.... 

S. R. McCullough, father of Dudley McCullough of 
Parkin Printing & Stationery at Little Rock, died re- 
ently... . Louis Strack is the new store manager of 
Paragon Printing in Little Rock. ...T. C. Watson of 
East Texas Office Supply at Jacksonville, Tex., has 
een confined for quite some time but expects to be 
ack on the job soon.... 

Nancy June Tate, daughter of H. I. Tate, Commercial 
Dispatch at Columbus, Miss., was married recently to 
Creighton W. Frost of Mesa, Ariz. Creighton graduated 


ao 


mmission and wings and the couple are now living in 
swell, N. M. where he is stationed. ... 
- * : 
jackson, Miss., Jottings—Bill Hearn has left Office 
Supply to go with Standard Stationers. . . . George 
Smith is buying for Standard Stationers . . . Vie Parr 
igned from Mississippi Stationery to go with Ed. 
Hearn at Atlanta, factory agent... . 
lames Beasley is with Chambers-Langston, trans- 
ing from Capitol Printing Company... . Bill Parker 
nanager of Delta Paper Company, Greenville, Miss., 
ing been with Standard Stationers for many 
rs 





* * * 


he Texas Travelers’ Wives Club of Dallas met on 
F ruary 25 at the home of Mrs. Jack Hunsucker, 
8 McCommas Ave., in Dallas, for a luncheon and 
ige party. Co-hostesses were Mrs. Ralph W. Smith, 












1953 





FICE APPLIANCES, May, 





from Reese A.F.B. at Lubbock where he received his | 


TRADE MARK 


When you offer Vul-Cots to 
your customers, you are 
offering more than a 
receptacle for holding 

waste paper. You are selling 
economical waste handling 
... for years. Every Vul-Cot 
you sell carries with it a 
5-year guarantee. And, you [| 
are making a good profit 
on a good product that 
gives your customer the 





New Square Top — ZA 
same as No. 2, but with 
7 J : square 10%," top 

utmost in satisfaction. 


Tee menage 


The two Vul-Cots illustrated 
are new in the line. All 
Vul-Cots are made of hard 
vulcanized fibre; they look 
better and last longer. Colors 
do not chip off; double 
rolled tops do not break. They 
are light-weight, noiseless 
... exclusive bonded seam 
construction gives added 
strength. Vul-Cots do not 
crack, splinter, dent, rust or 
corrode. Standard colors; 
maroon-brown and olive- 
green. Write today for 
catalog price sheet — 
Dept. OA-5. 

For Sale by 


Stationers Everywhere 





New Rectangular 5A 
15%” long; 10” wide; 
15” deep 


(or. oe 


x 


Stocks maintained at our warehouses in 
Chicago, Los Angeles, and San Francisco 


i > 9 ie gd 
of dee 






SPENCER 


Prints Your Company Name 
... on Every Box You Sell 


YOUR COWERNT HABE 


. 
pooet” 


jal Staines Put Your 


co yan 


Company 
Name 
to work... 


Get Repeat 
Orders... 
Extra 


Profits! 


Cash in on SPENCER’S Imprint Service 


Keep your company name before your cus- 
tomers... repeat orders follow automatically. 
Spencer gives you the extra advertising benefit 
and repeat sales value of imprinting. Your com- 
pany NAME... ADDRESS . . . TELEPHONE 
NUMBER ... on top of every box you sell! Spencer 
was the first rubber band manufacturer to offer 
this valuable imprint service. It’s FREE... on 
orders for 50 Ibs. or over. Next time you order, be 
sure to call for Spencer bands in imprinted boxes. 


SPENCER Box Designed for Imprinting 


Spencer’s famous ‘'Kliktop” box is especially 
designed for imprinting. Spencer maintains its own 
printing facilities to render this important added 
service ...to help you sell Spencer Rubber Bands. 


The Box That Sells The Bands! 


KLIK ... it’s open; KLIK ... it’s closed 
tight! Every time a cust handles a 
Spencer “KLIKTOP” Box a sale is made. 
it’s the box that sells the bands! 


SPENCER 


RUBBER PRODUCTS CO. 


MANCHESTER, CONNECTICUT 





Mrs. John T. Cobb, Mrs. Jess Musgraves and Nirs. 
W. A. Stempel. 
* > + 
Charles Farrell of Cathey Office Furniture and Sup- 
plies in Dallas became a grandfather twice in one cay 


| On February 17, his daughter, Mrs. Douglas Gleason, 


presented the family with twins. 





| Pacific Northwest Notes 


C. M. LITTELJOHN, CORRESPONDENT 


918 12TH AVE. N., SEATTLE 2, WASH. 


In recognition of their outstanding sales and service 


| records, Hal Sollway, Richard Adams and Joseph 
| Hueter, three topnotch Seattle Clary Multiplier repre- 


sentatives, have been selected for membership in the 
exclusive Producers Club. 


* * * 


R. J. and R. A. Anderson, twin brothers, have recently 


| established new office equipment company offices as 
| well as storage space at 2231-33 Second Ave., Seattle, 


Wash. 


* t * 


Howard Cooke, owner of the Cooke Time Stamp Com- 


| pany of Omaha, Nebr., and well known in the marking 


device field has recently become associated with Julius 
Krebs in Portland, Ore. 
* * ” 
The Washington Bookstore, 4316 University Way, 
Seattle, plans extensive modernization and vast en- 


| largement, increasing store space by a third. 


+ * * 


Carl Rochet and Charles Rudd of the Record Sta- 
tionery & Office Equipment store in connection with 


| their News-Record in Renton, Wash., have recently 


moved into their new home at Walla Walla & Williams 
Sts. The new location features three times as much 
floor space as the old building. 

* ” om 

One of the most active congressman the national 
capital has seen recently is Representative Thomas M. 
Pelly, president of Lowman & Hanford Company, Seat- 
tle stationers. Mr. Pelly is currently engaged in a pro- 
test against foreign shipbuilding contracts. 

* * * 

Jack & Ken Fowlds, operating the Everett Book & 
Stationery Company, Everett, Wash., have recently 
moved to larger quarters at 2901 Wetmore St., Everett 

* * ” 

Mrs. Mary Jean Johnson has recently joined the staff 
of the new Record Stationery & Office Supply store 
in its new building in Renton, Wash. 

* + + 

John H. Stahle of the International Business Ma- 
chines Corporation, Seattle, Wash., has recently been 
chosen as a member of the Seattle Chamber of Com- 
merce along with R. W. Hubner, district manager of 
IBM. 

mn * * 

A new office machine firm, Abbott & Lind, has leased 
the store at 928 S. W. Stark St., in the Pittock Block, 
Portland, for its operations. 

a om * 

George A. Baumann has recently been named man- 
ager of the Seattle office of the Commercial Controls 
Corporation, according to the announcement of 
S. Cass, sales manager of the company. 

* x * 

Diebold, Inc., maker of office record systems and 
various equipment, has combined the Portland and 
Seattle sales organization. 


* * + 


Featuring office supplies and stationery as well as 


| printing products, the Ryding Press has recently 


opened at 409 E. Pike St., Seattle, after extensive 


| remodeling of the interior of the store building. 
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THE FINEST MARKERS MADE TODAY! 


FULTON 








MARKING 
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DEVICES 


Your customers will like the 
quality ... You will like the profit 
from repeat business. 





DRIKWIK STAMP PAD AND INKS... 
Cellophane wrapping insures fresh- 
ness of Pad... your guarantee of a 
new stamp pad. 

SIZES . . . No. O, 1, and 2 are the 
most popular sizes in new drawn 
boxes. Extended lip on the cover for 
fingertip control in opening. 












































f as tf PLUS EXCISE TAX 






accurate 






Mechanical Features. . . 






Front Paper Stop assures accurate registration. 


Automatic Roller Release eliminates smudged sheets. 






Automatic Counter counts only printed sheets. 






Open Drum—self-contained, internal brush inking. 





NU-TYPE FOAM RUBBER STAMP PAD... 
made from finest grade of porous 
foam .. . light touch and stamp is 
inked. Encased in smart, modern steel 
drawn box. 


SIZES .. . No. 0, 1, and 2 all cello- 
phane wrapped. 

OTHER DELUXE ITEMS... 

SERVICE and FULTON Daters and Num- 


berers . . . DeLuxe and Special Business 
Outfits... 





Automatic Feed — positive action. 





Selective inking by means of our ink dispenser. 





NO YRYON > 





Paper Pusher is automatically lifted and carried back 
to feeding position. Eliminates lint on the stencil. 





























Order Now! Write for 
Prompt our new 
Shipments! catalog #52 
FULTON MARKING  —_ 
EQUIPMENT COMPANY IEKCHNYGRAPH CO. 
82 Fulton Street Elizabeth 1, N. J. Ses OND ae 0 ONL) FS 
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Don’t miss this 


Opportunity for Profit . 
PEC. 


POSTING TRAYS 
AND STANDS 
with 
3 BUTTON MAGIC 


@ Investigate the 
many EXTRA sell- 
ing features of 
P. E. C. Posting 
Trays and Stands. 
Learn how 3 But- 
ton Magic Control 
will add speed 
and efficiency to 
your customer's 
machine book- 
keeping department. 





Distributed Through 
Dealers Only 


POSTING EQUIPMENT 
CORPORATION 


777 HERTEL AVENUE 
BUFFALO 7, N.Y. 


r complete facts on the 


C. line write... 


For only *7¢ 


Ws 
\\\ eae 
we IMPRESSIONS 





sales angle 


IN 
FILING 


Snaps into your 


frome: al CARDHOLDER 


File-Aid is an Efficiency-Plus index card- 
holder for file cabinets in business. 


File-Aid steps up filing efficiency by 
providing greater visibility. No Bend- 
ing . . . No Stooping . . . No Climbing. 


File-Aid snaps into present frame 
quickly and easily. Plastic shield keeps 
card clean and legible. Card easily 
changed. 


File-Aid available to fit all file draw- 
ers. Available also for use with shelv- 
ing. 

@ File-Aid is the handiest door-opener, 
you ve ever seen. 


Patent 
Pending 


WRITE TODAY FOR COMPLETE INFORMATION AND SAMPLE 


-FILE-AID 


SALES 
P.O. BOX 6223 
SPEEDWAY CITY, INDIANA 





so © 


a orm @o © @© were ae afar DT © ce 


Your name on your products your own 
"AUTOGRAPHS" . deliver sales-stimulating 
advertising impressions a// day, every day, thou- 
sands of times a month for /ess than a penny a year. 
"AUTOGRAPHS" are just as appropriate, just as 
impressive and fully as sales waked on a $2.00 
pencil sharpener or letter tray as on a $200 desk 
or typewriter. A flick of a solvent saturated brush, 
slight finger pressure, and "AUTOGRAPHS" are 

ready to start selling and keep selling your name 
and your products for life! 





Large Variety of Sizes and Styles. 


*Based on per plate cost of average Dealer order. 
, Noesting considers QUALITY 
ADVERTISING IMPRESSIONS THAT S7/0K/ is of first importance. 

NOESTING PIN TICKET CO., INC. 

728 E. 136th Street, New York, N. Y. 


WRITE TODAY 


on your letterhead for samples 
and literature. Dept. O-5 
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BR POTLATCHING it 
79 REGON ERAILHRAVELERS 


KEN DICKENSHEET, CORRESPONDENT 
1020 Y STREET, VANCOUVER, WASH. 

‘his is the month when all roads will lead to Seattle 

the annual NSOEA regional meeting. The word 

m Governor Lew Hilton is that the steering com- 

tee has been working night and day to insure a 

nderful convention and that it promises to be the 

t regional we’ve had to date. 

Advance registrations show high interest in the 
convention by the dealers—so don’t miss this one. 
We are sure you will learn many things to improve 
your store operation and we know that you will find 
plenty of entertainment for your leisure time. Your 
bulletins tell you the fine list of speakers that will be 
there and each of them brings an important message. 

If you haven’t registered as yet, please get your card 

at once. Also—when you arrive in Seattle to check 
into your hotel, look for the men with the “Howdy 
Doody” buttons. They will help you with your room 
accommodations 

* * * 


Ferd Minice of The Ryding Company in Seattle has 


announced the enlargement of operations to include | 


special printing of all kinds. The firm has just acquired 
a printing plant at 409 E. Pike to be known as The 
Ryding Press 
+ * + 

Rocky Mountain News Notes: Farmer Anderson of 
the Phillips Bookstore at Bozeman reports his firm has 
completely recovered from the effects of water damage, 
suffered when a water pipe burst in the room above 
the store, causing a miniature Niagara to flow over 
the stock. Farmer has found out that nothing is more 
vulnerable to water damage than the stock carried 
in a stationery store. ... Bob Sly of The Tribune 
Printing & Supply Company, Great Falls, Mont., has 
announced plans for a store remodeling program. 
Naegle Printing Company in Helena is also discussing 
a program on remodeling which calls for an additional 
story to be added to the building. . . . Already remod- 
eled is the store of The Helena Office Supply Company 


in Helena which now has a new lighting system. Dan | 


Sullivan and George Scheeler of this firm are also 
stocking complete lines of machine equipment and are 
now Globe-Wernicke dealers in Helena... . 
* * a 
It was very easy for a dealer to place an order for 
loose leaf or blank books in Casper recently. Working 
the town the same day were Joe Simmer of Wilson- 
Jones, Lloyd Johnson, the new B. & P. man in the 
Rocky Mountain territory, and yours truly. Just to 
make the dealers even happier, Frank Lipp of Ester- 
brook was in their hair too. All we needed was Leo 
Campbell, Joe Simmer’s new man Friday, to make the 
picture complete. o 0.8 


Speaking of Naegle Printing, as we were a short 
paragraph back, we made an astounding discovery on 
ir last trip to Helena. In the event you are not 
1miliar with the Naegle family, Gene, the father, is | 
foot 6 inches and weighs 265, Son Jack Neagle is 
foot three and weighs 225, Son Fred is 6 foot six 
ches and weighs 250 so you can see that they make 
pretty rugged looking family. Here is the joker 
the deal. The name “Naegle” is German and a literal 
inslation of the name is “Little Carnation”!! 
7~ . 
Fractured French Department: Savoir Faire is the 
ility to be in the washroom when the check is pre- 


ited. 64. * | 


Bill (Keating Company) Geary entertained the Mar- 
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NO OTHER PORTABLE GIVES 
YOUR CUSTOMERS SO MANY 


typing values 


Users and dealers everywhere have acclaimed the new 
Remington Quiet-riter as tops in performance and ac- 
ceptance. That’s because only the new Quiet-riter has 
all these outstanding features: 

Exclusive Miracle Tab, Extra Large Paper Cylinder, 
| Exclusive Super-strength Frame, Patented Simplified 
Ribbon Changer, High Speed Escapement and Acceler- 
ated Type Bars... PLUs all these new features that put 
the new Quiet-riter years ahead of any other portable 
typewriter ... and make it your best bet for bigger sales: 


NEW STYLING ... NEW DIRECT-SET VISIBLE 
MARGINS...NEW BUILT-IN PAPER EDGE GUIDE 
_.. NEW 1-2-3 LINE SPACER ... NEW LONGER 
LINE SPACE AND CARRIAGE RETURN LEVER 
_.. NEW TYPING EASE... NEW IMPROVED 
| PAPER BAIL... NEW IMPROVED PAPER FEED. 





Quiet-riter 


WITH EXCLUSIVE MIRACLE TAB 


Also available—New Remington Portable without Tab 















shall Scott’s of Idaho Falls, Ida., on his last trip and 
evidently a good-sized time was had by all. 


+. * 

Leo (W-J) Campbell is paying more calls on Marshs|] 
Scott than the loose leaf business would seem to inci- 
cate necessary. Our hunch is that romance has reared 
its head and that Leo is courting Marshall’s new good 
looking bookkeeper. Ah! romance under Idaho Skies! 
Boston was never like this was it, Leo? 


“OUT WHERE THE HANDCLASP IS A LITTLE 
STRONGER” 





| Aubry & Taendler Feature Display 


DEALERS 


In Newly-Remodeled Chicago Quarters 

The official opening March 23 and 24 of the newly- 
remodeled and enlarged quarters of Aubry & Taendler 
brought hundreds of visitors to 211-213 N. Michigan 
Ave., Chicago. For many attending the open house 
it was a revelation as to what can be done in the 


| effective display of office machines. 


' 


MAKE PROFITS 
ON Hane FORMS 


... and asa Hano Dealer, You Can 
moke Profits on our Complete Line... 
Continuous Forms, Continuous Car- 
bonInterleaved Forms, Snap-a-Parts, 
Autographic Registers and Forms. 





Realistically Priced to meet competi- 
tion 
Good Deliveries help you get orders 


Extra-Fast Delivery of stock Register 
Forms and Snap-a-Parts 


Assured Repeat Orders result from | 
good-looking-good-working forms 


Dealer Selling Know-How eliminates 
unnecessary correspondence 


Simplified Price Lists and selling aids 


Complete Quotation and Sample 
Service 


Top-Quality Forms—lithographed or 
letterpress for every need 


Orders Shipped Under Your Label to 
Your Customer but billed to you 


——= ££ O68 £4 Sees 


Liberal Dealer Discount 


| specially-designed display cabinets with 


With the co-operation of Felix Simmenauer, interior 
designer, Kenneth P. Aubry and Henry A. Taendler 
have used all of the space at their disposal advan- 
tageously. They rented the adjoining space at 213 N. 
Michigan Ave. and took out the connecting wall all the 


Partmers . . . Kenneth P. Aubry (left) and Henry A. Taendler 
stand beside a demonstration stand, which revolves around a 
pillar, in their newly-remodeled quarters. They are partners in 
Aubry & Taendler, 211-213 N. Michigan Ave., Chicago 


way up to the 18-foot ceiling. The architect pulled 
the mezzanine forward eight feet and pushed the 


| store back five feet, setting off the entire layout with 
| an attractive staircase leading to balcony offices. 


Office machines are now displayed under glass in 
individual 
fluorescent lights in each. The machines are depart- 
mentalized, portables being shown on the south wall, 
office-size machines on the east wall and adding ma- 
chines along the north. A built-in ribbon cabinet is a 


| novel feature. 


Established Dealers wanted in the South, Southwest 
and Midwest 
PHILI? 


HOLYOKE, MASSACHUSETTS 


A large pillar, instead of being an unsightly nuis- 
ance, was utilized in the furnishing of a revolving 
demonstration table for portable machines. Here, cus- 
tomers may try out any of the portables and beneath 
the machines will find advertising material placed in 
built-in pigeon holes. 

The shop is a revelation in efficient arrangement. 
It is equipped with new individual steel benches for 
the service men, steel shelving on which the machines 
are neatly arranged, and modern agitators and dryers 

Aubry & Taendler holds the exclusive agency for the 
1953 
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The 
1/4 oe LINE 
\CCOPRESS PIN PRONG 
BINDERS 


{ new—and already popular—item has been added to 
ound out your line of Accopress Binders. The “9000” 
Line brings Acco quality and low cost to a wider field 
f loose leaf bookkeeping and punched form binding. 
The “9000” Line is made of genuine pressboard or heavy 
binder board covered either with canvas or black pebble 
grain cloth. Stock centers 6” and 8144”. Other centers 
ind many sizes available. See your Acco Catalog or write 


Is now, 


-ACCO PRODUCTS, Ine. 
OGDENSBURG, N. Y. 


In Canada: Acco Canadian Co., Lid., Toronto 








TYPEWRITERS 
ALL MAKES 


REGAL’S NEW YORK warehouse 
and 80 stock depots carry a re- 
volving stock of 10,000 machines. 


THE UTMOST IN QUALITY 


= A rp OF =. bs 
| Borne, y , ( 
i a 


—THE LOWEST IN PRICES 


REGALRITE BRAND 
RIBBONS AND CARBONS 


» PROVEN-BEST BY TEST-BEST FOR LESS 


REGAL TYPEWRITER COMPANY, INC. 


& 200 HUDSON ST. ° NEW YORK 13, N. Y 
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NOT CERLGCEUE HaRT 
ON THE MARKET! Bika iy 
: PRINTER 


SPIRIT PROCESS 


$29 95 *Tags, Cards, Labels 
- plus tox 


COMPLETE WITH 
SUPPLY KIT 


@ NO INK, NO 
TYPE 


@ NO STENCILS 
@ NO GELATIN 


@ AUTOMATIC 
FEED 
FRONT STOP 
REGISTRATION 
RUN CARDS OR 
at ag TO 


x6 


YOUR DEALER HAS IT OR WRITE: 





manufacturing co. 


mimeographs 


and supplies 
ST. PAUL 4, MINN 


7 f> PSaiactall 


For 2 and 
3-Ring Binders 


e METAL EYELETS— 


an exclusive 
Amfile feature 


They glamorize proposals, 
pricelists, testimonial letters, 
any letter-size papers. Hold 
presentation material flat, 








free from dirt and smudges. 





Each Protector comes with a black mount, all punched to fit 
binders. A one-inch ring binder accommodates up 25 protectors. 
Available with or without metal eyelets. 

Made of heavy-gauge, non-inflammable acetate, .005 thickness, 
and are easily cleaned by wiping with a cloth. 

Packed 25 to box, 125 to shipping carton. 


Write for prices and dealer discounts 


AMBERG FILE & INDEX CO. 
Kankakee, Ill. 


our CusTOMERS 


ARE READING ABOUT 


NEVA-CLOG 
STAPLERS 


For use by executives — for salesmen's brief cases 
—for better, quicker, more secure filing —and 
for many other commercial as well as industrial 
fastening jobs. 





NATIONALLY ADVERTISED 
in Business Week, the publication read by your cus- 
tomers — reaching the world’s best stapler market. 
@ Display and recommend NEVA-CLOG Staplers, and 
make NEVA-CLOG advertising your easy route to sales. 














NEVA-CLOG PRODUCTS, INC. 
Bridgeport 1, Connecticut 


CANADIAN STAPLES LTD.—Montreal, Toronto, Winnipeg, Vancouver 


ee 


ites wid 


PREMIER 


AN IMPORTANT 
FACTOR IN 
EVERY OFFicr 


The REASON j, SIMPLE. 


@ All 
lines 2" Scored - 


Cri 
- Perm Ss Crossed Yo" 


Guide 
Equipped With Re 


Will Not 


e p gS S Cuttin h n 
J Saf ty SPrin ECURE g and 


CAN'T FALL 
e 


334 N. Bell Ave. CHICAGO 12, Ill. XZ 


Representatives 
Milton Stone, 320 Broadway, Room 
625, New York City, covering N. Y. 
S. Lichtenstein, 223 South 10th 
-» Philadeiphia, Pa. 

Jack Luke, 5240 Sheridan Rd., 
Chicago, Iii. 

Stan Mollerstrom, South Eastern 
Atlantic States. 


Henry Deutsch, Cox Lane, Route 
No. 5, Box 747, Dallas 9, Texas. 


Harry Henkel, Assoc., 
439 Ellis St., San Francisco. 


E. J. Mitchell, 
329 Belt Ave., St. Louis, Mo. 





i) 
uckeve 


CARBON PAPER 


NYLON Ribbons by 
BUCKEYE! 


The Last Word in 
Quality, Cleanliness 
and Durability 


Ask Us About Them 


THE BUCKEYE RIBBON & CARBON CO. 


CLEVELAND, OHIO 
MANUFACTURERS 
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what better 

way to record 

the passage 

of time than 

bya... 
STARK CALENDAR 


A quality line of stands and pads featuring all 
popular styles and sizes. Calendar pads are litho- 
graphed—on high-grade bond paper with the 
date in red and the monthly calendar in blue. complete 

Fast, 2-color lithograph printing enables us to detail 
give you the best in quality and prompt service. etails 


“In Calendars the Quality Mark is Stark” 


STARK CALENDARS 


100-112 BISSELL ST. + PHONE $t2' * JOLIET, ILL. 


write or 
phone for 
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Dealerships 
r adding machines include all the well known makes. 
les and service on new and used portable and office- 
xe typewriters is extensive. 

Located on swank Michigan Ave. with many travel 


ihener, Swedish calculating machine. 


encies and foreign consulates nearby, Aubry & 

,endler stocks a number of special and foreign lan- 

iage keyboard typewriters. This is a growing phase 

the business. 

The firm was established in 1942 by Henry Taendler. 

, 1948 Kenneth Aubry joined him as a partner. Busi- 
ess has expanded steadily with the result that the 

esent enlargement marks the third time the concern 
as doubled its floor space. Ten mechanics are em- 
loyed, three office girls and two salesmen. A one-half 

n panel truck is used for delivery service. 

A 30-foot sign with plastic letters lighted from be- 
ind in colorful fashion sets forth the front of the 
Michigan Ave. firm. Luck was with the proprietors for 
on the week of the grand opening the city transporta- 
tion lines changed their bus stop to a spot directly 
in front of Aubry & Taendler.. The attractive display 
t once began to pay dividends. 





Salesman Receives A. B. Dick Trophy 


Frank Kreuger, salesman for the American Printing 
Company, Galveston, Tex., has received the annual 
A. B. Dick Mimeograph Company silver cup as the 
sales leader for the district. It was presented to Mr. 
Kreuger by Norman Vanek of Dallas, district sales 
manager.—_JHR 





UNITED STATES EXPORTS OF OFFICE 

MACHINES, EQUIPMENT AND SUPPLIES 

Figures for December, 1952, Released in March, 
1953, by the U. S. Department of Commerce 


(A breakdown by countries is available from the Foreign 
Trade Division of the Bureau of the Census, United States 
Department of Commerce, Washington 25, D. C.) 








Quantity (Dollars) 
Net Value 
Machines Accounting Nondescriptive except 
nF eee eee és 464 610802 
Machines Accounting Descriptive except 
Punched card New ‘cuclabing 478 943908 
Machines Listing—Adding except ‘Punched 
RR eI SS ESE 2444 364672 
Machines Calculating Non-Listing except Punched 
GEE GIN x:cxcoccunstnenpehisceulaeeanenamilinateeiaamigads a. 1643 658810 
Machines Accounting Ete. except Punched card 
New, Nes. tents 153 39605 
Machines Card Punching and auxiliary New... 217 518351 
Machines Accounting Etc. Used and Rebuilt............ 783 113782 
Parts for Accounting Etc. Machines................ 1068693 
eee eee 165 78252 
Accessories & Parts for Addressing ‘Machines : 21396 
Machines Duplicating Ex Lithographic Offset.. ; 313 59095 
Machines Duplicating Lithographic Offset - 33 74890 
Parts for Duplicating Machines........... ; ‘ 58398 
GEES On 780 234816 
Cash Registers Used Rebuilt................. : ean 550 31021 
Parts for Cash Registers..... 371669 
Typewriters Standard New Except Electric 5429 577963 
Typewriters Standard Electric Lesson 
Automatic New ‘ ee ctaiaid 294 555 
Typewriters Portable ORE 3794 196920 
Typewriters Used Rebuilt except Automatic............ 1879 
Le ae hs a ‘ 48 548 
Parts & Accessories for Typewriters.......... fi 412580 
Staplers for Office LRT, + A .. 44469 727 
Dictating Machines .........................- ye 277 B63 
Mail Handling Machines & Parts... 51356 
Check Handling Machines & Parts . 52256 
Office Machines & Parts Nes........... ie 123958 
Mechanical Pencils All Materials (Doz.) 25710 167624 
Mechanical Pencil Parts .................. wind 15283 
Pencils Ex Mechanical Black Lead haene 29140 83335 
Pencils Ex Mechanical Nes. + . 7776 28752 
Pencil Leads 2 38727 
Crayons METER ER Te 24034 
Fountain Pens Ball Type (Doz.).... . 72244 227421 
Fountain Pens Ex Ball ze (Doz.)... 79683 929766 
Ball Pen Refill Ink Cartridges (Doz.)...... 28115 54122 
Fountain Pen & Ball Point vous Nes..... 118666 
Fountain Pen Points (Gr.).. a . 11036 58237 
Carbon Steel Pen Points Gr.)... re 6157 8052 
Desk Pen Sets Wie tee TF . 8607 25554 
ink Writing RE RE a 66257 
nk Nes. ; » 102255 
Carbon Paper (Lb.) Sate 126126 107672 
Ribbons Cloth Inked Office Machines.................... 53475 
RR ET EE Re 310506 
(Nes.—Not elsewhere specified) 
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WITH THESE CARDS 








Iemettal FILE CARDS 


In all standard weights, colors 
and rulings 








Send for Price-O-Log No. 51 


Jmpertal [Ifethods(o 





ILLINOIS 


FOREST PARA, 
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Look to 


ONGHORN 


CARBONS... RIBBONS 


fora 










































Leaders in 
AMCO's complete 
line of carbons 










folate Male) olelal; 






for the office— 







leaders in sales 






and profits for you! 
















Send for Illustrated 
AMCO Catalog 


| Ameo 


AMERICAN CARBON PAPER MFG. CO. 


Factories at Ennis, Texas—Chatham, Virginia 


























Warehouses and Offices at Houston, Dallas, New Orleans, 
Birmingham, St. Louis, Denver, Los Angeles. 












SEEN AND HEARD IN 
SOUTHERN CALIFORNIA 


by J. Edward Tufft 
2012 Huntington Dr., South Pasadena, Calif. 


The Sixth Annual Southern California Busines: 
Show, held at the Biltmore Hotel in Los Angeles, March 
24-25-26-27, drew a record number of visitors, 13,285 
not counting duplicate visits by anyone. 

While visitors from the various cities and towns of 
Southern California naturally dominated yet a glance 
over registrations shows visitors from all parts of the 
United States and Canada as well as from a number 
of foreign countries. 

The number of exhibitors surpassed the number at 
any previous show also while limitation of space kept 
out a number wishing to take space. 

The event was sponsored, as always, by the Los 
Angeles Chapter of the National Association of Cost 
Accountants. 

Men heading up the event and taking responsibility 
for its success are as follows: George Feichmann, gen- 
eral chairman; Roy McRann, business manager; J. W. 
B. Stanley, chairman of the committee for space 
rentals; Cary Marshall, publicity manager; and Mau- 
rice Dahlem, president of the Los Angeles Chapter of 
the National Association of Cost Accountants. 

One comment made by several was to the effect that 
visitors this year in larger number than at any pre- 
vious show, showed definite interest in the exhibits 
and were anxious to learn from a practical standpoint 
what the machines could do in the way of saving time 
and money. In other words there were fewer visitors 
who were merely sightseers. 

The “Queen” of the show this year was Ruth Hamp- 
ton, a starlet of Universal-International Pictures, a 
young woman who has won two beauty contests for 
each year of her life. 

There were a number of office machines never pre- 
viously seen at a Los Angeles show and a number not 
previously exhibited on the Pacific Coast. A complete 
list of exhibitors follows: 


Acana Company 

Addressograph-Multigraph 
Corporation 

R. C. Allen Business 
Machines, Inc 

American Photocopy Equip- 
ment Company 

Audograph of California 

Auto-Typist, Glenn C. Leslie 
Company 

Business Systems Incorpo- 
rated 

Clary Multiplier Corporation 

Computer Research Corp. of 
Calif 

Ralph C. Coxhead Corpora- 
tion 

Cummins-Chicago Corpora- 
tion 

Dictaphone Corporation 

Dictating & Recording Co., 
Inc. 

Diebold, Incorporated 

Ditto, Incorporated 

Elite Office Machine Com- 
pany 

Elliott Addressing Machine 
Company 

Friden Calculating Machine 
Agency 

Gramont Corporation 

Charles R. Hadley Company 

The Haloid Company 

Milo Harding Company 


Master Addresser Company 

The McBee Company 

G. W. McKenzie Co., Stand- 
ard Duplicator 

George E. Montgomery Co., 
Edison Voicewriter 

Moore Business Forms, Inc. 

The National Cash Register 
Company 

Ozalid Div., General Aniline 
& Film Corp 

Plus Computing Machines, 
Calculators, Ltd 

Polychrome Pacific Corpora 
tion 

Postindex Co., Div. Art Metal 
Const. Co 

Walter Radell Company 

Recordak Corp., (Sub.) East- 
man Kodak Co 

Robotyper Company of Cali- 
fornia 

Schwabacher-Frey Company 

Scribe Corporation 

Southern California Station- 
ers 

Stationers Corporation 

Sunset-McKee Business 
Forms 

Von's Office Machines, Precisa 
Distributors 

R. H. Webster Company 

Workman Service Company 
of California 


International Business Ma- Yeoman Supply Company 
chines Corp 
Mailers Automatic Enclosing 
Service 
* ~ a” 

It obviously is impossible to go into complete detail 
on the various units displayed at a show of this kind, 
but a number can be mentioned in a general way, to- 
gether with names of individuals in certain cases. The 
columnist reserves the right to mention a number more 
in the next issue of this publication. The efforts that 
exhibitors made to be courteous to visitors, to the 
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AMAZING NEW 
LIFETIME 


MECHANICAL LEAD HOLDER 
AND LEAD POINTER! 





PACKED WITH 
7 SALES POWER! 



















*% A desk set that eliminates conven- 
tional a *il sharpening — insures 
clean rm lines, permanently. 

*% A lifetime injection lead holder 

with “pointer” that really sharpens 
new precision points in a jiffy! 
\ * A point-of-sale item that stops cus- 
tomers and sells them on sight! 
S 
t Here's a startling new time saver 
that makes conventional pencils and 
sharpeners obsolete. For fine, accur- 
y tte detail work an indispensable 
: aid to Draftsmen, Artists, Architects, 

Designers, Engineers, Students, Book- 
p keepers and others. Lead holders 
i available with lead in deg. 7B to 9H. 

DON’T DELAY 
t This is but one of hundreds of qual- 
ity profit-proved Alvin drafting, draw- 
: ing and stationery items available— 
1 send for complete catalog 
and amazing price list today! 
5 


ALVIN COMPANY 


z ‘ Dept Wind 
i 



















THE KISCO 
REGAL-AIRE 








Kisco Kid 


Says: 


COMPARE 
STYLING, 
PERFORMANCE, 
STURDY 

: © > Years” STEEL 
, CONSTRUCTION 


~ 
QUIET 
DRAFTLESS 
EFFECTIVE 


Also see 
t= 12-16-20 
inch Kisco 
Window Fans 


KISCO COMPANY inc 


2400 DE KALB STREET ST. LOUIS 4, MO. 


















It's Gotta 
Be Good To 
Be Guaranteed 































THE KISCO 
LO-AIR 
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CUT COSTS — PRINT WITH 


RUBBER PLATES 







* PLATENS 11x13” all 


e INSIDE CHASE 1 


FOR MORE 


MAKE THEM IN THE 
EASY-T9-OPERATE 


EVA-PRESS 


MATERIALS 
COST LESS THAN 
$1.25 FOR 
10”x10” PLATE 





1. Insert type form and 
plastic sheet into hot Eva- 
Press, apply pressure, let 
cure for 10 minutes. 


2. Release pressure, extract 
all from Eva-Press and have 
finished matrix. 


3. Place (1) sheet of rub- 
ber on (2) matrix and in- 
sert both into hot Eva- 
Press, apply pressure, let 
vulcanize for 10 minutes 


4. Release pressure, extract 
from Eva-Press and 
have finished Rubber Plate. 
More detailed directions 
supplied with Eva-Press. 


0x12” 


INFORMATION WRITE TO 


AMERICAN EVATYPE CORPORATION 


751 OSTERMAN AVE. 


DEERFIELD, ILLINOIS 
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AICO PLASTIC 
TABBING 
The Finest, Stron 


In Six Inch Str 
Choice of 8 Colors 
Slotted For Titles 

1, 2 or 3 Line Titles 
Cuts Without Waste 





Salesmen, Trainees, Clerks and Others 






Every One Who 
Uses Loose Leaf 
Material NEEDS 


Tabbing or Index Sheets 


And 


Aico’s Line Is wer 


gest Made! 


This is the original tubular edge 
Tabbing; smooth, extra heavy 
10 pt. plastic. Lasts indefinitely. 
Won't crack, split nor warp. Has 
strong linen "skirt. Also in 4 pre- 
cut sizes. 





Wide Variety of Indexes 
For All Seoasere. Size 
Binders With Or Without 
Extended Tabs. All Stock 
Tab Classifications. Wide 
Choice of Tabs And Sheets 


You meet any demand for Index 
Sheets with Aico’s wide selection 
available. Are punched or drilled 
to fit all stock size binders. Made 
to order Indexes also available. 
Prompt quotations supplied. 


Write Dept. D For Our FREE Helpful Selling Aids 


AIGNER INDEX CO. 97 reade st, New York 13, N.Y. 
G. J. AIGNER co. 426 S. Clinton St., Chicago 7, Ill. 
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White, Vinyl, Plastic . . 


POCKET PROTECTOR 


@ LOOKS NEAT 

@ PROTECTS SHIRT } As 
@ VERY ATTRACTIVE SS 25¢ 
@ WATER AND SOIL PROOF ; 


Retail Price 


A red-hot, fast-selling, white vinyl plastic pocket protector. 
ONLY 25c RETAIL! High dealer discount! Guaranteed to sell 
fast or full credit given. Will not crack. Available in white 
only. Packed 3 Doz. in attractive display box. 


Can be imprinted on front or back, back preferred. Imprints 
2c ea. Net. Printing on gross lots or more only. Additional 
discount on 3 gross lots or more. 


Write for FREE SAMPLE today. 


P.O. Box 2095A Madison, Wis. 








HANDY ‘GLIDEX" 


TRADEMARK 


TELEPHONE BRACKET 


A Stable Seller the Year ‘Round 





Saves desk space—swings in any direction— 
Keeps phone in easy reach yet out of way— 
The only bracket made to hold present models. 


Made of strong, durable steel. Extends to 30 rigid 
inches. Closes only 9 inches. Various types of mount- 
ings available for attaching to wall, desks, table 
edges, side of tables, etc. Nothing to get out of 
order. Eliminates nuisance of phone cord mussing 
desk papers. 

WRITE FOR ILLUSTRATED LITERATURE AND DEALER’S PRICES 


XXX \\ : o Xp A Te 
GLIDEX CORP. . 


4538 W. ROOSEVELT ROAD, CHICAGO 24, ILL. 
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At Last... A Ruler Display 
that Stands Up and Sells 


This new SENCO CABINET 
displays rulers the right way 
..- ON END 


The sturdy Senco Cabinet holds 
54 Senco Rulers vertically in a 
powerful mass display that takes 
up only 54%” x 734” of counter 
space. The display is made of 
strong, sturdy wood that won’t 
topple over. Nothing flimsy 
about it. Stays put and sells 
*year round. Supplied gratis 
with deal. Write for details. 


Senco® Rulers For School, 
Office and Home 





Novelty Co., Inc. 


201-207 FALLS STREET 
SENECA FALLS 12, N. Y. 

















PRECISION MADE = 
STAPLERS, TACKERS, PLIERS, STAPLES 


PUER TYPE HAND STAPLER 


Loods P-22 Staples I PIE 
Sizes; 1/4" & 5/16" leg lengths | Sizes: 3/16", 1/4" 65/16" leg lengths 


OTHER ARROW STAPLERS FOR EVERY PURPOSE — IN EVERY PRICE RANGE 
WRITE FOR BOOKLET “SELLING THRU KNOWLEDGE” Ae 
: : 
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nagement and to the press were notable. A number 
brief notes follow: 
F,. J. Puleston, London, England, in his first trip to 
United States, demonstrated the Roneo stencil 
jlicator. Mr. Puleston who is the technical service 
resentative and who is introducing the Roneo to the 
nerican market, in describing the Roneo spoke of it 
differing from the average stencil duplicator in 
it the machine can run an electronic process. 
Everything from photographs down to simple line 
awings can be transferred directly on to the stencil 
lich is then run off on the duplicator. 





A Queen Presides at Business Show ... 


LEFT: Exhibits A and B capture attention of General Chairman 
seorge Feichtmann at the Sixth Annual Southern California Business 
Show. He looks at actress Ruth Hampton, queen of the show, while 
pointing at the Clary combination adding machine and cash register. 
Among the 46 exhibitors were three California business machine 


Clary Multiplier, Friden and Marchant. RIGHT: Queen 
an American Photcopy machine to Ivan Betts of 
nal pictures. 


manufacturers 
Hampton shows 
Universal-Internati 


The Schwabacher-Frey Company of Los Angeles is 
the Southern California representative. 

Mr. Puleston, who covers practically the whole world, 
went from Los Angeles to the West Indies, and from 
there he is slated to go to Central and South America. 

+ * - 


Joseph G. Ryan, sales manager for the Master Ad- 
dressor Company, 6500 W. Lake Street, Minneapolis, 


was in charge of the company’s display at the Business 
Show. Mr. Ryan who has been covering all shows 
throughout the country, at this writing is scheduled to 


have an exhibit at the National Catholic Education 
Association meeting in Atlantic. 
7 7 . 


M. C. Patterson, department manager of duplicating 
ind office machines for the Stationers’ Corporation, 
25 S. Spring St., Los Angeles, says he considers the 
Fold-O-Matic featured in the company’s show exhibit 
to be one of the greatest time saving machines of its 
kind. Nine different folds may be made in any size 
tationery up to 8% to 14 inches, and any weight paper 
rom 10 pounds to 40 pounds may be used. The ma- 
hines scores for folding into 634 inch window en- 


elopes. 
H. P. Sherman, president of Fold-O-Matic, Chicago, 
as a visitor at the show and while on the West Coast 


lso visited the San Francisco office, which is in charge 
f Charles Byram, as well as many other distributors. 
Mel Ross, factory representative in charge of the 
old-O-Matic exhibit, states that letter shops are now 
sing more and more electric equipment than ever 
efore. 
* * > 

Another overseas visitor at the Show was Max 
soetschi, factory representative for the Precisa Adding 
fachine Company of Switzerland. Mr. Boetschi, who 
as in charge of the exhibit, has traveled in 40 states 
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With the 






automatic, aa 
electric Applied For 
Score 


F.O.B. Factory 
plus excise tax. 
Stacker optional at 
nominal price. (Prices 
subject to change 
without notice.) 





opens 200 to 
300 Letters 
per minute 


built right — priced right 


for thousands of small and 
medium-sized businesses 


NOTHING ELSE LIKE IT! Opens letters 30 times faster than 
by hand! Gets the whole office staff into high gear 
—fast. Designed to handle from 100 to 200 up to 
2000 letters per day. Small, compact — readily 
used on any desk or table. “Scottie” weighs only 
9 pounds,—it’s easy to carry from desk to desk, 
can be put in any convenient corner when not in 
use. Opens all sizes of envelopes,—no clipped 
corners or damaged mail. Takes a clean slice off 
tops of envelopes, with adjustment from 0 to Ye” 
for width of trim. 


OPENS A HUGH NEW MARKET — The Scottie Letter Opener 
does a lot more than open mail — it opens the huge 
market of middle-sized offices where the time it 
saves makes it very profitable. It is needed by 
banks, stores, wholesale h , insurance offices, 
mail order businesses, factories and dozens of other 
lines. 


OPENS A RARE SALES OPPORTUNITY — Reports from es- 
tablished Scottie sales representatives are excellent. 
Thousands of smaller businesses offer a practically 
untouched market for this speedy, low cost machine. 
If you are experienced on specialty equipment sales 
—look into the Scottie for steady, future profits. 


ARNOLD MAC KENZIE, Inc. 
3133 OVERLOOK DRIVE, MINNEAPOLIS 20, MINN. 


















ARNOLD MacKENZIE, INC 
3133 Overiook Drive, Minneapolis 20, Minn. 
@ I am in sales of speciality office equipment. Send full 
information on Scottie Letter Opener. My territory is: 
* 
ss CCRT eee Oe 
DH WED cdedsccccvcceseseeeccseccecsccsdcccovccescccvcccccccsees * 
ie NE MOD Sn idc MhG pdt he dcthhno4kndoeos owesverecosesesoes e 
a 
e GIF ccccccccvccccceesesecccccccccc cc oO cece eoccccscccccese 
* 
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400% -600% PROFIT 


for you with 


EZYINDEX TABS 


The following advertisement is currently 
appearing in national consumer magazines, 
pre-selling EZYINDEX Tabs for profit minded 


stationers. 
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STATIONERS: Take advantage of this 
national advertising. Stock and sell 
EZYINDEX Tabs. 





giving instructions. The Los Angeles Precisa repre- 
sentative, Von’s Office Machines, is now in a new loc: - 
tion, 4703 Crenshaw Blvd. The former location w 
2625 Figueroa St. 

* +’ . 

The Milo Harding Company, showing the Tem; 
“Imperial” duplicator and the new Dual-Cylinder Geha 
“Automat” duplicator, pointed out that the Tem, 
film stencils have been greatly improved to give 
sharper, clearer and more durable duplicates. 


- * * 


Glenn C. Leslie of the Glenn C. Leslie Company, 
Beverly Hills, speaking for Auto-Typist, which this 
company represents, sent out a large number of Auto- 
Typist letters to his customers and acquaintances in- 
troducing and publicizing this machine which was ex- 
hibited at the show. 

. . * 

The Schwabacher-Frey Company, 736 S. Broadway, 
Los Angeles, showed a line of Rock-a-File steel filing 
cabinets stressing “plus feature,” that is a side opening 
compartment in place of a pull-out drawer. 

+ x ~ 


Attracting much attention was the Electronic 
Memory 228 Business Machine by Webster-Chicago. 
Those in charge of the booth emphasized the natural 
voice play-back feature, an advantage to the dictator, 
and the further fact that the machine would take a 
complete hour of dictating. Stress was also laid on the 
“life time” recording wire. The R. H. Webster Com- 
pany, 2857 W. 9th St., Los Angeles, sponsoring the 
booth, also emphasized the usefulness of the wire for 
the recording of music. 

+ ~ +. 

PLUS Rapid Adder and Plus calculators (Figureflow) 
were shown by Plus Computing Machines, Inc., through 
Calculators, Ltd., 332 S. La Brea Ave., Los Angeles. 
Claims made for these machines were their sturdiness, 
beauty, and low price. 

* + 

A booth that was well crowded most of the time was 
that of Audograph of California (8479 Melrose Ave., 
Los Angeles) for many people were not at all familiar 
with principles involved in the Gray PhonAudograph 
which this company represents. Electronic telephone 
dictation as done with this modern machine aroused 
much interest. 

- - - 

The Diebold portable microfilm camera, known as 
the Flo-motorized Microfilm camera, weighing only 20 
pounds, was shown by Diebold, Inc. Emphasis was 
placed by the exhibitors on the new “click-in and 
click-out” magazine loading idea which permits photo- 
graphing of one type of record on each reel. 

7 * « 


Following are a number of news items dealing defi- 
nitely with Southern California people and places: 

T. Bryan of Plus Computing Machines, Inc. (London 
and New York) has been transferred from the New 
York Office to the office of Calculators, Ltd., Los An- 
geles, the latter firm being distributors for the products 
of the former. The proprietor of the Los Angeles com- 
pany is L. J. Burt and Mr. Bryan will aet as salesman 
out of this office. 

” * * 

Norman H. Kramer of the Dictating & Recording 
Co., Inc., announces the recent appointment of Arthur 
W. Bonnyman as sales and service manager in the San 
Diego office. Mr. Bonnyman has been connected with 
the company for the past five years principally in the 
service department. 

Kieth Shahan and Raymond Simper have recently 
been added to the service personnel in the Los Angeles 
office, while Richard Walsh has joined the sales or- 
ganization. 

* * * 


Bernard T. Haffey, Long Beach representative fo! 
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Profitable, High Quality 


ZIPPER RING BINDERS 
PORTFOLIOS 


BRIEF BAGS + BUSINESS CASES 


Smartly and Scientifically Designed for 
School, Business and Professional use. A 
line that will completely satisfy particular 
customers. 


Dealers should have our Illustrated Cata- | 
log and Price List in their files. If you 
haven’t—write for it. 


CHICAGO SADDLERY CO. 


105 SO. JEFFERSON ST. ° CHICAGO 6, ILL. 











Guaranteed to Sell in 30 days 





retail price $] .00 


New efficiency in typewriter cleaning! Return 
all you don’t sell in 30 days and receive full 
credit. USES NO FLUID! Just brush over 


type to make it shine like new, even inside the 
smallest -cavities. Eliminates soiling of hands 
and clothing. Your firm name imprinted with- 


out extra charge. Try it yourself! Write for 


FREE SAMPLE today. 


replaceable covers 35¢ 

packed 2 doz. to display carton 
better than average discounts 
Terms: 12 days 2% 30 days net 





Spirit 
MASTER 
UNITS 
or 


CARBON 
PAPER 





PRIVATE BRAND NAME 


AT NO ADDITIONAL COST OTHER THAN ART AND PLATES 


Duplicating carbons should produce the same number of sharp, 
clear copies every time. You can depend on the uniform high 
quality of Colonial carbons—because for years Colonial has spe- 
cialized in the manufacture of spirit master units, spirit carbons, 
gelatin carbons and related duplicating supplies. Colonial car- 
bons give longer runs, clearer copies and uniform results. 
Send us a sample of your imprint —a rough sketch will do— 
for quotations. 


CARBON COMPANY 
GENERAL OFFICES e SKOKIE, ILL. 
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WEST SPRINGFIELD, MASS. 
Chicago Office and Warehouse 
527 Sovth Wells Street, Chicago 7, Ilinois 
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ONLY THE FINEST 


INSTRUMENTS 
= r-Jalelell-melam-salelial=i=i anie) 


a maintain the match 
less precision his 
hela ammo k-wiike talon 


And { , 


Write to Dept. A, on bua- 
ineas letterhead, for your 
copy of the 1952 Price 
Liat and Sample Catalog 


ONLY THE FINEST 
PAPER . 


enables you to build 
greater sales and 
better goodwill by 
giving your custo- 
mers the fine qual- / 
ity and service ¢ 
they demand. 


SAXON Zager CORPORATION 
240 WEST 18th STREET, NEW YORK 11, WN. Y. 











ONE-TIME 


CARBON 


MULTI-FORM 


21st and Washington 


SYSTEMS, INC. 


ST. LOUIS 3, MO. 
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Sell Silence 








Every office needs “ANDAL” TyPad to 
cut nerve-wracking noise. This new 
sound-absorbing office machine pad 
effectively reduces clatter and vibra- 
tion to a minimum. TyPad features 
luxurious, decorator-fabric insepara- 
bly combined with 4-inch of dense 
foamed latex. Good-looking . . . long 
wearing . . . TyPad won’t noticeably 
increase the working height of office 
machines. For quick sales . . . quick 
profits, sell “ANDAL” TyPad. Available 
in 3 sizes (11x13”, 10x17” and 15x17”) 
with dark green or gray fabric on 
light green foam. 


* Another “ANDAL” Foam-Fabric Achievement, Write for 


sample 


ANDrews-ALoerrer 
COMPANY 


1169 Home Avenue ~ Akron 10, Ohio 


VISIBLE FILING 
EQUIPMENT 


KARDEX-ACME-POST INDEX 
Etc. All types of panel equipment 


Thoroughly Rebuilt 
and Guaranteed 


BIG SAVINGS 





Full cooperation and prompt 


attention on all inquiries. 


COMMERCIAL 
CARD SYSTEM CO. 


135 GRAND STREET 
NEW YORK 13, N.Y 
CA nal 6-5728 
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1e Charles R. Hadley Company, Los Angeles, was 
nong out-of-town visitors at the Fifth Annual South- 
n California Business Show. 


* * * 


Ebenezer Wallace, president of Southern California 
tationers, 648 Venice Blvd., Los Angeles, at this writ- 
ig is spending a little time at Arrowhead on a vaca- 
on. 

Richard Tate, Jr., after an absence of one and a half 
ears because of illness, has resumed his duties as 
ssistant to Vernon H. Vallet, sales manager for South- 
rn California Stationers. 


* * * 


Norman E. Watts, who has recently been appointed 
ules manager for the Workman Service, 731 S. Spring 
t., Los Angeles, formerly connected with the public 
elations department of a major Los Angeles depart- 
ment store, points out that a new phase has been 
1dded to Workman Service. The new service carries 
he name of “Workman for Workmen.” It includes 
overing any office job involving an overload situation. 
In other words, any office needing additional help at 
any time for special purposes can get experienced 
help from this service merely by calling and explaining 
the nature of job needed to be done. 
- o * 


Charles Petranoff has rejoined the Los Angeles Ditto 
Office force after two years in the Air Force Air De- 
fense Company, St. Louis. Mr. Petranoff also served 
in the China-Burma-India area in World War I. Prior 
to his air force service he worked in the Ditto office 
in Indianapolis. 

* a * 


Gordon A. Roberts, of New York, head of the Future 
Demands Department of the International Business 
Machines Corporation, addressed the March meeting of 
the Los Angeles Chapter of the California Society of 
Certified Public Accountants. 

” + . 


Dean MacMurtry, who comes to Los Angeles from 
Vancouver, is the new sales representative of Gestet- 
ner, Ltd. In the latter city he was connected with the 
company for seven years. The Los Angeles firm dis- 
tributing the Gestetner 130 Express Inker is the Walter 
Radell Company, 1702 Beverly Blvd. Points that were 
stressed in presenting this machine were the easy use 
of color and the rapidity with which the operator can 
change from one color to another. 





Appoint Neggesmith as Felt Point Agent 


Harry J. Neggesmith and his sales organization have 
been appointed as manufacturers’ agent for the Felt 
Point Pen Division of the Marsh Stencil Machine Com- 
pany, Belleville, Ill., for the states of Wisconsin, north- 
errn Illinois and northern Indiana. Mr. Neggesmith is 
well known in the stationery field and has offices and 
display space at 1519A Merchandise Mart, Chicago. 





Dwight Cooke Now Marchant Director 


Dwight R. Cooke has been elected a director of 
Marchant Calculators, Inc., it was announced recently 
»y Edgar B. Jessup, president. Mr. Cooke has been 
gency manager at Marchant’s Washington, D. C., of- 
ice for the past 21 years and succeeds Charles Ken- 
rick, who has resigned. 





3eaumont Firm Purchases Site 


The White Blueprint Company, now located in the 

andry Building, Beamont, Tex., recently purchased 
tract of land with a 120-foot frontage, as a new 
lant site. The location is Travis St., between Tevis 
nd Hickory —JHR 
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TWO-GETHER 
ENVELOPES 








And tl ie 
Justrife 


TWO -GETHER 
ENVELOPE 





message and 
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The Justrite Two-Gether Envelope serves as your Personal 
Representative where mail matter is concerned—for it not 
only conveys your sales letters, letters of quotation, etc., but 
the Two-Gether also delivers at the same time the all- 
important catalog, samples or other enclosures necessary 


to carry out the complete sales plan. 


Two-Gether envelopes are made of durable Kraft 
stock. The First Class envelope is securely attached 
to the larger envelope and can be sealed as any 
first class mail. The Catalog envelope is available 
with either a gummed flap, clasp fastener or string 
and button as desired. 


Attractively printed to your copy, the Two-Gether comes in 
a range of sizes from 7 x10 to 11%x14¥2. Also available 
plain where so desired. Flap of First Class Envelope is 
printed in bold reverse type showing that a message is 


enclosed. 


TWO MODERN FACTORIES 


For Sb thts Service 
In Atlanta It’s 


JUSTRITE ENVELOPE MFG. CO. 


58-60 Gilmer St., S. E Atlanta, Ga 


In St. Paul It’s 


NORTHERN STATES ENVELOPE CO. 


300 E. 4th St St. Paul, Minn 
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smart SELLING SLANTS 


for Stationers 


STRESS THE 
ADVANTAGES 
THAT PROSPECTS 
HAVE SEEN IN 
“OFFICE” ADS 


MOUNT 
CANODE'S 
“OFFICE” ADS 
AS COUNTER 
CARDS 


| CUSTOMERS 
€ 


‘ 
y\ 


Remind YOUR ink customers of 
these CANODE “premium” features 
@ Maximum sharpness and clarity of copy. 
Minimum penetration and offset. 


Finest quality homogenized oil base _ ink, 
laboratory controlled for use in any climate, 
on open or closed cylinders. 

Safe for stencils, won’t clog cylinder or pad. 


Batch-tested for uniformity of quality and 
performance. 


Available in pound or half-pound cans. 


No price premium for premium 
quality duplicating! 
Also available for 


PRIVATE LABEL PACKAGING 


WRITE TODAY FOR DETAILS ON packaging with 
your own trade name and label for prestige! 


INK SPECIALTIES CO., INC. 


Dept.O 519 N. HALSTED STREET @ CHICAGO 22, ILLINOIS 


On the Canadian News Front 


Our Industry Across the Border 
BY SPECIAL CORRESPONDENCE 

Canada is a land that warrants recognition, a lan 
that offers the greatest opportunities for its citizen 
of any nation on earth. It is the biggest country iz 
the Americas—the third largest in the world, yet th 
development and progress we have made has been 
accomplished by 1/170th of the world’s population 
R. Edward Fugler, general manager, Esterbrook Pen 
Co. of Canada, Ltd., Toronto, told the March meeting 
of the Stationers’ Association of Hamilton. 

Said Mr. Fugler: “We are still a young nation, yet 
we are the third largest trading nation—first in the 
production of nickel, newsprint, asbestos and platinum 

second in producing gold, aluminum and wood pulp, 
and third in zinc, silver, uranium; truly a remarkable 
accomplishment for one so young—yet we have barely 
scratched the surface. 

Today, Canada is on the threshold of greater ad- 
vancement; she is virile, full of energy, with the pre- 
cociousness and optimism of a youth about to tackle 


Pre-Convention Conference in Toronto... 


. Directors of Stationers’ Guild of Canada, Inc., dine and discuss 
convention plans. Robert C. Denver, Montreal, with Arhtur Caredu, 
Quebec City; F. R. Smart, Guild secretary-manager, and vice 
president, Lordly Jones, Hamilton. 

. S&S. Tackaberry, Windsor, Ont., the director responsible for the 
forthcoming annual meeting of the Guild in Windsor. 

. Special guest, Paul Burbank, general manager of National Sta- 
tionery & Office Equipment Assn., Washington, D. C., with C. H. 
Harris, public relations counsel to the Canadian group. 

. Gage H. Love, Toronto, president of the Guild; George -Basil, 
Toronto; vice-president, Hugh L. Kennedy, Montreal. 

. Gordon Lowe, Toronto, representing Guild Clubs; Lawrence F 
Beattie, St. Catharines, Ont., and Armand Toupin, Montreal. 


his first job. But as the country grows, so must our 
thinking—the thinking of ’33 is not good enough 
for 53. We need the courage to think big; to think 
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make NEW sales! 
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NUMBERING 
MACHINE 


Built to meet cus- 
tomers’ demands, 
Force 5-Action pro- 
vides consecutive, 
duplicate, triplicate, 
quadruplicate and 
repeat numbering 
' -+.- @ll in ene 
\ machine! Write for 
latest price lists and 
catalog. 
















DEALERS: If you have not 
as yet received your FREE ; 
SAMPLE of the Magic Grip an 
pad, write for yours today. q 
Each pad attractively wrap- . 
ped. GUARANTEED SALES! } 










Pads may be returned with- 
in 30 days for full credit if 
not sold. Larger discounts 
on orders of 3 doz. or more. 
ORDER TODAY! 


Typewriter size: Adding machine size: 
12 x 13 — $1.25 12 x 18 — $1.75 





















A 


216 NICHOLS AVENUE, BROOKLYN 8 
SALES OFFICES: NEW YORK, CHICAGO, SAN FRANCISCO ond 


P.O. Box 2095A Madison, Wis. 










GUIDES AND FOLDERS A NEW SERVICE CHAIR MAT SIZE 


‘meS eee mes & 


S53 = CREATED FOR THE MODERN DESK 


34” Lip 
Greater 
Foot Space 











ij 

















5 Colors 


MANIFOLD BOOKS 
AND PRINTED STOCK FORMS 


For more than 25 years, we have been 
our wares through the dealer exclusisel) 


W rite for our Illustrated Price Lists EXECUTIVE MAT 


No. 1502—48"x54” 


Vanufacturers 


SUSPEND-O-FOLDERS a FILING SUPPLIES 


Protects carpets—covers worn spots. Made of Durable 
MANIFOLD BOOKS @ PRINTED STOCK FORMS 


Tempered Fibre. Colors: Brown, Green, Black, Maroon 
and Silver Gray. 


+> 
ADVAN re) Long Island, N. Y. « Chicago, Il. = ‘Lourel, Miss. © Cleveland, Ohio 


ADVANCO PRODUCTS 


Division of {dvar 


WooDALL [NDUSTRIES [NC. 


148 West 24th Street, New York 11, N. Y. 
Telephone CHelsea 3-1276 





3500 OAKTON ST. Chicago Telephone CO 7-2600 SKOKIE, ILL. 





)FFICE APPLIANCES, May, 1953 319 


DISPLAY 
SELLS Slide Rules 


Compact—just 8% x 11 inches—printed in 
red and blue with phosphorescent Day-Glo 
inks for extra attention. 


FREE with every dozen slide rules ordered. 


Order yours now—this display will really 


RULERS @ TRIANGLES @ NAVIGATIONAL INSTRUMENTS @ STENCILS @ PROTRACTORS @ OTHER DEVICES 


TS Ae Gyuany 
ow. S. A. 


HARTFORD, Cc O NN 




















INTERCHANGEABLE 
PLASTIC NAMEPLATES 


Beautiful, dignified. permanent, personalized, all Acme plastic 
name plates are interchangeable . . . can be changed instantly 
with new name inserts . . . make changes to suit your require- 
ments. Illustrated are the popular models. 


No. 601, desk type, gray; 2 
No. 601, brown, size 1/4” 
x". 


by 6 


No. 602, transpar- 
ent door style name S$ 50 
plate, size 2” by 
10”, name on black 


background, gold 
letters. 


No. 603, trans- 
parent easel S$ 00 
type name plate 
for desk, size 

2” fy i". 
black baek- 
ground, gold 
lettering. 


No. 604, desk 
i style, vertical, 5 00 
ean be read from 

both sides, size 

2” by 10”, black 


background, gold 
lettering. 


No. 605, wall 
style name, $500 
can be rea 

from both 

sides, size 

2” hy 16”. 

— 
New name inserts can be Eaerine. 
ordered as required at rea- 
sonable prices. Prompt delivery . . 
today. 


CME PRODUCTS CoO. 


406-408 North Van Buren St. . Green Bay, Wis. 


. order your requirements 
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SIGNALS 


George B. Graff Co., Cambridge 40, Mass. 


Build Bigger PROFITS ~¥ 


with SIL DAYO, Se 


SPONGE RUBBER STAMP PADS 
— 








& 


eae 
ray 


The Only ALL-PURPOSE 
Stamp Pad Line! 


With the fast-selling Speed-Mo line, you can offer your customers 
stamp pads and inks for every purpose — in office, warehouse, 
factory. Speed-Mo is the only complete stamp pad line on the 
market. You need carry only the most common pads. We furnish 
prompt delivery on special purpose pads (up to 20” x 36"). 

All Speed-Mo stamp pads are of specially treated, odorless 
a rubber. Clear impressions guaranteed. Re-inking is 
simple — you just brush the ink on Speed-Mo pads. 


LIBERAL DEALER DISCOUNTS §— "foie: srowina 


over 35 stock items 


RIVET-O MANUFACTURING CO. 


50 FEDERAL ST., ORANGE, MASSACHUSETTS 


in Canada, for complete information writ« 
Bossence & Co 429 Main St West, Homilton, Ontario 
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terms of speculation and development, backed by a 
m faith in our future.” 

Mr. Fugler warned his audience of stationery and 
fice appliance dealers that service was today the 
y to success; that service means anticipating needs, 
ggesting new ideas that will effect economy or pro- 
te efficiency. Service means learning enough about 
ur prospect’s business to the point of knowing how, 
en and where you will be able to help him. 


* * - 


A sharp increase in sales is reported by the McBee 

. Ltd., Toronto, manufacturers of accounting sys- 
ms. J. W. Bryers, sales manager, announced that 

les for the fiscal year 1952 were approximately 42.7 
er cent greater than the previous year, and four 
mes the volume of 1949, the year in which the present 
Canadian plant was put into production. Mr. Bryers 
vas appointed sales manager to succeed E. H. Gibson 
who became general sales manager of the parent 
ympany, the McBee Company in New York. T. P. 
Lownsbrough, plant manager since the inception of 
the Canadian company in 1948, has been appointed 
vice-president and general manager, and C. W. Waye 
secretary and assistant treasurer. Mr. Waye has been 
omptroller since 1949. 


* * * 


Grand & Toy, Ltd., Toronto, has announced that 
Roger I. Priddle, B. Com., CA., has joined the company 
as comptroller. He was formerly assistant secretary- 
treasurer of John Wood Co., Ltd., and received his 
accounting degree while on the staff of Price Water- 
house & Co. During the war he served in the Canadian 
Navy, and after discharge spent a year in Europe in 
the financial administration of U.N.R.R.A. 


* * * 


Redi-Set Business Forms, Ltd., Toronto, has an- 
nounced entry into the manufacture of one-time car- 
bon snapout and continuous business forms. Principals 
are R. B. Prindiville, K. J. Liphardt and W. J. Stringer. 
Their combined experience in this specialized field 
totals 46 years. Mr. Liphardt and Mr. Stringer were 
formerly associated with Moore Business Forms, Ltd., 
Toronto. 

* 7” * 

Participating in a panel session on the “Aspects of 
Distribution,” at the mid-May annual meeting of the 
Stationers’ Guild of Canada, Inc., at Windsor, Ont., 
will be A. S. Patrick, Hutchings & Patrick, Ltd., Ottawa; 
Alex Naismith, Buntin Gillies & Co., Ltd., Hamilton; 
R. H. Stainton, Stainton & Evis Ltd., Toronto, with 
Harold Hopkins, Barnes Hopkins, Lt., St. John, N. B., 
as chairman 

7 * + 

“To successfully sell any product, you must know 
and recognize the need for your product. Adam and 
Eve were the first people to recognize the need for 
oose leaf, and the market has been expanding ever 
ince. The individual needs of your customers will 
lictate what you sell them but the most glowing de- 
cription of a new type of binder or system will prove 
) be a waste of your effort and your customer’s time 
inless you are able to show how it can be adapted to 
is requirements.” 

So declared Jack R. Chipman, merchandising man- 

rer, The Brown Brothers, Ltd., Toronto, addressing 
fontreal Stationers’ Association recently, along with 
W. A. Bordeleau, general manager, Villemaire Freres, 
td., Montreal, and Lindsay Warner, Luckett Loose 
eaf, Ltd., Montreal. 

Mr. Chipman advised dealers to set up working 

reements with accountants and accounting firms. 
Their knowledge of accounting combined with your 

10w-how in loose leaf can be a strong selling team 
lich will, in turn, give your customers greater effi- 
sncy of operation. . . . Always try to sell standard 
eS and punchings—and equally important is selling 
lality, for quality and economy go hand in hand. 
emember that a live sample placed before, or in the 
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Matchless in Performance 
Matchless in VALUE 
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nM Foot Operated 
Master Addresser 


-) MODEL 40-H $9950 ay 


(Plus Fed. tax & supplies) | 





No other spirit type addresser on the market today can match 
the performance of this FOOT OPERATED Model 40-H 
Master Addresser. It is not only the fastest spirit type 
addresser on ordinary size envelopes—it is incomparably faster 
on large or odd-size mailing pieces. Decreased operator 
fatigue allows continuous high production throughout an 
eight-hour day. 


Note these VALUE features: 
FOOT OPERATED—for ease of operation and speed. 

AUTOMATIC ADVANCEMENT OF NAME TAPE 

VARIABLE MARGIN GUIDE—for any size mailing piece. 
With the Model 40-H you can offer your customers the best 
buy in spirit type addressers—a FOOT OPERATED machine 
—at a fair profit for the dealer, with the maximum of value 
for the customer. 


DESK MODELS, $24.50 and $44.50 (Plus Fed. tax) 


When you sell Master Addresser products you sell well-styled, 
quality merchandise of known and dependable VALUE. They 
have a selling record that will bring you sales and repeat 
volume beyond your expectations. 


NATIONALLY ADVERTISED EVERY MONTH 


Master Addresser helps you sell—saves your time. 


Write today for full details 





| Maier Heddvessee C2 


6500-D West Lake Street, Minneapolis 16, Minnesota 
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hands of, your customer will close the sale faster tha) 
300 words from the salesman. 

Sell related items and make the most of your silen 
salesmen—those vital aids to selling, the display card 
your suppliers’ provide. Let the passerby see th 
real thing in your windows, complete with clearly 
marked prices.” 


Office supply dealers should consistently stress thi 
importance of good filing to their customers, Mrs 
Norma E. Hinds, systems consultant, The Globe 
Wernicke Co., Cincinnati, Ohio, told members of the 
trade attending filing supply instruction schools held 
recently in Toronto, and Stratford, Ont. 


Canadians Hear Expert on Filing .. . 


Mrs. Norma E. Hinds, systems consultant with The Globe-Wernicke Co. 
who detailed filing procedures at schools held in Stratford, Ont., and 
Toronto, sponsored by Preston-Noelting, Ltd., Stratford. 





The schools were sponsored by James Preston, presi- 
dent, Preston-Noelting Ltd., Stratford, and were de- 
signed for both salesman and customer. 

Mrs. Hinds stressed that records are the life and 
the finding instruments of business. Records poorly 
filed are a never-ending source of irritation, embar- 
rassment, and loss of valuable time. The longer such 
a condition exists, the more confusing and costly it 
becomes. 

To achieve and maintain a fast and accurate filing 
system, demands strict adherence to the basic rules 
and procedures that have been established as operating 
FINE CARBON PAPERS RIBBONS and control measures, Mrs. Hinds stated, urging that 
Typewriter, Billing, Fan- dealers get to know the standard rules so as to be in 

ait . a position permitting the best possible advice to be 
Fold, Pencil, Carbon For: TYPEWRITERS, passed on to their customers. 
Jackets, Register Rolls. TABULATING MA- a tee 
CHINES, ADDRESSO- The appointment of Wallace R. Duggan as sales rep- 
HECTOGRAPH SUPPLIES ; resentative serving the Toronto financial district has 
Carbons, Master Units GRAPHS, TIME STAMPS, been announced by Moore Business Forms, Ltd., To- 
é : eae 2 BOOKKEEPING MA- ronto. Prior to his appointment to this important 
Ribbons, Duplicating eaiele ber 
' post, Mr. Duggan held other specialized assignments 
Fluid, Correction Pencils, CHINES and ADDING for Moore in the Toronto area. His service in the 
MACHINES. Canadian Navy was preceded by experience with a 
stock brokerage firm. 








Hand-Cleanser Cream. 


We Invite Your Inquiries ens 


Recent deaths in the Canadian trade: Wilfred G. 
Gregory, Canadian sales manager of the Eclipse Foun- 
OQ" MANUFACTURING corRP. tain Pen & Pencil Co., Toronto. He had been an 


Factory: Coraopolis, Pa. employee of the firm since 1925 when he joined the com- 

40 E. 40th St. 401 Wood St. 564 W. Monroe St. pany as an office boy. He later handled many impor- 
New York 16,N. Y. © Pittsburgh 22, Pa. Chicago 6, lil. tant positions with the firm, including that of pur- 
— chasing agent. Charles J. Cooper, 67, manager of the 
a th ta Kitchener, Ont. branch of Underwood Ltd. since 1913. 
a ) : a= Mr. Cooper was the second oldest, in point of service, 
( odal Jz 4, Ca. (fies a of the company, serving with the firm 47 
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HEDGES 


ALL SIZES AVAILABLE 
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CARD 
FILES 


wood stock—lock corner 


construction—rounded edges 
and corners. Seasoned, selec- 
ted lumber. Oak, Walnut and 
Mahogany Finish. 


6” Deep—3 sizes— 
a x Le nd x a 
5” x 8”’—without 
Follower Block. 





Also 8” Deep with 
Follower Block 
Equipped with slide 
catch. 


hed GCS MANUFACTURING COMPANY 


2931 WENTWORTH AVE. 


CHICAGO 16, ILLINOIS 








FFICE APPLIANCES, 


They all like 


LIN-O-KLEEN 


the easy, 
efficient way to 
CLEAN LINOLEUM 
DESK TOPS 


Girls like LIN-O-KLEEN .. . 
does away with sloppy poils 
soap, water and rinsing. Em- 
ployers like LIN-O-KLEEN 

keeps desk tops clean al- 
ways and keeps girls 
happy. Deolers like LIN-O- 
KLEEN an excellent profit 
and repeat item. 


DISTRIBUTORS TO THE TRADE 
Order from 
BAINBRIDGE, KIMPTON 
& HAUPT, Inc. 

218 Greenwich Street, New York 8, N. Y. 
or 


BAINBRIDGE-SOUTHERN, 
Ine. 
19 Hasell Street, Charleston, $. C. 
se, eet ne ore Se mate 


size—1 doz. to a carton. 1 
gallon size. 


a SL See 


70 Vernon Street 








INC. 


Bridgeport, Conn. 





May, 1953 


We Welcome 
SPECIAL ORDERS 


for all kinds of 
Guides and Folders 


Immediate Deliveries on all regular 
stock items in our 


STABILITY LINE: 
FILE FOLDERS 


(Manila and Kraft) 


PRESSBOARD FOLDERS 
INDEX CARDS 


(Bristol and Pressboard) 


EXPANSION FOLDERS 


(Legal, Letterhead & Special Sizes) 


CELLULOID INSERTABLE 
INDEXES & CARDS 


METAL & PLAIN TAB GUIDES 


(All Kinds and Sizes) 


Write for Dealer Discounts—and 
Let Us Work Out Your Special Order Problems 


AMERICAN GUIDE & FOLDER CO. 


Specializing Manufacturers for 25 Years 


CHICAGO 6, ILL. 


155 NORTH UNION AVE. ° 





NOW! NEW SMOOTH FRONTS 
ON CONVOY Sonace FILES! 


CHEM-BOARD 


Already unmatched for durability, operating ease 
and low cost, NOW CONVOY FILES HAVE 
ATTRACTIVE SMOOTH FRONTS... com- 
pletely free of stitches and dimples. A MAJOR 
IMPROVEMENT AT NO EXTRA COST. 


Write for illustrated price list and 
details of Dealer Franchise. 










CONVOY, INC. 


Canton 6, Ohio 
P. O. Station B, Box 216-1 












The Dealer Imprint’’ Line gives REAL 


RUBBER 
BANDS 


With a Message! 


Every time you sell Faymus rubber bands, you place your own 
advertisement in front of your customer—because the beautiful 
Faymus box can be imprinted with your identification and sales 
message. If you without imprinting, Faymus 
rubber bands are still your best buy, in either small or large 
quantities. 


you support 


prefer to sell 


Faymus rubber bands, 
quality 
tested 
wrapped to 


of finest 

inspected and 
then are 
drying out. They are 
accurately packaged by weight to assure full 
count and full quality. They stretch ... and 
stretch .. . and stretch! Order 


made only 
rubber, are carefully 


during manufacture, well- 


prevent 


some today. 


Va Ib. and 1 Ib. boxes 


and in 5 Ib. begs. Also available 


Available in 


in cellophane bags attached fo this 
easy-to-disploy cord 
to the card 


12 bags 


WRITE FOR NEW CATALOG NO. 153 


Ae” Lge DIV., Bankers & Merchants, Inc. 


3229 North Sheffield Avenue - Chicago 13, Illinois 


i Pw 


HOUSE of QUALITY 
MAKKING SPECIALTIES 


MERCHANDISE << 
TAGS ‘ 


SALE AND SPECIAL 
SALE TAGS 


MTERATION = 
NS 


g 
Re a: 


FOR MACO M-50 DEALER’S CATALOG! 
® id: 





Of 


CATALUG 
CASES 


Dealer EXTRA 
PROFITS 
e 
ALL 
SUPER-QUALITY 





q 1670 MORROW 


inde Bristol Samim | 


Priced to give the 


Bristol 


Write for your Copy 


: 


Profitable, Super-Quality — 


—_—— | 


BRIEF CASES | 
PORTFOLIOS | 
BRIEF BAGS 


ZIPPER PORTFOLIO 


Made of 4, & 5-oz. 
top grain cowhide. 16, 
17 & 18 in. lengths. 
Colors: suntan, ginger, 
British brown & tan. 
Six interior utility pock- 
ets of various kinds, 
including zipper-closing 
hidden pocket. Disap- 
pearing handles. 

COMBINATION 
BRIEF & OVERNIGHT 

BAG 


removable 


under-arm zipper port- 


Folio. 


MANUFACTURING CO. 


STREET GREEN BAY, WISCONSIN | 








NEW! 
“CLICKSNAP” 


Smooth Operation 
POSITIVE 
Automatic - Secure 
Lock with 2 Keys 


“CAPACITEER” 


With Cantilever Tray 


| No. 9-998 
With tray 


GREATER 
CAPACITY 


The dimensions tell 
the story—111/2x7% 
x4}}”. Heavy steel 
one - piece construc- 
tion. Hammered 
silver finish. 


No. 9-50A 
Without tray 


Central proudly adds these greater capacity steel boxes 
to their accepted line of Cash, Bond & Utility Boxes. 


COMPLETE QUALITY LINE CASH, BOND and UTILITY BOXES 
NO. 10 SERIES 1] %4x6x2%4" NO. SERIES 1] 6x7 Mx4'%4"” NO. 23 SERIES 11 Y4x6x4 36” 


19-10A “CLICKSNAP” & tray 
19-10 Comb. lock & tray 
9-10A .“CLICKSNAP™ no tray 
9-10CL Comb. lock no tray 


19-23A .“CLICKSNAP” & tray 
19-23CL Comb. lock & tray 
9-23A ..“CLICKSNAP” no tray 
9-23CL Comb. lock, no tray 


9-99A 9-50A 
with canti- without 
lever tray tray 


CENTRAL CAN COMPANY, 


Expert: 
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Weenet t Co., 50 Church St., 


2415 W.198 11CA\ 
for: 
New York 7—Cable—"Frezer” 


1953 









a bs : 


Copies of patents can be obtained from the Commis- 
sioner of Patents, Washington, D. C., for 25 cents each. 
Stamps and personal checks are not accepted.) 





ranted March 3, 1953 


| 2,629,932. Ruling Pencil. David Gray Falconer, Berkeley, Calif. 
f 2,630,121. Record Sheet Holder. Frederick A. Niemann, Chicago, and Ray 
" A th assignors to Felt & Tarrant Mfg. Co., Chicag 
g 2,630,122. Sheet Protector. Gilbert W. Amberg, Kankakee, Ill., assignor t 
' 3 F Kankakee, |! 
| 630,27! culator srah Ann Ayres, Hermosa Beach, Calif. 
630,335 Or der Board. Thomas C. Griffin, Denver, Colo. 
2,630,336. Binder Thomsen Wash ingt a oe Go 
2,630,359. Ver y Shiftable Platform Support for Office Furniture. Frank 
é ke, Mas assignor to National Blank Book Cx 
M stration 


ranted Maren 10 1953 
2,630,851. Brief Bag. Ralph Rodgers, White Plains, N. Y 
2,630,863 res sratus for ‘Notehing or Slotting Perforated Cards. Hunter & 
Att to The McBee C Athens, Ohio 
2,630,899. Electr Typewriter. Domer Mastini, Milan, Italy. Mlustration. 
2,630,900. Automatic Carriage Return Control. Walter A. Anderson, Bridge 
t Jerwood Corp., New York, N. Y. Illustration. 




























. 
2,630,901. Apparatus for Feeding Webs of Paper. William Edward Johnsor 
t n Hillen, Shirley, Croydon, England, assignors tc 
‘ ng Machines, Ltd., London England. 
2,630,933. Apparatus for Delivering and Applying Adhesive Tape or the Like. 
ye K Wincanton, England. Illustration. 
, 2,630,971. Resetting Means for Counter Mechanism. Harold B. Vroom, Sims 
to Veeder-Root, Inc., Hartford. Conn. 
+4 2,631,037. Sheet Feeding Machine. Clair D. Lake, Binghamton, and Donald 
in att A. Weidenhammer, Endicott, N. Y., assignors to Inter 
ad t B M nes Corp., New York, N. Y. Illustration. 
d 2,631,039. Receiver for Card Ejecting and Stacking Mechanism. Edmund A 
ber ty, N. Y., assignor to International Business Machines 
Sranted March 17, 1953 
2,631,328. Caster. Michael Kramcsak, Jr., Bridgeport, Conn., assignor to The 
€S 2,631,329. Caster of the Disappearing Type. James D. McKean, Seattle 
4" 2,631,330. Sliding Caster Type Support. Philip D. Becker, Hingham, Mass 
; t rr Fastener Corp., Cambridge, Mass. 
wd 2,631,530. Slip Feeler Contes Mechanism in Cash Registers. Gédsta Roland 
ray 9g i, St we . Illustration. 
bray 2,631,533. Printing Method and Apparatus Using a Ribbon Inker. Edward W 
rR N. Y., assignor to The Todd Co., Inc., Rochester, N. Y 
2,631, 534. Tape Handling Mechanism. William H. Uhl, Penfield, and Ed 
1 G. Zieg Rochester, N. Y., assignors to Commercial Contrc 
p., R N. Y. Illustration. 
iL. nee Fountain Pen With Positioning Means for the Ink Sac Thereof 
* " ; Haddon Township, Camden County, N. J., assignor t 
a i Este Camden, N. J. 
if 2,631 589 Reinfo rced Folder. Philip Zalkind, New York, N. Y. 
53 OFFICE APPLIANCES, May, 1953 








FLUORESCENT 
DESK LAMP 


with ELECTRIC CLOCK 








$ 95 Without Clock, $13.95 Retail. 
I8 Models for 2 Tubes Also 
Shade swings in 180° arc available — $17.95, $22.95. 

Exclusive ILC feature. Un- RETAIL Lustrous Brown or Modern Grey. 


derwriters’ opproved. 








less tube Top Dealer Discounts. 





THE ILC DIRECTOR is America’s first decorator-styled 
desk lamp... priced right for both home and office. It 
brings handsome returns in both the replacement and 
gift markets. May we suggest an order that will prove 
this to your own Satisfaction? 


SPECIFICATIONS: Operates on 110/120 volt, 60 cycle, 
A. C. current; uses standard 15-watt fluorescent tube. 
Telechron electric clock movements. Bonderized baked 
enamel finishes, with pedestal plate and pen tray in bright 
gold finish. Base is felt covered. Instant starting switch, 
6 ft. rubber cord, Height 10 inches; width 20 inches. 
Weight, 9 pounds, packed in individual cartons. 


THE 4900 

Standard model is a 

high quality desk lamp, 
Underwriters’ 

approved. Finished in 

grey or brown. Uses 

15-watt fluorescent 5995 
tube. Weight 8 Ibs., RETAIL 
individually packed. ess tube 
Model 4902 for 

2 tubes $14.95 


ORDER DIRECT 
FROM THE FACTORY 





INDUSTRIAL LAMP CORP., ELKHART 2, INDIANA 
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SHOW for 1953 


ith NOMA’S 





in conjunction wi 


34th International Conference 


* * 


MECHANIC'S HALL 
Boston, Mass- 


For Complimentary Business-Show Tickets, write 
National Office Management 


Association 
132 W. Chelten Ave., Phila. 44, Pa. 


world’s leading 
manufacturers of 
office furniture, 
equipment 
and supplies. 























Lightweight—Well Balanced Unit 
Tapered to fit all Wood Pencils 
Refillable Pencil Eraser 24" long 

Doubles the Life of Pencils 

Attractive Counter Card Holds 3 Doz. 
Imprinting Available for Specialty Advertising 


Srushmakerds, Tuc. 


529 So. 7th Street © Minneapolis 15, Minn. 


, 




















243i, 590. Follower for File Drawers. Hans W. Regenhardt, Wooster, Ohio 


or to Re i Files, Inc., Wooster, Ohi Illustration. 
yo 631, 713 Case Shift Mechanism for ee Machines. Laurence B. Hil 
Syracuse, N. sssignor to L. C. Smith & ¢ na Typewriters, Ir Syracuse 


N. Y. tlustration 
2,631,779. Counter Control Mechanism. Howard M. Fleming and Aust 





A. Overbury, West Orange, N. J., assignors to Monroe Ca ting Machir 
Orange, N. J. Ulustration. 
2,631 816. Staple Extractor. Hildaur L. Neilse Metuchen, N. J., assigne 
t peed Prod Co., Inc., New Yo N 
2, 631 — Carbon tard b> for Manifolding Typewriters seph Carr 
[ & heste N. Fs, gnor to Kee Lox Mfg. Co., Rochester, N. Y 
‘al March 24, 1953 
2,632,384. Per eee. Machine. Robert k snd Rudolf Alt L 
Eng nors to Adrema, Ltd England. Illustration. 
2,632, 386, Wire Type Printing Machine I Hyland, B kly N. Y 
e assignments, to Burroughs Adding Mact Illustra 
tion 
2,632, = Hand Manipulable Duplicator. | Art Heye ’ teste. ar 
f boars hicago, Ill.. assiqnors T | 
2,632, 508 Combination Receiving Yooy and ‘Cover for Duplicating Machines 
sk Park, | assign ( Te] 1] i 
lustration 
















2.433.075 ’ : 3 . 





2,633,222 2.633.223 2,633,398 




















2,632,448. Visible Index Record Card. Wilhelm F. Block, White Plains 
N Y 3 hi T Rer mington Rand In New York N. Y 

2,632,449. File for Documents. Ernest Frederick Lowings, Romford, England 

gnor to Rone Ltd., London, England 

"2,632, 549. Paper insertion Guide Mechanism for Accounting Machines and 
the Like. Clift King Rainey, Knoxville, Ter assignor to Rainey Account 

3 Machine C Inc., Knoxville, Tenn. 

2,632,644 Statistical Card Feeding Mechanism. William Wockenfuss, Union 
N. J 1 Herman A. Speh, Roosevelt, N sssignors, by mesne assigr 

nts, to Burroughs Adding Machine C Illustration. 


2,632,657 Bookbinder Construction of Plastic Material Frank Stanley 

hade, Holyoke, Mass., assignor to Nationa! Blank Book Co., Holyoke, Ma 

_ 2,632,685 Filing Drawer for Autographic Regretars, Charles J. Manue 

urham. N. H ; gnor to Moore Business Forms, Inc., Niagara Falls, N. Y 
Seiatel March 31, 1953 

2,633,075. hat asi ‘Mounted Printing Means in Seles Recorder. John H 


iver snd Heights, Ohio, assignor to Addre yraph-Multigraph 
Wilmington, Del. illustration. 
2 600. Aaerets Type Printing Device. Lyle W. Seifried, Euclid, Ohic 
or j graph-Multigraph Corr W ilmingtor F 
"2, 633, 101, Goputan with Compartment for Copied Sheets. Louis G. Har 


; North Hollywood, Calif. Illustration. 
2,633,220. Full Cycle Locating Means for Calculating Machines George C 
oO. 


~hase Sout range, N. J., assignor to Monroe Calculating Machine C 
> N 
2 633,222 Automatic Typewriter. Cark Wittenmyer ° I. 
lustration. 
2,633,223. Silent Key Mechanism for Typewriters. Aaron C. Zeamer, Grotor 
N. Y., assignor to L. C. Smith & Corona Typewriters, Ir Syracuse, N. Y 


Ilustration. 
2,633,354. Sprocket Type Paper Feed Device. Harold P. Mixer, Rockvi 
Centre, N. Y., assignor to Remington Rand | New York, N 
2,633,373. Loose-Leaf Sheet Dispenser. Herbert W. Marar Brooklyn, N. Y 
assignor to W Jones Co., Chicag 


2,633, 398. Efficiency Desk. Austin Rayn McAllister, Cleveland, Ot Il- 
lustration. 

2,633,402. Magnetic Spot Recorder for Statistical Data. Howard M. Flem 
ng, Jr., Orange, N. J., assignor to Monroe Calculating Machine Co., Or 
ange, N. J 

2,633,491. Universal Decoding Mechanism. John A. Zentgr Ardmore 
Pa., assignor to Remington Rand Inc., New York, N. Y. 


1953 
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Y¥ ear alter year, for the 






past 33 years, it has been 

our privilege to be consid- 

ered No. 1 on the Dealer’s List 
Parade for rough and rebuilt office 
machines 

Only because of you could this grati- 
fying record have been established. 





It’s a position that we strive to maintain 

through our recognized policy of offering 

the finest rough and rebuilt office machines 
at down to earth prices. 













Whatever your requirements may be in Add- 
ing, Bookkeeping, Billing, Calculating and 
Addressograph machines .. . you’re sure to find 
the model you need from our stock of thou- 
sands of office machines, in our modern, 
spacious building. 


Write for Dealer Price List No. 10 


INTERNATIONAL OFFICE APPLIANCES, Inc. 


326 Broadway, New York 7, N.Y 


* HA 2-6700 











JOIN TODAY 
> SECURITY 
TOMORROW 








if it’s money worries that make 
you act peculiar, like on the day 
before pay day when your pockets 
are empty, here’s YOUR OPPOR- 
TUNITY to get on the sunny side of 
life. Save the simple, trouble-free 
way—with U. 8S. Savings Bonds. 
Automatic savings through the 
Payroll Savings Plan where you 
work, or, if self-employed, the Bond- 
a-Month Plan where you bank, is a 
sure cure for the between pay day 





r GROWS—S4 for every $3 you im 





‘theebie-jeebies.”" And—your money 


vest, im ten short years. 
U3. Treasury Department 
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Profits In 
Black, Blue, Purple, Green 


Get to know Silver Eagle, the carbon paper with the 
“Color-Guide” feature that builds customer loyalty. 








Packaged in four appealing colors with each weight 
made in different color-backed sheets for quick recog- 
nition . . . and steady repeat orders! 


It's a profitable item . . . and samples will show you 
why. Just say the word and we'll send some . . . no 
obligation, of course! 








For Domestic & Export Sales 


(,ene ral Ohiite, s X& Plant 


U. 5. TYPEWRITER RIBBON MFG. CO. 


621-623 CHERRY ST PHILADELPHIA 6, PENNA 
established 1895 





READY 
SELLER 
AT 


$1775 


TAX EXTRA 
INCLUDING 
TELESCOPIC 

EYEGUIDE 












Takes all copy up to 20 inches 


A money-maker that is easy to sell. 
Now the RITE-LINE Copy holder has 
the new Telescopic Eyeguide at no 
extra cost. Takes all widths of copy 
from a machine tape to 20 inches. 
Self-contained, all-metal, compact, at- 
tractive. Requires no installation or 
service. Illustration shows it with LINE 
MAGNIFIER attached. Magnifier is 
extra equipment you can sell. 





n" 7 











EYEGUIDE CONTRACTED 


=~ x5 


20" : 
a :.) ee 


EYEGUIDE EXTENDED 


For full particulars, discounts, etc., write to— 
RITE-LINE CORPORATION, 1025 15th Street, N. W., Washington 5, D. C. 
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PORTABLE DESK 


Compact, portable file for records, papers, 
pencils. Handy for home, shop, farm, sales- 
men, police. Clipboard cover for quick 
notes. Hard birch, natural finish. Size 

14” x 10” x 2”. GUARANTEED 

SALES! Give us atrial order today. 


Retail — $3.75 each, 
F.O.B. Madison, Wis. 


Regular Dealer Discounts 


ORDER TODAY FOR 
IMMEDIATE SHIPMENT 


BOX 2095 


NOW...A Genuine Taubman: 


LAUNDRY MARKING PEN 


MODEL = 8-59 





MADISON, WIS. 





SIGNS—NAME PLATES 


Plastic « Walnut « Bronze 
Bank Signs 
Office Identifi- 
cation Signs 
Memorials 
Plaques of Dis- 
stinction 


Incomparable 
Desk Name 
Plates 

Largest Assort- 
ment & best 
ones available 
—You be the 
judgel 


WALTER E. KUTCH CO. 


18229 W. McNICHOLS DETROIT 19, MICH. 





ANSON Postal Scales 


Model 158 (illustrated), Hanson, Jr. 





AT A NEW LOW PRICE! 


Retails at 8 oz. by 1/2 oz. 


BLACK INDELIBLE INK 
RUN PROOF 

QUICK DRYING 
WON'T WASH OUT 
INK IS ODORLESS 
WON'T EVAPORATE 


WRITES ON ALL FABRICS 


AND PAPER 
Refills available 








Order through V 
your wholesaler { 
or write direct 
for literature and 
prices. 


Fed. Tox 
59E nc. 
\ 

: N 
Z ~” Sales-com- = 
— pelling counter 
Y display card 
holds a dozen 
pens. Nationally 

advertised. 


SAMUEL TAUBMAN & CO. 
1 WEST 34th ST., DEPT. NEW YORK 1,N. Y. 


se 














FREE — BINDER! 


A quick selling loose leaf 
holder. When inserting 
and removing forms, in- 
voices, loose papers, 
etc., one hand is always 
free. It locks positively 
and secures contents 
against loss and spoil- 
age. Thousands in use 
daily. 

Here's a profitable item 
for every dealer. Write 
for descriptive price list 
today. 


FREE HAND 
BINDER CO. 
43 Fulton Street, New York, N. Y. 








Drop a postcard today to 


271 Ninth St., Brooklyn 15, N.Y, 


Model 1509 — for average office use. 
5 lb. by V2 oz. Computes postage 
for air-mail, first-class, and merchan- 
dise up to 4 Ibs. 

Model 1546 — desk scale, with Lustron 
plastic body—2 Ibs. by 1 oz. 


. Model 1530, Parcel Post Scale. 


25 Ibs. by 1 oz. 


Model 1515, Heavy duty Parcel Post 
50 Ibs. by 2 ozs. 


ey Rie), Bei) 9 ae oo 


525 NORTH ADA STREET * CHICAGO 22, ILLINOIS 








JOB TICKET 
RACK 


and Litera- 
ture Display 
Both models have 12 pockets 
and index holders, and are de- 
signed to hang on the wall. 
Made of heavy gauge steel. 
Available in Grey or Green. 
Size Depth of 
Model W H Pocket Pack Wt. 


12 JTR 12” 281%" 6” 1 13 Ibs, 
12 VTR 9” 3012" 83%” 1 13 Ibs. 


12 JTR—for Horizontal Papers 
12 VTR—for Vertical Papers 


LIT-NING 
PRODUCTS CO. 


2694 Elm Ave. Fresno, Calif. 





DAYTON STENCIL 
WORKS CO. *cric”™ 
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All Styles of RING and POST 








A compiete line of Binders for the 


Commercial Stationer 


Write today for Free Catalog 


NEIMAN LOOSE LEAF & BINDERY CO. 


NOT INC. 


1717-19 S. HALSTED ST. * CHICAGO 8, ILLINOIS 




















Sell telephone comfort 
and convenience in the NEW 


REST-A-PHONE 


UNIVERSAL MODEL 
TELEPHONE REST 


the new features include . . 


(1) Universal model fits E-1, F-1, and G-1 
handset (Western Electric equipment). (2) New 
gray ribbed rubber will not soil clothing. (3) 
atented 3 point suspension makes Rest-A- 
’ . Phone a true telephone and not just a hook. 
(4) Molded ef light, tough, tenite plastic te 
eliminate weight. (5) Spring clip gives S sec- 
ond installation with complete ease of adjust- 
ment. (6) A 7 degree siope on cradie offsets 
slope of average shoulder and gives greater 
stability. Write today. A trial order will prove 
profitable! 


Exclusively Patented & Manufactured by 


Rest-A-Phone Co. 


P.O. BOX 8788 ~ PORTLAND 7, ORE. 


WO 


A \\\\ 





4s 


















JOIN THE 
OPPORTUNITY 




















Spring Cushion 





Typewriter 





Keys 




















SPEED KEY CORP. teane ssn. 
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Detachable 






vow resis PENCIL HOLSTER 


ANOTHER FIRST IN SALES ... 
IN DESIGN! Practical, attractive, 
utility item with ready market 
among nurses, students, engineers, 
nuns and others. Increase profits 
with this fast-selling item. 











Packed in 2 Doz. Lots in Attrac- 
tive Display. 

Regular Dealer Discount. 
Assorted Brown and Black. 














HERE’S HOW 
TANGLED PHONE CORDS 
MAKE $ $ $ FOR YOU! 


Every one needs **KOIL-O-MATIK."’ 
Here is a RUBBER COVERED, sturdy, steel 
spring that abolishes kinks and snaris and 
automatically COTLS dangling cords out of 
the way. RUBBER COVER prevents 


scratching desks, Safe guards against 
‘“‘shocks’’ and ‘‘shorts.’’ 
Grand for electric irons, toasters, lamps, 


ete. Fits all size cords, even solid rubber 
ones. Keeps full length available. 

**Koil-o-matik’’ is only RUBBER COV- 
ERED coiler made and it’s unconditionally 
guaranteed for 1 year. 





QUICK SALES! LARGE PROFITS! 


Priced below competitor's bare wire 
coiler! Colorful display carton and FREE 
DEMONSTRATOR make quick sales. Very 
liberal discounts. Write today for ‘*‘Money- 
back’’ Sales Guarantee 


The WNeverknot Co., Dept SA 
4525 Ravenswood, Chicago 40, IIi. 


TYPE CLEANING MADE EASIER 


with the amazing 


ji 


CLEANS 
© Typewriters 
* Billing Machines 
¢ Adding Machines 
¢ Addressing Plates 
* Marking Devices, ete. 
*NORTA THE ORIGINAL PLASTIC TYPE CLEANER 


Free sample sent upon request...write to 


NORTA DISTRIBUTING COMPANY 


1165 Broadway, New York 1, N. Y. 























Typists and business 
machine operators want 
*Norta Plastic Type Cleaner 
— it’s easy to use—no mess 
—no liquids to spill. 








by train, bus, plane or automobile, 
whether for pleasure, on private busi- 
ness or government service, 


BEACH’S 


“Common Sense” 


Expense Books and Sheets 
are best for keeping track of expense. 
There is a Personal Expense Book, too, 
for records at home. 


Beach Publishing Co. 


7338 Woodward Ave., Detroit 2, Mich. 
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Ever popular, EXECUTIVE WOOD GRAINS 
are faithful lithographic reproductions o 
beautiful Mahogany or Walnut on sturdy 
steel. 
Steady year ‘round profit makers . . . alsc 
come in best selling Olive Green and Pear 
5 Gray. Write for complete 
; prices on all Ohio Baskets. 
WASTE BASKETS f 


NO. 26-0 (26 Qt.) MAHOGANY OR WALNUT 
1442” high, 13” top dia. 
or Pearl Gray. 


NO, 16-0 (16 Qt.) MADE IN WALNUT ONLY 
11%” high, 1142” top dia. Also made in Olive Green. 


Have you seen the Deluxe SOLID ALUMINUM BOTTOM Basket? True LONG LIFE appeal for homes 
offices, institutions, hospitals, doctors, dentists, public places 


THE QHIO CAN & CROWN CO. MASSILLON 7, OHIO 


Receipt Books 
for the trade 


LOWER PRICES 


information 


Also made in Olive Green 





earn you a \ | { ‘ | - — 

cin aah : A MARKILO 
ea = 500 Receipts and \ umm Vi CELLULOIO PRODUCTS 
\\ 8 = 500 Duplicates ae ly 


Loose-leaf envelopes, punched; card-cases, any size; 
write ter catalog ate fe YY menu covers; factory record protectors; tag ho! ders; 


) ts w// bill-fold envelopes; stamp containers, etc. Made of 
Duplicate Receipt Book Co. FE) 


acetate (flame resistant) transparent cellulose. We 
Vy 7; Selidtede ves nestectaraaell Write us for details. 
Box 842, Birmingham 1, Alabama 


Markilo Company, Mfrs. 
Jobbers, Brokers Wanted Rated dealers 


3633 S. Racine Ave. Chicage 9, U. S. A. 
dealers only 














— —_ HEAVY CANVAS 
| [ \ m NIGHT DEPOSITORY 
- me BAGS 


THE STANDARD HEAVY DUTY CASH 
CONTAINER FOR DEPOSITORIES 
AGENTS COLLECTIONS — ETC. 
ee 2 8 
Mr. Dealer: 
To SELL A Complete Line of: 


if you serve banks, truckers, etc 


. -, your 
customers need Maybeck Depository 
PASSBOOKS 


Who Call on Financial Institutions 


bags. Don’t lose customers or sales 


because you don’t have these bags in 
POCKET CHECK COVERS Buy direct at the right price. 


COIN SAVERS WRITE NOW for descriptive circular and 


a 
AMERICAN PASSBOOK CO. H. G. MAYBECK CO., INC. I 
Ontario Building Cleveland 13, Ohio 


131-19 Jamaica Avenue Richmond Hill 18, N.Y. 3 


write to— 

















TICKET PUNCHES 


FOR & 
EVERY ZB TALLY PUNCH 
PURPOSE ‘ < 


Nos. 17, 33—Notches cards, sheets, etc. No. 
17 dies not over 4%” wide, %” deep; No. 33, 
not over 4” deep. 


No. 2—For %-%” round holes; 134” reach. 

No. 3, 1%” ote & No. 12, 2” reach, same 

style as No. 2. All will take special dies. 
Talley Punch—Registers number of punchings to 
99,999. Punches %”, %&” or %” round holes—also 
" special dog. Same counter available in our Nos. 
NOTCHING 


2, 3, 10, 11, 21. Write for circulars. 
«<— PUNCH ; 


THE HOGGSON & PETTIS MFG. CO., ‘IT Brewery St, New Haven, Conn 


(AQ ater 
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“a Potut MECHANICAL 
PENCIL LEAD POINTER 


FOR DRAFTSMEN, ENGINEERS, 

ARTISTS, ACCOUNTANTS 

Leads are pointed in a fraction of the time 
required by messy, old-fashioned methods; 
and, the TRU-POINT is fool proof — 
will not break leads even when an ex- 
tremely fine point is required! 

Puts perfect points on leads of mechanical 
pencils (draftsman type) and on wood 
pencils, after wood has been cut back 
with knife. Clean, easy to use. Guaran- 
teed mechanism. For literature and dealer 
prices, write today to 


ELWARD MANUFACTURING CO. 


557 Paw Paw Avenve, Benton Harbor, Michigan 





> 


0000000000000 000 0000000000000 


DALLA COO" 


MR. CALCULATOR 


KNOWN FROM COAST TO COAST AS THE 
MAN WHO GIVES YOU BEST CALCULATOR 


QUALI 


ISRAEL MEIZNER 
MERCURY BUSINESS MACHINES CO., INC. 


900 BROADWAY 


WRITE FOR OUR NEW PRICE LIST 


Pw 





1 

! 

| PROFITABL 
! 

L- 


207 EAST EVERGREEN 
c 


for every pasting an 
pose clean speedy 
shrink or wrinkie pa 
leading distributors e 


UNION RUBBER & AS 





ome 
BESZaS EST 
PAPER CEMENT 


A Real Adhesive 
AND ACCESSORIES 


Nationally advertised. Nationally used 


That's me 


TY FOR THE BEST PRICE 
* 


CORNER 20th STREET 
NEW YORK 3, N. Y. 


GRamercy 7-0055 


bp hhh hhh hhh hhh hhh hh 
swwewrrvee-v"-’-eeeerereeeeeerwvevevevreeererrrerre 





F because it SE £ L5/ 


Soe 



















d mounting pur- 

will not curl, 
per. Stocked by 
verywhere 
BESTOS CO 





TRENTON, W. J. 





BEST-TEST MAKES PASTING A PLEASURE 


CASH REGISTER 
PARTS 


i ‘ . ya" \ 

| + ¥ ROny 

e/ Fwy 
ow 


WORLD WIDE 


SERV 


WRITE FOR OUR LAT <4 CATALOG 
“INTERNATIONAL CASH REGISTER & PARTS CO. 


HICAGO PHONE 


OFFICE APPLIANCES, 


AVE . MT. PROSPECT, ILLINOIS 
NEwcastle 1-2900 





1953 





May, 





MARKWEL| 


MICRO-PERFECT 


Staples and Stapling Machines 


Hold any clip of Markwell Precision Staples under 


a powerful magnifying lens and see for yourself 


eS — SS ——— 


| 3 | 
MARKWELL MFG. CO. 1/7 


~ 200 HUDSON ST., NEW YORK 13, WN. Y 


Original 
SINGLE - FLUID 
Ink Eradicator 


@ INK-OUT contains 
leaves 





no free 
© INK-OUT mates perm di 
es nent eradice- 

tions quickly ae on a \. 
@ INK-OUT removes ink, iodine, fruit 
and medicine stains from paper, 
hands and clothing. 


MONTCLAIR. NEW JERSEY 








PLASTIC LABEL HOLDERS 


EASY TO SELL BECAUSE THEY’RE 
EASY TO ATTACH. STYLE 
LH-340 


4" 
WIDE 


For labels 
on bins, 
shelves, cabinets, 
counters, showcases, 
etc. Attach with cement, 
tacks, staples, screws. 10 fire- 
proof plastic holders to a package 
complete with perforated paper inserts and 
_ cellulose acetate faces ready to slide into place. 

Standard widths: 42", %4” by 2”, 3”, 4” 5” lengths. 
Specials to order. IMMEDIATE DELIVERY. 

Write for Details and Samp! 


AIGNER INDEX COMPANY 


99 READE ST. DEPT. D NEW YORK 13, N.Y. 



























The NEW 


CGov-RIGHT 


(line-by-line) 
COPYHOLDER 


Dealers prefer it... be- 
cause it's repair-proof, no 
service involved-customer 
can set it up himself. 

Ask for new Salesmen's 
Folder D to show to cus- 
tomers. 


COPY RIGHT MFG. CORP. 
53 Park Place, Dept. D-29 
New York 7, N. Y. 





Canadian Agents 
UNDERWOOD Ltd. Toronto |. 
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No. 1265 
Secretarial Posture Chair 
No. 1250 


Spring tension tilting back 
rest with four way adjustment. 
Posture shaped height- 
adjustable seat of buoyant 
molded foam rubber. Re- 
placeable snap-on seat. 


Executive Posture Chair 


Free floating padded back rest 
adjustable up, down, forward 
and back. Spacious coil spring 
waterfall roll front seat with 


individualized up-down con- 
trol. 


to increase office efficiency and your profits! 


Now give your customers the finest in secretarial and 

executive posture seating. Royal combines comfort a alae 

with perfect support in these precision engineered Secretarial Posture Chair 6 
swivel models with fully adjustable seats and backs. Four way adjustable floating 


dded back t.D Id- 
Frames are of strong, durable square tubular steel, and od foam rubber seat with 
: . height control. Waterfall roll 
island bases are all welded. Choice of handsome ioailt Guat aanae. 400 ieee 


Plastelle finishes. replacement. 


P.S.—We’ve redesigned our entire line of square 
tube executive chairs. Improved features at no in- 
crease in prices! Write for free Royal catalog today. 


“oor 
best office chairs cost jess, becaus 
The be 


a tired worker 


metal furniture since '97 costs much more 


| ir 
ood cha! 
ROYAL METAL MANUFACTURING COMPANY than a 9 


175 North Michigan Avenue, Dept. 55, Chicago 1 


Factories: Los Angeles - Michigan City, Ind. « Warren, Pa. » Walden, N.Y. + Galt. Ontario 
Showrooms: Chicago - Los Angeles + San Francisco « New York City 
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Conqueror Spirit Duplicator... 








"IT’S TERRIFIC.. a wires a dealer in Idaho 











“RUNS VERY SMOOTHLY...” writes a dealer in Oregon 




















“EVEN BETTER THAN WE EXPECTED...) ”'°"ssSo5c'c" 





The CONQUEROR is rolling off the assembly lines, and the comments and 
compliments are coming in. The response to this revolutionary new duplicator 
is far better than even we anticipated. The entire trade is enthusiastic about 
this amazing new spirit duplicator that has all the features, offered at a low, 
low price. 

Eye-Easy Reset Counte If your stock has not yet been delivered, we ask you to be patient a little 

2 where you went 4 longer. Volume production is now under way, and we will fill all accumulated 
orders in the near future. 


Ask your HEYER man, or write for literature and prices. 


Buy Heyer —famous in duplicating for 50 years 


T al E 4 EY E gz i  e ] Be PO RAT | °o be 1852 South Kostner Avenue, Chicago 23, Illinois 


Eastern Office Western Office Canadian Distributors 

17 East 17th Street 2610 Sunset Bivd. The Brown Bros. Ltd., 

New York 3, N. Y. Los Angeles 26, Calif. Montreal—TORONTO 
Vancouver 











0/707 @ 1: CORRESPONDEN 


om=m™and CASH IN on the UNDERWOOD PF ofit story! 













The new Underwood CORRESPONDEN' What a demand there'll be for the 
Portable is a PReferred, PRestige prod- CORRESPONDENT .. . for individual and 
uct ... at a sales PRoducing PRice... family use... as well as for school and 


with an extra PRemium in bigger PRofit. graduation presents. 





It combines lightness and sturdiness PRomote the CORRESPONDENT! Sell 
A Great New and good looks ... and has many of the the PR story! Get that big margin of 
PRODUCT _ Underwood Standard Typewriter fea- PRofit! 

. at a New ; — J *The CORRESPONDENT fills out the 
PRICE ; It has a beautiful new Fashion-Tone Underwood Line of Portables, between the 
—— : a “ Grey Finish . . . comes in a new incomparable CHAMPION and the ever- 
... with a “Big Margin PERMA-PACK Carrying Case. popular LEADER. 
of PROFIT! 

Typewriters . . . Adding Machines .. 
Accounting Machines . . . Carbon 
Paper . . . Ribbons 


Underwood Corporation One Park Avenue New York 16, N.* 


Underwood Limited, Toronto 1, Canada 


It will pay you to PRomote UNDERWOOD! Sales and Service Everywhere 











DISTINCTIVE 
SILK 











Here’s a distinctive ribbon that makes a 
good impression on any letterhead . . . and 
on every customer. This Underwood 
Corporation Gold Box Ribbon is pure 
silk for extra-long service and uniform 
ink distribution. 





...0n Carbon Paper 


Typists get clean, strong carbon copies with 
Underwood Corporation Distinctive ‘‘Non-Curling” 
Carbon Papers . . . no wonder they always come 
back for more. Treated with a special plastic, 

they transfer type impact faithfully, and give up to 
50°, longer wear. 








offer Distinctive Service 


You can’t beat this Distinctive pair when it comes to making 

a hit with the girls. And you can’t beat them for making profits 
.. for you! Phone your nearest Underwood Corporation 

office for prices and data... today! 





NDERW« RPORATION 


One Park Avenue 


Underwood Corporation 22: 








